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jl Each year, with support of the SRAR Charitable
¥ Foundation, SRAR selects children from a local
school in a low income area of the San Fernando
Valley to give them a memorable and happy
Holiday experience.

In December, up to 80 children will come to the
SRAR Office in Van Nuys where they will be
" treated to a delicious lunch, a visit from Santa
| Claus, and presented with gifts that they can share
with their family.

You can help spread the Holiday cheer by
sponsoring one of these children. Take a moment to

sponsor a child today!

Your sponsorship is tax deductible. SRAR
Charitable Foundation 501c3 #95-4323748
L
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CERTIFIED RETROFITTING COMPLIANCE SERVICES
gomeftroretro.com

CERTIFIED RETROFITTING
COMPLIANGE SERVICES
Since 1996

¢ Water Conserving Toilets & Fixtures

e Automatic Seismic Gas Shut-0ff Valves
* Smoke & Carbon Monoxide Alarms

e Water Heater Strapping

¢ Sliding Door Safety Glazing

CONTACT US TODAY!
www.gometroretro.com
800.450.3660

SRAR Texting Service

Sign up to get updates straight to your cell phone.

CLICK HERE

Get updates and reminders on your phone to stay in-the-know on all that's happening at
Southland Regional Association of REALTORS®

Text to 313131

edu : educational classes, training and risk management

>

SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS®, INC.

| » . | REAL REP@MF

The Official Publication of SRAR

whatsup : social/networking events like mixers, expos and
multicultural events

involve : community involvement and charity drives

pol : updates on real estate issues, political events and receptions
with local officials

future : leadership opportunities and committee involvement

com : commercial events and classes
President

whatsnew: new member services and benefits : .
Dan Tresieiras

It's easy to sign up and you can unsubscribe at any time, just send a text
message with only the word ‘STOP” in the reply from any message from us.

Message and Data Rates May Apply. President-Elect

CONSUMER PRICE INDEXES Nancy Troxell Carnahan

OCTOBER 2019 Chief Executive Officer
PERCENT CHANGE Tim Johnson
ol 12 Santa Clarita Valley Division
MONTH MONTHS Chairman
ENDING ENDING Amanda Ethceverry
October October
2019 2019 Main office:
Los Angeles - 7232 Balboa Blvd. e Lake Balboa, CA 91406
Riverside - 0.7 3.2 Tel: (818) 786-2110 « Fax: (818) 786-4541
Orange County e-mail: info@srar.com
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Commercial Real Estate

ECOMMERCE
UP, YET RETAIL

STILL THRIVING
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER

The rise of eCommerce and fast, cheap home
delivery is forcing owners of retail space to
reconfigure and store managers to rethink
their business, but retail is far from dead.
Indeed, its future is bright, especially with
today’s advantage of real-time data.

“Ninety percent of worldwide retail sales
are still done in physical stores, *” said
Sanford D. Sigal, president and CEO of
NewMark Merrill Companies, Inc. What is
dead are boring retail experiences.

There is no room for mediocrity in retail
anymore, Sigal said. Millennials, if treated
properly, become very loyal shoppers, but
all shoppers need a reason to go to a store.

“Convenience, value, and service are
key components,” Sigal said, noting that
“people are six times more likely to buy
with a positive, emotional experience. In
fact, people are willing to pay more for an
experience.”

Sigal was a keynote speaker at the
annual Commercial Day organized by the
Commercial/Investment Division of the
Southland Regional Association of Realtors.

Ryan Patap, director of L.A. market
analytics for CoStar Group, focused on
trends impacting the San Fernando Valley
commercial markets.

Other speakers included Gina Uzunyan, a
past SRAR president and the 2019 Realtor
of the Year, who offered the more than 120
attendees an update on legislative issues
confronting real estate.

Bob Khalsa spoke about opportunity
zones, and Heather Boren, chair of the
commercial division, moderated a panel on
due diligence.

Panel members included: Jon Gardner,

RISING WEALTH, LOW
RATES LIFT VACATION
HOME DEMAND, PRICES

The median sale price of vacation homes sold
nationwide between 2013 and 2018 increased at a
slightly higher pace compared to existing and new
home sales, an increase that spanned expensive and
inexpensive properties.

The increase in prices was fueled as buyers gained
additional financial wealth and with the availability of
low mortgage rates, with both boosting the demand
for and price of vacation homes, according to a study
released recently.

The National Association of Realtors 2019 U.S.
Vacation Home Counties Report found a 5 percent
difference between traditional home sale prices at 31
percent and vacation homes at 36 percent. The counties
with the highest price increases during this five-year

www.srar.com

Barry Judis, Jose Mendoza, Cynthia Moller,
Jenny Redlin, and John Shamoun. Arnie
Garfinkel moderated Commercial Day 2019.

There’s no doubt that the rise of on-line
shopping has had a profound impact on
retail stores and retail real estate proprties.

Ryan Patap Sandy Sigal

Yet Sigal believes “it’s overstated, over
dramatized.”
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Left to right: Jon Gardner, Barry Judis, Jose Mendoza, Cynthia Moller, Jenny Redlin, John Shamoun

span were in three states: Pennsylvania, which includes
Pike and Monroe counties; Wisconsin, which contains
Price and Washburn counties; and Massachusetts,
which includes Nantucket. Nantucket, emerged as the
most expensive vacation home county in 2018, with
the median sales price at $1 million.

“As 0f 2018, household net worth reached an all-time
high of $100.3 trillion—that’s nearly double from a
decade ago when wealth declined during the recession,”
said Lawrence Yun, NAR’s chief economist.

A portion of homeowners purchase a second home
expecting to use it as a general family vacation spot,
as a tenant rental, a means to gain equity, or— upon
retirement—a future primary residence.

The NAR report uses the U.S. Census Bureau’s

What’s happening, instead, is a transition,
an evolution from one type of retail
experience to something entirely new,
perhaps even exciting.

“In transitions,” Sigal said, “there’s a lot
of opportunity.”

As an example, he pointed to Be Buy,
saying that the company is doing better now
than ever before. Why? Because leadership
implemented clear strategies to offset the
impact of online shopping.

Not only are some on-line retailers opening
physical stores, but many companies are
immersed in deep-dive data analysis.

Successful companies today use real time
data to track movements of people throughout
stores, which provides information on
everything from the best placement of store
directory kiosks to offering strategies that
help struggling stores do better.

In his properties, Sigal said, he knows if
foot traffic is up or down in any center at any
time of the day.

“In the end,” he said, “the future of retail
is the future of human interaction.”

Patap said the San Fernando Valley
commercial real estate office market is
“looking very good. ... It’s a landlord
friendly market now.”

Fears of a recession are overblown, he
said, though a slowdown in rent growth is
happening as businesses sort through the
impacts of on-line retail.

The Valley’s apartment market is even
tighter than Los Angeles simply because
it’s a bit less expensive. Apartment growth
is concentrated in Warner Center and North
Hollywood, though not nearly enough
to offer relief for
renters anytime
soon.
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county’s total housing stock. Of 3,141 counties, 206
counties or 6.6 percent were identified as vacation
home counties.

“Some people may visualize the common popular
vacation destinations in the U.S. when considering
a vacation home, such as counties in Florida or
California,” says Yun. “And although those locations
have their share of vacation properties, we see that
other homeowners prefer counties, including those in
Massachusetts and New Jersey. These areas are often
known for harsh weather conditions, but are popular
nonetheless.”

For the complete study and list of the top 26
vacation home counties, go to: https:// www.nar.realtor/
research-and-statistics/research-reports/us-vacation-

Amer{can Commum.ty Survey data to examine  jomecounties
“vacation home counties.” These areas are counties
where the vacant housing for seasonal, recreational
or occasional use, made up 20 percent or more of the
Realtor® Report November/December 2019 3



Ownership Is Possible

HELPING RENTERS

ACHIEVE THE DREAM
BY GARY WASHBURN, PRESIDENT, AND DAVID WALKER

SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

Even in a real estate market with sky-high
prices and limited inventory, hanging around
Jesse Ibarra long enough could turn a sceptic
into a believer of his mantra: “Ownership is
possible.”

Ibarra, who is assistant vice president
and director of business development
for Neighborhood Housing Services of
Los Angeles County, was an enthusiastic
cheerleader for the housing opportunities
NHS offers.

NHS, which is a nonprofit, is dedicated
to strengthening communities through the
development and maintenance of quality
affordable housing, creation and preservation
of affordable homeownership opportunities,
support of local leaders, providing financial
education, and increasing the financial
independence of families and people in need.

Since 1984, NHS has developed and
rehabilitated over 21,260 housing and
commercial units, placed 4.4 million
families on the road to homeownership,
created 225 block clubs, employed over 232
neighborhood youth, and invested more than
$5.35 billion back into some of Los Angeles
County’s toughest neighborhoods.

NHS, working with the 10,300-member
Southland i
Regional Affordability,
10,300-member
Southland
Regional
Association
of Realtors,
recently offered
two classes at
the Association’s
headquarters in

Rising Rates Top R.E. Issues

Housing affordability, disruptive technology
and rising interest rates lead the top ten issues
confronting real estate as 2018 winds down
and a new year approaches.

Those were among the conclu-
sions of the industry’s leading

could achieve the American Dream of
homeownership.

“If an employer wants to educate
employees about housing possibilities,”
Ibarra said, “NHS can do those types of
partnerships.”

He urged Realtors to think of NHS as a
“lender of first resort” for clients who live
and work in local neighborhoods.

“We want to be competitive,” he said. “We
can offer 3 percent minimum downpayment
and most of our rates are lower than
other lenders. Plus, we can access further
downpayment assistance, layering different
programs together.

“We want all your buyer,” he said,
just those with problems.”

NHS currently has 28 properties for
sale and half of those are already in
escrow, Ibarra noted.

Real estate agents can join a network
where referrals are made and referrals
fees are possible.

“We’re looking for a network of
brokers and agents in neighborhoods
throughout Los Angeles County,” he
said.

“The Valley has been so hot ... I
need people like yesterday. We have
a lot of prospective buyers in the
$400,000 range.”

While NHS services are open to
anyone, the organization’s primary
mission is to assist medium-to-low-
income families.

13
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Disruption,

Estate 2018-2019

Van Nuys. professionals, the Counselors
One of the of Real Estate. The CRE
sessions met designation goes to prominent

with more than
100 real estate
professionals
who wanted to
learn about how
they and their
clients could
take advantage
of NHS services.

The second
session drew 60
San Fernando
Valley residents
who were
ecager to learn
more about
how they, too,

4

tion that validates it.

years to come.

real estate practitioners who
are recognized for their exper-
tise, experience, and ethics in
providing advice that influ-
ences real estate decisions.
Each year CRE members
pool their research, analysis
and information to develop a
Top Ten Issues Affecting Real
Estate list and the substantia-

The list identifies the most
pressing trends and challenges
that will impact the housing
and commercial real estate market now and in the

“Real estate touches every American, from every

Realtor® Report

Current Issues

. Housing Affordability

OrWN

E-commerce and Logistics

Longer-term Issues
. Infrastructure
. Disruptive Technology

. Immigration
. Energy and Water

OrWNE

Top Ten Impacts on Real

. Interest Rates and the Economy
. Politics and Political Uncertainty

. Generational Change/Demographics

. Natural Disasters, Climate Change

November/December 2019

"We can paint a house for free. plant trees.
Clean up," he said.

"Maybe there's a sign that needs to go up.
Or a corner that poses public safety issues."

Services includes buying propertties,
to sell properties, educating Realtor
clients about the process and getting them
prequalified for a loan.

"Whatever we can do," he said, "we will
doit."

Neighborhood Housing Services
of Los Angeles County

BUY - FIX - KEEP - SELL

Neighborhood Housing Services helps
families of modest means become
homeowners.

It also helps struggling families obtain af-
fordable loans for needed home repairs,
which preserve neighborhoods. And it helps
families avoid foreclosure through mortgage
assistance programs.

Whether trying to buy, fix, keep or sell a
home, NHS is here to help.

NHS provides services to families every
day through:
¢ Financial Education and Counseling
» Affordable Mortgage Lending
* Construction Management Services
* Mission-Driven Real Estate Services
* Neighborhood Revitalization and Advocacy

art of the country and every walk of life,” said panel-
ist Hugh Kelly at a recent meeting in Boston of the
National Association of Realtors. “The concerns facing
the real estate industry are our common concerns.”

CRE divided the list into two categories — issues

the organization believes the industry needs to be
thinking about in the coming year and issues that will
be important over the next 10 years.

“When it comes to politics,
CRE tries to illuminate rather
than advocate,” Kelly said.
“However, we think it is obvious
that the dysfunctional state of
our political discourse and our
unwillingness to compromise
on issues stand in the way of
problem-solving — problems
like the ones on this list.”

That’s especially true for
longterm issues that emerge
over the course of decades.

For example, it is widely
accepted and documented that
as infrastructure deteriorates, so
do the local neighborhoods and
communities.

Yet panelist Julie Melander

note that the inverse is true, too.
“In regions where infrastructure is invested in,” she
: « . . . .
said. “We see a growth in population, an increase in
business investment, and a rise in property values.”

www.srar.com



I2020'COMMERCIAL & INVESTMENT /72020

IDIVISIONIEDUCATION SERIES Ramee!
JANUARY CLASSES FREE TO ATTEND!! i

The ABC’s of Commercial Introduction to Leasing
Real Estate
An introduction to the practical applications An introduction to leasing retail, office and
of Commercial Real Estate. industrial properties
January 22, 2020 January 29, 2020
9:00am - 10:30am 9:00am - 10:30am

. || LR -
All Classes Listed Below Are Held On Wednesdays 9:00am - 12:00pm
SRAR Auditorium: 7232 Balboa Blvd. Lake Balboa, CA 91406
$25 Each - Take 5 Or More & Receive a Certificate of Completlon

NS EN . (ol |
February 19, 2020 March 4, 2020
Effective Commercial Purchase Overview of Commercial Real
Agreements Estate Investment Analysis

o .iil!IlIIHHWV bLH | | e B R
Aprll 8, 2020 - May 6, 2019 May 27, 2020

Realtors Property Resource®
1031 Exchange (RPR) Overview

Keys to Financing Commercial Deferring Capital Gains Through %
Real Estate

L 3]
L g
T

e ol i AT 5 B
- June 24, 2020 B - July 29, 2020
1 I ,
% Overview of Commercial Real ! Tax & Legal Impact on Effective Commercial Lease
Estate Investment Analysis s Real Estate Agreement

”, > . ks - - L
N e S B -, T3l e s . ] s

October 21, 2020 November 18, 2020

Property Management for
Investment Real Estate

Overview of Commercial Real
Estate Investment Analysis

Due Diligence in Commercial
Real Estate Transactions

) PRE- REGISTER & PAY FOR 5 CLASSES AND GET 1 CLASS FREE (Free classes not eligible) )
| Make Checks Payable to SRAR and Return with the bottom portion to SRAR, 7232 Balboa Blvd. Lake Balboa, CA 91406 |
$25 Per Class - Except January 22nd & January 29th *certificate of completion does not provide continuing education credits
Contact Education Department for more information 818-947-2268 or VinceC@srar.com
: Complete if Paying by Credit Card & Fax to 818-786-4541 or email to VinceC@srar.com :

Full Name Telephone #

VISA/MC/AMEX/DISC# Exp. Date / CVwv |
| # of Classes @ $25 each $ Signature |
| Email Address (please print legibly) W?" |
Lo e

www.srar.com Realtor® Report November/December 2019 5



HOW TO FIND
(OR KEEP)
FIRE INSURANCE

After several years of
record-breaking California
wildfires, insurance companies
have responded by imposing
huge premium increases on
property owners, or even worse,
flat-out denying coverage and
canceling policies. Here are
some tips to help property
owners maintain their current
insurance plan or, if necessary,
find a new one.

TIPS FOR
HOMEOWNERS
IN WILDFIRE
ZONES

6 Realtor® Report November/December 2019 www.srar.com
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KNOW YOUR RIGHTS!

If your insurance company is not going to
renew the policy on your home, they must
notify you in writing at least 45 days
before the expiration date. If you didn’t

receive the proper notice, contact the MnKE SUHE vou nnE
California Department of Insurance “0"’ unnEm“sunEn

(DOI) at 1-800-927-HELP or online at
Before selecting a policy, make sure it will

www.insurance.ca.gov. Check to see if . ‘
your policy has a guaranteed renewal cover the likely cost to rebuild your home
in compliance with current building

provision. You may also be entitled to se W '
codes. Consider insuring your property

renewal under laws applicable to homes )
that are lost in a declared disaster for replacement cost value, not just
depreciated actual cash value.

/
CONTAGT YOUR INSURANCE \
GOMPARE TYPES OF
COMPANY IMMEDIATELY st T

If you receive notice of a rafe increase or
non-renewal, get |;/zfuch ASAP to see if If youthave any questions, ask your

there are fire-hardening/steps you can insuré\n agent. For example: Will the
take to change the con)panysdecmon policy cover the cost of rebuilding your
/ me to its pre-loss condition? Does it

cover demollt\pn and debris removal? Is
there a Covera limit on temporary rent
and eprnses while the home is being
repalréd\? What causes of loss are not
covered? \

GHECK SURPLUS LINES INSURANGE
OPTIONS IF NECESSARY

S rp s lines (aka “nbn admitted )

START SHOPPING FOR
INSURANCE H\IILY'

Filling out?ppllcatmns and getting qu
takes time. Working with an insurance
agent can speed things up. The DOI
website (Consumers section) has/a tool
to help you find insurance agen
brokers| ‘near you. Check to see/if the
agent works exclusively with ¢
insurance company or has a¢cess to
multlpl‘ carriers. Keep track of which

insurance compames are being contacted
to make|sure you're conducting a thorough
search of aII options.

CHECK FOR POLICIES
WRITTEN BY ADMITTED

Admitted insurance companies are
backed by the California Insurance
Guarantee Association (CIGA), which
provides protections if the carrier

If you’re out of options, contact
California FAIR Plan at 1-800-339-4099.

becomes insolvent. Check the The FAIR Plan policy can be expensive,

Residential Insurance Contact List on and it only covers certain losses by fire

the DOI website for a list of admitted and smoke so you will need to buy Differ-

insurance companies. ences in Conditions (DIC) insurance to
cover other perils such as theft and
liability.

Realtor® Report November/December 2019 7



HOW TO

PROTECT YOURSELF
FROM SCAM
ARTISTS FOLLOWING
WILDFIRE DAMAGE

Unfortunately, natural disasters present
opportunities for scammers to take advantage of
people when they’re at their most vulnerable. If your
house suffers damage from a wildfire, take the
following steps to ensure anyone offering grant
money or anyone hired to work on repairs

is legitimate.

T0 MAKE SURE YOUR HOME INSPECTOR IS LEGITIMATE:

- If a housing inspector comes by and claims to
represent the Federal Emergency Management
Administration (FEMA) or the Small Business
Administration (SBA), ask to see the inspector’s
identification badge, which all federal employees
and contractors are required to carry.

« Remember that FEMA and SBA staff will never ask |
to see your banking information or charge you for//
disaster assistance. Do not give out your personal

information.

/"'
/

« Know that FEMA housing inspectors will n't’;t hire
specific contractors to fix your damage. /

T0 MAKE SURE YOUR CONTRACTOR IS lEGIﬂMl\TE:

- Deal only with licensed contractors./Ask to see
physical verification of the person’s license.

+ Check that the license is valid by célling the
Contractor’s State License Board toll-free at
1-800-321-2752, or by visiting cslb.ca.gov.

\

- Ask for references. ~ \

N\
- Get a written contract, and make sure it contains
everything you’ve talked about in person. If it’s not
in the contract, the contractor can’t be held

accountable for making it happen.

- Don’t pay in cash, and never pay for the entire
project before the work is completed.

T0 MAKE SURE YOU'RE NOT A VICTIM -
OR PERPETRATOR — OF PRICE GOUGING:

+ Price gouging laws prohibit raising rental housing
costs by more than 10 percent following the
declaration of a state of emergency. Please note
that price gouging is a complicated issue — for
more details, visit the California Attorney General’s
/ebsite at oag.ca.gov/consumers/
pricegougingduringdisasters.

-You can check to see if a declaration of emergency
is'in effect by visiting gov.ca.gov.

. Inyu feel you’re experiencing price gouging
following a wildfire, you can file a complaint with
the Attorney General’s office by calling
1-800-95\&5’2251 You can also get a referral for a
lawyer by contacting the State Bar at
866-442-2529 or visiting calbar.ca.gov.

CALIFORNIA
ASSOCIATION

OF REALTORS®

Sources: “Don’t Get Burned After a Disaster.” California Department of Insurance. January 2019.
“Beware of Post-Wildfire Scams.” Federal Emergency Management Agency. December 14, 2018.

“FAQs on Price Gouging.” State of California Department of Justice.

Realtor® Report
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SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS", INC.

o

Each year, with support of the SRAR Charitable Foundation, SRAR selects children from a local school in a low income
area of the San Fernando Valley to give them a memorable and happy Holiday experience.

In December, up to 80 children will come to the SRAR Office in Van Nuys where they will be treated to a delicious lunch, 4 ‘
- a visit from Santa Claus, and presented with gifts that they can share with their family. (
You can help spread the Holiday cheer by sponsoring one of these children. Take a moment to sponsor a child today! ﬁ

Your sponsorship is tax deductible. SRAR Charitable Foundation 501¢3 #95-4323748

B 2]

r-- - - - - - - - - - - - - - - - - -/ — — — —/— —/ /1

| Name: # of Children to Sponsor at $25 each: |
Phone #: Email:

| Do you prefer to sponsor anonymously? I:I YES I:I NO |

| Do you prefer to sponsor a child in someone’s name? I:I YES I:I NO |

| If yes, please provide the name: |

| To sponsor by credit card, complete the information below. Checks may be made to “SRAR Foundation” |

| and sent to TheresaG@srar.com at 7232 Balboa Blvd. Lake Balboa, CA, 91406 |

| CC#: Expiration Date:

| Name as it Appears on Card: Total Amount to be Charged: |

| Signature to Authorized Charge: |

| Completed forms with credit card information may be faxed to 818-786-4541. |
If sponsoring by check, please send form along with check by mail or send through email to TheresaG@srar.com.

www.srar.com Realtor® Report November/December 2019 9



CUSTOM SIGNS

Made to Your Specifications
Made In-House

Bus: (818) 947-2244 * Fax: (818) 786-0404

Email: grahamw@srar.com

Your Company - - 5
Other Info L S’gn Sizes
SO (oo One Sided Two Sided
e 47sxinches | 7§6.00 + tax cach | $9.00 + tax cach
ﬁﬁﬁﬁﬁﬁ %ﬁ%ﬁ‘aﬁ 11 x 17 inches | $11.98 + tax each | $23.96 + tax each
F O R S A L E 12 x 18 inches | $12.00 + tax cach | $24.00 + tax cach Your Realty Company
18 x 24 inches | $17.10 + tax cach | $34.00 + tax cach Your Message
Here
OPEN HOUSE 24 X 36 inches | $26.25 + tax cach | $52.50 + tax cach
YOUR REALTY COMPANY Wire Sign Stakes  $1.80 + tax cach 818-000-0000
7OFFICE: 818.000.0000
(22 -
¥ { > OPEN HOUSE
| w.  AGENT NAME "
AGENT NAVE SOUTHLAND REGIONAL 0FF|CE: 81 8_000_0000 08
— ASSOCIATION OF REALTORS®, INC.

=

P

SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS®, INC.

3 Tuesday of Every Month
Commercial/lnvestment Network REAL ESTATE

@

z 38 SRAR Auditorium PROFESSIONALS
g L 7232 Balboa Bivd, IN THE SAN

ﬁ E Lake Balboa, CA, 91406 FERNAN DO AND
58 ARG SANTA CLARITA
[

VALLEYS

Contact: Brian Hatkoff
at 818-701-7789
www.CommercialDataExchange.com

2" & 4" Wed. of Every Month
South East Area

15t Thursday of Every Month
East North Meeting

PITCHES,

IHOP Lulu’s Restaurant EDUCATION,
Tarsana, CA 1356 Van Nuys, CA 91406 NETWORKING,
11:45am - 1:30pm 8:30am - 10:00am GUEST SPEAKERS

Contact: Filip Crispino Contact: Rudy H. Leon AN D M ORE ! !

at 818-635-6743 at 818-642-7839

El Cariso Golf Course Restaurant Santa Clarita Sports Complex Weiler’s Deli
13100 Eldrige Ave, 20880 Centre Pointe Pkwy, 22323 Sherman Way,

Sylmar, CA, 91342 Santa Clarita, CA, 91350 Canoga Park, CA, 91303
8:30am - 10:00am 8:45am - 10:30am 8:00am - 9:30am
Contact: Bud Mauro & Filip Crispino Contact: Nicole Stinson Contact: Ron Henderson
at 818-635-6743 at 661-816-4234 at 818-999-3981

www.OutwestMarketing.com

Realtor® Report November/December 2019 www.srar.com



SIGN UP TO RECEIVE UPDATES
ON YOUR MOBILE PHONE®

Get updates & reminders straight to your phone T ——
and stay in-the-know on all that is happening at N
Southland Regional Association of REALTORS® B

Thank you for joining the SRAR

dvocacy text alert. For HELP
Reply HELP. Reply STOP pol to
Optout.

ot

Thank you for joining the SRAR
Social Networking text alert. For
HELP Reply HELP. Reply STOP.

How to Opt In:

Thank you for joining the SRAR
all things Commercial text alert.
For HELP Reply HELP. Reply

Text the keyword of your desired category to the number 313131.
If you would like to opt into multiple categories, please send in

Community Involvement text
alert. For HELP Reply HELP.

separate text messages with each keyword.

G FUTURE

KEYWORD: CATEGORY DESCRIPTION: WHAT YOU’LL RECEIVE
EDU >> Educational Classes, Training, Risk Lunch & Learn, Risk Management, RPR Classes, etc.
Management (2-4 times a month)
COM >> Commercial Day & Commercial Classes Twice a month notice of Class Schedule, Commercial

Networking Meetings & Commercial Day.

INVOLVE >> Community Involvement & Charity Drives Toy Drive, Backpack Drive, Blood Drive, Charity Golf
Tournament, etc. (6-8 times a year)

FUTURE >> Leadership Institute & Committee Application (Sept.) Notice of Committee Applications, (Feb.) notice
of Leadership Institute Class, etc.

WHATSUP >> Social & Networking Events YPN (Young Professional Network) Mixers, Golf
Tournament, EXPO, Area Networking Meetings, etc.
(2-4 times a month)

POL >> Updates on Real Estate Related Issues, Call to Actions, Legislative Panels, Legislative Day,
Political Events & Receptions etc. (6-8 times a year)
WHATSNEW >> New Member Benefits & Product Services Alerts on new benefits and services offered at SRAR.
A Note: Some cell phone services may require you to call your provider and grant permission to receive messages from 313131.
N\~
® 1t is easy to sign up & you can unsubscribe at any time, just send a text message with only the word “STOP”

SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS”, INC.

when you reply to any message from us. Message & Data Rates May Apply!

www.srar.com Realtor® Report November/December 2019 11
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to date sales increased

from October 2018

CRiSNETMILS

www.srar.com



www.srar.com

City Sign Ordinances

SAN FERNANDO AND SANTA CLARITA VALLEY

Listed below for your reference, are the specific municipal regulations, along with the regulations for L.A. and Ventura Counties that

apply in unincorporated areas or those cities without specific municipal codes. SRAR highly advises REALTORS® to check the cur-

rent laws, and follow these best practices as they will help preserve our rights as REALTORS® to use temporary signs:

1. Only post temporary signs (directional or open house) when you have an open house.

2. Always observe time and placement restrictions for signage.

3. Always obtain a property owner's permission before placing a temporary sign on someone's property whether their property is resi-

dential or commercial.

4. Never place temporary signs in the medians or rights of way - meaning along the streets or sidewalk and observe Americans with

Disabilities Act regulations.

5. Decrease visual clutter by "piggy backing" off of other directional signs, placing your directional signs only when your directions

divert from other directions.

The following are the regulations from each municipality in
areas where our members frequently work:

Agoura Hills:
For Sale - 1 sign per unit, shall not exceed 6 square ft. in area and 6 ft. in

height

Open House/Directional - Maximum of 4 signs, size may not exceed 3 square
ft. in area or 4 ft. in height

Other - No flags, balloons or banners, Signs can not be located on a public
right-of-way

Beverly Hills:
For Sale - 1 - 150 square in. sign including riders

Open House/Directional - Not allowed
Other - Must obtain annual sign permit sticker from city

Burbank:

For Sale - Sign shall not exceed 7 square feet including riders. Maximum of 2
riders

Open House/Directional - Maximum of 4 signs, size may not exceed 24” x
24” in area or 3ft. in height

Other - See municipal code for details

Calabasas:

For Sale - 1 - 6 square ft. sign

Open House/Directional - Maximum of 2 signs, size may not exceed 3 square
ft. in area.

Other - Signs can not be located on a public right-of-way

Hidden Hills:

For Sale - Not allowed

Open House/Directional - Not allowed
Other - Call for details

Los Angeles City:

For Sale - 1 or more unlighted signs. Total area of signs not to exceed 12
square ft.

Open House/Directional - Not specified

Other - See municipal code for details

Malibu:

For Sale - 1 sign per unit, shall not exceed 6 square ft. in area and 6 ft. in
height

Open House/Directional - Signs can not exceed 3 square ft. in area or 4 ft.
above ground level

Other - No more than 2 pole flags not exceeding 2 square ft. or 5 ft. in height

Realtor® Report

all be use

San Fernando:

For Sale - Sign shall not exceed 6 square ft. in area and 6 ft. in height. Rider no
larger than 6” X 24”

Open House/Directional - Permitted between 9am and sunset

Other - See municipal code for details

Santa Clarita:

For Sale - Maximum height of 6ft

Open House/Directional - Not permitted on sidewalks, parkways or medians.
Other - Price information prohibited

Simi Valley:

For Sale - Sign shall not exceed 12 square ft. and 6 ft. in height
Open House/Directional - Not permitted on sidewalks or medians
Other - See municipal code for details

West Hollywood:
For Sale - 1 - 432 square inch sign per frontage & 2 - 76 square inch riders

Open House/Directional - 1 per corner, 4 per intersection 18" X 24" Tue., Sat.
& Sun. 11am to 7pm
Other - 4 flags per open house. See municipal code for details

Westlake Village:

For Sale - 1 sign per unit, shall not exceed 6 square ft. in area and 5 ft. in height
Open House/Directional - 1 open house sign on property. No directional signs
permitted in community

Other - See municipal code for details

Los Angeles County: (unincorporated areas. and municipalities without
regulations)

For Sale - 1 or more unlighted signs. Total area of signs not to exceed 12 square
ft.Open House/Directional - No ordinance
Other - See municipal code for details

Ventura County: (unincorporated areas, and municipalities without
regulations)

For Sale - | free standing sign that does not exceed 12 square ft. or 8 ft. in
height

Open House/Directional - 1- 3 square foot sign per frontage not to exceed 4 ft.
in height

Other - See municipal code for details

November/December 2019 13
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SAN FERNANDO VALLEY SINGLE FAMILY SALES STATISTICS FOR OCTOBER 2019
ACTIVE INVENTORY EN ES CS WN ws SFV TOTAL __EXT

NEW LiStiNgS ....vovevveeriiiiieieeeeeceeeee s
Total Active LiStingS........cccoeveveerrreesiieieieins
Average Days on Market
Average List Price in Thousands ...............ccc.......
Median List Price in Thousands ................c.c........
BOMS ..o
Average BOM Price in Thousands ........................
BOM 10 Sale Ratio .........coovevveveereicirieisccicines
EXPIFAtions ...

PENDING SALES
New Escrows Opened............cccevevececuevevevecuennnee.
Total YTD Escrows Opened..........ccccovevevvevevevecnnnae
New Open Escrows Average Days on Market ........
New Open Escrows Average List Price..................

CLOSED SALES:

New ESCrows ClOSed...........cccovevvvevvvveeiiiiiiiisienne
Total YTD Escrows Closed..........cccceeeveveveveveeennee.
Volume of New Sales Dollars in Millions................ . . . :
Volume of total YTD Sales in Milions ..o oo 334.787........ 853.849 ... 775693 ......... 834.875 .. A, 179.024 ... 3,978.229....2,039.140 ......... 6,017.369
Average Sale price in ThOUSANAS .......c..vverevvrrrres eoveeeee 5420......... 1,166.4......... 1,088.3........... 824.0......1,069.7 ............ 9634........... 5078 s 741.0
Median Sale Price in Thousands ...............ocovvve.... : : : 1830, 855.0 e 755.0..... ..380.

COo0P SABS.....eeccieeee
Percent of COOp Sales .........coovveevevecceeeicccee
Average Days on Market.............cccccevevererircrennen.
Sales at LISt PrCE .....covvvveeececceeeeeeceeee e
Percent of Sales at List Price............cccccovvevevevennnne
Sales to Listing Inventory Ratio..........c.ccccvevvnnee.
Final Sale to New Listing Ratio ...............cccceveveene

CLOSED SALES TYPE
ForecloSure/REQ............coveveveveeeeeeeeeeeeeeeeceeveeerene
Seller CONCESSIONS .......veveeeeeeeeeeeeeee e
Short Sale
Standard ....

SAN FERNANDO VALLEY CONDOMINIUM SALES STATISTICS FOR OCTOBER 2019
ACTIVE INVENTORY EN ES CS WN WS SFV TOTAL __ EXT TOTAL

NEW LiStingS ....ccovovvvevereieieieseeese s
Total Active Listings........
Average Days on Market
Average List Price in Thousands ............cccccevueee.. . . . .9206........... 4996........... 5338 . 589.7 oo 560.3
Median List Price in Thousands ............c.cccceceenes . . . .465.0........... 4290 ............ 4500........... 4400 ............... 449.0
BOMS ..o
Average BOM Price in Thousands ........................
BOM 10 Sale Ratio ........oovvevecvreeireieiceeiienee,
EXPIrations .......ccovvvvvieieeeceece e

PENDING SALES
New Escrows Opened............ccccevevveruevevevecuennnne.
Total YTD Escrows Opened...........ccccccoevevevnneeee.
New Open Escrows Average Days on Market .......
New Open Escrows Average List Price.................

CLOSED SALES:
NEW ESCIOWS CIOSEA. ..o eeeeieeeeines ) IS 2882 i 26 40 .. LT ) I 258
Total YTD ESCrOWS ClOSEA .........oveeeereveeeresesiens e 229....cou 3400325 i 261 325 s 1,480............ 1,085 s 2,565
Volume of New Sales Dollars in Millions...........c... oo 12.921........... 16.849.........19.336 ..........11.848 ....... 19.549 ........... 79.502........... 39.982 ........... 119.484
Volume of total YTD Sales in Milions .........ccccves v 89.416......... 188.412 167.601 ......... 717.884.......518.809 ......... 1,236.693
Average Sale price in THOUSANS ........oovvevereerss eovveeen 416.8............. 566.0............ 4604 ... 4557 ... 488.7 ............ 4761 ........... 4394 .............. 4631
Median Sale Price in Thousands .............coccoo...... : : . 4370 430 .. 435.0........... 389.0 oo 420.0
CO0P SAES.....vvrcreieteteeee e
Percent of COOp SaleS ......ccoveveeevercrirciccice
Average Days on Market.............cccoovvvvreieicinnne.
Sales at LiSt PriC......ccveeeccceccee e
Percent of Sales at List Price............c.ccccvvevevenneee.
Sales to Listing Inventory Ratio............c.ccceveveeee.
Final Sale to New Listing Ratio .............c.ccccevvnee.

CLOSED SALES TYPE
Foreclosure/REQ..........ccoveveveeeeeeeeeeeeees
Seller CONCESSIONS .....c.veveveeieeeeeeeee e
SOt SalB ..
Standard ...
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SANTA CLARITA VALLEY SINGLE FAMILY SALES STATISTICS FOR OCTOBER 2019

ACTIVE INVENTORY AC ADUL CC CA NE SAU SR VAL  SCVTOT EXT
NEW LISHNGS oo
Total Active Listings..
Average Days on Market....

Average List Price in Thousands....
Median List Price in Thousands....

Average BOM Price in Thousands. L5795, 135, ..500. 274, .695. 7341........ 899.9
BOM to Sale Ratio........... . 278
EXDITALIONS w..ovveeeese s e 5

PENDING SALES
New ESCIOWS OPENEA.....oocovvocvveeceeeeescre v 9
Total YTD ESCIOWS OPENEA ..o e 12
New Open Escrows Average Days on Market............ c...... 4.
New Open Escrows Average List Price .............coee . 532.7

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...............c....eoccve

00D SAIES ..o

Percent of Coop Sales ...
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 .....

CLOSED SALES TYPE
FOrBclosure / REQ .......ovoccveeesceeeeee e (I
SRHIRr CONCESSIONS ....vvveveescveeees s 0.

SNOME AR ... 0.

Standard .. Il

OINET .o (L

SANTA CLARITA VALLEY CONDOMINIUM SALES STATISTICS FOR OCTOBER 2019
ACTIVE INVENTORY AC ADUL CC CA NE SAU SR VAL SCVTOT EXT  TOTAL

NEW LISHNGS vvvvvevoeeeeseeeseeesss s ervesesins 2. 1

Total ACHVE LISHNGS.......vvvverecvveeeeeseeeessesrennes v 2.

Average Days on Market.........occcoecceeeseeeccs o 9.

Average List Price in Thousands ...

Median List Price in Thousands... .589.6.
BOMS .o e 0.
Average BOM Price in ThOUSANGS.....oocccovvvc s e 00.
BOM 10 Sale Rati0 ..o e e 00.
EXDITAHONS ..o e 0
PENDING SALES

New ESCIOWS OPENEA.....oocvveceeeceeecerees e 0
Total YTD Escrows Opened ...

New Open Escrows Average Days on Market

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...
C0p SalES ...ovvevver
Percent of Coop Sales ...
Average Days on Market
Sales at List Price..............
Percent of Sales at List Price....
Sales to Listing Inventory Ratio..... ...500. 000 267
Final Sale to New Listing Rati0 ..........c...ooovcosiirss o 50.0 i 00, 533

CLOSED SALES TYPE
FOrRCIOSU® / RED ..o
Seller Concessions ..
Short Sale..........
Standard .. .
OHNBI oo [
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HIRING EXPERIENCED REAL ESTATE AGENTS
Contact Michael Kaufman for a Confidential Interview
KAUFMAN REALTY DRE#01443773

818-266-6294
Exp. #1 (1-20)

PROFESSIONAL SERVICES

VACANT HOME CLEANING SPECIALIST
APPLE CLEANING/PAINT. FORECLOSURES, HAULING.
(661)298-2084JOHN/JUNECARPETSHAMP0O0 (818)929-9242

REGULAR WK/LY

Exp. #7 (7-19)

DAVID I. KARP, MEDIATION SERVICES
Mediation of Real Estate and Business Disputes
818-515-9361, davidikarp@karpmediation.com

www.Karpmediation.Com
Exp. #9 (9 -19)

HERNANDEZ PAINTING DECORATING 860435
PROPERTY RENOVATION, FOR ALL YOUR NEEDS
PAINTING, DRYWALL, WOODWORK REPAIR,
YARDWORK, HOUSE CLEANING, HANDYMAN JOBS
OVER 18 YEARS EXPERIENCE, REFERENCES

FAST SERVICE 818-895-3050, 818-916-0268, 213-214-6291
Exp. #1 (1-20)

Law Office of Jacob lloulian
Evictions, Easement Issues, Buyer/Seller Disputes
Broker/Agent Liability, Quiet Title, and more
Call 818-639-2626

ADVERTISERS: DON’T BE LEFT OUT!
It's Your Responsibililty as an Advertiser to 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.

BUILDING REPAIRS & REMODELING

RETROFITTING // HOME INSPECTION
CROWN CONSTRUCTION G.C. B850720
818-635-9910 ADAM REMODELING
PAINTING PLUMBING LISTING PREP
Exp.# 1 (1-20)

The Law Offices of

SL&EG

Spile, Leff & Goor, LLP

16501 Ventura Boulevard
#610
Encino, Ca 91436

818.784.6899
www.spilelaw.com
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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®

EMPLOYMENT | LEGAL |

DENNIS P. BLOGK & ASSOGIATES

The Number One Law Firm Specializing in

TENANT EVICTIONS
UNLAWFUL DETAINER

€_ 80077 EVICT
i (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

$150 (uncontested plus costs)
www.evict123.com

REAL ESTATE

Park Regency Proudly
Welcomes

Charles Twagira
CalBRE license # 02084969

WWW.GROWWITHPARKREGENCY.COM
3 FACEBOOK COM/PARKREGENCY

iy

PARK REGENCY

November/December 2019

818-363-6116 \ 10146 BALBOA BLVD.,, GRANADA HILLS, CA 91344
BRE #01231306

www.srar.com
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| INSURANCE ' MARKETING  [NTERMITE INSPECTION & FUMIGATION

NORDHAGEN AND
DAUGHTERS

75

District

cer MOI e Leabs

EXTERMINATING

FARMERS INSURANCE COMPANY INC.

AGENCY OWNER THE PREMIERE ONLINE MARKETING SOLUTION
OPPORTUNITY FOR REAL ESTATE AGENTS & BROKERS

SRAR 2002 “ AFFILIATE OF THE YEAR"

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

OWN YOUR FUTURE

UP TO 300% MONTHLY
BONUSES ON TOP
OF REGULAR
COMMISSIONS

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

@ Computer generated, emailed reports

 Recommended repairs performed by our company
SAN FERNANDO VALLEY @ Licensed, insured and bonded
800-933-7378  800-649-1922 FAX
818-886-3454  661-255-1902 FAX
661-254-2133

jmoreano@farmersagent.com
farmersagent.com/jmoreano

Contact Us

\ CALL TOLL-FREE VISIT
(818) 564-4561 \. 888-277-9779 ‘B Point2.com

{;ﬁ FARMERS Affiliate member SRAR

Affiliate member REOMAC
INSURANCE Member PCOC (Pest Control Operators of California)
(A Reg. #FPR 2861

TERMITE INSPECTIONS & FUMIGATIONS

$39 per month

100%
COMMISSION Free Prolesion
GOLD STAR REALTY ' Completed Application

TransUnion Credit Report
TransUnion Score
Criminal Background Check
Eviction Check

" Document Upload

" Reference Checks

T U TrunsUnion@
TransUn_ TSN —_—
| —
1

MIKE RENTSPREE

@ rentspree o

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

- SRARPro1Yr

www.srar.com Realtor® Report November/December 2019 21
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HOME INSPECTION

General
Physical
Check

(818) 951-1795
ﬂ LAROCCA

Moisture
& Mold
Check

Chimney Sewerline

Check Check

INSPECTIONS

info@laroccainspections.com

than ever before...

HOME INSPECTION

NEED A HOME
INSPECTION?

PILLAR

HPOST

e P S P ool @R il | A FTODIGEE, £ i
schrmederieam. pillamopost.com

CLICK NOW

FOR MORE INFOI

22
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New Year!
New Supra® eKEY® app!
New Apple Watch® compatibility!

More value

OPEN
SHACKLE
OBTAIN KEY

supraekey.com

800-547-0252 + © 2018 United Technologies Corporation.
All rights reserved. Supra is a part of UTC Climate, Controls
& Security, a unit of United Technologies Corporation.

Supra

* United Technologies

REAL ESTATE

PINNACL

ESTATE PROPERTIES, INC.

WOODLAND HILLS OFFICE

For a Confidential discussion
about your career call Armando.

818.715.0088

TIRED OF FRANCHISE FEES? WANT MORE TRAINING?
WANT BETTER SPLITS? BUILDING A TEAM?

JOIN PINNACLE ESTATE PROPERTIES
» Best Agent Splits
* New Agent Training
» True Collaborative Environment
* No Annual E&O Fee
* No Monthly Fees
» Team Opportunities
* In House Marketing
» Over 9 Office Locations
Available to You

ARMANDO OLIVAg
“THE REALTY PROFESSOR”

818.715.0088

November/December 2019 www.srar.com



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.

The easiest way to

track your expenses. )
Learn More HI'

Realtyzam - 25% Discount for SRAR Members

Realtyzam is a super easy accounting app built exclusively
for real estate agents. If you've been looking for a simple tool
to track your expenses, log your mileage, store your receipts,
and instantly generate the report you need for your taxes,
then you'll love Realtyzam. SRAR members save 25%!

Click here to learn more.

_____PRINTING REAL ESTATE & MORTGAGE

e AN CRESTICO:

PRINT SHOP SERVICES

CALL US AT 818.947.2246 " Experience

All Things Real Estate & Mortgage

Make Us Your Choice For
All Your Printing Needs!

* Announcements  © Flyers
* Brochures * Postcards

« Business Cards  * Labels Join Our Team - Exceptionally competitive and
* NCR Forms * Letterhead flexible compensation.

. E:ﬁoiizgers " Color Copies -Training that emphasizes success
strategies for you.
Helping You: - Leadership in applying
Get more business done. technology to your business.
Streamline your process. - Ongoing training to keep you
at forefront of industry.
We Offer:

Mentorship programs. (81 8) 784-2929

Advertising help desk.
Marketing help desk.

www.srar.com Realtor® Report November/December 2019 23



FROM AGENT TO ADVISOR:
GROW YOUR CAREER

WE ARE ENGEL & VOKERS.

Your professional growth is our focus. Engel & Voélkers provides every real estate professional in our network with
access to a suite of resources and technology to grow their skill set -- and their business.

We want to be more than just another agent. As an Engel & Vlkers advisor, we invest in you both at the brand and
brokerage level, and you are never seen as “just a number”. Through our Advisor Businee Planning Program and more
than 120 live and on-demand courses and events, our network has access to proprietary educational programs taught

by industry professionals and fellow advisors that focus on important topics, such as:

*Market Specialization »Growing Your Brand and Marketing
*Coaching and Professional Development *Targeted Lead Generation
*Engel & Vélkers Listing Presentation e Latest Technology That Drives Business

HOW CAN WE HELP YOU REACH AND EXCEED YOUR PROFESSIONAL GOALS?

NOW HIRING
EMAIL OR CALL TODAY FOR A CONFIDENTIAL INTERVIEW
SHERMANOAKS @EVREALESTATE.COM | +1 818-474-2275

.
ENGEL & VOLKERS

©Engel & Vélkers. All rights reserved. Each brokerage independently owned and operated. Engel & Vélkers and its independent
License Partners are Equal Opportunity Employers and fully support the principles of the Fair Housing Act.



