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IN SUMMER 2017, SRAR’S “PARTNERS IN
CONSERVATION” FACILITATED A TOUR OF

THE GREEN FEATURES OF THE CABRILLO
ICI\?;-#E.CMTKI)!N BY CALIFORNIA HOMEBUILDERS mLmﬂ-nHRﬂﬂTTlﬂﬁ

The community has 84 homes in two floor plans starting in the high $400k with
standard green features including roof-mounted solar, tankless water heater,
dual-glazed windows, water saving plumbing S5
fixtures, Energy Efficient Forced HVAC with
smart Thermostat, full weather stripping on
all exterior doors, radiant heat reflective roof
barrier, full insulation in exterior walls & roof,

CERTIFIED RETROFITTING COMPLIANCE SERVICES
gometroretro.com

);

CERTIFIED RETROFITTING

and LED Lighting. This is part of California

Home Builders (CHB) “Smart and Green”

home building philosophy where sustainable COMPLIANGE SERVIGES
green features are not considered ‘upgrades’ Since 1996

but are standard. e Water Conserving Toilets & Fixtures
¢ Automatic Seismic Gas Shut-0ff Valves
We had a catered lunch, CHB’s construction
& sales staff explained the features in details,
had an audience Q&A, and then did a tour of the
green features in both floorplans. Julie Jacobson
Chair of PIC says — “It’s refreshing to meet a
knowledgeable staff who knows their green
features so well they can explain them
in simplified understandable terms. The
homes were stylish and functional with
no sacrifice on comfort or design from the
green features, plus built to save money on
utilities in the long term!”. Please look for
another informative local lunch tour with
California Home Builders coming up in
late spring or early summer with SRAR’s
Partners in Conservation!
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track their RBALTOR® RERORT
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¢ Smoke & Garbon Monoxide Alarms
o Water Heater Strapping
¢ Sliding Door Safety Glazing

CONTACT US TODAY!
www.gometroretro.com
800.450.3660
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INVENTOR

Y AT
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BY GARY WASHBURN, PRESIDENT, AND DAVID WALKER
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

Amid the lowest housing inventory levels
in more than 13 years, existing home sales
throughout California eked out a year-
over-year gain, while the median sales
price posted a solid annual increase, the
California Association of Realtors
reported recently.

An estimated 423,760 homes closed
escrow during 2017 statewide, up
1.4 percent from 2016. After a strong
firstquarter start to 2017, sales lost
momentum throughout the remainder of
the year.

“A severe shortage of homes for
sale continues to push up home prices
and erode affordability, which in turn
is subduing home sales,” said C.A.R.
President Steve White. “What’s more,
with the passage of the tax reform
bill that makes homebuying less
attractive, homeownership costs
will increase for many, which could
reduce the desire and demand for
buying a home.”

The statewide median price
continued to grow at a strong pace
over last year and remained above
the $500,000 mark for the tenth
straight month. The $549,560
December median price was 7.6
percent higher than December 2016.

The year-over-year price gain has
been growing at or above 7 percent
for six of the past seven months.
“California’s housing market
turned in a respectable performance

Santa Clarita Valley
Annual Home Prices at $576,000

A total of 2,478 single-family homes and 1,162 con-
dominiums changed owners during 2017 in the Santa
Clarita Valley while the annual median price of both
categories increased 4.6 percent and 6.0 percent,
respectively, the Southland Regional Association of
Realtors reported Monday.

The number of homes that closed escrows

fell less than 1 percent compared to a year
ago, not for lack of demand, but because of an
exceptionally tight inventory of homes listed
for sale. For comparison, the record annual
sales total of 3,869 homes was set in 2004
when every month saw thousands of listings
compared to the 2017 monthly average of 459
active listings.

Realtors also helped closed escrow on
1,162 condominiums, a tally that was up
6.1 percent from 2016 and marked the
sixth consecutive year that condo sales surpassed the 1,000-sale
benchmark. The record high condo annual sales total of 1,852
transactions was reported in 2003.

Working with buyers and sellers, local Realtors generated
$1.94 billion for the economy of the Santa Clarita Valley, not in-
cluding the added millions of dollars spent on home-sale related
activity, such as new landscaping, home repair or remodeling, and

M.Dean Vincent, Chairman,
Santa Clarita Valley Division

www.srar.com

SERIES: Unsold Inventory Index of Existing Single Family’
SOURCE: CALIFORNIA ASSOCIATION OF REALTORS®
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throughout 2017, with home sales
increasing 1.4 percent and the median
price climbing 6.9 percent for the year as
a whole to reach $537,860 in 2017,” said
Leslie-Appleton-Young, the Association’s
chief economist.

“Looking ahead, the market will
remain solid, but both sales and prices
will be impacted by inventory shortages,
impending interest rate hikes, and general
economic factors including the effects of
tax reform,” she said. Other highlights
from the report included:

* All major regions posted year-over-
year sales declines, with sales in the
Los Angeles metro region dropping 7.1
percent, the Inland Empire decreasing 3.5
percent, and sales in the San Francisco
Bay Area dipping 0.3 percent from last
year.

é} Inventory at the Lowest Level since June 2004
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purchases of appliances and furniture.
“The last three years have seen modest increases in local
home sales and a more stable residential real estate market than
what we saw during the boom of last decade,” said M. Dean
Vincent, chairman of the Santa Clarita Valley Division of the
10,300-member Southland Regional Association of Realtors.
“Yet the demand

* Sales dropped in five of six counties in
the Southern California region, with both
Ventura and Orange County decreasing
by double digits. A supply shortage and
affordability were likely factors in the
decline.

* Home prices across the state continued
to rise in December. Forty-five of the 51
reported counties recorded a year-overyear
price increase.

With housing inventory at the tightest
level among all regions across the
state, the Bay Area region continued to
appreciate the most with a 14.1 percent
growth rate from the previous year. Santa
Clara prices surged the most at 34.7
percent.

» Mortgage rates edged higher in
December as 30-year, fixed-mortgage
interest rates averaged 3.95 percent.

December 2016: 2.6 Months; December 2017: 2.5 Months
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as the number of properties that were “Active”, “Pending”, and “Contingent" (when available) and divide the sum by the number of “Sold" properties for the month in question.

which posted the record low of a monthly average of 436 listings.
For comparison, the record-high average listings per month
came in 2006 with an average of 2,105 active listings per month.
“Last decade, when sales soared and resale prices rose to record
levels, owners raced to list their home for sale,” said Tim Johnson,
the Association's chief executive officer, noting that today’s market
is more stable

of December, which was the third lowest monthly inventory on

a year ago, while the 2017 annual monthly average of 459 listing
per month was the second lowest on record, behind only 2013

record and rel_i_ll;esented a dismal 1.1-month supply at the current
pace of sales. The December inventory was down 27 percent from

. Annual Percent 5
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ums listed for Santa Clarita Valley — 1998 to 2017 yet well below
sale at the end the record-high

annual home price of $603,492 set in 2006.

Like homes, the condominium annual median price also post-
ed its sixth consecutive increase with the 2017 price of $359,167
up 6.0 percent from 2016. The record high annual condo price of
$380,583 was reported in 2006.
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2017 HOME, CONDO PRICES SET RECORDS

SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®
The annual median price of homes and
condominiums sold during 2017 in the
San Fernando Valley set record highs,

and the inventory fell to a record low, yet
the total of homes that changed owners
last year still rose slightly, the Southland
Regional Association of Realtors reported.

Local Realtors assisted the sale of
5,922 singlefamily homes and 2,286
condominiums during 2017, with the
annual home total up 1 percent and the
condominium tally 6.8 percent ahead of
2016.

Those transactions— many of which
required the Realtor and owner to navigate
a raft of offers from multiple buyers—
generated $5.9 billion for the local
economy. That total does not include the
millions of dollars produced by home-
sale related activity, such as landscaping,
remodeling, and furniture and appliance

fell to a record low 819 active listings.
That was a mere 1.3-month supply at the
current pace of sales.

It was only the second time that the
inventory fell below the 1,000 active
listings benchmark and a far cry from
the record monthly active listing tally of
14,976 set in July 1992.

"Last decade, when resale prices rose
to record levels, owners raced to list
their home for sale,” said Tim Johnson,
the Association’s chief executive officer,
noting that today’s market is more stable
than the wild ride between 2003 and
2007 partly because lenders go to greater
lengths to ensure buyers can actually
afford a home.

“Part of the hesitation to sell today may
be related to the stilluncertain impact
on residential real estate of the recently
passed tax cuts at the federal level. And,
current owners also are wary about finding

needed to satisfy pent-up demand at prices
affordable to teachers, fire and police
officers, rescue personal and all categories
of the hard-working residents who keep
the local economy humming.

Johnson and Washburn noted that
owners realize their home may sell
quickly, but finding a replacement
residence locally can prove challenging,
especially as prices hit new heights.

The annual median price of single-
family homes sold last year came in at a
record $643,783. That was up 7.3 percent
from 2016, surpassed the prior record of
$611,931 set in 2007, and was the sixth
consecutive year of annual price increases.

Similarly, the annual median price of
condominiums set a record at $410,367,
up 10.0 percent from 2016. It also was
the sixth consecutive year of condo price
increases.

Sky high prices could entice more
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Veterans Administration Loans

ZERO DOWN DOES
NOT MEAN ZERO CASH

BY GARY WASHBURN, PRESIDENT, AND DAVID WALKER
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

Twenty-two million military veterans
have used Veterans Administration loans
to purchase a home, yet even today — 74
years after the program’s inception —
some applicants incorrectly believe zero
downpayment means zero cost.

For veterans and active military, VA
loans are a fantastic way to achieve the
dream of homeownership. But just like
any home purchase, advance planning is
essential, which includes having enough
cash on had to pay closing costs. The
goal of VA loan-savvy Realtors is to save
veterans money while preparing them for
the inevitable expenses attached to any
home purchase.

The amount needed to close varies
depending on location, yet vets typically
will need to have about 3 percent of the
purchase price on hand to close escrow.

According to a report on Realtor.
com, some of the homebuying costs that
veterans and active military should expect
include:

* Credit report—Even if a purchase does
not close, buyers can expect to pay about
$30 for a nonrefundable credit report
when applying for a home loan.

* Earnest money—An earnest money
deposit — ranging from 1 percent to
10 percent or higher — is key to the
homebuying process. It allows a buyer
to put a “hold” on a house while they
conduct the inspections and appraisal.
Earnest money can apply toward the

Vincent Sworn in As Santa Clarita Chair

Urging members to get involved and care about the issues washing over resi-
dential real estate—including the impact of tax reform on home ownership—
M. Dean Vincent was sworn in recently as the 2018 chair of the Santa Clarita
Valley Division of the Southland Regional Association of Realtors.

Amanda Etcheverry was tapped to be the 2018 chair-elect while Louisa Henry will serve

as the 2018 treasurer of the Division. Henry, pictured on the left in the adjacent photo, also
was honored with the Chairman’s Appreciation Award for her unstinting service.

Affiliate of the Year honors went to lender Imelda Leano, pictured on the right.

Vincent said he hopes to generate increased participation by spreading the word about
current events, key issues, and encouraging council members to get to know their local
elected officials along with their positions on hot topics.
Vincent also urged current council members to reach out
and ask two professionals to get involved.

More than 90 attendees were at the installation cer-
emony. Assemblyman Dante Acosta, R-38th District,
on the left in the photo to the left, and Nicole Var-
tanian, representing Los Angeles County Supervisor
Kathryn Barger, presented certificates of appreciation
to the Division’s 2017 chair, Marty Kovacs, pictured

to the right of Acosta.

www.srar.com

Steve White, the 2018 president of the
190,000-member California Association of Realtors,
was the installing officer. White is on the far right
issuing the oath of office to Vincent.

Rounding out membership of Division's 2018
Council are Jim Bevis, Sarah Darabi, Phyllis Grekin,
Richard Hall, Bob Kellar, Bob Khalsa, Marty Kovacs,
Nancy Starczyk, Nicole Stinson, and Errol Valladeres.

Realtor® Report

downpayment and closing costs when
escrow opens. Depending on the reason
why a purchase falters, there’s a chance
a buyer could lose some or all of their
deposit.

 Appraisal— All VA loans require an
appraisal to ensure the property meets part of a homeowners association, there
acceptable standards, satisfies may be application or document
the VA’s minimum property I‘ealt()[‘.(:()m@ copying fees, along with monthly
requirements, and confirms dues that vary depending on the
the property is worth the price offered. size of the unit and the amenities.
VA buyers often pay for the appraisal * Loan origination fees—The VA
upfront, but may be able to recoup the cost  allows lenders to charge up to 1 percent
at closing. I Home inspection—The home  of the loan amount to cover origination,
inspection — ranging from $300 to $500 processing, and underwriting costs. VA
— offers a crucial opportunity to uncover loans are a great option for any veteran
problems with a house before making it hoping to buy a house. Working with an
official, such as spotting pest problems or  experienced Realtor can prepare buyers

discovering needed repairs. and save money while eliminating
* Recording fees—Each sale must be surprises.

recorded with the county, with the the cost
varying from county to county.

« Title insurance— Title insurance
protects the buyer and lender in the

Survey Reveals Home Buyer, Seller Desires

Here are additional insights on homebuyer and homeseller
trends and desires from a recent nationwide survey offered by
the National Association of Realtors.

® The typical buyer who did not use the internet during their home search
spent only four weeks searching and visited four homes, compared to those
who did use the internet and searched for 10 weeks and visited 10 homes.

® Seventy-nine percent of recent buyers found their real estate agent to be a
very useful information source.

® Yet for 42 percent of recent buyers, the first step that they took in the
homebuying process was to look online at properties for sale, while 17 per-
cent of buyers first contacted a real estate agent.

event there are lingering title issues from
previous owners of the home. The average
cost of title insurance is around $1,000
per policy, but that amount can vary and
depends on the price of the home.

* HOA fees—If buying a home that is

® Eighty-seven percent of buyers recently purchased their home through a
real estate agent or broker, and 7 percent purchased directly from a builder or
builder’s agent. Eighty-nine percent of buyers would use their agent again or
recommend their agent to others.
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INCOME-TO-LOAN GUIDE

NEW TOOL HELPS
GAUGE INCOME

NEEDED TO BUY
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®
The 10,300-member Southland Regional
Association of Realtors today unveils

a new statistical tool for use by buyers,
sellers and their Realtors, a guide

that details expenses buyers typically
encounter when purchasing a home or
condominium.

The income-to- loan guide, which will be
updated monthly, takes the median price of
homes and condominiums sold in the prior
month, calculates multiple numbers that
accompany a purchase, then determines the
minimum income needed to buy a median-
priced home or condominium in the San
Fernando and Santa Clarita valleys.

For example, the December guide for the
San Fernando Valley found that based on the

/‘/\

Year-to-Year Percentage Change in Income Needed

Single-Family Homes -December-
Median Price Loan Amount (80%)

$516,000

$645,000

Source: Southland Regional Association of REALTORS®
* PITI equals = Monthly loan principal & interest, plus taxes & insurance payments

Monthly Prop Taxes
$672 $204

median price of homes sold that month, which
was $645,000, a minimum income of $135,377
was needed to qualify for a loan of $516,000.

That's based on the national effective
interest rate for December of 4.15 percent, and
accounts for monthly property taxes, monthly
insurance payments, and monthly interest
on a monthly mortgage payment of $2,508.
The guide assumes that the buyer makes a
traditional 20 percent downpayment on a 30-
year loan, which means a loan of $516,000 is
needed to consummate the purchase.

“The guide, which was developed by
SRAR, enables prospective buyers, working
with their Realtor, to set
realistic homebuying

., 90,251
expectations,” said Gary \ $

San Fernando Valley

Monthly Insurance Payments

below and half above the median price of
$645,000,” said Tim Johnson, the Association’s
chief executive officer.

“The guide gives buyers a starting point,

a frame of reference, that enables them to
quickly zero in on how much home they can
afford.”

It also goes beyond the narrow focus of the
monthly home loan payment, giving a more
balanced picture of what a buyer can expect to
pay.

Too often buyers only focus on the principal
and interest payments of the monthly mortgage,
Washburn said, while they fail to include the
cost of home insurance and annual property
taxes.

That means, using the December median
home price, the monthly cost is not just the
$2,508 mortgage payment, but an additional
$672 in property taxes and the monthly tab of
$204 for home insurance.

It’s wise to include those additional costs
when planning a monthly budget, Washburn
said, even
though
property taxes
are due on
two dates
each year and
insurance
policies often

+13.8%

to Qualify for a Loan

4.15% $2,508 a lump sum
annually.
Of the 172
Total Monthly PITI * ..
aTaaa condominiums
sold during

December the minimum income needed to
qualify was $90,251 on a median priced condo
of $430,000.

The guide also shows that waiting to buy
a home or condominium in today’s market is
unwise:

The minimum needed to qualify for a home
loan went up 13.8 percent and the condo
minimum rose by 14.8 percent compared to
December 2016.

Soon, the monthly guides, including income-
to-loan guides for the Santa Clarita Valley, will
be available on SRAR.com, along with links
to valuable resources, especially on low- or
nodownpayment programs.

Income Needed
__to Qualify fora

Washburn, president of “ Minimum
the Association.

It also offers
encouragement to buyers
by letting them see that
even with today’s high
home prices, there are still
plenty of people buying
in all income levels and
price ranges.

“Of the 475 single-family homes that
changed owners in December, half were priced

Median Price

6

Monthly Prop Taxes

Realtor® Report

Condommlums — December — San Fernando Valley

Monthly Mortgage Payment
$1,672

Interest Rate

Monthly Insurance Payments Total Monthly PITI *

$2,256

February/March 2018

Methodology
Building Blocks

of Local Income-
to-Loan Guide

Here are the numbers and
methodology used to create

the new Income-to-Loan Guide
developed by the Southland Re-
gional Association of Realtors:

MEDIAN PRICE—The mid-point
price of all homes or condo-
miniums sold locally in any given
month.

DOWNPAYMENT—Some buyers
bring little cash to a purchase
while others offer more than the
traditional 20 percent downpay-
ment. This guide assumes a buyer
makes a 20 percent downpay-
ment on the median-priced home,
which means they would seek
financing for the remaining 80
percent of the median sales price.

INTEREST RATE—Each month the
Federal Housing Finance Board
publishes the “effective compos-
ite rate” for previously occupied
homes and condominiums. It is
the national average effective
mortgage interest rate on all fixed-
and adjustable-rate loans.

PITI—The monthly payment for
principal, interest, taxes and insur-
ance is computed as the sum of
three parts:

* Monthly mortgage payment,
based on the terms of the mort-
gage noted above.

e Annual property taxes of
1.25 percent, the L.A. Countywide
effective rate, divided by 12.

e Annual insurance payments
on the house are assumed to be
0.38 percent of the median home
sales price divided by 12.

These calculations, when add-
ed together, yield the PITI or total
monthly payment for a household
that buys a median priced home.

MINIMUM INCOME—It is assumed
that the monthly PITI is no more
than 30 percent of a household's
income, although that varies
dramatically, higher or lower, from
owner to owner.

Finally, the monthly housing
payment is divided by .3 to come
up with the minimum income
needed to qualify for a loan on a
median-priced home.

The minimum monthly income
amount calculated is multiplied by
12 to determine the minimum an-
nual income needed to qualify.

www.srar.com
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For Recent College Graduates

Southland Regional Association of REALTORS®), in partnership with the
California Association of REALTORS® Housing Affordability Fund, is currently
offering $2500 grants to qualified home buyers.

Applicants must meet certain requirements, including income limitations.

For information on this program, including a full list of requirements, visit
www.srar.com/grants or contact Yvonne Cuevas at YvonneC(@srar.com

* Close of Escrow must have occurred AFTER * The applicant must have obtained a four year college
July 1, 2017 degree within the last 7 years, from the date the
e The home MUST BE owner occupied. program begins

: {
* The applicant e a, REALTOR® member of the The applicant may not e
Southland Regi al‘ ALTORS® Applic
Homeb

NOTE: THERE ARE A LIMITED NUMBER OF GRANTS. GRANTS WILL ONLY BE AWARDED TO THOSE APPLICANTS WHO QUALIFY
AND WILL BE DISTRIBUTED ON A FIRST-COME, FIRST-SERVE BASIS. THIS GRANT PROGRAM WILL LAST ONE YEAR BEGINNING
JULY 1, 2017 OR UNTIL ALL GRANTS HAVE BEEN AWARDED, WHICHEVER COMES FIRST.

www.srar.com Realtor® Report February/March 2018



Lecdershm)
Institute @

2018 - Preparing Tomorrow's Leaders Today

Date:
First Name: Last Name:
Mailing Address: City: ZIP:

Phone (best number to reach you):

E-mail Address:

SRAR Member #: Year started at SRAR:

Do you now or have you ever served on any committee(s) at SRAR? YES / NO

Have you ever belonged to any other REALTOR Association? YES / NO If yes, please tell us which one(s):

How did you hear about SRAR'’s Leadership Institute?

Real Estate Specialty (check all that apply): o Appraisal o Auction o Commercial o Counseling o International
oland o Property Mgmt. o Relocation o Residential o Other:

Business/Professional Affiliations, if any (Please include local Association of REALTORS®, CAR and NAR):
NAME OF GROUP PERIOD OF AFFILIATION POSITIONS HELD ORASSIGNMENTS, IF ANY (LE COMMITTEE MEMBER, ETC.)

Community involvement, including civic, religious, governmental, social or other activities.
Do not include business/professional activities.
ORGANIZATION ASSIGNMENT/POSITION DESCRIBE RESPONSIBILITIES

Please briefly explain why you are interested in participating in SRAR’s Leadership Institute Program and why you should be
chosen;

NOTE: Completion of the Leadership Institute does not guarantee a leadership position within SRAR or any other organization.

2018 SRAR Leadership Institute Program Application Page 1 of 2

Realtor® Report February/March 2018 www.srar.com



Program Outline

Governmental Affairs & Advocacy

Friday, April 13, 2018

11am-2:00pm

This course will teach participants the importance of advocacy and give an introduction to Governmental Affairs outreach done
at the Association. The course will also cover, Realtor Action Fund, Governmental Affairs Director Role, and an overview of
Government and also CAR'’s Field Representative. Lunch will be provided.

Mechanics of an AOR

Friday, June 1, 2018

This course will cover the relationship with CAR (California Association of Realtors) and NAR (National Association of Realtors),
The Danger Report, the SRAR Strategic Plan, an introductions to committees, the roles of leadership on committees, and member
benefits. Lunch will be provided.

Professional Standards & Ethics/Arbitration

Friday, July 20, 2018

11:00AM to 2:00PM

This course covers professional standards guidelines and procedures, the National Association of Realtors Code of Ethics,
advertising guidelines and Procurring Cause/Arbitration. Lunch will be provided.

MLS/Technology

Friday, August 17, 2018

11:00AM to 2:00PM

This course covers the rules of CRISNet MLS, assessment schedule and hearing panels for violations, as well as tips on how to
avoid assessments. Additionally, the course will cover MLS technology, listing syndication, IDX, public websites and
understanding listing data. Lunch will be provided.

GoallTask Setting & Public Speaking

Friday, September 21, 2018

11:00AM to 2:00PM

This is a two-part course. The first will help you with planning and goal setting skills. The second part of the course will help you
with your presentation/public speaking skills and receive feedback on how to improve. Lunch will be provided.

Bus to CAR Expo in Long Beach

Wednesday October 10, 2018

8:00AM to 5:00PM

A chartered bus will pick you up at the Association where you will be driven to the CAR Expo in Long Beach, CA. You will have
the opportunity to walk the expo hall, attend the expo sessions, and attend expo events and luncheons. The bus will then leave
Long Beach at approximately 3:30pm and return you to the Association. A lunch stipend will be provided.

REALTOR Applicant (initial here)

| understand the purpose of the SRAR Leadership Institute Program; and, if | am selected, | will devote the time and
resources necessary to complete all six courses of the program. | understand the fee for the program is $149 and,
upon successful completion of all six courses of the program, SRAR will refund $50 of my fee after the final course. |
understand that if | do not successfully complete all six courses of the program, | will forfeit the $50 | would have other-
wise been refunded. | further understand that once | have been accepted into the program and have paid the $149 fee,
no refunds will be given other than the one described above under the conditions described above. | understand the
above commitments and agree to be bound by them in signing this application.

Applicant’s Printed Name:

Applicant’s Signature: Date:

Send completed applications and $149 payment to:

SRAR- Southland Regional Association of Realtors

Attn: Yvonne Cuevas

7232 Balboa Blvd.

Van Nuys, CA91406 or Faxto 818-786-4541 or Email to yvonnec@srar.com

2018 SRAR Leadership Institute Program Application - Last Revised Page 2 of 2

www.srar.com Realtor® Report February/March 2018



YOUNG »A
PROFESSIONALS W"
NETWORK ®

Southland Regior of Realior SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS’, INC.

‘WAKEUP

SRAR Auditorium: 7232 Balboa Blvd. Van Nuys, CA 91406
RSVP at YPNWakeup@srar com. Questions? Contact Kathryn Cooney at 818-947-2250

g - .\

-

T
‘e,

9:00am - 10:00am — ¥

Wednesday February 21st
Tuesday March 13th
Tuesday April 10th
Tuesday May 8th
Tuesday June 12th
Tuesday July 10th
Tuesday August 14th
Tuesday September 11th
Tuesday October 9th
Tuesday November 13th

COFFEE & SNACKS
WILL BE SERVED

.-’”l
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SAN FERNANDO VALLEY SINGLE FAMILY SALES STATISTICS FOR JANUARY 2018
ACTIVE INVENTORY ES CS ws SFV TOTAL __EXT

NEW LiStiNgS ....vovevveeriiiiieieeeeeceeeee s
Total Active LiStingS........cccoeveveerrreesiieieieins
Average Days on Market...........cccccoevevevevevivenennnn,
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 Millions .................... 29.559 78.633 52.063 58.310 83.837 302.402 130.331

Average Sale price in Thousands ......................... 501.0.......... 11914 ........... 982.3 .o 6626........ 11178 . 886.8......... 507.1.....
Median Sale Price in Thousands .......ooovovovviiiin. 4950 879.0............ 610.0..... ..6000........... 765.0 oo 620.0..... ..360.

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 JANUARY 2018

ACTIVE INVENTORY EN ES () WN WS SFVTOTAL  EXT TOTAL
NEW LiStingS ....ccovovvvevereieieieseeese s
Total Active Listings........
Average Days on Market
Average List Price in Thousands ............cccccevueee.. . . . 29328 ... 5511 B474 ... 551.6 v 549.5
Median List Price in Thousands ............c.cccceceenes . . . .4500.......... 4950 ............ 4599............ 4400 ................ 450.0
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 eeveieeeeenes 28 33 s 26 .o 30 s 29 s 146 ..o [ 223
Total YTD ESCIOWS ClOSEA .......oovoveeveerersiesrcsns evvesessenens 28, 33 s L NIE: | 29 s 146 [, 223
Volume of New Sales Dollars in Millions............... oo 9.733........... 16.188.......... 11.532 13.430............ 63.435........... 43.275 ............ 106.709
Volume of total YTD Sales in Millions wveveveeeei v 9.733........... 16.188.......... 11.532........... 12.553 ... 13430 ........... 63.435.......... 43275 ............ 106.709
Average Sale price in THOUSANS ........ovvvvvreerss covvreen 3476 4905........... 4435 ............ 4184.......... 4631 ............. 4345............ 562.0 .o 4785
Median Sale Price in Thousands .............coccoo...... : : . 410.0........... 4450............. 425 4300 ..o 415.0
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 ...

www.srar.com Realtor® Report February/March 2018




SANTA CLARITA VALLEY SINGLE FAMILY SALES STATISTICS FOR JANUARY 2018

ACTIVE INVENTORY AC ADUL CC NE SAU SR VAL _ SCVTOT _EXT
NEW LISHNGS oo 10 B D 28 e 15
Total Active Listings..
Average Days on Market ...
Average List Price in Thousands....
Median List Price in Thousands...

....... Bt
7059......8299....
2220 B30

Average BOM Price in Thousands.
BOM to Sale Ratio..............
EXDITAHIONS w..ovveeseeve v e 2

PENDING SALES
New ESCIOWS OPENed.......ococcecccceecc e v
Total YTD Escrows Opened.........cc....eev..
New Open Escrows Average Days on Market
New Open Escrows Average LiStPrice ... oo

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.....c....
000D SAIBS ..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
Foreclosure / REQ ........ooocccccceerscc e,
Seller Concessions ..
Short Sale..........
Standard ..

SANTA CLARITA VALLEY CONDOMINIUM SALES STATISTICS FOR JANUARY 2018

ACTIVE INVENTORY AC ADUL CC CA SAU SR VAL  SCVTOT EXT
NEW LISHNGS vvvvvevoeeeeseeeseeesss s ervesesins 1. .20
Total ACHVE LISHNGS.......vvvverecvveeeeeseeeessesrennes v 3.

Average Days on Market.........occcoecceerceeeccs v 7.

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

Average BOM Price in ThOUSANGS.....oocccovvvc s e 00.
BOM 10 Sale Rati0 ..ooccooocovveee e i 00.
EXDITAHIONS w..ovveeseeees s erveesisns 0

PENDING SALES
New ESCIOWS OPENED ......oovoeeccs 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. .000. i : 3 2.416......... 0.387
Volume of Total YTD Sales in Millions..... .000. e | . 2416....... 0.387
Average Sale price in Thousands... . 402.7........386.5

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.....
Final Sale to New Listing Ratio .........c...oovvvrciones e

CLOSED SALES TYPE
FOrRCIOSU® / RED ..o
Seller Concessions ..
Short Sale..........
Standard .. .
OHNBI oo [

14 Realtor® Report

400.0......... 386.5

www.srar.com



"'SMOYIS3 d3SOTI TVNLOV AdIHIA LON S30d NOILVIOOSSY IHLx

€92 0009290V 1 $ 9LY
SATVS FNNTOA $ - TVLOL STINY 8102 SONILSIT

........................... SVIOL
000°000'2 NVYHL IHOW
666'666'L O.L 000°000°
" 666 ‘666 OL 000'006
" 666'668 OL 000°008
666662 OL1 000002
666'669 OL 000°009
666665 OL 000°0SS
66665 OL 000°00S
666667 OL 00005
" 666'67 OL 000°00%
" 666'66€ OL 000°0SE
666'6v€ OL 000'00€
666662 OL 000'052
666'6¥2 OL 000'002
" 666'66+ OL 00008}
66662+ OL 00009+
666'651 OL 000°0V |
666'6E1 OL 000°0C}
666611 OL 000°0} |
""666'60+ OL 000°00+
00000} NVHL SS31
‘ONWVY D1dd ONITI3S

Qe OOANMNON-NOOLAN—N
O0O00OOMOOOrrrr—YOaANOAN

— QA
OO0 —AMBON T

=3
S
o

$ @3ona3y anos # 1v1ol SONILSIT "ON 3AILOV JNIL T73S "OAV
NOILONAIY DA - IONVHDI IDIUd - IWIL ONITI3S

"H3aH1O0
AdVANVLS
"37VS LHOHS
“SNOISS3IONOD HAT1IS
....... 034/34NSO103HOS
3ddAl S3TVS A3SO10
................................................. OIlLvd ONILSIT M3IN OL I1VS TVNI4
" ’ OILvd AHOLNIANI ONILSIT OL STTVS
"301dd 1S 1V S31VS 40 LN3IOH3ad
.............. 301dd 1SI17 1V STTVS
" LIMHVIN NO SAVA 3OVHAAVY
S31VS 400D 40 IN3IOH3d
...................... STVS do0o
"SANVSNOHL NI 3014d ITVS NVIAIN
........ SANVSNOHL NI 301Hd 3TVS JOVHIAY
SNOITTIN NI STTVS d1A V101 40 INNTOA
"SNOITTIN NI SHYT10a 3TvS M3N 40 INNTOA
d3sOo10 SMOYHOS3 ALA TVIOL
" d3sO10 SMOYOS3 MAN
‘§31VvS @3so10
............ 301dd 1SIT 3OVHIAY SMOHOST NIdO M3IN
1IMHVYIN NO SAVA FOVHIAY SMOHYOST NIJO M3AN
Q3aN3dO SMOHOS3 ALATVIOL
.......... Q3aN3dO SMOH"OS3 M3N
*S37VS ONIAN3d
......... SNOILVHIdX3
Ollvd 37vS OL NOd
SANVSNOHL NI 301dd WO 3OVHIAY

0 0’ 0

006G
879G
0LeSLHE

675G
9.9°0v1
990V}

""SANVSNOH.L NI 301dd LSIT NVIa3In
SANVSNOHL NI 301dd 1SIT 3OVHIAVY
" LIMHVIN NO SAVA FOVHIAY
'SONILSIT IAILOY TVIOL
"SONILSIT M3IN

TVIOL ADS HOLNIANI FAILOV

€92 M 9£€ SOILSILYLS SITVS VILNIAISTH ATHLNOW 9Lb B
a3S070 MOHOS3 Q3INIdO MOHOS3 AAVYWWNS STW TVILNAAISIA ADS 8L0C AAVNNVYTI @31SN S3ILUIdOHd

dOHd TVILN3AIS3H |— dOdd 1VILN3AIS3d AVILN3AIS3YH

15

February/March 2018

Realtor® Report

www.srar.com



3014d
a ’ v | vV 4
€8S 9SS 06L LTSS 66 TYS 69¢LTYS 058'88€S M_Nm

go8 | eosz | lesy | s | ow | waeie | wow | owies | oie | et | mey | ers | Y| SeOL | seee | oos | SV L6l U TEE 9y 0)
it | vosl | e | o |oco | eso | s | wer | oges gsn | eow | o | 8L | ew | s | g | USOL IS v Pl 93Q
re6 | et | oo | e | S| vel | e | e |ess oo | g | oo | oo | evel | s 9w |oee sle | e | e | AON
geoL | ss6l | we | w96 | 9% | s08L | s | wee Jr% vl | e | we | e |get | 9 | e | L18JOLEL SO~
g8 | vuz | wv | oo |98 | Twe | oo | oos | oces [zor | s | s |ouse [est | owe | ovse | ogoe | el | e | | 143S
978 L'167 eeh ob 178 A 60p 86% 1’86 LS50 6EY 9 L'78 6651 09¢ Lbb L'€8 vyl SLE 8hp HNY
€98 | ®€C | 6w | L6 | 908 | LSl | v | o6h 8 | esoz | aw |ows | 9w | rSL | e | o0s | 9 | L9l | WOp | 68 nre
o6 | rosz | zss | owe | s | oser | e | zss | rs weor | ew | ws | 869 | TesL | we | ey | ser |zl | % | Wy | INAL
e9/ 1'08¢ by 995 0't8 eoLz STy 905 L 691 18¢ S6v veL | 9Ll 19¢ 00§ L98 Loyl €8 0€¥ AVIN
ves | €yl | ese | 1S | osc | rest | sov | 1S lom |zeww | oo | w95 | e [ ssst | e | wsr | €8 | veel | w9 | Ll ddv
vl sl | oww | oois lew oo | owe | oams |t | st | e | o |oes |Teor | e | ley | L06 | L | SKE | EBE Iy
ThL | €1l | et | eve | Uvs | E€vll | v | 1S | 8ES | 9% 6z | v | 1S | 78 pie | Ly | 689 | £68 e | oL q34

700 lowl | sz | o SO | sl | e | s | ses | 9% 60z | lec | sor | €8 0z | 9 | 609 | 7% ez | lee | 669 | 718 8 | S NV

10| W 1S | W 11| W 80| W 11| W S0 [ W

OL | 10A [ S3I¥S| ISn] OL | 1OA | SIvS| 1SN OL | 10A | Saws| 1Sn| oL | 10A | Saws| ISn| oL | 10A | s3ws| Isn| OL | 1OA | SIS | 1SN

SIVS | $ SIS | § SIS | § SIS | § SIIVS | S SIIVS | S

% % % % % %

810¢c L10¢ 910¢ Gl10c v10¢ €10c

HLNOW A9 HINOW V101
(OANOD ® ATIAV4 FTONIS ‘SFTVS WILNIAISTH AINIGNOD)

8102-€10¢C SISATVNY S3TVS I379VHVdINOD
ATTIVA V1IHVIO VLINVS

*ONJ ‘. SYOLTVEY 40 NOLLVIOOSS Y

TVNOIDHY ANVTIHILNOS

W

v

www.srar.com

February/March 2018

Realtor® Report

16



REALTOR® RESOURCE CENTER
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— mamkenne — B leoAL |
DENNIS P. BLOGK & ASSOCIATES

Termite Inspection The Number One Law Firm Specializing in
* Fast report (fax or e-mail) GET l l Ore LEADS
Biltocsorow TENANT EVICTIONS
* Free inspection if competitive bid
. '\‘/\\lll quflkg fut"y guafatnt‘teﬁd - THE PREMIERE ONLINE MARKETING SOLUTION UNLAWFUL DETAINER
& wiil beat or meet other ol FOR REAL ESTATE AGENTS & BROKERS
Retrofitting Inspection ] |
* Gas shut-off valve ‘ @— 800 77 EVICT

o (38428)

* Guaranteed rapids filings

» Water conservation
-Ultra low flow toilet
-Shower head
-Certificate of compliance
* Smoke detector
» Window safety glazing
e Carbon Monoxide Detector

‘ECO HOME SAFE, INC".

* No office visit required
* Free telephone consultations
* More experience than any other law firm

* Lockout Management service available

Call: (818) 886-7378 ., FULL COLLECTION
(310) 328-7378 ¢ SERVICES
\. 888-277-9779 “§ Point2.com Open Monday through Saturday

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

Proint2

PROFESSIONAL SERVICES

REAL ESTATE
CaRealEstateLawFirm.com- A Real Estate Law Firm
Evictions, Easement Issues, Buyer/Seller Disputes
Broker/Agent Liability, Quiet Title, and more F ree TO p P rOd u Ce r WO r kS h O pS

Law Office of Jacob lloulian  Call 818-639-2626 Join us Thursdays at 9am now through April 5th as the top producing agents

= from 2017 share their keys to success with other agents looking to learn from
some of the best in the business. Remaining Schedule:

CA CERTIFIED INSPECTIONS SERVING L.A. SINCE 1989
HOME INSPECTOR & MOLD INSPECTOR AIR SAMPLING & March 1 Rodney & Nelly Gonzalez 14 Years 10.9 Million
REMIDIATION VISIBLE MOLD? FREE INSPECTION! = = —
CALL US FOR THE DETAILS March 8 Debi Durzi 7 Years 17.6 Million
LIC. # 574974 AND INSP. #09110902 q i AR
Ty March15 Scott Himelstein 3 Years 21.4 Million
March 22 Juan Santana & Moe Verma 3 Years 10.5 Million
March 29 Greg Chermakyan 19 Years 9.3 Million
ADVERTISERS: DON’T BE LEFT OUT! Apl’l' 5 Steven Green 33 Years 24.5 Million
It's Your Responsibililty as an Advertiser to Keep Track of Your . ’ . o -
Ad's Expiration Date. Send in Your Renewal One Week Prior fo
Expiration Date to Guarantee Confinued Exposure and Results
From Your Reatror® Report Classified Ads.

BUILDING REPAIRS & REMODELING

RETROFITTING // HOME INSPECTION
CROWN CONSTRUCTION G.C. B850720 ‘ ‘ Y
818-635-9910 ADAM REMODELING WWW.GROWWITHPARKREGENCY.COM

PAINTING PLUMBING LISTING PREP | f FACEBOOK.COM/PARKREGENCY
Exp.#1 (1-19)

FAVIINQL0Y 8183636116 \ 10146 BALBOA BLVD, GRANADA HILLS, CA 91344
REAL ESTATE BRE #01231306

www.srar.com Realtor® Report February/March 2018 17
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CRESTICO [ grentinee  rerecei e
ca undin
Y S I FREE FOR MEMBERS [ CXERyumarnG

SRAR 2002 “ AFFILIATE OF THE YEAR"

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

JOHN DOE

SCREEN TENANTS
COLLECT APPLICATIONS

¥ Rental Application

¢ Credit Report & Score
¥ Criminal Background
¢ Eviction Report

@ 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
# Licensed, insured and bonded

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

TERMITE INSPECTIONS & FUMIGATIONS

Affili ber SRAR
GET STARTED TODAY it
hﬂ'p://src r.renTspree.com Member PCOC (Pest Control Op%rgtggzogilg(gggl])

REAL ESTATE

$39 per month
100% ADVERTISE

IN THE

COMMISSION REALTOR® REPORT
GOLD STAR REALTY Make your ad

We Offer: I I [ ]

Full Time Experienced Broker .

Equipped Offices & Conference Rooms With Color!
Most Southland MLS Services Yaee @ digsly e crd sEe eur
Friendly and Helpful staff Company advertised on our website!

visit the “print shop” link for more information at:
(818) 757-4567 wiw.Srr-com
or call

20 YEARS IN BUSINESS (818) 947-2244

17815 Ventura Blvd., Suite 205, Encino

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

Realtor® Report February/March 2018 www.srar.com
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SouthlandfRegional
Associationior Realforseinc,

PRINT SHOP & GRAPHIC DESIGN SERVICES
Make Us Your Choice For All Your Printing Need:s!

(818) 947-2246

A9

o sl ome » 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
LETTERHEAD
e COLOR COPIES

{744 20724 ROSCOEBLYD,
WINNETKA 91306 s

SRAR Texting Service

Sign up to get updates straight to your cell phone.

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

14:35

Monday, June 24

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

involve : community involvement and charity drives Thank you for joining SRAR's 18
’ texting service!

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

group of professionals the industry
has to offer. But how do you let clients future : leadership opportunities and committee involvement
know that?

com : commercial events and classes

slide

2o
Tell them. Show them. “ ' It's easy to sign up and you can unsubscribe at any time, just send a text

i message with only the word ‘STOP' in the reply from any message from us.
W(:’a'r y (.:;lf REALTOR® p n @ Message and Data Rates May Apply.
with pride.

www.srar.com Realtor® Report February/March 2018 19



AREA MEETING ANNOUNCEMENTS

OUTWEST Fridays [l COMM. INVST. PROR 3 Tues of mo.

Chairperson: Cameron Byington Chairperson: Brian Hatkoff, CCIM Every Friday - Except Holidays
Phone: (818) 987-4149 Phone: (818) 701-7789 Chairman:

Web: www.commercialdataexchange.com  Joseph A. "Bud" Mauro, REALTOR®
Co-Chair: Ron Henderson Time: 8:30 A.M Location: El Cariso Golf Course restaurant
Phone: (818) 999-3981 Locaiior.]' SR/.\R. Auditorium 13100 Eldridge Ave, Sylmar, CA 91342

: Directions: Exit the 210 Fwy at Hubbard St,

Education Chairman: lan Mayer 7232 Balboa Blvd., Van Nuys North to Eldridge Ave, East to the Golf Course
Phone: (818) 298-3405 Now Includes Business Opportunities Thomas Guide: TG - 482 D 3
lég%%téoghgﬁ;g \SN 23“ East North  1st Thursday of mo. SCV CARAVAN 2nd & 4th Fridays
Canoga Park, CA 91303 Chairperson: Rudy H. Leon SCV Networking Meeting

Phone: 818-642-7839 - T

. _q. Co-Chairperson: Louisa Henry

Meot & Greot 8:00 A.M. - 8:15 AM. . o 661-607-1684 or lovisahenry8@gmail.com
Time: 8:15 A.M. - 9:30 A.M. Co-Chair: Daniel Villegas Affiliate Chair: Imelda Leano- imelda.leano@movement.com

Phone: 818-585-8397 Location: Santa Clarita Sports Complex

Affiliate Networking, MLS Pitches, Caravan, ’ ,
Guest Speakers Location: Lulu’s Restaurant 20880 Centre Pointe Pkwy, Santa Clarita 91350
htto: et 16900 Roscoe Blvd. Dates: 2" and 4th Fridays of the month * Some exceptions-see
ttp://www.outwestmarketing.com/ Van Nuys, CA 91406 in the back room online schedule at wwwsrarcom
www.facebook.com/OutwestMarketingMeeting/ Time: 9:00 am Networking 9:30 am Meeting
Time: 8:30 A.M —10:00 A.M. Cities: Group 1- 2 Friday- Canyon Country, Newhall, Saugus

Affiliate Networking, MLS Pitches,
Guest Speakers

Group 2 - 4" Friday- Castaic, Stevenson Ranch, Valencia



