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Realtors Back Newsom’s Housing Proposals

Realtors statewide recently announced their support of Gov.
Gavin Newsom’s new legislative proposals designed to ad-
dress the housing supply crisis.

The California Association of Realtors was encouraged that Newsom is address-
ing the housing shortage head on with bold and innovative ideas that will help
put California on the right track to increase supply and protect homeownership.

“Gov. Newsom'’s legislative proposals demonstrate his steadfast com-
mitment to digging California out of its dire housing crisis,” said C.A.R.
President Jared Martin.

The governor’s plan, rolled out on recently, is part of his broader $1.75 bil-
lion housing crisis package for 2019. The recommendations call for higher
short-term statewide housing goals established by the California Department
of Housing and Community Development, $250 million to help cities and
counties with planning, $500 million in housing production incentive grants
for local governments, $500 million for expanding the State Housing Tax
Credit Program to spur middle-class housing production and modernizing
long-term Regional Housing Need Allocation goals by 2022. The plan would
also provide necessary accountability by withholding SB 1 gas tax funds from
jurisdictions that are not compliant with the updated regional goals.

The governor’s most recent announcement, along with bills that C.A.R.
announced its sponsorship of recently, continue the needed momentum to
prioritize increasing housing supply as the solutdion to California’s housing
shortage.
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BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER

While repeat buyers seem less
motivated and more likely to be
swayed by short-term economic
trends, first-time homebuyers
are more determined and have
been a key driver in the housing
market over the past four year.
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Despite a gradual slowing of sales,
tepid home construction, and mounting
affordability concerns, first-time buyers
outperformed repeat buyers.

That’s the finding of a report issued
Monday by Genworth Mortgage Insurance.

“The first-time homebuyer market has
been more resilient during the housing sales
slowdown compared to repeat buyers,” said
Tian Liu, Genworth’s chief economist. “This
is a reminder that first-time homebuyers

6-Months of HOA Dues

differ from other buyer groups in terms of
why they buy.”

Liu noted that first-time buyers are
more likely driven by the fact that many
are starting families and reaching peak
homebuying ages.

“Even when they face common challenges,
such as falling affordability, first-time
homebuyers and repeat buyers may respond
differently,” Liu said.

First-time buyers accounted for 56 percent
of mortgage borrowers nationally in the
fourth quarter 2018.

They made 2.07 million home purchases
in 2018—higher than their level prior to the
Great Recession of last decade.

“There remain a large number of ‘missing’
first-time buyers who have yet to return to the
market in the wake of the housing crisis,” Liu
said. “And many young people are reaching
their peak homebuying ages now, leaving
them poised to buy over the coming years.”

Homebuyers are still increasingly
concerned about affordability and rising
home prices, so much so that the flow of
people among the 50 states remains fluid as
prospective buyers hunt for more affordable

The surge in the
number of first-
time homebuyers
has reshaped the

demographics

of homeowners,
benefiting fast-
growing regions.

housing options.

Growth in the first-time homebuyer
market remained healthy in Florida, South
Dakota, West Virginia, Vermont, Wisconsin,
New Mexico, and Nevada.

When looking at state-level trends,
year-over-year, declines in the first-time
homebuyer market have spread from 19
states in third quarter 2018 to 35 states in
the fourth quarter.

States known for less affordable housing
reported lower first-time homebuyer
numbers in the fourth quarter and all of
2018, including California , Washington
D.C., New Jersey, and New York. Yet
even in high-priced California the hunt for
housing is likely to intensify, especially as
local inventories swell and sellers become
more likely to reduce prices in the face of a
shrinking pool of buyers at each price point
who can afford to buy.

Indeed, Liu believes with the breadth
and depth of home price changes, state-
level sales to first-time buyers will inform
potential buyers of a turnaround in the
housing market and boost buyer confidence.

The wave of first-time homebuyers over
the past four years has already created large
opportunities in the housing market,” Liu
said.

“In 2018, the surge in the number of first-
time homebuyers elevated the market share
of low down payment mortgages and helped
conventional loans with mortgage insurance
become the largest source of credit for first-
time homebuyers,” he said.

First-time homebuyers have also played
a key role in reshaping the demographics
of many states with a significant shift in
homeowner populations out of states such
as California, Illinois, Massachusetts,
Michigan, Louisiana, New York, Texas and
into states such as Arizona Florida, Georgia,
Delaware, Idaho, and Nevada.

No doubt, demand for housing will yield
dramatic shifts in demographics

2019 HOMEBUYER GRANTS AVAILABLE

Apply now to receive a grant that pays up to six months of homeowner
association dues for qualified first-time buyers.

The 2019 Homebuyers Grant Program is offered by the Southland Regional Association of Realtors in partnership with the

California Association of Realtors’ Housing Affordability Fund.

Applicants must meet certain requirement, including income limitations. The home must be owner occupied. Grants cannot exceed
$2,000. Checks will be issued payable to the recipient’s HOA.

Applicants also must attend a first-time homebuyer educational course. Close of
escrow must have occurred after Feb. 15. A limited number of grants are available,
which will be distributed to qualified applicants on a first-come, first-serve basis.
The program will run one year or until all grants have been awarded, whichever

comes first.

Go on-line to srar.com for program details and an application form.

www.srar.com
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14% OF CALIFORNIA
RENTERS COULD BE
HOMEBUYERS

SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®
BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER

California’s sky-high home prices
combined with inadequate wages prevent
many prospective buyers from owning
a home, yet a surprising percentage
of renters could become an owner but
lack the financial know how to enter
the market let alone cross the finish line.

While low affordability is the biggest
obstacle most renters face in becoming
homeowners, 14 percent of California
renters can afford to purchase a home
but are foregoing homeownership
partly becaus they don’t have the
financial knowledge to do so, according
to research findings by the California
Association of Realtors.

Of the nearly 6 million California
renters statewide, 826,000 could qualify
to purchase a median-priced home in
the county in which they reside, C.A.R.
research found.

Of those renters, five in 10 who
qualify to purchase a home are white,
12 percent are Asian, 26.9 percent are
Hispanic, and 6 percent are black.

A lack of financial literacy is one of
the biggest barriers preventing renters
from becoming homeowners.

For example, nearly three fourths— 73
percent—believe a downpayment of at
least 20 percent is required to purchase
a home, and are unaware that there are
loan and assistance programs available
that could reduce the downpayment to
5 percent, 3 percent, or lower.

Indeed, a national study found that
81 percent of recent first-time buyers
purchased with less than a 20 percent
downpayment.

Yet fully 72 percent of renters are
unaware of loan programs that require
less than a 20 percent downpayment.

Additionally, nearly seven in 10 of
those renters said they would purchase
a home if they could put down a lower
downpayment.

“While many renters earn the income
and have the credit required to buy a
home, they have misconceptions about
what it takes to become a homeowner,

POTENTIAL CALIFORNIA HOMEBUYERS

OUT OF 5.9M CALIFORNIA RENTERS...
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Unaware of
under 20% loans

which is holding them back from buying
a home or causing them to give up on
their American dream,” said C.A.R.
President Jared Martin.

“Prospective first time buyers
should be aware that there are many
downpayment assistance programs
offered by local housing agencies
andlow downpaymentprograms,”
Martinsaid, “from the FederalHousing
Administration,U.S. Dept. ofAgriculture
to theVeterans Administration.”Los
Angeles,San Bernardino, SanDiego and
Sacramento counties boast the largest
number of qualified renters.

White Hispanic

THiY

Black

Asian

TOP 4 COUNTIES W/ MOST

POTENTIAL BUYERS

-- Sacramento
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..~ Los Angeles

--- San Diego
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How Renters Can
Become Homeowners

It may sound counter intuitive, yet pro-
spective buyers with the fewest resources
have access to a wealth of programs that
could help them become owners.
That's especially true, if the renter is
a teacher, a first responder, such as

a fire fighter or police officer, or an
active or past military veteran.

The following is a partial listing
provided by www.DownPaymentRe-
source.com, with an emphasis on the
purchase of an entry level home or
condominium by an educator or first
responder.

* CalHFA CalPLUS Conventional First Mortgage
Loan Program with ZIP (HFA Preferred)
Combined Assistance, up to 3 percent of Loan
* CalHFA CalPLUS FHA First Mortgage with ZIP
Combined Assistance, up to 3 percent of Price
« CalHFA MyHome Assistance Program —
Conventional
2nd Mortgage, up to 3.5 percent of Price
* CalHFA MyHome Assistance Program — FHA
2nd Mortgage, up to 3.5 percent of Price
« CalHFA School Teacher and Employee Assistance
Program (School Program) w/CalHFA Conventional
First Mortgage
Combined Assistance, up to 4 percent of Price
* CalHFA School Teacher and Employee Assistance
Program (School Program) w/CalHFA FHA First
Mortgage
Combined Assistance, up to 4 percent of Price
* Golden State Finance Authority (GSFA) Platinum
Down Payment Assistance Program — FHA/VA/

April/May 2019

Combined Assistance, up to 5 percent of Loan

« Golden State Finance Authority (GSFA) Platinum
Down Payment Assistance Program — Freddie Mac
HFA Advantage

Combined Assistance, up to 5 percent of Loan
* Chenoa Fund — Conventional 97 HomeReady
Program

Combined Assistance, up to 3 percent of Value
* Chenoa Fund — Conventional Standard 97

Program
Combined Assistance, up to 3.5 percent of Price
« County of Los Angeles CDC Home Ownership
Program (HOP)
2nd Mortgage, up to 20 percent of Price
 HUD — Good Neighbor Next Door Program
(GNND)
2nd Mortgage, up to 50 percent of Price
* NeighhorhoodLIFT Program — Los Angeles
County
2nd Mortgage, up to $25,000 assistance
* NeighhorhoodLIFT Program — Los Angeles
County — Military, Veterans, and Surviving Spouses
2nd Mortgage, up to $27,500 assistance
* NeighhorhoodLIFT Program — Los Angeles
County — Police, Firefighters, EMTs, & Teachers
2nd Mortgage, up to $27,500 assistance
« Southern California Home Financing Authority
(SCHFA) First Home Mortgage Program — Los
Angeles County — Targeted
Combined Assistance, up to 4 percent of Loan
« Southern California Home Financing Authority
(SCHFA) First Home Mortgage Program for First
Time Homehuyers — Los Angeles County
Combined Assistance, up to 4 percent of Loan
* Southland Regional Association of Realtors and
California Association of Realtors Affordability Fund
Grant of up to $2,000 assistance to pay homeown-
ers association dues. www.SRAR.com

www.srar.com



STAGING HELPS
BUYERS VISUALIZE

THEIR NEW HOME
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER

Carefully planned and skillfully
executed home staging can trigger
a buyer’s emotional connection

to a house, making it easier

for them to visualize the property
as their future home.

As the spring home buying season kicks
off, a new national survey shows that 83
percent of buyers’ agents say that staging
makes it easier for buyers to see a home’s
full potential,

According to the report from the National
Association of Realtors, more than half
of sellers’ agents said that staging a home
decreases the amount of time a home spends
on the market, with 25 percent saying that
it greatly decreases the time and 28 percent
saying it slightly decreases the time.

Not every Realtor recommends staging
in every situation, yet most professionals
acknowledge the potential value to
homebuyers and sellers.

Buyers are not making just an investment
in a property, they are making an emotional
connection, purchasing a place to call
home, to raise their children, to begin a new
chapter, or to retire to a new season of life.
Staging enables that vision.

Forty percent of buyer’ agents said staging
has an impact on most of their buyers. More
than half said that even if the effect was not
visceral or emotional, it nonetheless had an
effect on buyers’ opinion of a home.

Realtors who represent buyers report that
the living room is the most important room
in a home to stage. The next most important
rooms are the master bedroom, and then the
kitchen.

Buyer Opportunities Grow
as Inventory Expands

Realtors assisted the close of escrow of 266
single-family homes and 108 condominiums dur-
ing February throughout the San Fernando Valley
even as the inventory of homes listed for sale
continued to expand and prices showed signs of
softening, the Southland Regional Association of
Realtors reported Wednesday.
There were 1,186 properties on the Association’s MLS
service, a number that was up 23.8 percent over a year
ago. Nine of the last ten months saw the inventory
spike higher, a trend that stood in sharp contrast to the
rior 39 consecutive months of declines.

“Today’s buyers have less competition to deal with
and a wider selection of homes to choose from,” said
Dan Tresierras, president of the 10,300-member
Southland Regional Association of REALTORS®.
“Plus, with fewer multiple offers, buyers are finding

www.srar.com

Interestingly, sellers’ agents agree with
those rooms, but in reverse order. Overall,
the guest bedroom is considered the least
important room to stage.

Forty-four percent of buyers’ agents
reported that staging a home increased
the financial offer on a home. Twenty-five
percent said staging a home increases its
dollar value by 1 to 5 percent and 12 percent
said that it increases the dollar value 6 to
10 percent.

STAGED FOR
SUCCESS

The National Association of REALTORS® 2019 Prafi e of Home Staging
tzkes a lock at the value staging a home brings to the se ling process

83"

of buyers' agents say that
staging makes it easier
for buyers to ‘visualize’
the oroperty as their
future home

creases the dollar
value offered
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The most commonly staged rooms when selling:

93 84" 78"

living room kitchen master bedroom

&
53"

cf sellers’ agents say
that staging a home
decreases the amount
of time a home

declutter

more sellers willing to negotiate the price.

“After an extended sellers' market, what were seeing
today looks more balanced,” Tresierras said. “It’s a
market where buyers have gained negotiating leverage
and sellers may have to offer concessions if they want a
speedy sale.”

The 266 homes that changed owners last month
were down 13.9 percent from February 2018, a drop
that followed seasonal patterns yet also set a record
low. Similarly, the 108 condominium sales were 13.6
percent lower than the prior year, though up 3.9 per-
cent from January.

'The median price of single-family homes sold dur-
ing February of $657,000 was down 6.1 percent from
a year ago. The home median price has been trending
lower since hitting a record high of $708,000 in May
and August of last year.

'The same thing has been happening with the con-
dominium median price: it peaked in July and August
with a record $449,000 yet dipped lower in the ensuing
months. The condominium median for February of
$420,000 was up 2.4 percent from February 2018.

their home

spends on
the market
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VIDEOS EXPLORE
R.E. PITFALLS

Myths and misconceptions about real estate
law and ethics sometimes lead to profound
disagreements among parties to a transaction.

To help the public and real estate
professionals avoid conflict, the Southland
Regional Association of Realtors has created
a series of 1- to 2-minute videos designed to
sort fact from fiction.

As improbable as some may seem, each
video offers a real case or issue that came
before one of three Association committees:
Ethics and Arbitration, Professional
Standards, and Grievance.

The Ethics and Arbitration Committee,
based on actual case studies, created the
videos as enhancements to the Association’s

Professional Standards

PROFESSIONAL = website.
STANDARDS “The issues seem to
VIDEOS fall into trends as our

ER)

market changes,” said
Wendy Furth, chair of
Association’s Ethics and
Arbitration Committee.
“Currently we see a need
for clarification with
regard to topics such
as: Procuring cause;
Servicing a listing; Open house agents;
Slander; and Multiple agents representing
one buyer, among many others.

“We hope, as we have seen with the
Association’s highly successful Ombudsman
Program,” she said, “that this will put to
rest some assumptions which may not be
entirely correct.”

Go to www.SRAR.com and click on “Pro
Standards Videos” on the lower right side of
the home page. All videos are available in
English, Spanish and Chinese.

37% ‘STRONGLY BELIEVE’
2019 A GOOD TIME TO BUY

Consumer opinions about homebuying
bounced back in the first quarter of 2019, with
37 percent stating that they strongly believe
now is a good time to buy, up from 34 percent
in the last quarter of 2018, but down from 38
percent one year ago.

Only 35 percent of respondents to a poll
conducted by the National Association of
Realtors said that now is not a good time
to buy a home, compared to 37 percent in
2018’s fourth quarter. The survey also found
that a majority of those polled, 53 percent,
said that the economy is improving — down
slightly from 59 percent at the end of last
year. In 2019, optimism was the greatest
among those who earn $100,000 or more
and those who reside in rural areas. NAR’s
chief economist Lawrence Yun said several
factors are helping to improve the attitudes
of potential homebuyers: “Inventory has
been rising, so those buyers interested in
making a purchase will not be limited in
choices. Additionally, more stable home
price trends are leading to more foot traffic
at open houses."

Spanish
Version

©Ombudsman Program
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STATEWIDE HOME
SALES HIGHEST IN

SIX MONTHS
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER

California home sales bounced
back in February after hitting the
lowest sales level in more than
10 years the previous month.

February’s annual sales level was the
highest in six months, and the monthly
growth in sales was the highest since January
2011, the California Association of Realtors

reported recently.

February’s sales figure was up 11.3
percent from the revised 358,470 level
in January and down 5.6 percent from
home sales in February 2018 of 422,910.
February’s decline was the smallest since
July 2018, and the sales total was just shy
of the 400,000 benchmark.

“Lower interest rates and stabilizing
home prices motivated would-be buyers to
get off the fence in February,” said C.A.R.
President Jared Martin. “With mortgage
rates reaching their lowest point in a year,
housing affordability improved as buyers’
monthly mortgage payments became more
manageable. Instead of the double-digit

growth rates that we observed a few months
ago, monthly mortgage payments increased
by 2.7 percent, the smallest increase in the
last 12 months.”

The statewide median home price dipped
0.6 percent to $534,140 in February from
a revised $537,120 in January and was
up 2.2 percent from $522,440 in February
2018. February’s price was the lowest since
February 2018 and was primarily attributed
to seasonal factors, as February typically
marks the lowest price point for the year.

“While February’s sales rebound is
welcome news, the market will likely remain
constrained as sellers and buyers sort through
the realities of today’s market,” said C.A.R.
Senior Vice President
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and Chief Economist
Leslie Appleton-Young.
“With the market
about to kick off its
homebuying season,”
she said “buyers have a
window of opportunity
in the upcoming months
as interest rates remain
stable, there are more
properties on the market
; to consider, and prices
LA 2 a are more attractive.”

Feb-19
399,080

Feb-18:
422,910

HOUSING CRISIS
DEMANDS ACTION

The housing crisis gripping the Golden State
threatens to permanently stymie economic
growth and demands bold and innovative
solutions.

During his State of the State speech
earlier this year, Gov. Gavin Newsom boldly
proclaimed: “If we want a California for all,
we have to build housing for all.”

The California Association of Realtors
and its more than 200,000 members who
advocate on behalf of home buyers and
sellers and are dedicated to the preservation
of private property rights couldn’t agree
more.

California’s 4.2 percent unemployment
rate is at a 10-year low. Wages are
accelerating at their fastest pace in nearly
a decade. But prospective home buyers
continue to see sticker shock, with median
prices still hovering in the $530,000 range.

The affordability problem must be
addressed and fast if California is to remain
a place where middle class people can live.

Gov. Newsom’s call to action is bearing
fruit. Lawmakers have advanced bills
designed to put a significant dent into the
housing crisis. The California Association
of Realtors is championing the following
bipartisan measures:

e Senate Bill 50, by Sen. Scott Wiener,

6
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a San Francisco Democrat. It’s a bold
plan to significantly boost housing and
apartment development in and around major
transit hubs and employers. The legislation
provides developers with a density bonus
and other incentives or concessions. This bill
may also appeal to Millennials, who often
choose to live and work in dense, diverse
urban villages where transportation and
amenities are nearby.

e Assembly Bill 1568, by Assembly
Member Kevin McCarty, a Sacramento
Democrat. It would hold local governments
accountable by withholding gas tax revenue
if counties do not meet home building
benchmarks verified by the California
Department of Housing and Community
Development.

e AB 1074 by Assemblyman Tyler Diep,
an Orange County Republican, would allow
bonds to provide loans to homeowners to
construct accessory dwelling units will
help to address California’s dire need for
additional supply.

e AB 1590 by Assemblywoman Blanca
Rubio, a Baldwin Park Democrat, would
create a first-time home buyer’s tax credit.

e SB 509, by Sen. Anthony Portantino,
a Democrat from La Cafiada-Flintridge. It
would establish a housing crisis awareness
program through the issuance of specialty
license plates by the California Department
of Motor Vehicles. The license plate would
generate revenue for affordable housing

April/May 2019

programs throughout the state.

What’s essential to all of these efforts is a
resource to help focus the state’s efforts to
solve the housing supply crisis.

AB 1020, authored by Assemblywoman
Jacqui Irwin, a Thousand Oaks Democrat,
would do just that by establishing a cabinet-
level secretary of housing to oversee all
housing-related initiatives and activities
throughout California. A new Housing
Agency would help to focus the state’s
efforts, while the Secretary of Housing
would provide the Governor with a resource
to oversee and to interact with professional
entities, both governmental and non-
governmental, that play a role in the housing
market. Last fall, California voters wisely
rejected an initiative to expand of rent
control. The solution to high rents is not
more rent control. It’s building more supply.

The California Association of Realtors
will work with the governor and legislature
to ensure that all Californians can realize the
American Dream of homeownership.

Jared Martin is president of the California
Association of Realtors, jaredm@car.org.
He wrote this commentary for CALmatters.
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INCOME NEEDED
TO BUY SF VALLEY

HOME DROPS 5%
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER

After years of consecutive monthly increases,
the income needed to qualify for a median
priced single-family home in the San
Fernando Valley declined 4.6 percent during
February.

It was the first drop on record since the
Southland Regional Association of Realtors
started producing the monthly “Income-to-
Loan Guide” in May 2016.

While interest rates on home loans
have been trending down since peaking
in November at 4.99 percent, the primary
driver in the drop was a softening of resale
prices.

The median price of homes sold during
February was $525,000, down from a year
ago when it hit $700,000 and peaked in May
and August at $708,000.

Every decline, regardless the category,

brings homeownership a step closer,
especially here in high-priced Southern
California.

While most buyers put less than 20
percent toward a downpayment, using that
historical standard means a buyer would
need an 80 percent loan of $525,000, which
at February’s 4.6 percent national average
effective mortgage interest rate yields a

monthly payment of $3,587. Of that total,
$2,694 goes toward principal and interest,
$684 to monthly property taxes, and $208 to
the monthly cost of home insurance.

That means an income of $143,475 is
needed to qualify for standard loan — which
was down 4.6 percent from a year ago. And
that’s good news!

Income-to-Loan Guide

Minimum Income Needed to
Qualify for a Loan

Year-to-Year Percentage Change
in Income Needed to Qualify for a
Loan

Median Price
$657,000
Loan Amount (80%)

$525,600

Source: Southland Regional Association of REALTORS®

[$143,475 ]
[-4.6% ]

Monthly Insurance

Monthly Prop

Interest Rate

4.60%

Monthly Mortgage and
Interest Payment

* PITI equals = Monthly loan principal & interest, plus taxes & insurance payments

MILLENNIALS STAYING
WITH PARENTS TO

SAVE FOR A HOME
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER

High-priced housing and skyhigh rents
are fueling a growth in multi-generational
homes, with some adult kids either moving
back in with their parents or they never left
home.

In fact, one in six Gen Xers encouraged the
growing trend: they purchased a multigenerational
home, overtaking younger boomers as the
generation most likely to do so, according
to a recent study completed by the National
Association of Realtors.

More than half of those Gen X buyers
indicated that they did so to accommodate their
adult children.

The “2019 Home Buyer and Seller Generational
Trends” study, which evaluated the generational
differences of recent homebuyers and sellers, also
found that older millennials who bought a multi-
generational home, at 9 percent, were most likely
to do so in order to take care of aging parents or
to spend more time with those parents.

“The high cost of rent and lack of affordable
housing inventory is sending adult children back
to their parents’ homes either out of necessity
or an attempt to save money,” said Lawrence
Yun, NAR chief economist. “While these multi-
generational homes may not be what a majority
of Americans expect out of homeownership,
this method allows younger potential buyers the
opportunity to gain their financial footing and
transition into homeownership. Indeed, younger
millennials are the most likely to move directly
out of their parents” homes into homeownership,
circumventing renting altogether.”

www.srar.com
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Millennials as a whole accounted for 37
percent of all buyers, making them the most active
generation of buyers for the sixth consecutive
year.

At 92 percent, younger millennials were the
most likely to purchase a home through a real

estate agent. Across all generations, 87 percent
of all buyers purchased their home through a real
estate agent, the study found.

Benefits Provided by Real Estate Agent During Home Purchase Process

28 and
All Buyers younger
Helped buyer understand the process 60% 87%
Pointed out unnoticed features/faults with
56 69
property
Negotiated better sales contract terms 47 51
Provided a better list of service providers
. 46 46
(e.g. home inspector)
p! buyer's ge of search 44 50
areas
Negotiated a better price 38 38
Shortened buyer's home search 29 35
Provided better list of mortgage lenders 22 26
Expanded buyer's search area 20 20
Narrowed buyer's search area 15 14
None of the above 7 1
Other 2 1

29to 38 39 to 53 54 to 63 64to0 72 73t0 93
72% 57% 50% 48% 42%
58 54 53 54 49
49 46 41 40 35
49 41 43 46 42
41 39 42 46 41
35 36 34 33 32
26 26 28 31 35
25 23 17 13 13
18 18 24 24 20
14 15 17 15 16
5 6 8 6 9
2 4 2 2

REALTORS 'DO.

WHO’S YOUR
REALTOR™?

O

®
SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS®, INC.
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YOUNG
PROFESSIONALS
NETWORK

Southland Regional Association of Realtors®

L

[\ . \‘ \  Appeti
§ AL

Sp onsors mLARTOPOST :

HOME INSPECTORS

WEDNESDAY,

: ¥ MAY 15, 2019
Log !thgage BELWOOD PROPERTIES LLC 5PM_7PM

lending ASSET MANAGEMENT

Mo &2 @

-~ REIROHTTNG

Commercial Data Exchange

77 www.commercialdataexchange.com
eI RE oA R, LAROCCA
INSPECTION ASSOCIATES COMMERCIAL
Real Estate
S | NATIONAL .
ASSOCIATION of Accredited
REALTORS® Association
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Tuesday, June 11, 2019 | 9:00am-2:30pm | FREE for SRAR Members
The Odyssey: 15600 Odyssey Dr. Granada Hills, CA, 91344

=

%ﬁ * Free Lunch for the First 300 Attendees : e
F " » Over 40 Vendor Booths y U
L o +  Social Media Tips with YPN £

L ! i » Raffle Prizes L

i x‘} . 4 < v <

B Session Schedule:

>

9:00am - 2:30pm: Expo Hall Open
i 9:00am - 2:00pm: YPN Lounge
9:45am - 10:30am: Rentspree
10:45am - 11:30am: Robert Hall & Associates
&

; 12:00pm: Lunch (Athena & Olympus Rooms)
- 12:45pm-2:00pm: Neil Kalin - C.A.R Assistant Legal Counsel
¥ Legal Updates
. 2:00pm-2:30pm: Affiliate & SRAR Raffles
o T,
. For More Information, Contact Theresa at TheresaG@srar.com or call 818-947-2298

www.srar.com Realtor® Report April/May 2019 9



EALTOR®
g - a client.

\
®
SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS®, INC.

WWwW.SRAR.com

’IOMEBHYER
itSEMINAR

Saturday, May 18, 2019
10:00am - 12:00pm

—u

WiLL BE SRAR Auditorium
SERVED 7232 Balboa Blvd.
Lake Balboa, CA, 91406

Learn Directly

From Professionals About:

* The Buying process From Start to
Finish

~_* Importance of Working with a

"R ALTOR®

-!-‘A,‘ mhebuyerSemlnar2019@srar com

o o e
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YOUNG
PROFESSIONALS
NETWORK

Southland Regional Association of Realtors

TUESDAY,
APRIL 23, 2019

Moderator: Audrey Amirian

Top Agents

AGENDA:

9:00am—9:30am:
Registration
9:30am—10:00am:
Networking
10am—11:30am:
Panel Presentation & Q&A
11:30am—12:00pm:

9:00am—12:00pm

FREE Lunch With RSVP

Networking FREE Admission
Lunch to Follow
SRAR Auditorium
SPONSORS 7232 Balboa Bivd, Lake Balboa, CA, 91406
T B Pieasrorost ﬁ RSVP: YPNPanel@srar.com

Henry Rodriguez

StateFarm CCQ @
Se. =sciroyrewesr loanepot FREE Parking!

Bryant Razo

www.srar.com Realtor® Report April/May 2019 11



SIGN UP TO RECEIVE UPDATES
ON YOUR MOBILE PHONE®

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

Thank you for joining the SRAR

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

ot

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

How to Opt In:

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

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

Community Involvement text
alert. For HELP Reply HELP.

separate text messages with each keyword.

G FUTURE

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

Networking Meetings & Commercial Day.

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

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

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

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

SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS”, INC.

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

12 Realtor® Report April/May 2019 www.srar.com



Statistics
Market Snapshot (February 2019):

_— T8

Median ¢ The median sale price
Sale Price for single family homes
$692,000 increased by

from this time last year

The total dollar value of year
to date sales decreased

from March 2018

AVAILABLE INVENTORY

A
SOUTHLAND]?EGIONAL CRlSNETl‘VILS
ASSOCIATION OF REALTORS", INC.
www.srar.com Realtor® Report

ASSOCIATION'OFREALTORS®

* MARKET SNAPSHOT

SANTA CLARITA VALLEY
¢ +MARCH 2019

P

B

NEW LISTINGS VS. CLOSED SALES

\
I .
Median 1~ The median sale price
Sale Price for single family homes
$614,000 increased by

from this time last year

2018

L/ The total dollar value of year
o to date sales decreased
from March 2018

AVAILABLE INVENTORY

Lo

SOUTHLAND sEGlONAL CRlSNETl\‘I{[LS

ASSOCIATION OF REALTORS”, INC..
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City Sign Ordinances

SAN FERNANDO AND SANTA CLARITA VALLEY

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

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

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

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

2. Always observe time and placement restrictions for signage.

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

dential or commercial.

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

Disabilities Act regulations.

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

divert from other directions.

The following are the regulations from each municipality in
SRAR's jurisdiction:

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

height

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

Other - No flags, balloons or banners

Beverly Hills:

For Sale - 1 - 150 square in. sign including riders

Open House/Directional - Not allowed

Other - Must obtain annual sign permit sticker from city

Burbank:

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

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

Other - See municipal code for details

Calabasas:

For Sale - | - 6 square ft. sign

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

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

Hidden Hills:

For Sale - Not allowed

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

Los Angeles City:
For Sale - Signs shall not exceed 2 square ft. for each foot of street frontage

Open House/Directional - Not specified
Other - See municipal code for details

Malibu:

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

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

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

14 Realtor® Report

San Fernando:

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

Open House/Directional - Permitted between 9am and sunset

Other - See municipal code for details

Santa Clarita:

For Sale - Maximum height of 6ft

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

Simi Valley:
For Sale - Sign shall not exceed 12 square ft. and 6 ft. in height

Open House/Directional - Not permitted on sidewalks or medians
Other - See municipal code for details

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

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

Westlake Village:
For Sale - 1 sign per unit, shall not exceed 6 square ft. in area and 5 ft. in height

Open House/Directional - 1 open house sign on property. No directional signs
permitted in community
Other - See municipal code for details

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

For Sale - 1 Sign per street frontage, shall not exceed 6 square ft. in area and 8
ft. in height

Open House/Directional - No ordinance

Other - See municipal code for details

Ventura County: (unincorporated areas, and municipalities without regu-
lations)

For Sale - 1 free standing sign that does not exceed 12 square ft. or 8 ft. in
height

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

Other - See municipal code for details

April/May 2019

www.srar.com



‘'SMOYJS3 d3SOT1O TVNLIV AdIHIA LON S30d NOILVIOOSSY IHL«
S|IIH PUBIPOOA "BYIBUUIA ‘SIIIH 1SOM ‘OPIN SJUOIA ‘S|iIH UBPPIH iied eBoue) ‘seseqeled ‘UoAue) |jog :SM 9BPLULON ‘S|iiH YUON ‘SIIH UOISSIAl ‘S|IIH BpeuelD ‘yLomsieyD INM SANN UBA ‘euezie] ‘epasay ‘eogleq &XeT ‘oulous :§9
sAnN uep ‘abej|IA As][eA ‘us|D As|leA ‘@xeT eonjol ‘AiD oipnig ‘syeQ ueways ‘pPoomA||oH YHON ‘PoomA||oH axeT ‘ssed ebuanye) :§3 “ewlAg “As|eA ung ‘opueulaq ues ‘Al eweloued ‘ewioded ‘UoAues) [abey ‘elely NI

LZY‘e 000‘P89‘CES LS €9e‘y
SIATVS FWNNTOA $ - TVLOL STINY 6102 SONILSIT

............................................................................................................ SVIOL
: '000'000'2 NVHL IHOWN
" 666'666°+ OL 000°000°
""666 ‘666 OL 000°‘006
666'668 0L 000008
"666'662 O.L 000'002
1666'669 0L 000009
666665 OL 000°0SS
666'67S 0L 000005
"666'667 OL 000'0SY
1666'6v7 OL 000°001
1666'66€ OL 000°0SE
666'67€ 0L 00000
1666'66¢ OL 000052
66662 OL 000°002
'666'66}+ OL 00008}
'666'6L+ OL 000°09+
1666'65+ OL 000°0% -
'666'6E€+ OL 00002+
"666'6L+ OL 0000}
'666'60+ OL 00000+
000°00+ NVHL SS31

% NOILONA3Y 301Hd IOVHIAVY $ $ @3onaazy a10s # 1vL10L SONILSIT ‘ON 3AILOY 3NIL T73S "OAY ‘IONVY 3D1¥d ONITI3S

NOILINAIY ID1AUd - IONVHD IDIUd - IWIL ONITI3S

....................................................................................................... Y3HLO
" AdvANVLS
3TVS LHOHS
SNOISS3IONQOO H3IT113S
................................................................................ 034/34NSOTDIHOL
3ddAl S3TVS A3SO10
" OllvYd ONILSIT M3AN OL 31VS TTVNId
OlLvd AHOLN3ANI ONILSIT OL S3TVS
30I4d 1SI7 1V S31VS 40 INJOH3d
............ 3014d 1SI1 LV S3IVS
1IMHVYIN NO SAVA FOVHIAVY
S31VS 400D 40 INJOH3d
....................... ST1vS dOOD
""SANVSNOHL NI 301dd 31VS NVIA3aN
"SANVSNOHL NI 301dd FTVS FOVHIAVY
SNOITTIN NI STTVS dLA V101 40 IWNT0A
NOITTIA NI SHY1100 31vS M3N 40 IWNTOA
i 010 SMOHYOS3 ALATVLOL
"1 d3asO10 SMOYOSa MAN
*637VS d3Is010
............. 30I4d 1SI7 3OVHIAY SMOHOS3I NIdO M3IN
"1IMHVYIN NO SAVA 3OVHIAY SMOYHOST NIdO M3IN
................................... Q3N3dO SMOUOST A1A IVLOL
...................................................... Q3aNIdO SMOYOST MaN
*S37VS ONIAN3d
......... SNOILvHIdX3
Ollvd 37vS Ol NO4
SANVSNOHL NI 301dd INOg 3OVHIAY

'SANVSNOHL NI 301dd 1SIT NVIAIN
SANVSNOHL NI 301dd 1SI7 IOVHIAV
....... : A : ’ e 13MYVIN NO SAVA 3OVHIANAY
’ ’ SONILSIT IAILOV TVLIOL
............... SONILSH MaN

TOL A3S ;AHOLNIANI 3AILOV
owm | mwwn —- SOILSILVYLS S3TVS TVILN3IAIS3IH ATHLNON mmwn —- B
@3S010 MOHOS3 Q3NIdO MOHOSI AAYWWNS STW TVILNIQISIA A4S 6102 HOIAYW Q3LSI S3ILHIdOYd
dOHd TVIIN3QISTH || doud TvILNIaIs3H VILNAISTH [—

15

April/May 2019

Realtor® Report

www.srar.com



3014d
[
SLL L89S 090°9£9$ £v8°‘S09$ GZ28‘8SS% LA AT wxm
9869 | ¥Sr'e | 2iv'eh |Seslt | 28 zoz68| ze0y) | 9z | 6vL | 62822 soo'st| 19ss ) ovs | g9l oozer| etz €69 | 91919 9zt | zos'or| TVLOL
. _ _ . » _ . » _ » _ _ » o3d
yoel | 5919 |66 [gos | eest | 819 | eso't |89 | ek | €269 | 2kt | 65z | seer | si9 | bt | w08 | sz | viss | sorL | 298
ppl | 1919 | 9ve |zt | zeor | gees |60t | 990t | zz6 | ovzo | szo | erir | 66 | S92 | 066 | vso'h | be8 | 9e9v | 06 |20kt | AON
959|715, |eoo't lszot | 626 | zzse | sz |oost | zer | 649 | 660t | 9ovt | e6s | 6289 | wart | et | 829 | ess | eeot | vegt [ LOO
0vS €09 |6 |e65t |ess |98 | vieh | sov't | gze | gues | ezt | vost | ose | selo | oezh | evh | vve | g9es | seo't |zevt | LIS
_ . . » _ . » » _ » , : _ » 9NvY
196 |es6s | w8zt | gt | ees | vess | wiwt | 2890 |z | e0vs | w0z | 289 | veL | 269 | 82zt | 69k | €99 | 89€S | 666 | 9rit
60, Lueis loorr lieor Nzeo | over | sz oz | Loz | wsvs | e9vt | wv9'k | ves | 9022 | ze't | 989 | 969 | €009 | S9HL | €91 nr
iz oses |29z |9 | vss | esse | et | west | owe | oses | eset | avs | 969 | 6ees | 99z | oee't | ge9 | zwss | 9so'r | vkt [ ANAC
. . » _ _ . , » . . . » _ . » .| AVIN
169 | 218 vkt 1108t | ves | rzes | et | vesr | 9HL | G089 | 69HL | €89 | el | L089 | €GHL | €65 ) vL9 | ¢'¢85 | €80k | 809}
_ . , . . . » , _ _ . » ddVv
66 669 | 8/8 1671 90/ 9769 | 9LLL | 085') 129 6899 | FLEE [ 9991} ¥/9 v/G9 | 891 | €8L L | 9¢L 7'68G | w¢L L | Q¥G |
ves | ros9 | 086 | eso't | wes | veer 6o |ust | wio | eees | aovt | zess | 229 | vove | oso | ass'h | K99 | €09 | 080k | wed' | su6 | o€y | cos | gogt | HVIN
yey | 20zy | 269 | z0zh |OvS [zseer |ov. |0z Jove | vsos | w08 | 95gh | ves | e'sey | oL | cov'h | €95 | o268 | 982 | 266 | szs | gsse | e |sset | g3d
ozv | oS |0, |eost |ees |wees | e |eee’t |90z | ozss | 988 | ssgt | 09 | vewy | 092 | 25zh | vis | guee | evz | s | s8s | zees | 982 | eeg’t | NP
ISR S| W ISR ISR IGTRNRL] ISR
oo | ton [ saws | owsn | o | on | saws | usm | or | ton | sws | s | oor | on | osaws | ousn | o | oton | osaws | wsm | oor | ton | saws |l
S ans | § aws | § S aws | o§ ans |
% % % % % %
610C 810C L10T 910C qL0C 102

HLINOW A9 HLINOW V101
(OANOD ® ATINY4 FTONIS 'STTVS TVILNIAIS3H A3INIGNOD)

610c-¥10C SISATVYNY S3ITVS 3719VdVdINOD
ATTIVA OANVNH34d NVS

*ONJ “,S¥OLTVEY 40 NOILVIDOSSY

TVNOIDIY ANVIHLNOS

WL

www.srar.com

April/May 2019

Realtor® Report

16



SAN FERNANDO VALLEY SINGLE FAMILY SALES STATISTICS FOR MARCH 2019

ACTIVE INVENTORY EN ES CS WN WS SFV TOTAL __EXT TOTAL
NEW LiStiNgS ....vovevveeriiiiieieeeeeceeeee s
Total Active LiStingS........cccoeveveerrreesiieieieins
Average Days on Market...........cccccoevevevevevivenennnn,
Average List Price in Thousands ...............ccc.......
Median List Price in Thousands ................c.c........
BOMS ..o
Average BOM Price in Thousands ........................
BOM 10 Sale Ratio .........coovevveveereicirieisccicines
EXPIFAtions ...

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

CLOSED SALES:
New ESCrows ClOSed...........cccovevvvevvvveeiiiiiiiisienne
Total YTD Escrows Closed..........cccceeeveveveveveeennee.
Volume of New Sales Dollars in Millions................
Volume of total YTD Sales in Millions ....................
Average Sale price in Thousands ............c.cceueveeee.
Median Sale Price in Thousands ................cccu......
COo0P SABS.....eeccieeee
Percent of COOp Sales .........coovveevevecceeeicccee
Average Days on Market.............cccccevevererircrennen.
Sales at LISt PrCE .....covvvveeececceeeeeeceeee e
Percent of Sales at List Price............cccccovvevevevennnne
Sales to Listing Inventory Ratio..........c.ccccvevvnnee.
Final Sale to New Listing Ratio ...............cccceveveene

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

SAN FERNANDO VALLEY CONDOMINIUM SALES STATISTICS FOR MARCH 2019

ACTIVE INVENTORY EN ES () WN WS SFVTOTAL  EXT TOTAL
NEW LiStingS ....ccovovvvevereieieieseeese s
Total Active Listings........
Average Days on Market
Average List Price in Thousands ............cccccevueee.. . . . .9808........... 497.2 .. 5129 567.8 ..o 538.8

Median List Price in Thousands ...............cccc........ . . . ..500. 0 ........... 465, 0 ............. 450.0........... 445.0 oo 449.9
BOMS .o
Average BOM Price in Thousands ........................
BOM to Sale Ratio .........ccoveveveeeeeeieieeeccee
EXPIrations .......ccovvvvvieieeeceece e

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

CLOSED SALES:
New ESCrows ClOSEd............ccovvvvvvvvrviirirsennns
Total YTD Escrows CloSed.........cccovvvvvevevevevnenne.
Volume of New Sales Dollars in Millions............... oo 8.559........... 14792.......... 12.069 ............. 7.106......... 18.024 ........... 60.550........... 55.621 ........... 116.171
Volume of total YTD Sales in MillionsS wveveveeiiis e, 20.700........... 38.583.......... 36.455 ........... 22.248.......... 34.644 ... 152.630......... 117.664 ............ 270.295
Average Sale price in THOUSANS ........o.vvveveerss ervveeen 389.0......ns 5478.......... 464.2 ............. 480....... 5150 ........... 4768............ 505.6 ................ 490.2
Median Sale Price in TROUSANGS .....vvvvvereeersirs e 369.8............ 525.0........... 400.0....... L A16.0.n 485 440.0............ 440.0................ 440.0
CO0P SAES.....vvrcreieteteeee e
Percent of COOp SaleS ......ccoveveeevercrirciccice
Average Days on Market.............cccoovvvvreieicinnne.
Sales at LiSt PriC......ccveeeccceccee e
Percent of Sales at List Price............c.ccccvvevevenneee.
Sales to Listing Inventory Ratio............c.ccceveveeee.
Final Sale to New Listing Ratio .............c.ccccevvnee.

CLOSED SALES TYPE
Foreclosure/REQ..........ccoveveveeeeeeeeeeeeees
Seller CONCESSIONS .....c.veveveeieeeeeeeee e
SOt SalB ..
Standard ...

www.srar.com Realtor® Report April/May 2019



SANTA CLARITA VALLEY SINGLE FAMILY SALES STATISTICS FOR MARCH 2019

ACTIVE INVENTORY AC ADUL CC CA NE SAU SR VAL  SCVTOT EXT TOTAL
NEW LISHNGS w.vveceeoeeeceeesee e

Total Active Listings..

Average Days on Market....

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

Average BOM Price in Thousands.
BOM to Sale Ratio..............
EXDITALIONS w..ovveesese s e 3

PENDING SALES
New ESCIOWS OPENEd.......ococveccveecc e s
Total YTD Escrows Opened.........cc....eev..
New Open Escrows Average Days on Marke
New Open Escrows Average LSt Price ... oo

CLOSED SALES:
New Escrows Closed
Total YTD Escrows Closed .......

Volume of New Sales Dollars in Millions.
Volume of total YTD Sales in Millions.....
Average Sale price in Thousands.......
Median Sale Price in Thousands............c.c...ovvccvves ...

00D SAIES ..o e 7.
Percent of Coop Sales ... 815,
Average Days on Market ..........c.ooocovrsccsis e 155.
SIES At LISt PTICE...voccoeeooeeceeeeeee e e 2.
Percent of Sales at List Price....
Sales to Listing Inventory Ratio
Final Sale to New Listing Rati0 .........c....ooovcieivs oo

CLOSED SALES TYPE
FOrBclosUre / REQ .......ovocccvveeeeeese s LI
Seller Concessions ..

Short Sale..........

Standard .. .

OUNBI oo (R

SANTA CLARITA VALLEY CONDOMINIUM SALES STATISTICS FOR MARCH 2019
ACTIVE INVENTORY AC ADUL CC CA SAU SR VAL _SCVTOT EXT _ TOTAL

NEW LISHNGS vvvvvevoeeeeseeeseeesss s ervesesins 0.

Total ACHVE LISHINGS.......vvvverevveeeeeeeeesssiennes i 1.

Average Days on Market.........occcoecceerceeeccs o 79.

Average List Price in Thousands ...

Median List Price in Thousands.... ..695.0.
BOMS .o e 0.
Average BOM Price in ThOUSANGS......oocccovvvc s e 00.
BOM 10 Sale Rati0 ...occoooooevees s i 00.
EXDITAHONS ..o e 0

PENDING SALES
New ESCIOWS OPENEA.....oocvveceeeceeecerees e T Qe 2 i 18 20
Total YTD Escrows Opened ... . T 2o 32 AT
New Open Escrows Average Days on Marke . A0 A3 32 22
New Open Escrows Average List Price ..........cccooes oo

CLOSED SALES:
New Escrows Closed
Total YTD Escrows Closed ....... . ST SO N
Volume of New Sales Dollars in Millions. ..0.450. ..0.000...........9.639... . 2. . .
Volume of Total YTD Sales in Millions..... L1200 ..0.000.........22.058... . . 9.416........2.776

3917....... 4190
385.0........402.0

Average Sale price in Thousands...
Median Sale Price in Thousands...
C00p SaleS.....oovorvcn
Percent of Coop Sales ...
Average Days on Market
Sales at List Price..............
Percent of Sales at List Price....
Sales to Listing Inventory Ratio.....
Final Sale to New Listing Ratio .........c.c.ooovvirccines oo OAO .................. 0.0, 1333

CLOSED SALES TYPE
FOrRCIOSU® / RED ..o
Seller Concessions ..
Short Sale..........
Standard .. T . .28,
OHNBI oo [ L (S
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REALTOR® RESOURCE CENTER

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

EMPLOYMENT

HIRING EXPERIENCED REAL ESTATE AGENTS
Contact Michael Kaufman for a Confidential Interview
KAUFMAN REALTY DRE#01443773

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

PROFESSIONAL SERVICES

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

REGULAR WK/LY

Exp. #7 (7-19)
DAVID I. KARP, MEDIATION SERVICES
Mediation of Real Estate and Business Disputes
818-781-1458, davidikarp@karpmediation.com
www.Karpmediation.Com

Exp. #9 (9 -19)

MAINTENANCE & REPAIRS

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)

BUILDING REPAIRS & REMODELING

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

The Law Offices of

SLEG

Spile, Leff & Goor, LLP

16501 Ventura Boulevard
#610
Encino, Ca 91436

818.784.6899
www.spilelaw.com

www.srar.com

Realtor® Report

TERMITE INSPECTION i} LEGAL |

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

e Carbon Monoxide Detector

‘ECO HOME SAFE, INC'.

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

DENNIS P. BLOGK & ASSOGIATES

The Number One Law Firm Specializing in

TENANT EVICTIONS
UNLAWFUL DETAINER

%= 800 77 EVICT E
e (38428)

* Guaranteed rapids filings

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

* Lockout Management service available

FULL COLLECTION
SERVICES

Open Monday through Saturday

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

REAL ESTATE

Park Regency
Proudly Welcomes

Veronica Quintana
CalBRE license # 02047749

iy

V. /
Valerie Chavez
CalBRE license # 02084043

WWW.GROWWITHPARKREGENCY.COM
3 FACEBOOK COM/PARKREGENCY

PARK REGENCY

April/May 2019

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

21
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Reavestare W MARKETING

come home to a
_ smarter loan ey e o Te g NI

THE PREMIERE ONLINE MARKETING SOLUTION

JEFF BEADNELL FOR REAL ESTATE AGENTS & BROKERS

ELET [T
Real Estate Lending
NMLS No. 459550

Call Jeff Today!

CELL: 661.209.8737
DIRECT: 818.565.2188
jpeadnell@lfcu.com
www.Icfu.com/jeffbeadnell

Logix i
g Ie n d 1 ng CALL TOLL-FREE Jaa VISIT

\. 888-277-9779 & Point2.com

B Purchases B Refinances
B Fixed 2nds
B Home equity Lines of Credit

$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

Realtor® Report April/May 2019

TERMITE INSPECTION & FUMIGATION

NORDHAGEN AND
DAUGHTERS

EXTERMINATING
COMPANY INC.

SRAR 2002 “ AFFILIATE OF THE YEAR"

YOU'VE TRIED THE REST...
YOU DEMAND THE BEST..
PUT US TO THE TEST !!!

@ We do our OWN fumigations (No Sub-Contractor)

@ Salaried inspectors (NO COMMISSIONS)

@ FREE inspection if compefitive bid

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

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

TERMITE INSPECTIONS & FUMIGATIONS

Affiliate member SRAR

Affiliate member REOMAC

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

@ rentspree o

Free Pro Version

($120/yr) for SRAR members only

Completed Application
TransUnion Credit Report
TransUnion Score

Criminal Background Check
Eviction Check

Document Upload
Reference Checks

T U TransUnion@
TransUn_'"aNsYn |
A

MIKE RENTSPREE

h&bL//SRAR‘rentspree com

www.srar.com
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HOME INSPECTION

: |
General Chimney Sewerline  Moisture

Physical  Check Check & Mold
Check Check

(818) 9511795
LAROCCA

INSPECTIONS

info@laroccainspections.com

HOME INSPECTION

NEED A HOME
INSPECTION?

PILLAR
TOPOST

schroedeneam. pillanopost.com

CLICK NOW

FOR MORE INFOI

www.srar.com

New Year!
NeW Supra® e|<EY® app! (j):’:‘ﬂ(ﬂmeSue.tothegKEy

New Apple Watch® compatibility! »)

DATA AT
THEDOOR

& ED

SUPRAWEB ROSTER HOTSHEETS

N

LISTINGS MYBUYERS  BUYER FEEDBACK

MY KEYBOXES MESSAGES

More value
than ever before...

2 SHOWING NOTIFICATIONS

supraekey.com

su pra 800-547-0252 + © 2018 United Technologies Corporation.

3% United Technologies

All rights reserved. Supra is a part of UTC Climate, Controls
& Security, a unit of United Technologies Corporation.

SRAR Texting Service

Sign up to get updates straight to your cell phone.

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

Text RIRIK) |

edu : educational classes, training and risk management

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

involve : community involvement and charity drives @) oo SRS

texting service!

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

future : leadership opportunities and committee involvement

com : commercial events and classes

whatsnew: new member services and benefits slide
It's easy to sign up and you can unsubscribe at any time, just send a text
message with only the word ‘STOP' in the reply from any message from us.
Message and Data Rates May Apply.

Realtor® Report April/May 2019 23



The easiest way

Learn More

for real estate agents. If you've
to track your expenses, log you

Click here

track your expenses.

Realtyzam - 25% Discount for SRAR Members

Realtyzam is a super easy accounting app built exclusively

and instantly generate the report you need for your taxes,
then you'll love Realtyzam. SRAR members save 25%!

to learn more.

fo

been looking for a simple tool
r mileage, store your receipts,

34 Tuesday of Every Month
Commercial/lnvestment Network

SRAR Auditorium
7232 Balboa Blvd,
Lake Balboa, CA, 91406

and Affiliates

8:15am - 9:30am

For REALTORS®

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

— >

Every Tuesday
The Breakfast Club

Uncle Bernie’s Delicatessen
17615 Ventura Blvd,
Encino, CA, 91316

8:30am - 9:30am

Contact: Scott of Escrow of The West
at 805-443-1804

1st & 34 Wed. of Every Month
South East Area

Hyperion Public
12969 Ventura Blvd.
Studio City, CA, 91604

11:45am - 1:30pm

Contact: Filip Crispino
at 818-635-6743

El Cariso Golf Course Restaurant
13100 Eldrige Ave,
Sylmar, CA, 91342

8:30am - 10:00am

Contact: Bud Mauro & Filip Crispino
at 818-635-6743

1¢t Thursday of Every Month
East North Meeting

PITCHES,

Lulu’s Restaurant E D U CAT | 0 N y
16900 Roscoe Blvd,
Van Nuys, CA 91406 NETWORKING,
8:30am - 10:00am GUEST SPEAKERS

AND MORE!!

Contact: Rudy H. Leon
at 818-642-7839

Weiler’s Deli
22323 Sherman Way,
Canoga Park, CA, 91303

Santa Clarita Sports Complex
20880 Centre Pointe Pkwy,
Santa Clarita, CA, 91350

8:45am - 10:30am 8:00am - 9:30am
Contact: Ron Henderson

at 818-999-3981
www.OutwestMarketing.com

Contact: Louisa Henry
at 661-607-1684



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

