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varied greatly by generation. Baby 
Boomers were most likely to select 
an agent whom they worked with 
on a previous transaction, GenXers 
were most likely to select an agent 

that they deemed trustworthy, and 
Millennials said that reputation was 
the most important reason. 

One out of five sellers listed with 
a different agent than the one who 
ended up selling 
their home. 

Sellers 
changed agents 
for a variety of 
reasons, including 
feeling that the 
previous agent 
did not  com-
municate well, 
or didn’t seem to 
know what they 
were doing, the 
listing expired 
without selling 
the home, or the 
previous agent 
was untrust-
worthy. 

Still, it’s 
noteworthy 
that two-thirds 
of sellers did 
not know their agent prior to the 
transaction, yet of those who did, 
they knew their agent for a median 
of seven years. 

Agents most commonly kept in 
touch via phone calls, in per-

son, emails, or texts. Yet even as 
electronic communication becomes 
ubiquitous, homesellers surveyed 
said they still prefer to have a live-
lier interaction with their agent. 

Two-thirds of all sellers preferred 

Sellers

Agents Still 
Needed in the 
Internet Age

 Southland Regional Association of Realtors®
Selling a home can be daunting, 
even overwhelming, especially for 
folks who go through the process 
only every few years or perhaps 
just once in a lifetime.

As the housing 
market shows 
signs of slowing, 
selling is even 
more difficult 
now than a year 
or just a few 
months ago. 

That’s one 
reason why it 
wasn’t surprising 
that a survey of 
sellers, renters, 
and buyers—the 
“2018 State of 

the Consumer” survey by the Cali-
fornia Association of Realtors—
found that real estate professionals 
remain in high demand.

The survey found that 51 percent 
of sellers rely on agent assistance in 
the most crucial part of a transac-
tion: negotiating price or terms of a 
sale. Half of sellers wanted help de-
termining listing  price, 40 percent 
needed advice about selling, a third 
wanted assistance in staging a home 
for sale, and 31 percent relied on 
experienced professionals for help 

with contractual and legal issues.
An agent’s reputation was the 

single-most important reason over-
all that sellers selected the pro they 
ended up using, but the reasons 
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their agent to communicate with 
them either via telephone or in 
person. 

Interestingly, despite being more 
tech savvy than other generations, 

millennials said 
they preferred 
in-person com-
munication above 
all other methods. 
Responsiveness 

was important to sellers—and they 
had incredibly high expectations re-
garding their agent’s response time. 

Nearly half expected their agent 
to respond either instantly or with-

in a half-hour. Millennials were 
most likely to want “instant access” 
to their agent, with 21 percent 
saying they expected an immediate 
response, compared to 16 percent 
of GenXers and just 5 percent of 
Boomers who felt the same way. 

Boomers were more willing to 
wait and 12 percent said they ex-
pected a response within one busi-
ness day. Their agents, in general, 
were able to meet or exceed their 
expectations. Go to www.car.org for 
the full survey results.
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.
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Online Experience 

Almost all sellers used the internet in the home selling 
process, though the older the seller, the less likely this 
was to be the case . Zillow was found to be the most use-
ful website followed by realtor .com and the agent’s web-
site . Over half of all sellers used a home valuation tool, 
often turning to a Zestimate on Zillow or did a search for 
comparable homes on realtor .com . Younger generations 
were more likely to use an online home valuation tool—
66 percent of millennials did so compared to 46 percent 
of Boomers . Most sellers said that the home valuation 
they found on the internet was in line with the home val-
uation provided by their agent . 

Technology such as the online home valuation tools 
allows sellers to formulate their pricing strategy . One-
third of sellers’ houses were intentionally listed below 
market price to draw more interest from buyers and po-
tentially generate multiple offers . Properties that were 
listed below market price received more offers in gener-
al, and they were off the market sooner . The younger the 
seller, the more common this tactic was .

THE SELLER/AGENT RELATIONSHIP

While the internet is very resourceful for sellers in the 
home selling process, many still rely on their real estate 
agent to carry them through the complicated process . In 
fact, 85 percent of those who sold in the past 18 months 
used a real estate agent . Sellers could use an agent’s 
assistance in many different ways, but half of all sellers 
needed help from their agent with either price/term of 
sale negotiation or determining listing price/strategy . 
This is even more true of older generations, as two-
thirds of Boomers report needing assistance with nego-
tiating and determining listing price/strategy, compared 
to just two in five millennials . Gen Xers were more likely 
than either generation to look to their agent for advice 
about selling but least likely to need assistance with 
home staging or legal issues .

Parts of the Sale Where Agent Assistance Was Needed
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Timing or sequencing the sale

31%
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33%
Home staging

40%
Advice about selling

49%
Determining listing price/strategy

Negotiating price or terms of sale
51%

Was Your House Intentionally Listed Below Market Price 
to Draw More Interest From Buyers?

  Yes   No   Unsure
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received a median of 4 offers . Half of them accepted the 
offer with the highest bid, one-seventh of them accept-
ed the offer that paid all cash, and another one-seventh 
took the offer from a buyer whom they believed would 
close the fastest . 

Homes were on the market for a median of 3 weeks, 
and only 10 percent of sellers reported a more than 
10-week wait prior to the open escrow, though 14 per-
cent of homes that sold for $1 million or more report-
ed a more than 10-week wait . Properties were most 
commonly marketed through an open house or online, 
though one-quarter of sellers say that their property 
was privately marketed to the agent’s network (a pock-
et listing) . Those that were marketed online were listed 
on Zillow, realtor .com, the agent’s website, the broker’s 
website, Redfin, and Trulia . Homes that sold for $1 mil-
lion or more were significantly more likely than those 
that sold for less than $1 million to be marketed through 
an open house, likely because competition for less ex-
pensive homes is stronger and so an open house may 
not be necessary . Those that sold for $1 million or more 
were also more likely to be marketed through a virtual 
tour, as those who sold a pricier home may have been 
more likely to spend more money on marketing . “Com-
ing soon” listings—homes that are not officially on the 
market but are expected to be listed for sale within a 
short time frame—are also popping up more often, and 
42 percent of sellers said they initially listed their prop-
erty as “coming soon” before putting it on the market .

S E L L E R S

Number of Days Listed on the Market Prior to the Opening of 
Successful Escrow

> 70 days (More than 10 weeks)
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This is the third of three articles gauging the 
mindset of different generations of buyers, 
renters, and sellers. It is based on the “2018 
State of California Consumer Survey.”

San Fernando Valley

Home, Condo November Sales 
Slow; Inventory Jumps 40%
A total of 414 single-family homes and 133 condominiums 
changed owners in the San Fernando Valley during November, 
down 13.8 percent and 26.1 percent, respectively, even as 
the number of active listings posted the largest one-month 
increase since 2014, the Southland Regional Association of 
Realtors reported Thursday. 
The median price of homes sold came in at $660,000, down 2.2 percent 
from a year ago, while the median price of condominiums that closed escrow 
last month was $426,500, up 2.8 percent November 2017. 

Both homes and condos recorded record-high median prices this year: 
the home record of $708,000 came in May and again in August; the condo 
median of $449,000 was set in July and August.

“There are fewer competitors out there, interest rates are lower, prices 
are negotiable, sellers more reasonable, and inventory is rising: Sounds like 
a great time for serious homebuyers to get busy,” said Gary Washburn, the 
2018 Association president. “You’ll still bump into multiple offers, but not as 
many as just a short while ago. A purchase is possible!”  

There were 1,509 active listings at the end of November. That was up 40.4 
percent from a year ago, the largest percentage increase since 2014. At the 
current pace of sales, the active listings represented a 2.8-month supply. No-
vember was the fifth consecutive month above the 2.0-month benchmark. 

Southland Regional Association of Realtors

12/11/18

San Fernando Valley Single-Family Median Prices: 1987-2018
2018 2017 2016 2015 2014 2013 2012 2011 2010 2009 2008 2007 2006 2005 2004 2003 2002 2001 2000 1999

Jan. $620,000 $605,000 $569,900 $510,000 $485,000 $420,000 $350,000 $350,000 $380,000 $350,000 $500,000 $613,000 $605,000 $521,000 $425,000 $335,000 $279,000 $234,000 $222,000 $190,000
Feb. $700,000 $600,000 $561,000 $525,000 $475,000 $422,000 $355,000 $392,000 $375,000 $339,900 $525,000 $610,000 $591,000 $500,000 $415,000 $330,000 $277,000 $247,000 $225,000 $210,000
March $680,000 $671,500 $592,900 $536,500 $515,000 $430,000 $378,500 $370,000 $400,000 $345,900 $470,000 $595,000 $615,000 $525,000 $442,000 $343,000 $285,500 $247,000 $223,000 $200,000
April $697,000 $630,000 $610,000 $555,000 $519,000 $460,000 $399,000 $354,900 $379,000 $355,000 $465,000 $625,000 $605,000 $553,000 $477,500 $356,000 $293,000 $244,500 $240,000 $211,000
May $708,000 $635,900 $600,000 $565,000 $520,000 $520,000 $375,000 $399,000 $385,000 $350,000 $450,000 $650,000 $600,000 $575,000 $490,000 $367,500 $309,000 $260,000 $239,000 $220,000
June $691,000 $640,000 $600,000 $562,000 $536,000 $507,500 $399,900 $369,000 $385,000 $375,000 $431,000 $655,000 $625,000 $578,500 $505,000 $373,500 $320,000 $265,000 $240,000 $215,000
July $690,500 $665,000 $623,000 $600,000 $520,000 $505,000 $392,000 $360,500 $399,000 $400,000 $435,000 $630,000 $607,000 $600,000 $489,000 $395,000 $325,000 $270,500 $236,000 $218,000
Aug. $708,000 $650,000 $625,000 $580,000 $543,000 $510,000 $396,000 $358,000 $400,000 $389,000 $425,000 $645,000 $610,000 $598,000 $485,000 $400,000 $320,000 $275,000 $255,000 $212,000
Sept. $670,000 $660,000 $620,000 $555,000 $535,000 $520,000 $390,000 $360,000 $395,000 $380,000 $392,500 $623,700 $595,000 $590,000 $490,000 $393,000 $320,000 $270,000 $247,000 $225,000
Oct. $678,000 $648,000 $625,000 $562,000 $521,000 $465,000 $380,000 $350,000 $385,000 $390,000 $410,000 $590,000 $610,000 $600,000 $471,500 $395,000 $318,500 $262,000 $245,000 $205,000
Nov. $660,000 $675,000 $595,000 $535,000 $536,000 $480,000 $399,000 $355,000 $385,000 $395,000 $375,000 $557,500 $595,000 $600,000 $495,000 $399,000 $331,100 $263,000 $240,000 $222,000
Dec. $645,000 $575,000 $565,000 $521,000 $475,000 $390,000 $339,000 $412,000 $400,000 $353,000 $537,000 $613,000 $590,000 $500,000 $413,000 $332,000 $265,000 $241,500 $219,500

Annual $643,783 $599,733 $554,208 $518,833 $476,208 $383,700 $363,117 $390,000 $372,483 $435,958 $610,933 $605,917 $569,208 $473,750 $375,000 $309,175 $258,583 $237,792 $212,292
7.3% 8.2% 6.8% 9.0% 24.1% 5.7% -6.9% 4.7% -14.6% -28.6% 0.8% 6.4% 20.1% 26.3% 21.3% 19.6% 8.7% 12.0% 11.6%

* June 2011 total revised due to city code error in conversion to Matrix Bold: Record High

Jan.  Feb. March April May June July Aug. Sept. Oct. Nov. Dec. 
2018 $620,000 $700,000 $680,000 $697,000 $708,000 $691,000 $690,500 $708,000 $670,000 $678,000 $660,000 
2017 $605,000 $600,000 $671,500 $630,000 $635,900 $640,000 $665,000 $650,000 $660,000 $648,000 $675,000 $645,000 
2016 $569,900 $561,000 $592,900 $610,000 $600,000 $600,000 $623,000 $625,000 $620,000 $625,000 $595,000 $575,000 
2015 $510,000 $525,000 $536,500 $555,000 $565,000 $562,000 $600,000 $580,000 $555,000 $562,000 $535,000 $565,000 
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San	Fernando	Valley	—	Single-Family	Homes		
November	Home	Median	Price	Off	2%	from	2017	

Source–Southland	Regional	Association	of	REALTORS®	

High $708,000 — May and Aug. 2018 
Low $148,000 — Feb. 1987
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varied greatly by generation. Baby 
Boomers were most likely to select 
an agent whom they worked with 
on a previous transaction, GenXers 
were most likely to select an agent 

that they deemed trustworthy, and 
Millennials said that reputation was 
the most important reason. 

One out of five sellers listed with 
a different agent than the one who 
ended up selling 
their home. 

Sellers 
changed agents 
for a variety of 
reasons, including 
feeling that the 
previous agent 
did not  com-
municate well, 
or didn’t seem to 
know what they 
were doing, the 
listing expired 
without selling 
the home, or the 
previous agent 
was untrust-
worthy. 

Still, it’s 
noteworthy 
that two-thirds 
of sellers did 
not know their agent prior to the 
transaction, yet of those who did, 
they knew their agent for a median 
of seven years. 

Agents most commonly kept in 
touch via phone calls, in per-

son, emails, or texts. Yet even as 
electronic communication becomes 
ubiquitous, homesellers surveyed 
said they still prefer to have a live-
lier interaction with their agent. 

Two-thirds of all sellers preferred 

Sellers

Agents Still 
Needed in the 
Internet Age

 Southland Regional Association of Realtors®
Selling a home can be daunting, 
even overwhelming, especially for 
folks who go through the process 
only every few years or perhaps 
just once in a lifetime.

As the housing 
market shows 
signs of slowing, 
selling is even 
more difficult 
now than a year 
or just a few 
months ago. 

That’s one 
reason why it 
wasn’t surprising 
that a survey of 
sellers, renters, 
and buyers—the 
“2018 State of 

the Consumer” survey by the Cali-
fornia Association of Realtors—
found that real estate professionals 
remain in high demand.

The survey found that 51 percent 
of sellers rely on agent assistance in 
the most crucial part of a transac-
tion: negotiating price or terms of a 
sale. Half of sellers wanted help de-
termining listing  price, 40 percent 
needed advice about selling, a third 
wanted assistance in staging a home 
for sale, and 31 percent relied on 
experienced professionals for help 

with contractual and legal issues.
An agent’s reputation was the 

single-most important reason over-
all that sellers selected the pro they 
ended up using, but the reasons 
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their agent to communicate with 
them either via telephone or in 
person. 

Interestingly, despite being more 
tech savvy than other generations, 

millennials said 
they preferred 
in-person com-
munication above 
all other methods. 
Responsiveness 

was important to sellers—and they 
had incredibly high expectations re-
garding their agent’s response time. 

Nearly half expected their agent 
to respond either instantly or with-

in a half-hour. Millennials were 
most likely to want “instant access” 
to their agent, with 21 percent 
saying they expected an immediate 
response, compared to 16 percent 
of GenXers and just 5 percent of 
Boomers who felt the same way. 

Boomers were more willing to 
wait and 12 percent said they ex-
pected a response within one busi-
ness day. Their agents, in general, 
were able to meet or exceed their 
expectations. Go to www.car.org for 
the full survey results.
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.
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Online Experience 

Almost all sellers used the internet in the home selling 
process, though the older the seller, the less likely this 
was to be the case . Zillow was found to be the most use-
ful website followed by realtor .com and the agent’s web-
site . Over half of all sellers used a home valuation tool, 
often turning to a Zestimate on Zillow or did a search for 
comparable homes on realtor .com . Younger generations 
were more likely to use an online home valuation tool—
66 percent of millennials did so compared to 46 percent 
of Boomers . Most sellers said that the home valuation 
they found on the internet was in line with the home val-
uation provided by their agent . 

Technology such as the online home valuation tools 
allows sellers to formulate their pricing strategy . One-
third of sellers’ houses were intentionally listed below 
market price to draw more interest from buyers and po-
tentially generate multiple offers . Properties that were 
listed below market price received more offers in gener-
al, and they were off the market sooner . The younger the 
seller, the more common this tactic was .

THE SELLER/AGENT RELATIONSHIP

While the internet is very resourceful for sellers in the 
home selling process, many still rely on their real estate 
agent to carry them through the complicated process . In 
fact, 85 percent of those who sold in the past 18 months 
used a real estate agent . Sellers could use an agent’s 
assistance in many different ways, but half of all sellers 
needed help from their agent with either price/term of 
sale negotiation or determining listing price/strategy . 
This is even more true of older generations, as two-
thirds of Boomers report needing assistance with nego-
tiating and determining listing price/strategy, compared 
to just two in five millennials . Gen Xers were more likely 
than either generation to look to their agent for advice 
about selling but least likely to need assistance with 
home staging or legal issues .

Parts of the Sale Where Agent Assistance Was Needed
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Timing or sequencing the sale

31%
Help with legal issues

33%
Home staging

40%
Advice about selling
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51%

Was Your House Intentionally Listed Below Market Price 
to Draw More Interest From Buyers?

  Yes   No   Unsure
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received a median of 4 offers . Half of them accepted the 
offer with the highest bid, one-seventh of them accept-
ed the offer that paid all cash, and another one-seventh 
took the offer from a buyer whom they believed would 
close the fastest . 

Homes were on the market for a median of 3 weeks, 
and only 10 percent of sellers reported a more than 
10-week wait prior to the open escrow, though 14 per-
cent of homes that sold for $1 million or more report-
ed a more than 10-week wait . Properties were most 
commonly marketed through an open house or online, 
though one-quarter of sellers say that their property 
was privately marketed to the agent’s network (a pock-
et listing) . Those that were marketed online were listed 
on Zillow, realtor .com, the agent’s website, the broker’s 
website, Redfin, and Trulia . Homes that sold for $1 mil-
lion or more were significantly more likely than those 
that sold for less than $1 million to be marketed through 
an open house, likely because competition for less ex-
pensive homes is stronger and so an open house may 
not be necessary . Those that sold for $1 million or more 
were also more likely to be marketed through a virtual 
tour, as those who sold a pricier home may have been 
more likely to spend more money on marketing . “Com-
ing soon” listings—homes that are not officially on the 
market but are expected to be listed for sale within a 
short time frame—are also popping up more often, and 
42 percent of sellers said they initially listed their prop-
erty as “coming soon” before putting it on the market .

S E L L E R S

Number of Days Listed on the Market Prior to the Opening of 
Successful Escrow
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This is the third of three articles gauging the 
mindset of different generations of buyers, 
renters, and sellers. It is based on the “2018 
State of California Consumer Survey.”

San Fernando Valley

Home, Condo November Sales 
Slow; Inventory Jumps 40%
A total of 414 single-family homes and 133 condominiums 
changed owners in the San Fernando Valley during November, 
down 13.8 percent and 26.1 percent, respectively, even as 
the number of active listings posted the largest one-month 
increase since 2014, the Southland Regional Association of 
Realtors reported Thursday. 
The median price of homes sold came in at $660,000, down 2.2 percent 
from a year ago, while the median price of condominiums that closed escrow 
last month was $426,500, up 2.8 percent November 2017. 

Both homes and condos recorded record-high median prices this year: 
the home record of $708,000 came in May and again in August; the condo 
median of $449,000 was set in July and August.

“There are fewer competitors out there, interest rates are lower, prices 
are negotiable, sellers more reasonable, and inventory is rising: Sounds like 
a great time for serious homebuyers to get busy,” said Gary Washburn, the 
2018 Association president. “You’ll still bump into multiple offers, but not as 
many as just a short while ago. A purchase is possible!”  

There were 1,509 active listings at the end of November. That was up 40.4 
percent from a year ago, the largest percentage increase since 2014. At the 
current pace of sales, the active listings represented a 2.8-month supply. No-
vember was the fifth consecutive month above the 2.0-month benchmark. 

Southland Regional Association of Realtors
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San Fernando Valley Single-Family Median Prices: 1987-2018
2018 2017 2016 2015 2014 2013 2012 2011 2010 2009 2008 2007 2006 2005 2004 2003 2002 2001 2000 1999

Jan. $620,000 $605,000 $569,900 $510,000 $485,000 $420,000 $350,000 $350,000 $380,000 $350,000 $500,000 $613,000 $605,000 $521,000 $425,000 $335,000 $279,000 $234,000 $222,000 $190,000
Feb. $700,000 $600,000 $561,000 $525,000 $475,000 $422,000 $355,000 $392,000 $375,000 $339,900 $525,000 $610,000 $591,000 $500,000 $415,000 $330,000 $277,000 $247,000 $225,000 $210,000
March $680,000 $671,500 $592,900 $536,500 $515,000 $430,000 $378,500 $370,000 $400,000 $345,900 $470,000 $595,000 $615,000 $525,000 $442,000 $343,000 $285,500 $247,000 $223,000 $200,000
April $697,000 $630,000 $610,000 $555,000 $519,000 $460,000 $399,000 $354,900 $379,000 $355,000 $465,000 $625,000 $605,000 $553,000 $477,500 $356,000 $293,000 $244,500 $240,000 $211,000
May $708,000 $635,900 $600,000 $565,000 $520,000 $520,000 $375,000 $399,000 $385,000 $350,000 $450,000 $650,000 $600,000 $575,000 $490,000 $367,500 $309,000 $260,000 $239,000 $220,000
June $691,000 $640,000 $600,000 $562,000 $536,000 $507,500 $399,900 $369,000 $385,000 $375,000 $431,000 $655,000 $625,000 $578,500 $505,000 $373,500 $320,000 $265,000 $240,000 $215,000
July $690,500 $665,000 $623,000 $600,000 $520,000 $505,000 $392,000 $360,500 $399,000 $400,000 $435,000 $630,000 $607,000 $600,000 $489,000 $395,000 $325,000 $270,500 $236,000 $218,000
Aug. $708,000 $650,000 $625,000 $580,000 $543,000 $510,000 $396,000 $358,000 $400,000 $389,000 $425,000 $645,000 $610,000 $598,000 $485,000 $400,000 $320,000 $275,000 $255,000 $212,000
Sept. $670,000 $660,000 $620,000 $555,000 $535,000 $520,000 $390,000 $360,000 $395,000 $380,000 $392,500 $623,700 $595,000 $590,000 $490,000 $393,000 $320,000 $270,000 $247,000 $225,000
Oct. $678,000 $648,000 $625,000 $562,000 $521,000 $465,000 $380,000 $350,000 $385,000 $390,000 $410,000 $590,000 $610,000 $600,000 $471,500 $395,000 $318,500 $262,000 $245,000 $205,000
Nov. $660,000 $675,000 $595,000 $535,000 $536,000 $480,000 $399,000 $355,000 $385,000 $395,000 $375,000 $557,500 $595,000 $600,000 $495,000 $399,000 $331,100 $263,000 $240,000 $222,000
Dec. $645,000 $575,000 $565,000 $521,000 $475,000 $390,000 $339,000 $412,000 $400,000 $353,000 $537,000 $613,000 $590,000 $500,000 $413,000 $332,000 $265,000 $241,500 $219,500

Annual $643,783 $599,733 $554,208 $518,833 $476,208 $383,700 $363,117 $390,000 $372,483 $435,958 $610,933 $605,917 $569,208 $473,750 $375,000 $309,175 $258,583 $237,792 $212,292
7.3% 8.2% 6.8% 9.0% 24.1% 5.7% -6.9% 4.7% -14.6% -28.6% 0.8% 6.4% 20.1% 26.3% 21.3% 19.6% 8.7% 12.0% 11.6%

* June 2011 total revised due to city code error in conversion to Matrix Bold: Record High

Jan.  Feb. March April May June July Aug. Sept. Oct. Nov. Dec. 
2018 $620,000 $700,000 $680,000 $697,000 $708,000 $691,000 $690,500 $708,000 $670,000 $678,000 $660,000 
2017 $605,000 $600,000 $671,500 $630,000 $635,900 $640,000 $665,000 $650,000 $660,000 $648,000 $675,000 $645,000 
2016 $569,900 $561,000 $592,900 $610,000 $600,000 $600,000 $623,000 $625,000 $620,000 $625,000 $595,000 $575,000 
2015 $510,000 $525,000 $536,500 $555,000 $565,000 $562,000 $600,000 $580,000 $555,000 $562,000 $535,000 $565,000 
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High $708,000 — May and Aug. 2018 
Low $148,000 — Feb. 1987

 

varied greatly by generation. Baby 
Boomers were most likely to select 
an agent whom they worked with 
on a previous transaction, GenXers 
were most likely to select an agent 

that they deemed trustworthy, and 
Millennials said that reputation was 
the most important reason. 

One out of five sellers listed with 
a different agent than the one who 
ended up selling 
their home. 

Sellers 
changed agents 
for a variety of 
reasons, including 
feeling that the 
previous agent 
did not  com-
municate well, 
or didn’t seem to 
know what they 
were doing, the 
listing expired 
without selling 
the home, or the 
previous agent 
was untrust-
worthy. 

Still, it’s 
noteworthy 
that two-thirds 
of sellers did 
not know their agent prior to the 
transaction, yet of those who did, 
they knew their agent for a median 
of seven years. 

Agents most commonly kept in 
touch via phone calls, in per-

son, emails, or texts. Yet even as 
electronic communication becomes 
ubiquitous, homesellers surveyed 
said they still prefer to have a live-
lier interaction with their agent. 

Two-thirds of all sellers preferred 

Sellers

Agents Still 
Needed in the 
Internet Age

 Southland Regional Association of Realtors®
Selling a home can be daunting, 
even overwhelming, especially for 
folks who go through the process 
only every few years or perhaps 
just once in a lifetime.

As the housing 
market shows 
signs of slowing, 
selling is even 
more difficult 
now than a year 
or just a few 
months ago. 

That’s one 
reason why it 
wasn’t surprising 
that a survey of 
sellers, renters, 
and buyers—the 
“2018 State of 

the Consumer” survey by the Cali-
fornia Association of Realtors—
found that real estate professionals 
remain in high demand.

The survey found that 51 percent 
of sellers rely on agent assistance in 
the most crucial part of a transac-
tion: negotiating price or terms of a 
sale. Half of sellers wanted help de-
termining listing  price, 40 percent 
needed advice about selling, a third 
wanted assistance in staging a home 
for sale, and 31 percent relied on 
experienced professionals for help 

with contractual and legal issues.
An agent’s reputation was the 

single-most important reason over-
all that sellers selected the pro they 
ended up using, but the reasons 
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their agent to communicate with 
them either via telephone or in 
person. 

Interestingly, despite being more 
tech savvy than other generations, 

millennials said 
they preferred 
in-person com-
munication above 
all other methods. 
Responsiveness 

was important to sellers—and they 
had incredibly high expectations re-
garding their agent’s response time. 

Nearly half expected their agent 
to respond either instantly or with-

in a half-hour. Millennials were 
most likely to want “instant access” 
to their agent, with 21 percent 
saying they expected an immediate 
response, compared to 16 percent 
of GenXers and just 5 percent of 
Boomers who felt the same way. 

Boomers were more willing to 
wait and 12 percent said they ex-
pected a response within one busi-
ness day. Their agents, in general, 
were able to meet or exceed their 
expectations. Go to www.car.org for 
the full survey results.
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.
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Online Experience 

Almost all sellers used the internet in the home selling 
process, though the older the seller, the less likely this 
was to be the case . Zillow was found to be the most use-
ful website followed by realtor .com and the agent’s web-
site . Over half of all sellers used a home valuation tool, 
often turning to a Zestimate on Zillow or did a search for 
comparable homes on realtor .com . Younger generations 
were more likely to use an online home valuation tool—
66 percent of millennials did so compared to 46 percent 
of Boomers . Most sellers said that the home valuation 
they found on the internet was in line with the home val-
uation provided by their agent . 

Technology such as the online home valuation tools 
allows sellers to formulate their pricing strategy . One-
third of sellers’ houses were intentionally listed below 
market price to draw more interest from buyers and po-
tentially generate multiple offers . Properties that were 
listed below market price received more offers in gener-
al, and they were off the market sooner . The younger the 
seller, the more common this tactic was .

THE SELLER/AGENT RELATIONSHIP

While the internet is very resourceful for sellers in the 
home selling process, many still rely on their real estate 
agent to carry them through the complicated process . In 
fact, 85 percent of those who sold in the past 18 months 
used a real estate agent . Sellers could use an agent’s 
assistance in many different ways, but half of all sellers 
needed help from their agent with either price/term of 
sale negotiation or determining listing price/strategy . 
This is even more true of older generations, as two-
thirds of Boomers report needing assistance with nego-
tiating and determining listing price/strategy, compared 
to just two in five millennials . Gen Xers were more likely 
than either generation to look to their agent for advice 
about selling but least likely to need assistance with 
home staging or legal issues .

Parts of the Sale Where Agent Assistance Was Needed

Other
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31%
Help with legal issues

33%
Home staging

40%
Advice about selling

49%
Determining listing price/strategy

Negotiating price or terms of sale
51%

Was Your House Intentionally Listed Below Market Price 
to Draw More Interest From Buyers?
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received a median of 4 offers . Half of them accepted the 
offer with the highest bid, one-seventh of them accept-
ed the offer that paid all cash, and another one-seventh 
took the offer from a buyer whom they believed would 
close the fastest . 

Homes were on the market for a median of 3 weeks, 
and only 10 percent of sellers reported a more than 
10-week wait prior to the open escrow, though 14 per-
cent of homes that sold for $1 million or more report-
ed a more than 10-week wait . Properties were most 
commonly marketed through an open house or online, 
though one-quarter of sellers say that their property 
was privately marketed to the agent’s network (a pock-
et listing) . Those that were marketed online were listed 
on Zillow, realtor .com, the agent’s website, the broker’s 
website, Redfin, and Trulia . Homes that sold for $1 mil-
lion or more were significantly more likely than those 
that sold for less than $1 million to be marketed through 
an open house, likely because competition for less ex-
pensive homes is stronger and so an open house may 
not be necessary . Those that sold for $1 million or more 
were also more likely to be marketed through a virtual 
tour, as those who sold a pricier home may have been 
more likely to spend more money on marketing . “Com-
ing soon” listings—homes that are not officially on the 
market but are expected to be listed for sale within a 
short time frame—are also popping up more often, and 
42 percent of sellers said they initially listed their prop-
erty as “coming soon” before putting it on the market .

S E L L E R S

Number of Days Listed on the Market Prior to the Opening of 
Successful Escrow
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This is the third of three articles gauging the 
mindset of different generations of buyers, 
renters, and sellers. It is based on the “2018 
State of California Consumer Survey.”

San Fernando Valley

Home, Condo November Sales 
Slow; Inventory Jumps 40%
A total of 414 single-family homes and 133 condominiums 
changed owners in the San Fernando Valley during November, 
down 13.8 percent and 26.1 percent, respectively, even as 
the number of active listings posted the largest one-month 
increase since 2014, the Southland Regional Association of 
Realtors reported Thursday. 
The median price of homes sold came in at $660,000, down 2.2 percent 
from a year ago, while the median price of condominiums that closed escrow 
last month was $426,500, up 2.8 percent November 2017. 

Both homes and condos recorded record-high median prices this year: 
the home record of $708,000 came in May and again in August; the condo 
median of $449,000 was set in July and August.

“There are fewer competitors out there, interest rates are lower, prices 
are negotiable, sellers more reasonable, and inventory is rising: Sounds like 
a great time for serious homebuyers to get busy,” said Gary Washburn, the 
2018 Association president. “You’ll still bump into multiple offers, but not as 
many as just a short while ago. A purchase is possible!”  

There were 1,509 active listings at the end of November. That was up 40.4 
percent from a year ago, the largest percentage increase since 2014. At the 
current pace of sales, the active listings represented a 2.8-month supply. No-
vember was the fifth consecutive month above the 2.0-month benchmark. 

Southland Regional Association of Realtors
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San Fernando Valley Single-Family Median Prices: 1987-2018
2018 2017 2016 2015 2014 2013 2012 2011 2010 2009 2008 2007 2006 2005 2004 2003 2002 2001 2000 1999

Jan. $620,000 $605,000 $569,900 $510,000 $485,000 $420,000 $350,000 $350,000 $380,000 $350,000 $500,000 $613,000 $605,000 $521,000 $425,000 $335,000 $279,000 $234,000 $222,000 $190,000
Feb. $700,000 $600,000 $561,000 $525,000 $475,000 $422,000 $355,000 $392,000 $375,000 $339,900 $525,000 $610,000 $591,000 $500,000 $415,000 $330,000 $277,000 $247,000 $225,000 $210,000
March $680,000 $671,500 $592,900 $536,500 $515,000 $430,000 $378,500 $370,000 $400,000 $345,900 $470,000 $595,000 $615,000 $525,000 $442,000 $343,000 $285,500 $247,000 $223,000 $200,000
April $697,000 $630,000 $610,000 $555,000 $519,000 $460,000 $399,000 $354,900 $379,000 $355,000 $465,000 $625,000 $605,000 $553,000 $477,500 $356,000 $293,000 $244,500 $240,000 $211,000
May $708,000 $635,900 $600,000 $565,000 $520,000 $520,000 $375,000 $399,000 $385,000 $350,000 $450,000 $650,000 $600,000 $575,000 $490,000 $367,500 $309,000 $260,000 $239,000 $220,000
June $691,000 $640,000 $600,000 $562,000 $536,000 $507,500 $399,900 $369,000 $385,000 $375,000 $431,000 $655,000 $625,000 $578,500 $505,000 $373,500 $320,000 $265,000 $240,000 $215,000
July $690,500 $665,000 $623,000 $600,000 $520,000 $505,000 $392,000 $360,500 $399,000 $400,000 $435,000 $630,000 $607,000 $600,000 $489,000 $395,000 $325,000 $270,500 $236,000 $218,000
Aug. $708,000 $650,000 $625,000 $580,000 $543,000 $510,000 $396,000 $358,000 $400,000 $389,000 $425,000 $645,000 $610,000 $598,000 $485,000 $400,000 $320,000 $275,000 $255,000 $212,000
Sept. $670,000 $660,000 $620,000 $555,000 $535,000 $520,000 $390,000 $360,000 $395,000 $380,000 $392,500 $623,700 $595,000 $590,000 $490,000 $393,000 $320,000 $270,000 $247,000 $225,000
Oct. $678,000 $648,000 $625,000 $562,000 $521,000 $465,000 $380,000 $350,000 $385,000 $390,000 $410,000 $590,000 $610,000 $600,000 $471,500 $395,000 $318,500 $262,000 $245,000 $205,000
Nov. $660,000 $675,000 $595,000 $535,000 $536,000 $480,000 $399,000 $355,000 $385,000 $395,000 $375,000 $557,500 $595,000 $600,000 $495,000 $399,000 $331,100 $263,000 $240,000 $222,000
Dec. $645,000 $575,000 $565,000 $521,000 $475,000 $390,000 $339,000 $412,000 $400,000 $353,000 $537,000 $613,000 $590,000 $500,000 $413,000 $332,000 $265,000 $241,500 $219,500

Annual $643,783 $599,733 $554,208 $518,833 $476,208 $383,700 $363,117 $390,000 $372,483 $435,958 $610,933 $605,917 $569,208 $473,750 $375,000 $309,175 $258,583 $237,792 $212,292
7.3% 8.2% 6.8% 9.0% 24.1% 5.7% -6.9% 4.7% -14.6% -28.6% 0.8% 6.4% 20.1% 26.3% 21.3% 19.6% 8.7% 12.0% 11.6%

* June 2011 total revised due to city code error in conversion to Matrix Bold: Record High

Jan.  Feb. March April May June July Aug. Sept. Oct. Nov. Dec. 
2018 $620,000 $700,000 $680,000 $697,000 $708,000 $691,000 $690,500 $708,000 $670,000 $678,000 $660,000 
2017 $605,000 $600,000 $671,500 $630,000 $635,900 $640,000 $665,000 $650,000 $660,000 $648,000 $675,000 $645,000 
2016 $569,900 $561,000 $592,900 $610,000 $600,000 $600,000 $623,000 $625,000 $620,000 $625,000 $595,000 $575,000 
2015 $510,000 $525,000 $536,500 $555,000 $565,000 $562,000 $600,000 $580,000 $555,000 $562,000 $535,000 $565,000 
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San	Fernando	Valley	—	Single-Family	Homes		
November	Home	Median	Price	Off	2%	from	2017	

Source–Southland	Regional	Association	of	REALTORS®	

High $708,000 — May and Aug. 2018 
Low $148,000 — Feb. 1987

 

varied greatly by generation. Baby 
Boomers were most likely to select 
an agent whom they worked with 
on a previous transaction, GenXers 
were most likely to select an agent 

that they deemed trustworthy, and 
Millennials said that reputation was 
the most important reason. 

One out of five sellers listed with 
a different agent than the one who 
ended up selling 
their home. 

Sellers 
changed agents 
for a variety of 
reasons, including 
feeling that the 
previous agent 
did not  com-
municate well, 
or didn’t seem to 
know what they 
were doing, the 
listing expired 
without selling 
the home, or the 
previous agent 
was untrust-
worthy. 

Still, it’s 
noteworthy 
that two-thirds 
of sellers did 
not know their agent prior to the 
transaction, yet of those who did, 
they knew their agent for a median 
of seven years. 

Agents most commonly kept in 
touch via phone calls, in per-

son, emails, or texts. Yet even as 
electronic communication becomes 
ubiquitous, homesellers surveyed 
said they still prefer to have a live-
lier interaction with their agent. 

Two-thirds of all sellers preferred 

Sellers

Agents Still 
Needed in the 
Internet Age

 Southland Regional Association of Realtors®
Selling a home can be daunting, 
even overwhelming, especially for 
folks who go through the process 
only every few years or perhaps 
just once in a lifetime.

As the housing 
market shows 
signs of slowing, 
selling is even 
more difficult 
now than a year 
or just a few 
months ago. 

That’s one 
reason why it 
wasn’t surprising 
that a survey of 
sellers, renters, 
and buyers—the 
“2018 State of 

the Consumer” survey by the Cali-
fornia Association of Realtors—
found that real estate professionals 
remain in high demand.

The survey found that 51 percent 
of sellers rely on agent assistance in 
the most crucial part of a transac-
tion: negotiating price or terms of a 
sale. Half of sellers wanted help de-
termining listing  price, 40 percent 
needed advice about selling, a third 
wanted assistance in staging a home 
for sale, and 31 percent relied on 
experienced professionals for help 

with contractual and legal issues.
An agent’s reputation was the 

single-most important reason over-
all that sellers selected the pro they 
ended up using, but the reasons 
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their agent to communicate with 
them either via telephone or in 
person. 

Interestingly, despite being more 
tech savvy than other generations, 

millennials said 
they preferred 
in-person com-
munication above 
all other methods. 
Responsiveness 

was important to sellers—and they 
had incredibly high expectations re-
garding their agent’s response time. 

Nearly half expected their agent 
to respond either instantly or with-

in a half-hour. Millennials were 
most likely to want “instant access” 
to their agent, with 21 percent 
saying they expected an immediate 
response, compared to 16 percent 
of GenXers and just 5 percent of 
Boomers who felt the same way. 

Boomers were more willing to 
wait and 12 percent said they ex-
pected a response within one busi-
ness day. Their agents, in general, 
were able to meet or exceed their 
expectations. Go to www.car.org for 
the full survey results.
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.
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Online Experience 

Almost all sellers used the internet in the home selling 
process, though the older the seller, the less likely this 
was to be the case . Zillow was found to be the most use-
ful website followed by realtor .com and the agent’s web-
site . Over half of all sellers used a home valuation tool, 
often turning to a Zestimate on Zillow or did a search for 
comparable homes on realtor .com . Younger generations 
were more likely to use an online home valuation tool—
66 percent of millennials did so compared to 46 percent 
of Boomers . Most sellers said that the home valuation 
they found on the internet was in line with the home val-
uation provided by their agent . 

Technology such as the online home valuation tools 
allows sellers to formulate their pricing strategy . One-
third of sellers’ houses were intentionally listed below 
market price to draw more interest from buyers and po-
tentially generate multiple offers . Properties that were 
listed below market price received more offers in gener-
al, and they were off the market sooner . The younger the 
seller, the more common this tactic was .

THE SELLER/AGENT RELATIONSHIP

While the internet is very resourceful for sellers in the 
home selling process, many still rely on their real estate 
agent to carry them through the complicated process . In 
fact, 85 percent of those who sold in the past 18 months 
used a real estate agent . Sellers could use an agent’s 
assistance in many different ways, but half of all sellers 
needed help from their agent with either price/term of 
sale negotiation or determining listing price/strategy . 
This is even more true of older generations, as two-
thirds of Boomers report needing assistance with nego-
tiating and determining listing price/strategy, compared 
to just two in five millennials . Gen Xers were more likely 
than either generation to look to their agent for advice 
about selling but least likely to need assistance with 
home staging or legal issues .

Parts of the Sale Where Agent Assistance Was Needed
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31%
Help with legal issues

33%
Home staging

40%
Advice about selling

49%
Determining listing price/strategy
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received a median of 4 offers . Half of them accepted the 
offer with the highest bid, one-seventh of them accept-
ed the offer that paid all cash, and another one-seventh 
took the offer from a buyer whom they believed would 
close the fastest . 

Homes were on the market for a median of 3 weeks, 
and only 10 percent of sellers reported a more than 
10-week wait prior to the open escrow, though 14 per-
cent of homes that sold for $1 million or more report-
ed a more than 10-week wait . Properties were most 
commonly marketed through an open house or online, 
though one-quarter of sellers say that their property 
was privately marketed to the agent’s network (a pock-
et listing) . Those that were marketed online were listed 
on Zillow, realtor .com, the agent’s website, the broker’s 
website, Redfin, and Trulia . Homes that sold for $1 mil-
lion or more were significantly more likely than those 
that sold for less than $1 million to be marketed through 
an open house, likely because competition for less ex-
pensive homes is stronger and so an open house may 
not be necessary . Those that sold for $1 million or more 
were also more likely to be marketed through a virtual 
tour, as those who sold a pricier home may have been 
more likely to spend more money on marketing . “Com-
ing soon” listings—homes that are not officially on the 
market but are expected to be listed for sale within a 
short time frame—are also popping up more often, and 
42 percent of sellers said they initially listed their prop-
erty as “coming soon” before putting it on the market .

S E L L E R S

Number of Days Listed on the Market Prior to the Opening of 
Successful Escrow
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This is the third of three articles gauging the 
mindset of different generations of buyers, 
renters, and sellers. It is based on the “2018 
State of California Consumer Survey.”

San Fernando Valley

Home, Condo November Sales 
Slow; Inventory Jumps 40%
A total of 414 single-family homes and 133 condominiums 
changed owners in the San Fernando Valley during November, 
down 13.8 percent and 26.1 percent, respectively, even as 
the number of active listings posted the largest one-month 
increase since 2014, the Southland Regional Association of 
Realtors reported Thursday. 
The median price of homes sold came in at $660,000, down 2.2 percent 
from a year ago, while the median price of condominiums that closed escrow 
last month was $426,500, up 2.8 percent November 2017. 

Both homes and condos recorded record-high median prices this year: 
the home record of $708,000 came in May and again in August; the condo 
median of $449,000 was set in July and August.

“There are fewer competitors out there, interest rates are lower, prices 
are negotiable, sellers more reasonable, and inventory is rising: Sounds like 
a great time for serious homebuyers to get busy,” said Gary Washburn, the 
2018 Association president. “You’ll still bump into multiple offers, but not as 
many as just a short while ago. A purchase is possible!”  

There were 1,509 active listings at the end of November. That was up 40.4 
percent from a year ago, the largest percentage increase since 2014. At the 
current pace of sales, the active listings represented a 2.8-month supply. No-
vember was the fifth consecutive month above the 2.0-month benchmark. 

Southland Regional Association of Realtors
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San Fernando Valley Single-Family Median Prices: 1987-2018
2018 2017 2016 2015 2014 2013 2012 2011 2010 2009 2008 2007 2006 2005 2004 2003 2002 2001 2000 1999

Jan. $620,000 $605,000 $569,900 $510,000 $485,000 $420,000 $350,000 $350,000 $380,000 $350,000 $500,000 $613,000 $605,000 $521,000 $425,000 $335,000 $279,000 $234,000 $222,000 $190,000
Feb. $700,000 $600,000 $561,000 $525,000 $475,000 $422,000 $355,000 $392,000 $375,000 $339,900 $525,000 $610,000 $591,000 $500,000 $415,000 $330,000 $277,000 $247,000 $225,000 $210,000
March $680,000 $671,500 $592,900 $536,500 $515,000 $430,000 $378,500 $370,000 $400,000 $345,900 $470,000 $595,000 $615,000 $525,000 $442,000 $343,000 $285,500 $247,000 $223,000 $200,000
April $697,000 $630,000 $610,000 $555,000 $519,000 $460,000 $399,000 $354,900 $379,000 $355,000 $465,000 $625,000 $605,000 $553,000 $477,500 $356,000 $293,000 $244,500 $240,000 $211,000
May $708,000 $635,900 $600,000 $565,000 $520,000 $520,000 $375,000 $399,000 $385,000 $350,000 $450,000 $650,000 $600,000 $575,000 $490,000 $367,500 $309,000 $260,000 $239,000 $220,000
June $691,000 $640,000 $600,000 $562,000 $536,000 $507,500 $399,900 $369,000 $385,000 $375,000 $431,000 $655,000 $625,000 $578,500 $505,000 $373,500 $320,000 $265,000 $240,000 $215,000
July $690,500 $665,000 $623,000 $600,000 $520,000 $505,000 $392,000 $360,500 $399,000 $400,000 $435,000 $630,000 $607,000 $600,000 $489,000 $395,000 $325,000 $270,500 $236,000 $218,000
Aug. $708,000 $650,000 $625,000 $580,000 $543,000 $510,000 $396,000 $358,000 $400,000 $389,000 $425,000 $645,000 $610,000 $598,000 $485,000 $400,000 $320,000 $275,000 $255,000 $212,000
Sept. $670,000 $660,000 $620,000 $555,000 $535,000 $520,000 $390,000 $360,000 $395,000 $380,000 $392,500 $623,700 $595,000 $590,000 $490,000 $393,000 $320,000 $270,000 $247,000 $225,000
Oct. $678,000 $648,000 $625,000 $562,000 $521,000 $465,000 $380,000 $350,000 $385,000 $390,000 $410,000 $590,000 $610,000 $600,000 $471,500 $395,000 $318,500 $262,000 $245,000 $205,000
Nov. $660,000 $675,000 $595,000 $535,000 $536,000 $480,000 $399,000 $355,000 $385,000 $395,000 $375,000 $557,500 $595,000 $600,000 $495,000 $399,000 $331,100 $263,000 $240,000 $222,000
Dec. $645,000 $575,000 $565,000 $521,000 $475,000 $390,000 $339,000 $412,000 $400,000 $353,000 $537,000 $613,000 $590,000 $500,000 $413,000 $332,000 $265,000 $241,500 $219,500

Annual $643,783 $599,733 $554,208 $518,833 $476,208 $383,700 $363,117 $390,000 $372,483 $435,958 $610,933 $605,917 $569,208 $473,750 $375,000 $309,175 $258,583 $237,792 $212,292
7.3% 8.2% 6.8% 9.0% 24.1% 5.7% -6.9% 4.7% -14.6% -28.6% 0.8% 6.4% 20.1% 26.3% 21.3% 19.6% 8.7% 12.0% 11.6%

* June 2011 total revised due to city code error in conversion to Matrix Bold: Record High

Jan.  Feb. March April May June July Aug. Sept. Oct. Nov. Dec. 
2018 $620,000 $700,000 $680,000 $697,000 $708,000 $691,000 $690,500 $708,000 $670,000 $678,000 $660,000 
2017 $605,000 $600,000 $671,500 $630,000 $635,900 $640,000 $665,000 $650,000 $660,000 $648,000 $675,000 $645,000 
2016 $569,900 $561,000 $592,900 $610,000 $600,000 $600,000 $623,000 $625,000 $620,000 $625,000 $595,000 $575,000 
2015 $510,000 $525,000 $536,500 $555,000 $565,000 $562,000 $600,000 $580,000 $555,000 $562,000 $535,000 $565,000 

$0 

$100,000 

$200,000 

$300,000 

$400,000 

$500,000 

$600,000 

$700,000 

$800,000 

San	Fernando	Valley	—	Single-Family	Homes		
November	Home	Median	Price	Off	2%	from	2017	

Source–Southland	Regional	Association	of	REALTORS®	

High $708,000 — May and Aug. 2018 
Low $148,000 — Feb. 1987

 

varied greatly by generation. Baby 
Boomers were most likely to select 
an agent whom they worked with 
on a previous transaction, GenXers 
were most likely to select an agent 

that they deemed trustworthy, and 
Millennials said that reputation was 
the most important reason. 

One out of five sellers listed with 
a different agent than the one who 
ended up selling 
their home. 

Sellers 
changed agents 
for a variety of 
reasons, including 
feeling that the 
previous agent 
did not  com-
municate well, 
or didn’t seem to 
know what they 
were doing, the 
listing expired 
without selling 
the home, or the 
previous agent 
was untrust-
worthy. 

Still, it’s 
noteworthy 
that two-thirds 
of sellers did 
not know their agent prior to the 
transaction, yet of those who did, 
they knew their agent for a median 
of seven years. 

Agents most commonly kept in 
touch via phone calls, in per-

son, emails, or texts. Yet even as 
electronic communication becomes 
ubiquitous, homesellers surveyed 
said they still prefer to have a live-
lier interaction with their agent. 

Two-thirds of all sellers preferred 

Sellers

Agents Still 
Needed in the 
Internet Age

 Southland Regional Association of Realtors®
Selling a home can be daunting, 
even overwhelming, especially for 
folks who go through the process 
only every few years or perhaps 
just once in a lifetime.

As the housing 
market shows 
signs of slowing, 
selling is even 
more difficult 
now than a year 
or just a few 
months ago. 

That’s one 
reason why it 
wasn’t surprising 
that a survey of 
sellers, renters, 
and buyers—the 
“2018 State of 

the Consumer” survey by the Cali-
fornia Association of Realtors—
found that real estate professionals 
remain in high demand.

The survey found that 51 percent 
of sellers rely on agent assistance in 
the most crucial part of a transac-
tion: negotiating price or terms of a 
sale. Half of sellers wanted help de-
termining listing  price, 40 percent 
needed advice about selling, a third 
wanted assistance in staging a home 
for sale, and 31 percent relied on 
experienced professionals for help 

with contractual and legal issues.
An agent’s reputation was the 

single-most important reason over-
all that sellers selected the pro they 
ended up using, but the reasons 
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their agent to communicate with 
them either via telephone or in 
person. 

Interestingly, despite being more 
tech savvy than other generations, 

millennials said 
they preferred 
in-person com-
munication above 
all other methods. 
Responsiveness 

was important to sellers—and they 
had incredibly high expectations re-
garding their agent’s response time. 

Nearly half expected their agent 
to respond either instantly or with-

in a half-hour. Millennials were 
most likely to want “instant access” 
to their agent, with 21 percent 
saying they expected an immediate 
response, compared to 16 percent 
of GenXers and just 5 percent of 
Boomers who felt the same way. 

Boomers were more willing to 
wait and 12 percent said they ex-
pected a response within one busi-
ness day. Their agents, in general, 
were able to meet or exceed their 
expectations. Go to www.car.org for 
the full survey results.
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.
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Online Experience 

Almost all sellers used the internet in the home selling 
process, though the older the seller, the less likely this 
was to be the case . Zillow was found to be the most use-
ful website followed by realtor .com and the agent’s web-
site . Over half of all sellers used a home valuation tool, 
often turning to a Zestimate on Zillow or did a search for 
comparable homes on realtor .com . Younger generations 
were more likely to use an online home valuation tool—
66 percent of millennials did so compared to 46 percent 
of Boomers . Most sellers said that the home valuation 
they found on the internet was in line with the home val-
uation provided by their agent . 

Technology such as the online home valuation tools 
allows sellers to formulate their pricing strategy . One-
third of sellers’ houses were intentionally listed below 
market price to draw more interest from buyers and po-
tentially generate multiple offers . Properties that were 
listed below market price received more offers in gener-
al, and they were off the market sooner . The younger the 
seller, the more common this tactic was .

THE SELLER/AGENT RELATIONSHIP

While the internet is very resourceful for sellers in the 
home selling process, many still rely on their real estate 
agent to carry them through the complicated process . In 
fact, 85 percent of those who sold in the past 18 months 
used a real estate agent . Sellers could use an agent’s 
assistance in many different ways, but half of all sellers 
needed help from their agent with either price/term of 
sale negotiation or determining listing price/strategy . 
This is even more true of older generations, as two-
thirds of Boomers report needing assistance with nego-
tiating and determining listing price/strategy, compared 
to just two in five millennials . Gen Xers were more likely 
than either generation to look to their agent for advice 
about selling but least likely to need assistance with 
home staging or legal issues .

Parts of the Sale Where Agent Assistance Was Needed
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received a median of 4 offers . Half of them accepted the 
offer with the highest bid, one-seventh of them accept-
ed the offer that paid all cash, and another one-seventh 
took the offer from a buyer whom they believed would 
close the fastest . 

Homes were on the market for a median of 3 weeks, 
and only 10 percent of sellers reported a more than 
10-week wait prior to the open escrow, though 14 per-
cent of homes that sold for $1 million or more report-
ed a more than 10-week wait . Properties were most 
commonly marketed through an open house or online, 
though one-quarter of sellers say that their property 
was privately marketed to the agent’s network (a pock-
et listing) . Those that were marketed online were listed 
on Zillow, realtor .com, the agent’s website, the broker’s 
website, Redfin, and Trulia . Homes that sold for $1 mil-
lion or more were significantly more likely than those 
that sold for less than $1 million to be marketed through 
an open house, likely because competition for less ex-
pensive homes is stronger and so an open house may 
not be necessary . Those that sold for $1 million or more 
were also more likely to be marketed through a virtual 
tour, as those who sold a pricier home may have been 
more likely to spend more money on marketing . “Com-
ing soon” listings—homes that are not officially on the 
market but are expected to be listed for sale within a 
short time frame—are also popping up more often, and 
42 percent of sellers said they initially listed their prop-
erty as “coming soon” before putting it on the market .

S E L L E R S

Number of Days Listed on the Market Prior to the Opening of 
Successful Escrow
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This is the third of three articles gauging the 
mindset of different generations of buyers, 
renters, and sellers. It is based on the “2018 
State of California Consumer Survey.”

San Fernando Valley

Home, Condo November Sales 
Slow; Inventory Jumps 40%
A total of 414 single-family homes and 133 condominiums 
changed owners in the San Fernando Valley during November, 
down 13.8 percent and 26.1 percent, respectively, even as 
the number of active listings posted the largest one-month 
increase since 2014, the Southland Regional Association of 
Realtors reported Thursday. 
The median price of homes sold came in at $660,000, down 2.2 percent 
from a year ago, while the median price of condominiums that closed escrow 
last month was $426,500, up 2.8 percent November 2017. 

Both homes and condos recorded record-high median prices this year: 
the home record of $708,000 came in May and again in August; the condo 
median of $449,000 was set in July and August.

“There are fewer competitors out there, interest rates are lower, prices 
are negotiable, sellers more reasonable, and inventory is rising: Sounds like 
a great time for serious homebuyers to get busy,” said Gary Washburn, the 
2018 Association president. “You’ll still bump into multiple offers, but not as 
many as just a short while ago. A purchase is possible!”  

There were 1,509 active listings at the end of November. That was up 40.4 
percent from a year ago, the largest percentage increase since 2014. At the 
current pace of sales, the active listings represented a 2.8-month supply. No-
vember was the fifth consecutive month above the 2.0-month benchmark. 

Southland Regional Association of Realtors
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San Fernando Valley Single-Family Median Prices: 1987-2018
2018 2017 2016 2015 2014 2013 2012 2011 2010 2009 2008 2007 2006 2005 2004 2003 2002 2001 2000 1999

Jan. $620,000 $605,000 $569,900 $510,000 $485,000 $420,000 $350,000 $350,000 $380,000 $350,000 $500,000 $613,000 $605,000 $521,000 $425,000 $335,000 $279,000 $234,000 $222,000 $190,000
Feb. $700,000 $600,000 $561,000 $525,000 $475,000 $422,000 $355,000 $392,000 $375,000 $339,900 $525,000 $610,000 $591,000 $500,000 $415,000 $330,000 $277,000 $247,000 $225,000 $210,000
March $680,000 $671,500 $592,900 $536,500 $515,000 $430,000 $378,500 $370,000 $400,000 $345,900 $470,000 $595,000 $615,000 $525,000 $442,000 $343,000 $285,500 $247,000 $223,000 $200,000
April $697,000 $630,000 $610,000 $555,000 $519,000 $460,000 $399,000 $354,900 $379,000 $355,000 $465,000 $625,000 $605,000 $553,000 $477,500 $356,000 $293,000 $244,500 $240,000 $211,000
May $708,000 $635,900 $600,000 $565,000 $520,000 $520,000 $375,000 $399,000 $385,000 $350,000 $450,000 $650,000 $600,000 $575,000 $490,000 $367,500 $309,000 $260,000 $239,000 $220,000
June $691,000 $640,000 $600,000 $562,000 $536,000 $507,500 $399,900 $369,000 $385,000 $375,000 $431,000 $655,000 $625,000 $578,500 $505,000 $373,500 $320,000 $265,000 $240,000 $215,000
July $690,500 $665,000 $623,000 $600,000 $520,000 $505,000 $392,000 $360,500 $399,000 $400,000 $435,000 $630,000 $607,000 $600,000 $489,000 $395,000 $325,000 $270,500 $236,000 $218,000
Aug. $708,000 $650,000 $625,000 $580,000 $543,000 $510,000 $396,000 $358,000 $400,000 $389,000 $425,000 $645,000 $610,000 $598,000 $485,000 $400,000 $320,000 $275,000 $255,000 $212,000
Sept. $670,000 $660,000 $620,000 $555,000 $535,000 $520,000 $390,000 $360,000 $395,000 $380,000 $392,500 $623,700 $595,000 $590,000 $490,000 $393,000 $320,000 $270,000 $247,000 $225,000
Oct. $678,000 $648,000 $625,000 $562,000 $521,000 $465,000 $380,000 $350,000 $385,000 $390,000 $410,000 $590,000 $610,000 $600,000 $471,500 $395,000 $318,500 $262,000 $245,000 $205,000
Nov. $660,000 $675,000 $595,000 $535,000 $536,000 $480,000 $399,000 $355,000 $385,000 $395,000 $375,000 $557,500 $595,000 $600,000 $495,000 $399,000 $331,100 $263,000 $240,000 $222,000
Dec. $645,000 $575,000 $565,000 $521,000 $475,000 $390,000 $339,000 $412,000 $400,000 $353,000 $537,000 $613,000 $590,000 $500,000 $413,000 $332,000 $265,000 $241,500 $219,500

Annual $643,783 $599,733 $554,208 $518,833 $476,208 $383,700 $363,117 $390,000 $372,483 $435,958 $610,933 $605,917 $569,208 $473,750 $375,000 $309,175 $258,583 $237,792 $212,292
7.3% 8.2% 6.8% 9.0% 24.1% 5.7% -6.9% 4.7% -14.6% -28.6% 0.8% 6.4% 20.1% 26.3% 21.3% 19.6% 8.7% 12.0% 11.6%

* June 2011 total revised due to city code error in conversion to Matrix Bold: Record High

Jan.  Feb. March April May June July Aug. Sept. Oct. Nov. Dec. 
2018 $620,000 $700,000 $680,000 $697,000 $708,000 $691,000 $690,500 $708,000 $670,000 $678,000 $660,000 
2017 $605,000 $600,000 $671,500 $630,000 $635,900 $640,000 $665,000 $650,000 $660,000 $648,000 $675,000 $645,000 
2016 $569,900 $561,000 $592,900 $610,000 $600,000 $600,000 $623,000 $625,000 $620,000 $625,000 $595,000 $575,000 
2015 $510,000 $525,000 $536,500 $555,000 $565,000 $562,000 $600,000 $580,000 $555,000 $562,000 $535,000 $565,000 
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SELLERS

A G E N T S  S T I L L
N E E D E D  I N  T H E
I N T E R N E T  A G E
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

Selling a home can be daunting, even 
overwhelming, especially for folks who go 
through the process only every few years or 
perhaps just once in a lifetime.

As the housing market shows signs of 
slowing, selling is even more difficult now 
than a year or just a few months ago.

That’s one reason 
w h y  i t  w a s n ’ t 
su rp r i s ing  tha t  a 
survey of sel lers , 
renters, and buyers—
the “2018 State of the 
Consumer” survey 
by the Cal i fornia 
A s s o c i a t i o n  o f 
Rea l to r s— found 
t h a t  r e a l  e s t a t e 
professionals remain 
in high demand.

The survey found 
that 51 percent of 
sellers rely on agent 
ass i s tance  in  the 
most  crucia l  par t 
o f  a  t r ansac t ion : 
negotiating price or 
terms of a sale. Half 
of sellers wanted help 
determining listing 
pr ice ,  40  percent 
needed advice about 
s e l l i n g ,  a  t h i r d 
wanted assistance in 
staging a home for 
sale, and 31 percent 
relied on experienced 

professionals for help with contractual and legal 
issues.

An agent’s reputation was the single-most 
important reason overall that sellers selected the 
pro they ended up using, but the reasons varied 
greatly by generation. Baby Boomers were most 
likely to select an agent whom they worked 
with on a previous transaction, GenXers were 
most likely to select an agent that they deemed 
trustworthy, and Millennials said that reputation 

wa the most important reason.
One out of five sellers listed with a different 

agent than the one who ended up selling their 
home.

Sellers changed agents for a variety of reasons, 
including feeling that the previous agent did not 
communicate well, or didn’t seem to know what 
they were doing, the listing expired without 
selling the home, or the previous agent was 
untrustworthy.

Still, it’s noteworthy that two-thirds sellers 

did not know their agent prior to the transaction, 
yet of those who did, they knew their agent for a 
median of seven years.

Agents most commonly kept in touch via 
phone calls, in person, emails, or texts. Yet even 
as electronic communication becomes ubiquitous, 
homesellers surveyed said they still prefer to have 
a livelier interaction with their agent.

Two-thirds of all sellers preferred their agent 
to communicate with them either via telephone 

or in person.
Interestingly, despite being 

more tech savvy than other 
generations, millennials said 
they preferred in-person 

communication 
above all other 
m e t h o d s . 
Responsiveness 
was important to 
sellers—and they 
had incredibly 
high expectations 
regarding their 
agent’s response 
time.

Near ly  ha l f 
expected their 
agent to respond 
either instantly 
or within a half-
hour. Millennials 
were most likely 
to want “instant 
access” to their 
agent, with 21 
percent saying 
they expected 
an  immedia te 
r e s p o n s e , 
c o m p a r e d  t o 
16 percent  of 
G e n X e r s  a n d 
just 5 percent of 
Boomers who felt 

the same way.
Boomers were more willing to wait and 12 

percent said they expected a response within one 
business day. Their agents, in general, were able 
to meet or exceed their expectations. Go to www.
car.org for the full survey results.
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Yun says rapid price increases have af-
fected the marketplace. 

“Consistently fast-rising home prices 
well in excess of income growth over 

recent years have left buyers frustrated 
while slowly enticing would-be sellers 
to consider listing.”

From 2012 to 2018, median home 
prices rose 44 percent, while average 
hourly wage earnings increased by just 
16 percent. NAR’s most recent survey 
asked about home prices over the last 

12 months. Sixty-three percent of re-
spondents feel that prices have increased 
in their communities over the last 12 
months, down from the third when 70 
percent of respondents believed that 

Majority Believe 
Now is a Good 
Time to Buy

 Southland Regional Association of Realtors®
Sixty-three percent of respon-
dents in a new national survey 
had a favorable view of the 
economy and 73 percent believe 
that now is still a good time 
to buy despite the continued 
upward direction of home prices 
and economic uncertainty.

That being 
said, consumer 
sentiment about 
homebuying 
weakened in the 
fourth quarter 
with only 34 
percent strongly 
indicating it is 
now a good time 
to buy, down from 
39 percent in the 
third quarter and 
43 percent one 
year ago. 

The percentage of those who 
believe that is not a good time to 
buy was unchanged in the fourth 
quarter, remaining at 37 percent, 
though up from 28 percent one 
year ago.

The National Association of 
Realtor’s fourth quarter Housing 
Opportunities and Market Ex-
perience  survey also found that 
a majority of those polled, 59 
percent, believe that the economy 
is improving. 

Optimism is the greatest 
among those who earn $50,000 
or more. Fifty-three percent of 
those in urban areas said the economy 
is improving, compared to 71 percent of 
respondents in rural areas.

NAR’s chief economist Lawrence 
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prices had increased. 
Thirty percent believe housing 

prices within their communities have 
remained the same. Americans living 

in the West, 
those with 
annual 
incomes of 
over 
$100,000 

and those 45 to 54 years of age are 
most likely to report that prices have 
increased in their neighborhoods. 

Additionally, 67 percent of home-
owners, 56 percent of renters and 50 
percent of those living with someone 
else also felt home prices in their com-
munities increased. Forty percent of 

those earning less than $50,000 
reported that home prices had 
stayed the same. The national 
median home price as of Octo-
ber was $255,400, compared to 
$382,900 in the West.

Yun said some of the fourth 
quarter findings imply that the 
softening home buying senti-
ment is less a result of potential 
buyers holding off purchases 
in anticipation of lower home 
prices, but more related to con-
cerns over qualifying for a higher 
mortgage and the lack of access 
to affordable home listings. 

The Southland Regional Association of 
Realtors® is a local trade association with 
more than 10,300 members serving the San 
Fernando and Santa Clarita Valleys. SRAR is 
one of the largest local associations in the 
nation.

Members of the Santa Clarita Council of the Southland Regional Association of Realtors are pictured above 
following the recent swearing into office ceremony. Amanda Ethceverry, sixth from the right, will lead the 
Council in 2019. Pictured, left to right: M. Dean Vincent, 2018 council chair, Nancy Starczyk, Phyllis Grekin, 
Rhona Jukes, Imelda Leano, Louisa Henry, 2019 Council Chair-Elect, Eleanor Dullas, Jim Bevis Richard Hall, 
2019 Council Chair Etcheverry, Bob Khalsa, Bob Kellar, Nicole Stinson, Sarah Darabi, and Nicole Vartanian.

Realtor® Gary Washburn, 
2018 SRAR President

Flood Insurance Extended Through May
Congress late on Friday, Dec. 21, passed an extension of the National 
Flood Insurance Program until May 31, avoiding a lapse that would 
have begun at midnight. The President was expected to sign the bill. 
Realtors expressed gratitude for the extension, yet urged lawmakers to 
draft long-term legislation.

“On behalf of the country's 1.3 million Realtors,” said John Smaby, 
president of the National Association of Realtors, “we urge lawmak-
ers to use this time to craft responsible, long-term reauthorization that 
includes meaningful reforms, as the process of short-term extensions is 
not sustainable.”

The bill is limited to the flood insurance program; other programs 
that could be affected by a partial shutdown of the federal government, 
including FHA mortgage programs, are not part of the legislation.

Santa Clarita Home Sales Up 10%
Realtors assisted the close of escrow on 188 single-family 
homes during November in the Santa Clarita Valley, up 9.9 
percent from a year ago, as the inventory of homes posted its 
sixth consecutive increase, the Southland Regional Association 
of Realtors reported recently.
An additional 67 condominiums also changed owners last month, but that 
number was off 18.3 percent from November 2017. 2018 local sales are 
likely to end with home closed escrows down 6.8 percent from a year ago 
while condominiums transactions were 15 percent lower as of November.

“Local resale prices have softened, the inventory has grown, and interest 
rates have fallen enough in recent months to keep serious buyers in the 
hunt for a home,” said M. Dean Vincent, chairman of the Association’s 
Santa Clarita Valley Division. “There’s some uncertainty regarding the 

direction 
of the 
economy, yet 
Santa Clar-
ita is such 
a desirable 
market that 
local buyers 
understand 
the need to 
act while 
the current 
window of 
opportunity 
is open.”

Santa Clarita Valley: Single-Family Closed Escrows — 1998-2017
1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Jan 121 145 108 149 193 195 203 195 154 172 99 147 137 117 146 149 138 108 113 123 148

Feb 151 154 173 186 196 191 259 200 132 175 115 167 140 116 138 153 119 142 136 132 127

Mar 217 241 172 249 276 284 391 387 229 261 151 176 200 165 180 200 134 209 203 203 186

April 223 264 192 298 321 335 391 391 237 174 178 214 192 183 176 209 210 229 212 192 191

May 172 237 243 212 316 344 342 370 362 234 179 220 196 215 173 186 196 210 200 252 246 226

June 196 269 309 253 350 346 361 400 405 253 206 229 202 208 217 238 199 190 253 265 307 278

July 194 313 275 223 315 271 390 352 366 237 194 237 235 176 187 203 221 212 255 234 222 215

Aug 169 252 241 242 325 277 401 315 354 250 186 199 206 186 222 220 176 214 248 244 262 219

Sept 171 264 217 213 256 251 367 332 330 218 105 195 178 167 164 190 173 187 210 228 217 162

Oct 165 214 200 209 229 291 335 288 280 201 116 207 197 144 176 217 179 191 205 203 195 175

Nov 138 219 182 194 238 246 267 299 235 183 111 172 162 148 198 167 171 198 154 205 171 188

Dec 190 191 217 219 248 263 326 269 221 203 114 192 178 168 217 247 244 227 238 198 208
Total 2,671 2,688 2,410 3,159 3,275 3,794 3,869 3,726 2,531 1,993 2,194 2,258 2,081 2,135 2,308 2,270 2,230 2,451 2,493 2,478 2,115

Bold = Record High0.6% -10.3% 31.1% 3.7% 15.8% 2.0% -3.7% -32.1% -21.3% 10.1% 2.9% -7.8% 2.6% 8.1% -1.6% -1.8% 9.9% 1.7% -0.6%

Jan	 Feb	 Mar	 April	 May	 June	 July	 Aug	 Sept	 Oct	 Nov	 Dec	
2015	 108	 142	 209	 229	 200	 253	 255	 248	 210	 205	 154	 238	

2016	 113	 136	 203	 212	 252	 265	 234	 244	 228	 203	 205	 198	

2017	 123	 132	 203	 192	 246	 307	 222	 262	 217	 195	 171	 208	

2018	 148	 127	 186	 191	 226	 278	 215	 219	 162	 175	 188	
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November	Home	Sales	Up	10%	from	2017	

Source:	Southland	Regional	Association	of	REALTORS®	
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Yun says rapid price increases have af-
fected the marketplace. 

“Consistently fast-rising home prices 
well in excess of income growth over 

recent years have left buyers frustrated 
while slowly enticing would-be sellers 
to consider listing.”

From 2012 to 2018, median home 
prices rose 44 percent, while average 
hourly wage earnings increased by just 
16 percent. NAR’s most recent survey 
asked about home prices over the last 

12 months. Sixty-three percent of re-
spondents feel that prices have increased 
in their communities over the last 12 
months, down from the third when 70 
percent of respondents believed that 

Majority Believe 
Now is a Good 
Time to Buy

 Southland Regional Association of Realtors®
Sixty-three percent of respon-
dents in a new national survey 
had a favorable view of the 
economy and 73 percent believe 
that now is still a good time 
to buy despite the continued 
upward direction of home prices 
and economic uncertainty.

That being 
said, consumer 
sentiment about 
homebuying 
weakened in the 
fourth quarter 
with only 34 
percent strongly 
indicating it is 
now a good time 
to buy, down from 
39 percent in the 
third quarter and 
43 percent one 
year ago. 

The percentage of those who 
believe that is not a good time to 
buy was unchanged in the fourth 
quarter, remaining at 37 percent, 
though up from 28 percent one 
year ago.

The National Association of 
Realtor’s fourth quarter Housing 
Opportunities and Market Ex-
perience  survey also found that 
a majority of those polled, 59 
percent, believe that the economy 
is improving. 

Optimism is the greatest 
among those who earn $50,000 
or more. Fifty-three percent of 
those in urban areas said the economy 
is improving, compared to 71 percent of 
respondents in rural areas.

NAR’s chief economist Lawrence 
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prices had increased. 
Thirty percent believe housing 

prices within their communities have 
remained the same. Americans living 

in the West, 
those with 
annual 
incomes of 
over 
$100,000 

and those 45 to 54 years of age are 
most likely to report that prices have 
increased in their neighborhoods. 

Additionally, 67 percent of home-
owners, 56 percent of renters and 50 
percent of those living with someone 
else also felt home prices in their com-
munities increased. Forty percent of 

those earning less than $50,000 
reported that home prices had 
stayed the same. The national 
median home price as of Octo-
ber was $255,400, compared to 
$382,900 in the West.

Yun said some of the fourth 
quarter findings imply that the 
softening home buying senti-
ment is less a result of potential 
buyers holding off purchases 
in anticipation of lower home 
prices, but more related to con-
cerns over qualifying for a higher 
mortgage and the lack of access 
to affordable home listings. 

The Southland Regional Association of 
Realtors® is a local trade association with 
more than 10,300 members serving the San 
Fernando and Santa Clarita Valleys. SRAR is 
one of the largest local associations in the 
nation.

Members of the Santa Clarita Council of the Southland Regional Association of Realtors are pictured above 
following the recent swearing into office ceremony. Amanda Ethceverry, sixth from the right, will lead the 
Council in 2019. Pictured, left to right: M. Dean Vincent, 2018 council chair, Nancy Starczyk, Phyllis Grekin, 
Rhona Jukes, Imelda Leano, Louisa Henry, 2019 Council Chair-Elect, Eleanor Dullas, Jim Bevis Richard Hall, 
2019 Council Chair Etcheverry, Bob Khalsa, Bob Kellar, Nicole Stinson, Sarah Darabi, and Nicole Vartanian.

Realtor® Gary Washburn, 
2018 SRAR President

Flood Insurance Extended Through May
Congress late on Friday, Dec. 21, passed an extension of the National 
Flood Insurance Program until May 31, avoiding a lapse that would 
have begun at midnight. The President was expected to sign the bill. 
Realtors expressed gratitude for the extension, yet urged lawmakers to 
draft long-term legislation.

“On behalf of the country's 1.3 million Realtors,” said John Smaby, 
president of the National Association of Realtors, “we urge lawmak-
ers to use this time to craft responsible, long-term reauthorization that 
includes meaningful reforms, as the process of short-term extensions is 
not sustainable.”

The bill is limited to the flood insurance program; other programs 
that could be affected by a partial shutdown of the federal government, 
including FHA mortgage programs, are not part of the legislation.

Santa Clarita Home Sales Up 10%
Realtors assisted the close of escrow on 188 single-family 
homes during November in the Santa Clarita Valley, up 9.9 
percent from a year ago, as the inventory of homes posted its 
sixth consecutive increase, the Southland Regional Association 
of Realtors reported recently.
An additional 67 condominiums also changed owners last month, but that 
number was off 18.3 percent from November 2017. 2018 local sales are 
likely to end with home closed escrows down 6.8 percent from a year ago 
while condominiums transactions were 15 percent lower as of November.

“Local resale prices have softened, the inventory has grown, and interest 
rates have fallen enough in recent months to keep serious buyers in the 
hunt for a home,” said M. Dean Vincent, chairman of the Association’s 
Santa Clarita Valley Division. “There’s some uncertainty regarding the 

direction 
of the 
economy, yet 
Santa Clar-
ita is such 
a desirable 
market that 
local buyers 
understand 
the need to 
act while 
the current 
window of 
opportunity 
is open.”

Santa Clarita Valley: Single-Family Closed Escrows — 1998-2017
1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Jan 121 145 108 149 193 195 203 195 154 172 99 147 137 117 146 149 138 108 113 123 148

Feb 151 154 173 186 196 191 259 200 132 175 115 167 140 116 138 153 119 142 136 132 127

Mar 217 241 172 249 276 284 391 387 229 261 151 176 200 165 180 200 134 209 203 203 186

April 223 264 192 298 321 335 391 391 237 174 178 214 192 183 176 209 210 229 212 192 191

May 172 237 243 212 316 344 342 370 362 234 179 220 196 215 173 186 196 210 200 252 246 226

June 196 269 309 253 350 346 361 400 405 253 206 229 202 208 217 238 199 190 253 265 307 278

July 194 313 275 223 315 271 390 352 366 237 194 237 235 176 187 203 221 212 255 234 222 215

Aug 169 252 241 242 325 277 401 315 354 250 186 199 206 186 222 220 176 214 248 244 262 219

Sept 171 264 217 213 256 251 367 332 330 218 105 195 178 167 164 190 173 187 210 228 217 162

Oct 165 214 200 209 229 291 335 288 280 201 116 207 197 144 176 217 179 191 205 203 195 175

Nov 138 219 182 194 238 246 267 299 235 183 111 172 162 148 198 167 171 198 154 205 171 188

Dec 190 191 217 219 248 263 326 269 221 203 114 192 178 168 217 247 244 227 238 198 208
Total 2,671 2,688 2,410 3,159 3,275 3,794 3,869 3,726 2,531 1,993 2,194 2,258 2,081 2,135 2,308 2,270 2,230 2,451 2,493 2,478 2,115
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2016	 113	 136	 203	 212	 252	 265	 234	 244	 228	 203	 205	 198	

2017	 123	 132	 203	 192	 246	 307	 222	 262	 217	 195	 171	 208	

2018	 148	 127	 186	 191	 226	 278	 215	 219	 162	 175	 188	
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Yun says rapid price increases have af-
fected the marketplace. 

“Consistently fast-rising home prices 
well in excess of income growth over 

recent years have left buyers frustrated 
while slowly enticing would-be sellers 
to consider listing.”

From 2012 to 2018, median home 
prices rose 44 percent, while average 
hourly wage earnings increased by just 
16 percent. NAR’s most recent survey 
asked about home prices over the last 

12 months. Sixty-three percent of re-
spondents feel that prices have increased 
in their communities over the last 12 
months, down from the third when 70 
percent of respondents believed that 

Majority Believe 
Now is a Good 
Time to Buy

 Southland Regional Association of Realtors®
Sixty-three percent of respon-
dents in a new national survey 
had a favorable view of the 
economy and 73 percent believe 
that now is still a good time 
to buy despite the continued 
upward direction of home prices 
and economic uncertainty.

That being 
said, consumer 
sentiment about 
homebuying 
weakened in the 
fourth quarter 
with only 34 
percent strongly 
indicating it is 
now a good time 
to buy, down from 
39 percent in the 
third quarter and 
43 percent one 
year ago. 

The percentage of those who 
believe that is not a good time to 
buy was unchanged in the fourth 
quarter, remaining at 37 percent, 
though up from 28 percent one 
year ago.

The National Association of 
Realtor’s fourth quarter Housing 
Opportunities and Market Ex-
perience  survey also found that 
a majority of those polled, 59 
percent, believe that the economy 
is improving. 

Optimism is the greatest 
among those who earn $50,000 
or more. Fifty-three percent of 
those in urban areas said the economy 
is improving, compared to 71 percent of 
respondents in rural areas.

NAR’s chief economist Lawrence 
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prices had increased. 
Thirty percent believe housing 

prices within their communities have 
remained the same. Americans living 

in the West, 
those with 
annual 
incomes of 
over 
$100,000 

and those 45 to 54 years of age are 
most likely to report that prices have 
increased in their neighborhoods. 

Additionally, 67 percent of home-
owners, 56 percent of renters and 50 
percent of those living with someone 
else also felt home prices in their com-
munities increased. Forty percent of 

those earning less than $50,000 
reported that home prices had 
stayed the same. The national 
median home price as of Octo-
ber was $255,400, compared to 
$382,900 in the West.

Yun said some of the fourth 
quarter findings imply that the 
softening home buying senti-
ment is less a result of potential 
buyers holding off purchases 
in anticipation of lower home 
prices, but more related to con-
cerns over qualifying for a higher 
mortgage and the lack of access 
to affordable home listings. 

The Southland Regional Association of 
Realtors® is a local trade association with 
more than 10,300 members serving the San 
Fernando and Santa Clarita Valleys. SRAR is 
one of the largest local associations in the 
nation.

Members of the Santa Clarita Council of the Southland Regional Association of Realtors are pictured above 
following the recent swearing into office ceremony. Amanda Ethceverry, sixth from the right, will lead the 
Council in 2019. Pictured, left to right: M. Dean Vincent, 2018 council chair, Nancy Starczyk, Phyllis Grekin, 
Rhona Jukes, Imelda Leano, Louisa Henry, 2019 Council Chair-Elect, Eleanor Dullas, Jim Bevis Richard Hall, 
2019 Council Chair Etcheverry, Bob Khalsa, Bob Kellar, Nicole Stinson, Sarah Darabi, and Nicole Vartanian.

Realtor® Gary Washburn, 
2018 SRAR President

Flood Insurance Extended Through May
Congress late on Friday, Dec. 21, passed an extension of the National 
Flood Insurance Program until May 31, avoiding a lapse that would 
have begun at midnight. The President was expected to sign the bill. 
Realtors expressed gratitude for the extension, yet urged lawmakers to 
draft long-term legislation.

“On behalf of the country's 1.3 million Realtors,” said John Smaby, 
president of the National Association of Realtors, “we urge lawmak-
ers to use this time to craft responsible, long-term reauthorization that 
includes meaningful reforms, as the process of short-term extensions is 
not sustainable.”

The bill is limited to the flood insurance program; other programs 
that could be affected by a partial shutdown of the federal government, 
including FHA mortgage programs, are not part of the legislation.

Santa Clarita Home Sales Up 10%
Realtors assisted the close of escrow on 188 single-family 
homes during November in the Santa Clarita Valley, up 9.9 
percent from a year ago, as the inventory of homes posted its 
sixth consecutive increase, the Southland Regional Association 
of Realtors reported recently.
An additional 67 condominiums also changed owners last month, but that 
number was off 18.3 percent from November 2017. 2018 local sales are 
likely to end with home closed escrows down 6.8 percent from a year ago 
while condominiums transactions were 15 percent lower as of November.

“Local resale prices have softened, the inventory has grown, and interest 
rates have fallen enough in recent months to keep serious buyers in the 
hunt for a home,” said M. Dean Vincent, chairman of the Association’s 
Santa Clarita Valley Division. “There’s some uncertainty regarding the 

direction 
of the 
economy, yet 
Santa Clar-
ita is such 
a desirable 
market that 
local buyers 
understand 
the need to 
act while 
the current 
window of 
opportunity 
is open.”

Santa Clarita Valley: Single-Family Closed Escrows — 1998-2017
1997 1998 1999 2000 2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

Jan 121 145 108 149 193 195 203 195 154 172 99 147 137 117 146 149 138 108 113 123 148

Feb 151 154 173 186 196 191 259 200 132 175 115 167 140 116 138 153 119 142 136 132 127

Mar 217 241 172 249 276 284 391 387 229 261 151 176 200 165 180 200 134 209 203 203 186

April 223 264 192 298 321 335 391 391 237 174 178 214 192 183 176 209 210 229 212 192 191

May 172 237 243 212 316 344 342 370 362 234 179 220 196 215 173 186 196 210 200 252 246 226

June 196 269 309 253 350 346 361 400 405 253 206 229 202 208 217 238 199 190 253 265 307 278

July 194 313 275 223 315 271 390 352 366 237 194 237 235 176 187 203 221 212 255 234 222 215

Aug 169 252 241 242 325 277 401 315 354 250 186 199 206 186 222 220 176 214 248 244 262 219

Sept 171 264 217 213 256 251 367 332 330 218 105 195 178 167 164 190 173 187 210 228 217 162

Oct 165 214 200 209 229 291 335 288 280 201 116 207 197 144 176 217 179 191 205 203 195 175

Nov 138 219 182 194 238 246 267 299 235 183 111 172 162 148 198 167 171 198 154 205 171 188

Dec 190 191 217 219 248 263 326 269 221 203 114 192 178 168 217 247 244 227 238 198 208
Total 2,671 2,688 2,410 3,159 3,275 3,794 3,869 3,726 2,531 1,993 2,194 2,258 2,081 2,135 2,308 2,270 2,230 2,451 2,493 2,478 2,115

Bold = Record High0.6% -10.3% 31.1% 3.7% 15.8% 2.0% -3.7% -32.1% -21.3% 10.1% 2.9% -7.8% 2.6% 8.1% -1.6% -1.8% 9.9% 1.7% -0.6%

Jan	 Feb	 Mar	 April	 May	 June	 July	 Aug	 Sept	 Oct	 Nov	 Dec	
2015	 108	 142	 209	 229	 200	 253	 255	 248	 210	 205	 154	 238	

2016	 113	 136	 203	 212	 252	 265	 234	 244	 228	 203	 205	 198	

2017	 123	 132	 203	 192	 246	 307	 222	 262	 217	 195	 171	 208	

2018	 148	 127	 186	 191	 226	 278	 215	 219	 162	 175	 188	
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MAJORITY BELIEVE
NOW IS  A GOOD
TIME TO BUY
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

Sixty-three percent of respondents
in a new national survey
had a favorable view of the
economy and 73 percent believe
that now is still a good time
to buy despite the continued
upward direction of home prices
and economic uncertainty.

That being said, consumer sentiment about 
homebuying weakened in the fourth quarter 
with only 34 percent strongly indicating it 
is now a good time to buy, down from 39 
percent in the third quarter and 43 percent 
one year ago.

The percentage of those who believe that 
is not a good time to buy was unchanged in 
the fourth quarter, remaining at 37 percent, 
though up from 28 percent one year ago.

The National Association of Realtor’s 
fourth quarter Housing Opportunities and 
Market Experience survey also found that a 
majority of those polled, 59 percent, believe 
that the economy is improving.

Optimism is the greatest among those who 
earn $50,000 or more. Fifty-three percent 
of those in urban areas said the economy 
is improving, compared to 71 percent of 
respondents in rural areas. NAR’s chief 
economist Lawrence Yun says rapid price 
increases have affected the marketplace.

“Consistently fast-rising home prices 
well in excess of income growth over 
recent years have left buyers frustrated 
while slowly enticing would-be sellers to 
consider listing.”

From 2012 to 2018, median home 

prices rose 44 
percent,  while 
average hourly 
wage earnings 
i n c r e a s e d  b y 
just 16 percent. 
N A R ’ s  m o s t 
r ecen t  su rvey 
asked about home 
prices over the last 
12 months. Sixty-
three percent of 
respondents feel 
that prices have 
increased in their 
c o m m u n i t i e s 
over the last 12 
months ,  down 
from the third 
when 70 percent 
of respondents 
b e l i e v e d  t h a t 
p r i c e s  h a d 
increased.

Thirty percent 
believe housing 
prices within their communities have remained 
the same. Americans living in the West, those 
with annual incomes of over $100,000 and those 
45 to 54 years of age are most likely to report that 

prices have increased in their neighborhoods.
Additionally, 67 percent of homeowners, 

56 percent of renters and 50 percent of those 
living with someone else also felt home prices 
in their communities increased. Forty percent 
of those earning less than $50,000 reported that 
home prices had stayed the same. The national 
median home price as of October was $255,400, 
compared to $382,900 in the West.

Yun said some of the fourth quarter findings 
imply that the softening home buying sentiment 
is less a result of potential buyers holding off 
purchases in anticipation of lower home prices, 
but more related to concerns over qualifying 
for a higher mortgage and the lack of access to 
affordable home listings
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G O V.  S H U T D O W N
I M PA C T S  1 1 %
O F  R . E .  C L I E N T S
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®
BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER

Three-quarters of Realtors responding to a new 
national survey said the partial government
shutdown—which will leave its mark, regardless 
when it is resolved— has had no impact on their
real estate contracts or closings, while 11 percent
indicated that limited government impacted 
current clients and another 11 percent believed
it hurt potential clients.

The survey, which was conducted by the 
National Association of Realtors, wanted 
to know details from those who reported an 
impact of how the failure of the President 
and Congress to come to an agreement on a 
resolution to fund the government impacted 
federal housing, mortgage applications, 
real estate programs, and home purchase 
transactions.

The most common impact, at 25 percent, 
was the buyer decided not to buy due 
to general economic uncertainty, even 
though they were not federal government 
employees.

Nine percent of these Realtors had clients 
who decided not to buy because their clients 
are federal government employees.

Six percent had a seller who could not sell 
because their move was impacted by their 
employment.

Three percent had a buyer who was unable 
to buy due to lender rejection because they 
were furloughed from work as either a 
government employee or a contractor.

Three percent had a buyer client who was 
a federal government contractor and decided 
not to buy because of lost income or being 
furloughed.

Among those impacted by the shutdown, 
17 percent had a delay because of a USDA 
loan, 13 percent had a delay due to IRS 
income verification delays, nine percent had 
a delay due to a VA loan, and another nine 
percent did not cite a reason for the delay.

Other members had lost bids on homes 

due to the shutdown. 
T h o s e  m e m b e r s 
reported buyers had 
lost bids due to the 
following reasons:

• Six percent said 
the buyer was using 
a FHA loan;

•  Four percent 
involved a buyer 
with a USDA loan;

• And, 3 percent 
said their buyer was 
using a VA loan. 
Impacted

Realtors also had 
contracts that were 
terminated due to the 
shutdown.

Two percent had 
contracts terminated 
fo r  each  o f  the 
following reasons:

• The buyer was 
using a VA loan;

• The buyer was 
using a USDA loan

•  A n d ,  o t h e r 
reasons not noted.

• One percent of 
contracts terminated 
because the buyer 
was using a VA 
loan.

For updates on 
the impact of the 
shutdown on the 
EPA, FHA, Fannie 
Mae, Freddie Mac, 
the IRS, and the 
Na t iona l  F lood 
Insurance Program, 
w h i c h  t h r o u g h 
NAR due to efforts 
remains in force, go 
to www.nar.realtor.

Gov. Shutdown 
Impacts 11% 
of R.E. Clients

 Southland Regional Association of Realtors®
By Dan Tresierras, President, and David Walker

Three-quarters of Realtors 
responding to a new national 
survey said the partial govern-
ment shutdown—which will 
leave its mark, regardless when 

it is resolved—
has had no 
impact on their 
real estate 
contracts or 
closings, while 
11 percent 
indicated that 
limited govern-

ment impacted current clients 
and another 11 percent be-
lieved it hurt potential clients.
The survey, which was conducted 
by the National As-
sociation of Realtors, 
wanted to know de-
tails from those who 
reported an impact 
of how the failure 
of the President and 
Congress to come to 
an agreement on a 
resolution to fund the 
government impacted 
federal housing, 
mortgage applica-
tions, real estate 
programs, and home 
purchase transactions.

The most common 
impact, at 25 percent, 
was the buyer decided 
not to buy due to 
general economic 
uncertainty, even 
though they were not 
federal government 
employees. 

Nine percent of 
these Realtors had 
clients who decided 
not to buy because 
their clients are 
federal government 
employees. 

Six percent had 
a seller who could 
not sell because their 
move was impacted 
by their employment.

Three percent 
had a buyer who was 
unable to buy due to 
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Realtor Fire 
Grants Close
Due to an overwhelming 
response, applications will no 
longer be accepted to a state-
wide program intended to aid 
the victims of the devastating 
Camp, Woolsey, and Hill fires.
Offered by 
the California 
Association of 
Realtors, the 
program was 
open to home 
owners and 
renters affected 
by the fires.

The deci-
sion to stop 
accepting new 
application 
went into im-
mediate effect.

“The Real-
tor commu-
nity is proud 
to have been able to support 
those most in need to help them 
begin to rebuild their lives,” said 
Dan Tresierras, president of the 
Southland Regional Association 

of Realtors. 
The Association’s territory 

touches on regions impacted by 
the Woolsey fire.

“While C.A.R. is no longer 
accepting new applications,” 
Tresierras said, “it will continue 
to process the applications it had 
received as of Jan. 4 and distribute 
grants to the nearly 700 current 
applicants” 

Through 
a $1 million 
gift from the 
Realtor Re-
lief Founda-
tion, C.A.R. 
offered 
disaster relief 
grants up to 
$2,000 per 
household 
to provide 
financial as-
sistance with 
mortgage 
relief or 
temporary 
housing, such 

as payments on the mortgage of a 
primary residence that was burned 
in a fire, lease or rent payments on 
replacement housing, or payments 
to a temporary shelter.
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HOW THE SHUTDOWN HAS IMPACTED 
TRANSACTIONS

How Shutdown Has 
Impacted Transactions

NAR 2019 – Federal Government Shutdown Survey

lender rejection because they were 
furloughed from work as either a 
government employee or a contractor.

Three percent had a buyer cli-

ent who was a federal government 
contractor and decided not to buy 
because of lost income or being 
furloughed.

Among those impacted by the 
shutdown, 17 percent had a delay 
because of a USDA loan, 13 percent 
had a delay due to IRS income 

verification delays, nine percent had 
a delay due to a VA loan, and another 
nine percent did not cite a reason for 
the delay.

Other 
members 
had lost 
bids on 
homes 

due to the shutdown. Those members 
reported buyers had lost bids due to 
the following reasons: 

• Six percent said the buyer was 
using a FHA loan;

• Four percent involved a buyer 
with a USDA loan;

• And, 3 percent said their buyer 
was using a VA loan. 

Impacted 
Realtors also had 
contracts that were 
terminated due to 
the shutdown.

Two percent had 
contracts terminated 
for each of the fol-
lowing reasons:

• The buyer was 
using a VA loan;

• The buyer was 
using a USDA loan

• And, other 
reasons not noted.

• One percent of 
contracts terminated 
because the buyer 
was using a VA loan.

For updates on 
the impact of the 
shutdown on the 
EPA, FHA, Fannie 
Mae, Freddie Mac, 
the IRS, and the 
National Flood 
Insurance Program, 
which through 
NAR due to efforts 
remains in force, go 
to www.nar.realtor.
The Southland Regional 
Association of Real-
tors® is a local trade 
association with more 
than 10,300 members 
serving the San Fer-
nando and Santa Clarita 
Valleys. SRAR is one of 
the largest local associa-
tions in the nation.

New Year Brings Lower Interest Rates
Mortgage rates declined to start the new year with the 30-year 
fixed-rate mortgage dipping to 4.51 percent, Freddie Mac reported.
“Low mortgage rates combined with decelerating home price growth 
should get prospective homebuyers excited to buy,” said Sam Khater, 
Freddie Mac’s chief economist. “However, it will be interesting to see 
how the recent turmoil in the stock market will affect homebuying activ-
ity in the coming months.” 

A year ago at this time, the 30-year fixed-rate mortgage averaged 3.95 
percent. 15-year fixed-rate mortgage last week averaged 3.99 percent 
with an average 0.4 point, down from prior week when it averaged 4.01 
percent. A year ago at this time, the 15-year loan averaged 3.38 percent. 

Gov. Shutdown 
Impacts 11% 
of R.E. Clients
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By Dan Tresierras, President, and David Walker

Three-quarters of Realtors 
responding to a new national 
survey said the partial govern-
ment shutdown—which will 
leave its mark, regardless when 

it is resolved—
has had no 
impact on their 
real estate 
contracts or 
closings, while 
11 percent 
indicated that 
limited govern-

ment impacted current clients 
and another 11 percent be-
lieved it hurt potential clients.
The survey, which was conducted 
by the National As-
sociation of Realtors, 
wanted to know de-
tails from those who 
reported an impact 
of how the failure 
of the President and 
Congress to come to 
an agreement on a 
resolution to fund the 
government impacted 
federal housing, 
mortgage applica-
tions, real estate 
programs, and home 
purchase transactions.

The most common 
impact, at 25 percent, 
was the buyer decided 
not to buy due to 
general economic 
uncertainty, even 
though they were not 
federal government 
employees. 

Nine percent of 
these Realtors had 
clients who decided 
not to buy because 
their clients are 
federal government 
employees. 

Six percent had 
a seller who could 
not sell because their 
move was impacted 
by their employment.

Three percent 
had a buyer who was 
unable to buy due to 
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Realtor Fire 
Grants Close
Due to an overwhelming 
response, applications will no 
longer be accepted to a state-
wide program intended to aid 
the victims of the devastating 
Camp, Woolsey, and Hill fires.
Offered by 
the California 
Association of 
Realtors, the 
program was 
open to home 
owners and 
renters affected 
by the fires.

The deci-
sion to stop 
accepting new 
application 
went into im-
mediate effect.

“The Real-
tor commu-
nity is proud 
to have been able to support 
those most in need to help them 
begin to rebuild their lives,” said 
Dan Tresierras, president of the 
Southland Regional Association 

of Realtors. 
The Association’s territory 

touches on regions impacted by 
the Woolsey fire.

“While C.A.R. is no longer 
accepting new applications,” 
Tresierras said, “it will continue 
to process the applications it had 
received as of Jan. 4 and distribute 
grants to the nearly 700 current 
applicants” 

Through 
a $1 million 
gift from the 
Realtor Re-
lief Founda-
tion, C.A.R. 
offered 
disaster relief 
grants up to 
$2,000 per 
household 
to provide 
financial as-
sistance with 
mortgage 
relief or 
temporary 
housing, such 

as payments on the mortgage of a 
primary residence that was burned 
in a fire, lease or rent payments on 
replacement housing, or payments 
to a temporary shelter.
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lender rejection because they were 
furloughed from work as either a 
government employee or a contractor.

Three percent had a buyer cli-

ent who was a federal government 
contractor and decided not to buy 
because of lost income or being 
furloughed.

Among those impacted by the 
shutdown, 17 percent had a delay 
because of a USDA loan, 13 percent 
had a delay due to IRS income 

verification delays, nine percent had 
a delay due to a VA loan, and another 
nine percent did not cite a reason for 
the delay.

Other 
members 
had lost 
bids on 
homes 

due to the shutdown. Those members 
reported buyers had lost bids due to 
the following reasons: 

• Six percent said the buyer was 
using a FHA loan;

• Four percent involved a buyer 
with a USDA loan;

• And, 3 percent said their buyer 
was using a VA loan. 

Impacted 
Realtors also had 
contracts that were 
terminated due to 
the shutdown.

Two percent had 
contracts terminated 
for each of the fol-
lowing reasons:

• The buyer was 
using a VA loan;

• The buyer was 
using a USDA loan

• And, other 
reasons not noted.

• One percent of 
contracts terminated 
because the buyer 
was using a VA loan.

For updates on 
the impact of the 
shutdown on the 
EPA, FHA, Fannie 
Mae, Freddie Mac, 
the IRS, and the 
National Flood 
Insurance Program, 
which through 
NAR due to efforts 
remains in force, go 
to www.nar.realtor.
The Southland Regional 
Association of Real-
tors® is a local trade 
association with more 
than 10,300 members 
serving the San Fer-
nando and Santa Clarita 
Valleys. SRAR is one of 
the largest local associa-
tions in the nation.

New Year Brings Lower Interest Rates
Mortgage rates declined to start the new year with the 30-year 
fixed-rate mortgage dipping to 4.51 percent, Freddie Mac reported.
“Low mortgage rates combined with decelerating home price growth 
should get prospective homebuyers excited to buy,” said Sam Khater, 
Freddie Mac’s chief economist. “However, it will be interesting to see 
how the recent turmoil in the stock market will affect homebuying activ-
ity in the coming months.” 

A year ago at this time, the 30-year fixed-rate mortgage averaged 3.95 
percent. 15-year fixed-rate mortgage last week averaged 3.99 percent 
with an average 0.4 point, down from prior week when it averaged 4.01 
percent. A year ago at this time, the 15-year loan averaged 3.38 percent. 

Gov. Shutdown 
Impacts 11% 
of R.E. Clients

 Southland Regional Association of Realtors®
By Dan Tresierras, President, and David Walker

Three-quarters of Realtors 
responding to a new national 
survey said the partial govern-
ment shutdown—which will 
leave its mark, regardless when 

it is resolved—
has had no 
impact on their 
real estate 
contracts or 
closings, while 
11 percent 
indicated that 
limited govern-

ment impacted current clients 
and another 11 percent be-
lieved it hurt potential clients.
The survey, which was conducted 
by the National As-
sociation of Realtors, 
wanted to know de-
tails from those who 
reported an impact 
of how the failure 
of the President and 
Congress to come to 
an agreement on a 
resolution to fund the 
government impacted 
federal housing, 
mortgage applica-
tions, real estate 
programs, and home 
purchase transactions.

The most common 
impact, at 25 percent, 
was the buyer decided 
not to buy due to 
general economic 
uncertainty, even 
though they were not 
federal government 
employees. 

Nine percent of 
these Realtors had 
clients who decided 
not to buy because 
their clients are 
federal government 
employees. 

Six percent had 
a seller who could 
not sell because their 
move was impacted 
by their employment.

Three percent 
had a buyer who was 
unable to buy due to 
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Realtor Fire 
Grants Close
Due to an overwhelming 
response, applications will no 
longer be accepted to a state-
wide program intended to aid 
the victims of the devastating 
Camp, Woolsey, and Hill fires.
Offered by 
the California 
Association of 
Realtors, the 
program was 
open to home 
owners and 
renters affected 
by the fires.

The deci-
sion to stop 
accepting new 
application 
went into im-
mediate effect.

“The Real-
tor commu-
nity is proud 
to have been able to support 
those most in need to help them 
begin to rebuild their lives,” said 
Dan Tresierras, president of the 
Southland Regional Association 

of Realtors. 
The Association’s territory 

touches on regions impacted by 
the Woolsey fire.

“While C.A.R. is no longer 
accepting new applications,” 
Tresierras said, “it will continue 
to process the applications it had 
received as of Jan. 4 and distribute 
grants to the nearly 700 current 
applicants” 

Through 
a $1 million 
gift from the 
Realtor Re-
lief Founda-
tion, C.A.R. 
offered 
disaster relief 
grants up to 
$2,000 per 
household 
to provide 
financial as-
sistance with 
mortgage 
relief or 
temporary 
housing, such 

as payments on the mortgage of a 
primary residence that was burned 
in a fire, lease or rent payments on 
replacement housing, or payments 
to a temporary shelter.
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lender rejection because they were 
furloughed from work as either a 
government employee or a contractor.

Three percent had a buyer cli-

ent who was a federal government 
contractor and decided not to buy 
because of lost income or being 
furloughed.

Among those impacted by the 
shutdown, 17 percent had a delay 
because of a USDA loan, 13 percent 
had a delay due to IRS income 

verification delays, nine percent had 
a delay due to a VA loan, and another 
nine percent did not cite a reason for 
the delay.

Other 
members 
had lost 
bids on 
homes 

due to the shutdown. Those members 
reported buyers had lost bids due to 
the following reasons: 

• Six percent said the buyer was 
using a FHA loan;

• Four percent involved a buyer 
with a USDA loan;

• And, 3 percent said their buyer 
was using a VA loan. 

Impacted 
Realtors also had 
contracts that were 
terminated due to 
the shutdown.

Two percent had 
contracts terminated 
for each of the fol-
lowing reasons:

• The buyer was 
using a VA loan;

• The buyer was 
using a USDA loan

• And, other 
reasons not noted.

• One percent of 
contracts terminated 
because the buyer 
was using a VA loan.

For updates on 
the impact of the 
shutdown on the 
EPA, FHA, Fannie 
Mae, Freddie Mac, 
the IRS, and the 
National Flood 
Insurance Program, 
which through 
NAR due to efforts 
remains in force, go 
to www.nar.realtor.
The Southland Regional 
Association of Real-
tors® is a local trade 
association with more 
than 10,300 members 
serving the San Fer-
nando and Santa Clarita 
Valleys. SRAR is one of 
the largest local associa-
tions in the nation.

New Year Brings Lower Interest Rates
Mortgage rates declined to start the new year with the 30-year 
fixed-rate mortgage dipping to 4.51 percent, Freddie Mac reported.
“Low mortgage rates combined with decelerating home price growth 
should get prospective homebuyers excited to buy,” said Sam Khater, 
Freddie Mac’s chief economist. “However, it will be interesting to see 
how the recent turmoil in the stock market will affect homebuying activ-
ity in the coming months.” 

A year ago at this time, the 30-year fixed-rate mortgage averaged 3.95 
percent. 15-year fixed-rate mortgage last week averaged 3.99 percent 
with an average 0.4 point, down from prior week when it averaged 4.01 
percent. A year ago at this time, the 15-year loan averaged 3.38 percent. 
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OWNING A HOME IS
A KEY PART OF THE
‘AMERICAN DREAM’
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®
BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER

The “American Dream” may be
frayed around the edges, and
carved out in the center—especially
here in the Golden State
where high home prices and low
inventory limit opportunity—but
homeowners and renters truly
believe that owning a home is
the essence of that Dream.

Three out of four nonowners believe 
homeownership is part of the story. Nine 
out of ten current homeowners agreed.

In many instances,  i f  the 
respondents to a fresh national 
consumer survey don’t own, it’s not 
for lack of desire.

It typically boils down to a simple 
fact—they cannot currently afford 
a mortgage.

Those are findings culled by the 
National Association of Realtors’ 
Aspiring Home Buyers Profile, 
which at tempted to capture 
the housing expectations and 
sentiments of non-homeowners—
both renters and those living with 
a family member.

Over the last quarter of 2018, 43 
percent of non-owners said they did 
not own a home because they were 
not in a position to purchase.

That was down from the third quarter 
of 2018, when 49 percent of non-
homeowners answered the same.

Also in the 4th quarter, 33 percent of 
non-homeowners said they do not own 
because current life circumstances are 
not suitable for ownership, while 16 
percent said they need the flexibility of 
renting.

In addition, the survey looked at the 
main reason why non-homeowners 
would buy a home in the future.

Throughout 2018, 28 to 31 percent 
of renters said an improvement in their 
financial situation would be the top 
reason that would encourage them to 
buy a home in the future.

Makes sense. Why rent if owning is 

within reach financially?
Throughout 2018, another 26 to 30 

percent of non-owners said a change 
in lifestyle—such as getting married, 
starting a family or retiring— would be 
the primary reason they would make a 
future home purchase.

“The lack of affordable and moderately 
priced homes has forced nonhomeowners 
to delay achieving that part of the 
American Dream,” said Lawrence Yun, 
N.A.R.’s chief economist. “However, as 
the survey confirms, significant lifestyle 
changes like marriage or starting a 
family often spur non-owners to pursue 
home-ownership.”

In other words, kids happen. Yet 
even when life and circumstances are 

screaming for a home purchase, the 
lack of affordable housing causes 
too many potential buyers to hold 
off. That is the fate of far too many 
Southern Californians.

F o r  t h i s  y e a r ’s  s u r v e y, 
homeowners and non-owners were 
also asked about adult family or 
friends moving into their homes, 
the span of time this person lived 
within the household, and if they 
thought about moving to a new 
home because of the change.

According to the survey, 11 
percent of homeowners had an adult 
child move into their residence, 
while 5 percent of non-owners had 
an adult move into their home.

Of those who had someone move 
into their home, 44 percent said that 

the individual intended to live with them 
for over one year or to stay permanently. 
Eighty-eight percent of those surveyed 
who had someone move into their 
home reported that their living situation 
remained acceptable and therefore did 
not warrant consideration of moving into 
a different home. Twelve percent said 
they did consider moving or ultimately 
did move due to their home situation 
changing. And 2019?

“While home sales were slightly down 
in 2018, there is still a sizable pent-up 
housing demand,” Yun said. “Economic 
growth, interest rates, and the supply of 
moderately priced-homes will dictate 
how well the real estate industry will 
do this year.”

Owning a Home is 
a Key Part of the 
‘American Dream’

 Southland Regional Association of Realtors®
By Dan Tresierras, President, and David Walker

The “American Dream” may be 
frayed around the edges, and 
carved out in the center—espe-
cially here in the Golden State 
where high home prices and low 
inventory limit opportunity—but 
homeowners and renters truly 
believe that owning a home is 
the essence of that Dream.

Three out of 
four non-
owners believe 
homeownership 
is part of the 
story. Nine out 
of ten current 
homeowners 
agreed.

In many 
instances, if the 
respondents 

to a fresh national consumer survey 
don’t own, it’s not for lack of desire. 

It typically boils down to a simple 
fact—they cannot currently afford a 
mortgage.

Those are findings culled by the 
National Association of Realtors’ As-
piring Home Buyers Profile, which 
attempted to capture the housing 
expectations and sentiments of 
non-homeowners—both renters and 
those living with a family member.

Over the last quarter of 2018, 43 
percent of non-owners said they did 
not own a home because they were 
not in a position to purchase. 

That was down from the third 
quarter of 2018, when 49 percent 
of non-homeowners answered the 
same. 

Also in the 4th quarter, 33 percent 
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Eleven percent had an adult 
child move in with plans to stay 
one year or to stay permanently
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Main Reason Why Do Not 
Currently Own

 Non-homeowners cited the main reason why they do not currently 
own is that they cannot afford to buy a home. That perception was 
lowest in Q2 at 33 percent of all non-owners and was highest in Q3 
at 49 percent.
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Main Reason Non-Owners Do Not Currently Own, By 
Quarter

Current life circumstances are not suitable

Other

Don’t want the responsibility of owning

Currently need the flexibility of renting rather than owning

Can't afford to buy a home

2019 NAR Aspiring Home Buyers Profile

of non-homeowners said they do not 
own because current life circum-
stances are not suitable for owner-
ship, while 16 percent said they need 
the flexibility of renting.

In addition, the survey looked at 

the main reason why non-homeown-
ers would buy a home in the future. 

Throughout 2018, 28 to 31 per-
cent of renters said an improvement 
in their financial situation would be 
the top reason that would encourage 
them to buy a home in the future. 

Makes sense. Why rent if owning is 
within reach financially?

Throughout 2018, another 26 
to 30 percent of non-owners said 
a change in lifestyle—such as get-
ting married, starting a family or 

retiring—
would be 
the primary 
reason they 
would make a 
future home 
purchase.

“The lack 
of affordable 
and moder-
ately priced 
homes has 
forced non-
homeowners 
to delay 
achieving 
that part of 
the American 
Dream,” said 
Lawrence 
Yun, N.A.R.’s 
chief 
economist. 
“However, 
as the survey 

confirms, significant lifestyle changes 
like marriage or starting a family 
often spur non-owners to pursue 
home-ownership.”

In other words, kids happen.
Yet even when life and circum-

stances are screaming for a home 

purchase, the lack of affordable hous-
ing causes too many potential buyers 
to hold off. That is the fate of far too 
many Southern Californians.

For this year’s survey, homeown-
ers and non-owners were also asked 
about adult family or friends moving 
into their homes, the span of time 

this person lived within the house-
hold, and if they thought about 
moving to a new home because of 
the change.

According to the survey, 11 
percent of homeowners had an adult 
child move into their residence, while 
5 percent of non-owners had an adult 
move into their home.

Of those who had someone move 
into their home, 44 percent said that 
the individual intended to live with 

them for over one year or to stay 
permanently. Eighty-eight percent 
of those surveyed who had some-
one move into their home reported 
that their living situation remained 
acceptable and therefore did not 
warrant consideration of moving into 
a different home. Twelve percent said 

they did consider 
moving or ulti-
mately did move 
due to their home 
situation changing. 
And 2019?

“While home 
sales were slightly down in 2018, 
there is still a sizable pent-up hous-
ing demand,” Yun said. “Economic 
growth, interest rates, and the supply 
of moderately priced-homes will dic-
tate how well the real estate industry 
will do this year.”
The Southland Regional Association of 
Realtors® is a local trade association with 
more than 10,300 members serving the San 
Fernando and Santa Clarita Valleys. SRAR is 
one of the largest local associations in the 
nation.
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Deadline: Please return this form by January 7, 2019. For further information, contact Karen Marten: 818-947-2254

Make check payable to SRAR and mail to Karen Marten, 7232 Balboa Blvd. Van Nuys, CA, 91406.  
To pay by Credit Card fill out the form below and email KarenM@srar.com or fax: 818-786-4541

Join us in celebrating the Installation of 

And the 2019 Directors and Officers

Sheraton Universal Hotel
Grand Ballroom

333 Universal Hollywood Drive
Universal City

Cocktails at 6:00pm
Dinner at 7:00pm
Black Tie Optional

* Saturday January 26, 2019*

Annual Inaugural Ball
99th

Southland Regional Association of REALTORS®

President Dan Tresierras
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eal  R ommercial 

state 

2019 

E ducation 
S 

C 

 

 

                  ABC’s Of Commercial Real Estate                                  Introduction to Leasing 
 

Pre-Registration Encouraged 
Complete & Fax to the Education Department   818-786-4541 or email to vincec@srar.com 

Call Education Department for More Information 818-947-2268  
 

      First Name________________________________________   Last Name____________________________________________   

       

      Telephone # ______________________________________ Email Address  ________________________________________ 

Introduction to Leasing 
Wednesday, January 30, 2019 
9:00 am  -  10:30 am 

An Introduction to the practical  
applications of Commercial Real Estate and 
how it differs from Residential Real Estate 

An introduction to leasing of Commercial 
properties which touches upon the different 
types of properties including    Retail, Office 
and Industrial 

Take one or both of these free 
classes.  Offered as part of the 

2019 Commercial CI Series 

For More Information on                   
The 2019 CI Series Visit: 

 

Commercial.srar.com 

eries 

All Classes Taught by Professional      
Practitioners and held at the        
association office located at:                                     

7232 Balboa Blvd, Van Nuys, CA 

ABC’s of Commercial Real Estate  
Wednesday, January 23, 2019 
9:00 am  -  10:30 am 

Heather Boren 

Brian Hatkoff, CCIM 
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KEYWORD:

EDU >>

COM >>
 

INVOLVE >>
 

FUTURE >>
 

WHATSUP >>

 
POL >>

WHATSNEW >>

CATEGORY DESCRIPTION:

Educational Classes, Training, Risk 
Management
 
Commercial Day & Commercial Classes  
 
 
Community Involvement & Charity Drives 
 
 
Leadership Institute & Committee Application 
 
 
Social & Networking Events 
 
 
Updates on Real Estate Related Issues,  
Political Events & Receptions

New Member Benefits & Product Services

WHAT YOU’LL RECEIVE 

Lunch & Learn, Risk Management, RPR Classes, etc. 
(2-4 times a month) 
 
Twice a month notice of Class Schedule, Commercial 
Networking Meetings & Commercial Day.   
 
Toy Drive, Backpack Drive, Blood Drive, Charity Golf 
Tournament, etc. (6-8 times a year)
 
(Sept.) Notice of Committee Applications, (Feb.) notice 
of Leadership Institute Class, etc.   
 
YPN (Young Professional Network) Mixers, Golf 
Tournament, EXPO, Area Networking Meetings, etc. 
(2-4 times a month) 
 
Call to Actions, Legislative Panels, Legislative Day, 
etc. (6-8 times a year) 
 
Alerts on new benefits and services offered at SRAR.

Note: Some cell phone services may require you to call your provider and grant permission to receive messages from 313131.

It is easy to sign up & you can unsubscribe at any time, just send a text message with only the word “STOP”  
when you reply to any message from us.  Message & Data Rates May Apply!

Get updates & reminders straight to your phone 
and stay in-the-know on all that is happening at 

Southland Regional Association of REALTORS®

How to Opt In:

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

separate text messages with each keyword.

SIGN UP TO RECEIVE UPDATES  
ON YOUR MOBILE PHONE
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SAN FERNANDO VALLEY SINGLE FAMILY SALES STATISTICS FOR DECEMBER 2018

SAN FERNANDO VALLEY CONDOMINIUM SALES STATISTICS FOR DECEMBER 2018

ACTIVE INVENTORY
New Listings .......................................................
Total Active Listings .............................................
Average Days on Market ......................................
Average List Price in Thousands ..........................
Median List Price in Thousands ...........................
BOMS .................................................................
Average BOM Price in Thousands ........................
BOM to Sale Ratio ...............................................
Expirations ..........................................................

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

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 ...........................
Coop Sales ...........................................................
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/REO ..................................................
Seller Concessions ..............................................
Short Sale ...........................................................
Standard .............................................................
Other ...................................................................

ACTIVE INVENTORY
New Listings .......................................................
Total Active Listings .............................................
Average Days on Market ......................................
Average List Price in Thousands ..........................
Median List Price in Thousands ...........................
BOMS .................................................................
Average BOM Price in Thousands ........................
BOM to Sale Ratio ...............................................
Expirations ..........................................................

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

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 ..........................
Coop Sales ..........................................................
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/REO ..................................................
Seller Concessions ..............................................
Short Sale ...........................................................
Standard .............................................................
Other ...................................................................

 EN ES CS WN WS SFV TOTAL EXT TOTAL

 EN ES CS WN WS SFV TOTAL EXT TOTAL
 .............. 14 ..................15 .................17 ..................13 ................20 ..................79 .................64 ...................143 
 .............. 45 ..................54 .................70 ..................42 ................81 ................292 ...............247 ...................539 
 .............. 81 ..................98 .................98 ..................72 ................92 ..................90 .................82 .....................86 
 ......... 450.3 ............. 596.4 ............530.7 .............530.8 ...........518.7 .............527.2 ............518.0 ................522.9 
 ......... 449.9 ............. 569.0 ............419.0 .............439.5 ...........450.0 .............450.0 ............419.0 ................445.0 
 ................ 6 ....................8 ...................5 ....................2 ..................9 ..................30 .................17 .....................47 
 ......... 508.3 ............. 532.2 ............706.2 .............407.5 ...........584.6 .............563.8 ............443.8 ................520.4 
 ........... 25.0 ............... 29.6 ..............16.1 .................7.7 .............40.9 ...............23.1 ..............20.0 ..................21.9 
 ................ 4 ....................4 .................14 ....................7 ..................7 ..................36 .................43 .....................79

 .............. 14 ..................31 .................27 ..................16 ................21 ................109 .................70 ...................179 
 ............ 288 ................ 423 ...............359 ................339 ..............381 .............1,790 ............1,153 ................2,943 
 .............. 39 ..................51 .................51 ..................38 ................62 ..................50 .................69 .....................57 
 ......... 357.8 ............. 586.7 ............421.0 .............430.6 ...........558.4 .............487.9 ............541.5 ................508.9

 .............. 24 ..................27 .................31 ..................26 ................22 ................130 .................85 ...................215 
 ............ 300 ................ 423 ...............364 ................358 ..............386 .............1,831 ............1,149 ................2,980 
 ......... 9.076 ........... 14.455 ..........13.572 ...........11.779 .........11.538 ...........60.420 ..........37.164 ..............97.583 
 ..... 112.122 ......... 226.678 ........163.957 .........164.624 .......189.722 .........857.103 ........570.250 .........1,427.352 
 ......... 378.1 ............. 535.4 ............437.8 .............453.0 ...........524.5 .............464.8 ............437.2 ................453.9 
 ......... 340.0 ............. 549.0 ............415.0 .............425.0 ...........450.0 .............425.0 ............375.0 ................415.0 
 .............. 18 ..................27 .................28 ..................20 ................19 ................112 .................70 ...................182 
 ........... 75.0 ............. 100.0 ..............90.3 ...............76.9 .............86.4 ...............86.2 ..............82.4 ..................84.7 
 .............. 26 ..................37 .................47 ..................46 ................56 ..................42 .................45 .....................43 
 .............. 22 ....................8 .................12 ..................14 ..................5 ..................61 .................38 .....................99 
 ........... 91.7 ............... 29.6 ..............38.7 ...............53.8 .............22.7 ...............46.9 ..............44.7 ..................46.0 
 ........... 53.3 ............... 50.0 ..............44.3 ...............61.9 .............27.2 ...............44.5 ..............34.4 ..................39.9 
 ......... 171.4 ............. 180.0 ............182.4 .............200.0 ...........110.0 .............164.6 ............132.8 ................150.3

 ................ 0 ....................0 ...................0 ....................0 ..................0 ....................0 ...................1 .......................1 
 ................ 0 ....................0 ...................0 ....................0 ..................0 ....................0 ...................0 .......................0 
 ................ 0 ....................0 ...................0 ....................1 ..................0 ....................1 ...................2 .......................3 
 .............. 24 ..................27 .................29 ..................24 ................21 ................125 .................81 ...................206 
 ................ 0 ....................0 ...................2 ....................1 ..................1 ....................4 ...................1 .......................5

 .............. 43 ..................32 .................53 ..................49 ................81 ................258 ...............302 ...................560 
 ............ 154 ................ 146 ...............157 ................178 ..............239 ................874 ............1,111 ................1,985 
 ............ 102 ..................90 .................69 ..................89 ................95 ..................89 .................93 .....................92 
 ......... 556.7 .......... 1,407.0 .........1,554.1 .............858.5 ........1,658.9 ..........1,240.8 ............777.4 ................981.5 
 ......... 529.0 .......... 1,149.0 ............999.0 .............738.6 ...........950.0 .............789.0 ............380.0 ................589.9 
 .............. 12 ..................17 .................15 ..................18 ................18 ..................80 .................57 ...................137 
 ......... 494.2 .......... 1,091.3 ............985.9 .............831.5 ...........810.6 .............860.4 ............503.2 ................711.7 
 ........... 20.0 ............... 24.6 ..............23.8 ...............18.9 .............19.4 ...............21.1 ..............15.7 ..................18.4 
 .............. 18 ..................32 .................29 ..................24 ................43 ................146 ...............177 ...................323

 .............. 48 ..................52 .................44 ..................79 ................87 ................310 ...............278 ...................588 
 ............ 819 ................ 899 ...............845 .............1,393 ...........1,366 .............5,322 ............4,362 ................9,684 
 .............. 50 ..................66 .................50 ..................63 ................40 ..................53 .................60 .....................56 
 ......... 505.6 .......... 1,073.8 .........1,296.9 .............834.3 ...........927.8 .............915.5 ............508.1 ................722.9

 .............. 60 ..................69 .................63 ..................95 ................93 ................380 ...............364 ...................744 
 ............ 826 ................ 911 ...............843 .............1,384 ...........1,359 .............5,323 ............4,298 ................9,621 
 ....... 30.681 ........... 72.173 ..........66.187 ...........72.508 .........93.602 .........335.151 ........183.841 ............518.992 
 ..... 427.890 ...... 1,024.234 ........906.915 ......1,022.958 ....1,346.285 ......4,728.283 .....2,314.855 .........7,043.138 
 ......... 511.4 .......... 1,046.0 .........1,050.6 .............763.2 ........1,006.5 .............882.0 ............505.1 ................697.6 
 ......... 500.0 ............. 790.0 ............670.0 .............665.0 ...........769.0 .............669.0 ............370.0 ................559.9 
 .............. 49 ..................56 .................50 ..................81 ................75 ................311 ...............308 ...................619 
 ........... 81.7 ............... 81.2 ..............79.4 ...............85.3 .............80.6 ...............81.8 ..............84.6 ..................83.2 
 .............. 39 ..................33 .................32 ..................47 ................50 ..................41 .................54 .....................48 
 .............. 37 ..................31 .................26 ..................34 ................30 ................158 ...............179 ...................337 
 ........... 61.7 ............... 44.9 ..............41.3 ...............35.8 .............32.3 ...............41.6 ..............49.2 ..................45.3 
 ........... 39.0 ............... 47.3 ..............40.1 ...............53.4 .............38.9 ...............43.5 ..............32.8 ..................37.5 
 ......... 139.5 ............. 215.6 ............118.9 .............193.9 ...........114.8 .............147.3 ............120.5 ................132.9

 ................ 0 ....................0 ...................0 ....................2 ..................2 ....................4 ...................2 .......................6 
 ................ 0 ....................0 ...................0 ....................0 ..................0 ....................0 ...................0 .......................0 
 ................ 1 ....................0 ...................0 ....................0 ..................0 ....................1 ...................4 .......................5 
 .............. 57 ..................68 .................61 ..................90 ................89 ................365 ...............348 ...................713 
 ................ 2 ....................1 ...................2 ....................3 ..................2 ..................10 .................10 .....................20
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SANTA CLARITA VALLEY SINGLE FAMILY SALES STATISTICS FOR DECEMBER 2018

SANTA CLARITA VALLEY CONDOMINIUM SALES STATISTICS FOR DECEMBER 2018

ACTIVE INVENTORY
New Listings .............................................................
Total Active Listings...................................................
Average Days on Market ............................................
Average List Price in Thousands ................................
Median List Price in Thousands .................................
BOMS .......................................................................
Average BOM Price in Thousands ..............................
BOM to Sale Ratio .....................................................
Expirations ...............................................................

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

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 ...............................
Coop Sales ..............................................................
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 / REO .....................................................
Seller Concessions ...................................................
Short Sale .................................................................
Standard ...................................................................
Other .........................................................................

ACTIVE INVENTORY
New Listings ...........................................................
Total Active Listings.................................................
Average Days on Market ..........................................
Average List Price in Thousands ..............................
Median List Price in Thousands ...............................
BOMS .....................................................................
Average BOM Price in Thousands ............................
BOM to Sale Ratio ...................................................
Expirations ..............................................................

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

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 ..............................
Coop Sales .............................................................
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 / REO .....................................................
Seller Concessions ...................................................
Short Sale .................................................................
Standard ...................................................................
Other .........................................................................

 AC ADUL CC CA NE SAU SR VAL SCVTOT EXT TOTAL

 AC ADUL CC CA NE SAU SR VAL SCVTOT EXT TOTAL
............0 .....................0................ 14 ................... 0 ................... 7 .................... 12 ................ 1 ...................11 ...................45 .................12 ..................57 
............0 .....................0................ 37 ................... 3 ................. 15 .................... 24 ................ 5 ...................55 .................139 .................24 ................163 
............0 .....................0................ 64 ............... 101 ................. 50 .................... 61 .............. 71 ...................85 ...................71 .................65 ..................70 
.........0.0 ..................0.0........... 355.2 ............ 512.3 ............ 421.4 ............... 451.9 ......... 448.4 ..............481.2 ..............435.6 ............587.2 .............457.9 
.........0.0 ..................0.0........... 329.9 ............ 629.0 ............ 325.0 ............... 435.0 ......... 445.0 ..............450.0 ..............399.0 ............470.0 .............409.0 
............0 .....................0.................. 5 ................... 0 ................... 3 ...................... 1 ................ 1 .....................3 ...................13 ...................0 ..................13 
.........0.0 ..................0.0........... 358.7 ................ 0.0 ............ 369.8 ............... 364.0 ......... 555.0 ..............491.3 ..............407.4 ................0.0 .............407.4 
.........0.0 ..................0.0............. 29.4 ................ 0.0 .............. 16.7 ................... 7.7 ......... 100.0 ................16.7 ................18.3 ................0.0 ...............15.7 
............0 .....................0.................. 2 ................... 2 ................... 1 ...................... 2 ................ 1 .....................8 ...................16 ...................2 ..................18

............1 .....................0................ 19 ................... 1 ................. 11 ...................... 7 ................ 1 ...................16 ...................56 .................10 ..................66 

............5 .....................0.............. 233 ................. 28 ............... 181 .................. 143 .............. 40 .................354 .................984 ...............166 .............1,150 

........273 .....................0................ 39 ............... 107 ................. 55 .................... 38 ............ 102 ...................57 ...................54 .................37 ..................51 

.....779.0 ..................0.0........... 353.9 ............ 550.0 ............ 336.8 ............... 415.0 ......... 370.0 ..............408.1 ..............385.0 ............464.6 .............397.1

............1 .....................0................ 17 ................... 3 ................. 18 .................... 13 ................ 1 ...................18 ...................71 .................12 ..................83 

............4 .....................0.............. 226 ................. 28 ............... 183 .................. 142 .............. 40 .................360 .................983 ...............162 .............1,145 

.....0.540 ..............0.000........... 5.361 ............ 1.425 ............ 5.637 ............... 5.470 ......... 0.425 ..............8.085 ............26.943 ............4.325 ...........31.267 

.....1.931 ..............0.000......... 78.345 .......... 12.417 .......... 60.817 ............. 59.305 ....... 18.565 ..........163.850 ..........395.229 ..........73.398 .........468.627 

.....540.0 ..................0.0........... 315.3 ............ 475.0 ............ 313.2 ............... 420.8 ......... 425.0 ..............449.2 ..............379.5 ............360.4 .............376.7 

.....540.0 ..................0.0........... 315.0 ............ 475.0 ............ 318.0 ............... 418.0 ......... 425.0 ..............450.0 ..............363.0 ............305.0 .............360.0 

............1 .....................0................ 16 ................... 3 ................. 16 ...................... 9 ................ 0 ...................17 ...................62 ...................9 ..................71 

.....100.0 ..................0.0............. 94.1 ............ 100.0 .............. 88.9 ................. 69.2 ............. 0.0 ................94.4 ................87.3 ..............75.0 ...............85.5 

........141 .....................0................ 83 ............... 111 ................. 85 .................... 82 ............ 105 .................128 ...................97 ...............105 ..................98 

............0 .....................0.................. 8 ................... 1 ................... 8 ...................... 6 ................ 0 ...................10 ...................33 ...................5 ..................38 

.........0.0 ..................0.0............. 47.1 .............. 33.3 .............. 44.4 ................. 46.2 ............. 0.0 ................55.6 ................46.5 ..............41.7 ...............45.8 

.........0.0 ..................0.0............. 45.9 ............ 100.0 ............ 120.0 ................. 54.2 ........... 20.0 ................32.7 ................51.1 ..............50.0 ...............50.9 

.........0.0 ..................0.0........... 121.4 ................ 0.0 ............ 257.1 ............... 108.3 ......... 100.0 ..............163.6 ..............157.8 ............100.0 .............145.6

............0 .....................0.................. 0 ................... 0 ................... 0 ...................... 0 ................ 0 .....................0 .....................0 ...................0 ....................0 

............0 .....................0.................. 0 ................... 0 ................... 0 ...................... 0 ................ 0 .....................0 .....................0 ...................0 ....................0 

............0 .....................0.................. 0 ................... 0 ................... 0 ...................... 0 ................ 0 .....................0 .....................0 ...................0 ....................0 

............1 .....................0................ 17 ................... 3 ................. 18 .................... 13 ................ 1 ...................18 ...................71 .................12 ..................83 

............0 .....................0.................. 0 ................... 0 ................... 0 ...................... 0 ................ 0 .....................0 .....................0 ...................0 ....................0

............7 .....................0................ 23 ................... 7 ................... 7 .................... 21 ................ 2 ...................32 ...................99 .................48 ................147 

..........40 ...................18................ 72 ................. 38 ................. 30 .................... 88 .............. 13 ...................85 .................384 ...............153 ................537 

........120 .................148................ 97 ................. 96 ................. 95 .................... 85 .............. 79 ...................75 ...................93 .................86 ..................91 

.....656.9 ..............840.8........... 867.9 ............ 641.9 ............ 846.2 ............... 716.9 ......... 905.7 ..............827.6 ..............778.4 ............500.6 .............699.2 

.....629.0 ..............800.0........... 585.0 ............ 623.9 ............ 685.0 ............... 680.0 ......... 850.0 ..............675.0 ..............669.9 ............359.0 .............625.0 

............2 .....................3.................. 6 ................... 2 ................... 3 ...................... 8 ................ 1 .....................5 ...................30 .................16 ..................46 

.....472.0 ..............625.0........... 780.6 ............ 609.5 ............ 633.5 ............... 754.4 ......... 829.0 ..............614.5 ..............685.3 ............495.2 .............619.2 

.......66.7 ..............300.0............. 16.7 .............. 10.5 .............. 33.3 ................. 29.6 ........... 12.5 ................17.2 ................22.7 ..............34.8 ...............25.8 

............6 .....................1................ 10 ................... 5 ................... 5 .................... 10 ................ 1 ...................13 ...................51 .................23 ..................74

............9 .....................3................ 27 ................. 20 ................... 5 .................... 17 ................ 4 ...................24 .................109 .................41 ................150 

........118 ...................36.............. 509 ............... 239 ............... 157 .................. 484 ............ 119 .................543 ..............2,205 ...............760 .............2,965 

..........69 .................100................ 60 ................. 65 ................. 79 .................... 77 .............. 84 ...................40 ...................63 .................52 ..................60 

.....561.4 ..............620.0........... 603.3 ............ 584.3 ............ 727.8 ............... 665.7 ......... 742.2 ..............854.7 ..............672.7 ............467.2 .............616.5

............3 .....................1................ 36 ................. 19 ................... 9 .................... 27 ................ 8 ...................29 .................132 .................46 ................178 

........116 ...................36.............. 510 ............... 237 ............... 166 .................. 500 ............ 118 .................559 ..............2,242 ...............780 .............3,022 

.....1.594 ..............0.915......... 21.976 .......... 10.187 ............ 7.230 ............. 15.456 ......... 6.160 ............24.153 ............87.672 ..........23.515 .........111.187 

...67.779 ............25.033....... 295.385 ........ 136.369 ........ 108.649 ........... 310.868 ....... 97.623 ..........392.934 ........1434.640 ........347.628 .......1782.268 

.....531.3 ..............915.0........... 610.5 ............ 536.2 ............ 803.3 ............... 572.4 ......... 770.1 ..............832.9 ..............664.2 ............511.2 .............624.6 

.....485.0 ..............915.0........... 555.0 ............ 475.0 ............ 650.0 ............... 583.5 ......... 735.0 ..............695.0 ..............600.0 ............349.5 .............560.0 

............3 .....................1................ 29 ................. 16 ................... 7 .................... 25 ................ 6 ...................26 .................113 .................39 ................152 

.....100.0 ..............100.0............. 80.6 .............. 84.2 .............. 77.8 ................. 92.6 ........... 75.0 ................89.7 ................85.6 ..............84.8 ...............85.4 

........119 .................203................ 97 ................. 91 ................. 78 .................... 90 .............. 95 .................103 ...................96 ...............107 ..................99 

............0 .....................0................ 14 ................... 9 ................... 2 ...................... 5 ................ 1 ...................10 ...................41 .................28 ..................69 

.........0.0 ..................0.0............. 38.9 .............. 47.4 .............. 22.2 ................. 18.5 ........... 12.5 ................34.5 ................31.1 ..............60.9 ...............38.8 

.........7.5 ..................5.6............. 50.0 .............. 50.0 .............. 30.0 ................. 30.7 ........... 61.5 ................34.1 ................34.4 ..............30.1 ...............33.1 

.......42.9 ..................0.0........... 156.5 ............ 271.4 ............ 128.6 ............... 128.6 ......... 400.0 ................90.6 ..............133.3 ..............95.8 .............121.1

............0 .....................0.................. 0 ................... 0 ................... 0 ...................... 0 ................ 0 .....................0 .....................0 ...................0 ....................0 

............0 .....................0.................. 0 ................... 0 ................... 0 ...................... 0 ................ 0 .....................0 .....................0 ...................0 ....................0 

............0 .....................0.................. 0 ................... 0 ................... 0 ...................... 0 ................ 0 .....................0 .....................0 ...................0 ....................0 

............3 .....................1................ 36 ................. 19 ................... 9 .................... 27 ................ 8 ...................29 .................132 .................45 ................177 

............0 .....................0.................. 0 ................... 0 ................... 0 ...................... 0 ................ 0 .....................0 .....................0 ...................1 ....................1
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VACANT HOME CLEANING SPECIALIST
APPLE CLEANING/PAINT. FORECLOSURES, HAULING.
(661) 298-2084 JOHN/JUNE CARPET SHAMPOO (818) 929-9242

REGULAR WK/LY
Exp. #4 (4-19)

Richie Herrera- “I got my real estate license 

at the end of 2015 and joined Park Regency 

as a new agent in the beginning of 2016.  

In my first 2 years with Park Regency I’ve 

done over $9.5 million in production and 

the biggest influence that I’ve seen since 

joining Park Regency are the classes, personal 

coaching from real estate leader Scott Green, 

and the in-house marketing department the 

company provides.  These have all played an 

influential part in my new found success within 

Park Regency and the real estate industry.”  

The Park Regency Difference!  
Why Not You?

WWW.GROWWITHPARKREGENCY.COM

  FACEBOOK.COM/PARKREGENCY

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

TERMITE INSPECTION

Get two inspections for one call

Termite Inspection
	 •	Fast	report	(fax	or	e-mail)
	 •	Bill	to	escrow
	 •	Free	inspection	if	competitive	bid
	 •	All	works	fully	guaranteed
	 •	We	will	beat	or	meet	other	bid

Retrofitting Inspection
	 •	Gas	shut-off	valve
	 •	Water	conservation
	 	 -Ultra	low	flow	toilet
	 	 -Shower	head
	 	 -Certificate	of	compliance
	 •	Smoke	detector
	 •	Window	safety	glazing
			•	Carbon	Monoxide	Detector

Termite Inspection
Retrofitting Inspection

Call: (818) 886-7378
        (310) 328-7378

‘ECO HOME SAFE, INC’.

NEALS KEY MOBIL LOCKSMITH
Perfect Closing Gift Re Key

Clients Home For Peace Of Mind
Quick On Time Service Convenient Billing. 

NEALS KEY 818-363-8010
Exp.#3 (3-19) 

PEEPHOLE LOCKSMITH
Re-Key • Lockouts • Evictions

Licensed • LC05299 • Insured
Patrick Ring 818-923-0093

Exp.#7 (7-19) 

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 Realtor® Report Classified Ads.

ADVERTISING

DENNIS P. BLOCK & ASSOCIATES
The Number One Law Firm Specializing in 

TENANT EVICTIONS
UNLAWFUL DETAINER

• Guaranteed rapids fi lings

• No offi  ce visit required

• Free telephone consultations

• More experience than any other law fi rm

• Lockout Management service available

800 77 EVICT
           (38428) 

FULL COLLECTION
 SERVICES

Open Monday through Saturday

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

PART TIME TO FULL TIME ASSISTANT WANTED.
MUST HAVE RE LIC., TECH SKILLS.

SEND RESUME TO 
CALREALTOR1998@GMAIL.COM

Exp # 2 (2-1-19)
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$39 per month

100%
COMMISSION

 
 GOLD STAR REALTY

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

(818) 757-4567
20 YEARS IN BUSINESS

17815 Ventura Blvd., Suite 205, Encino

800-933-7378
818-886-3454
661-254-2133

	We do our OWN fumigations (No Sub-Contractor)

	Salaried inspectors (NO COMMISSIONS)

 FREE inspection if competitive bid

	Computer generated, emailed reports

	Recommended repairs performed by our company
	Licensed, insured and bonded

SRAR 2002 “ AFFILIATE OF THE YEAR”

you’ve tried the rest…
you demand the best…
put us to the test !!!

TE
R

M
IT

E 
IN

SP
EC

TI
O

N
S 

&
 F

U
M

IG
AT

IO
N

S

Affiliate member SRAR 
Affiliate member REOMAC                                                                    

Member PCOC (Pest Control Operators of California)
CA Reg. #PR 2861

800-649-1922 FAX
661-255-1902 FAX

NORDHAGEN AND
DAUGHTERS
EXTERMINATING
COMPANY INC.

REAL ESTATE

ADVERTISING

ADVERTISE 
IN THE 

REALTOR® REPORT

Make your ad

POP! 
 With Color!

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

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

or call

(818) 947-2244
*Ads on srar.com may vary from display ad in content and form. Web ads are designed by the SRAR 
Graphics Department. Southland Regional does not constitute endorsement of the products or 
services advertised in our publication, REALTOR REPORT, or on www.srar.com.

MARKETING

GET more LEADS

THE PREMIERE ONLINE MARKETING SOLUTION 
FOR REAL ESTATE AGENTS & BROKERS

 G
ET M

ORE

TODAY
30-DAY TRIAL

START  YOUR  FREE

VISIT

Point2.com
CALL TOLL-FREE

888-277-9779
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Who would’ve thought
something so small
could say so much

about you?

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

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

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

ADVERTISING ADVERTISING

ADVERTISINGPR INT ING

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

More value
than ever before... 

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.



Chairperson: Brian Hatkoff, CCIM
Phone: (818) 701-7789
Web: www.commercialdataexchange.com
Time: 8:30 A.M.
Location: SRAR AuditorIum
7232 Balboa Blvd., Van Nuys
Now Includes Business Opportunities

Chairperson: Fliip Crispino
Phone: (818) 635-6743
Location: Hyperion Public 2969 Ventura Blvd, Los 
Angeles, CA 91604 Limited Parking in the lot next to 
Hyperion Public.
 Additional parking is available across the street in the 
Coldwell Banker lot, 12930 Ventura Blvd.
11:45am: Networking/Lunch
12:00pm—1:30pm: Meeting
Education, Networking, MLS Pitches, Guest Speakers

Every Friday - Except Holidays
Chairman: 818-681-3343 
Joseph A. "Bud" Mauro, REALTOR®

Location: El Cariso Golf Course restaurant
13100 Eldridge Ave, Sylmar, CA 91342
Directions: Exit the 210 Fwy at Hubbard St,
North to Eldridge Ave, East to the Golf Course
Thomas Guide: TG - 482 D 3

SCV Networking Meeting

Chairperson: Nicole Stinson
661-816-4234 or nicole@nicolestinson.com
Affiliate Chair: Imelda Leano- imelda.leano@usbank.com
Location: Santa Clarita Sports Complex
20880 Centre Pointe Pkwy, Santa Clarita 91350
Dates: 2nd and 4th Fridays of the month * Some exceptions-see 
online schedule at www.srar.com
Time: 9:00 am Networking 9:30 am Meeting
Cities: Group 1- 2nd Friday- Canyon Country, Newhall, Saugus
Group 2 - 4th Friday- Castaic, Stevenson Ranch, Valencia

SCV CARAVAN 2nd & 4th Fridays

REAL ESTATE NETWORK meeting

East North       1st Thursday of mo.

SEA Southeast Area  1st & 3rd Wed of mo.

Chairperson: Ron Henderson
Phone: (818) 999-3981
Education & Vice-Chairman: Ian Mayer
Phone: (818) 298-3405
Vice Chairman: Elise Shuben
Phone: (818) 590-2989
Location: Weiler’s Deli
22323 Sherman Way
Canoga Park, CA 91303
Meet & Greet 8:00 A.M. - 8:15 A.M.
Time: 8:15 A.M. - 9:30 A.M.
Education, Networking, MLS Pitches, 
Guest Speakers
http://www.outwestmarketing.com/
www.facebook.com/OutwestMarketingMeeting/

OUTWEST Fridays

Chairperson:  Rudy H. Leon
Phone: 818-642-7839

Co-Chair:  Daniel Villegas
Phone: 818-585-8397

Location:  Lulu’s Restaurant
16900 Roscoe Blvd.
Van Nuys, CA 91406 in the back room

Time:  8:30 A.M – 10:00 A.M.
Affiliate Networking, MLS Pitches, Guest Speakers

Attention all Veterans and their spouses.
The Caring connection is coming to speak about 
Veteran’s Aid & Attendance Pensions.

On October 4th 8:30 AM at Lulu’s at Roscoe and 
Balboa at the East-North Realtor meeting.
Topics include: Elder care Options Medi-cal Benefits
Medicare Benefits Assisted Living “Waiver”

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.  

https://www.realtyzam.com/SRAR#TaxDeductions



