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NEW HUD CONDO RULES TO HELP BUYERS

The Department of Housing and Urban Development on Aug. 14 announced revised condominium
loan policies that are likely to help thousands of buyers nationwide, especially in high-price urban
areas like Los Angeles.

Specifically, the finalized new guidance extends condo certifications from two years to three, allows
for single-unit mortgage approvals, provides more flexibility with owner/occupancy ratios, and
increases the allowable number of FHA loans allowed in a single project.

The rule will go into effect in mid-October — 60 days from publication. HUD believes the changes
will extend critical benefits to aspiring homeowners. The National Association of Realtors commended
HUD for finalizing the new policies. The changes, many of which NAR has championed for over a
decade, should yield thousands of new homeownership opportunities and help alleviate affordability
restraints impacting markets across the country.

“We are thrilled HUD has taken this much-needed step to put the American Dream within reach for
thousands of additional families,” said NAR President John Smaby. “Condominiums are often the
most affordable option for first-time homebuyers, small families and those in urban areas.” “This
ruling, which culminates years of collaboration going back to 2008 between HUD and NAR, will
help reverse recent declines in condo sales and ensure the FHA is fulfilling its primary mission to the
American people.” NAR’s most recent existing-home sales report for June found that condo sales
nationwide declined 6.5 percent from the same time last year. With more than 8.7 million condo units
nationwide, only 17,792 FHA condo loans were originated over the past year. Lawrence Yun, NAR’s
chief economist, recently noted that even though median prices for existing condos have risen slightly,
their relative affordability means condominiums remain a natural answer to inventory shortages
holding back home sales growth. “Condos are typically more affordable than a detached single-
family home, but only a small fraction of condo HOAs are FHA-certified,” he said. In conversations
with HUD, NAR has advocated for changes to FHA’s condo policies that include allowing owner-
occupancy level determination on a case-by case basis, granting up to 45 percent commercial space
withoutdocumentation, and including a five-year approval period for project certification.
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CALIFORNI
LEADS WIT
LOAN HELP

BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS
More than any other state in the nation,

California offers the greatest number of
home downpayment assistance programs.

A
H

In fact, California, followed by Florida
and Texas, provide nearly onethird — 31
percent — of the 2,516 downpayment
assistance programs tallied nationwide by
DownPaymentResource.com.

Of that total, California leads with 343
programs, Florida with 289, and Texas at
148.

Yet assistance programs don’t go
far enough in regions with a high and
growing population, mountainhigh prices,
and inventory woefully inadequate to
meet demand. Too often funds allocated
for homebuyer assistance either don’t
materialize or vanish overnight in the flood
and backlog of applications.

So the key information a service like
DownPayment Resources can provide
tends to be about the programs that are still
funded.

The company’s first and second quarter
2019 homeownership program index found
that the 62.4 percent of Golden state’s
assistance programs still had funds available.

That translates into 214 programs where a
prospective qualified buyer can sign up and
still have a reasonable chance of winning
assistance.

The flip side of that coin is that because
programs often run out of funds so quickly,
too many would-be buyers never submit an
application and lose out on what could be
a golden opportunity to ease their way into
home ownership.

There also are 46 nationwide programs
aimed at specific needs and communities, of
which 97.8 percent still have funds available.

“It’s encouraging to see more homebuyers
accessing the downpayment help they need
to make homeownership more affordable,”
said Rob Chrane, CEO of Down Payment
Resource. “It’s information that helps
housing professionals and homebuyers
easily identify opportunities that will work
for their situation.”

A common myth about assistance
programs is that they are only available to
first-time buyers.
Yet, the share of
programs without
a first-time buyer
requirement

PROGRAMS NOT JUST
FOR FIRST-TIME BUYERS

41% AVAILABLE TO REPEAT OR
FIRST-TIME BUYERS.

59% AVAILABLE TO FIRST-TIME
BUYERS ONLY.

HUD defines a first-time homebuyer
as someone who hasn't owned a
home in 3 years.

2% o

720/ DOWN PAYMENT AND
0 CLOSING COST ASSISTANCE

Grants: Gifts which do not have to be repaid
Second Mortgages: Loans with very low or no
interest rate where the payment may be deferred
or forgiven incrementally for each year the buyer
remains in the home.
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HOMEOWNERSHIP
PROGRAM TYPES

1 1 (y ADDITIONAL
0 PROGRAMS
Include Employer Assisted Housing programs and

individual Development Accounts that provide a
matching down payment savings program.

8(y MORTGAGE CREDIT

'0 CERTIFICATES (MCCs)

Provide up to $2,000 in annual tax credits for
the life of the loan.

HOUSING FOR
CALIFORNIA

The Sodetion 8 Sapply

crisis,” Martin said.

children live?”

Neighborhood Stabilization Programs: Designed
to revitalize communities.

Combined First Morgage and Down
Payment Programs

90/ FIRST MORTGAGES
0 LOANS

Below-market interest rates, lower or no
mortgage insurance, or 100% financing.
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increased to 41 percent, up 2 percent from
the prior survey.

That means more programs can serve
repeat and move-up buyers, with most
programs using HUD’s definition of a first-
time buyer as someone who has not owned
a home in the past three years.

Other key findings include: 72.5 percent
of programs are available in a specific local
area, such as a city, county or neighborhood;
27.5 percent are statewide through housing
finance agencies; 22 percent allow buyers
to purchase a multi-family property as
long as the buyer occupies one of the
units; 8 percent are available to community
service workers, including educators, police
officers, firefighters, and healthcare workers.

For more information,
DownPaymentResource.com.

visit

alny
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Where Will Our Children Live?

Ensuring homeownership opportunities for Californians —
young and old — starts with increasing supply to end the
state’s housing availability and affordability crisis.

A recent survey found that 53 percent
of Californians and 63 percent of
Millennials are considering moving
out of state due to high housing costs.

“We have heard loud and clear
from our membership of more than
200,000 Realtors and brokers the de-
sire for lawmakers to embrace policies
like Senate Bill 50 that increase the
housing supply,” said Jared Martin,
president of the California Associa-
tion of Realtors.“California Realtors
applaud Lt. Gov. Eleni Kounalakis,
Controller Betty Yee, Treasurer Fiona
Ma and Insurance Commissioner

Ricardo Lara for endorsing SB 50,” which encourages the development
of mid-rise and multifamily housing construction around major transit
hubs. The support for SB 50, introduced by State Senator Scott Wiener,
D-San Francisco, by “four statewide elected officials demonstrates grow-
ing momentum for meaningful solutions that prioritize increasing the

housing supply to solve California’s housing availability and affordability

C.A.R. has mounted a statewide campaign called “Let’s Get Serious
on Supply” that calls on state leaders to support policies that increase
the housing supply and asks the very serious question: “Where will our

“The situation is dire and getting worse,” Martin said. This also comes
on the heels of a new Google Survey conducted by C.A.R. that found 80
percent of Californians believe our state’s elected officials have not done

enough to increase the housing supply.

As proud cosponsors of SB 50, C.A.R. stands committed to working
with the California legislature, Gov. Gavin Newsom and other advocates
to pass this bill with the urgency California’s housing crisis requires.
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VOTE!!!

BOARD OF DIRECTORS ELECTION

Voting for the 2020/2021 SRAR Board of Directors will begin September 24 , 2019 and remain open through NOON, Tuesday, October 8,2019.

Members will elect fourteen (14) directors for a two-year term .

The primary method of voting is electronic by accessing the SRAR.com website, clicking on the the election button and following the instructions. Voting

is fast, simple, secure and confidential.

All REALTOR® members in good standing are eligible to vote. Members who do not have internet access may request a written ballot by contacting
Karen Marten at karenm(@srar.com or (818) 947-2254. All members may vote only once; therefore, members who request a written ballot will be blocked

from voting online.

Take an active role in the future of your association by exercising your right to vote for the individuals who will lead the association for the next two years.

KRISTEN KALSKI SLATE CANDIDATE

My purpose as a Realtor and contributor to SRAR
is to be of service to my clients, homeowners, fellow
Realtors, and my industry as a whole. | do this by
continuing to pursue Education, by participating at
SRAR, and by protecting the rights of homeowners,
while remaining an ethical and honest professional

- Realtor. My contribution is to educate my community
on their rights as homeowners and provide information about legislation that does
not serve the community. Also, the problem of Affordable Housing in Los Angeles,
and California in general is a great concern for me, and my goal is to find more
ways to get more people in homes.

VILMA LETOSKY SLATE CANDIDATE

| have been a Broker and member of SRAR for over
28 years. | have enjoyed the benefits of membership
by attending the invaluable Risk Management panels,
education classes, mixers and events conducted by SRAR
committees. But even more, the Association reaches out to
my agents by showing the nuances of RPR and speaking
on Advocacy, which is the heartbeat of our membership.
| was a member of the 2016 SRAR Leadership Academy which got me involved in
committees. | have served on MLS, Education, Grievance, Governmental Affairs and
in 2018, Chairman of Events and Community Relations. | enjoy the challenge of
Leadership. In 2015 | was the local chapter President of NAHREP and in 2014 was the
President for the SFV Chapter of Toastmasters.| feel these experiences have prepared
me for the position on the SRAR Board of Directors.
JEFFERY ROBERT PHILLIPS
SLATE CANDIDATE

| want to give back to my trade. | spent the last 15 years in
the Real Estate space with 13 of them being a REALTOR®. |
have had the opportunity to Serve as a President in a neighboring
association; the last 11years with CAR on commitiees such as
Strat Planning and Legislative and here at SRAR Ive chaired MLS,
Vice Chaired Technology and served on GA. With each appoinment, | leam more about this
business so | can help other agents leam how to grow theirs. | donttview my volunteer postions
as senvice as much as a benefit, giving me the opportunity to become a better REALTOR®,
Broker and mentor. Asa member of the Southland Regional AOR Board of Directors, | will work
hard to protectand benefit our REALTOR® membership and its foundation.

e E 7 DIANA ARIAS PETITION CANDIDATE
S |  Having been a Realtor for over 13 years, and obfaining the
training and experience for successfully undertaking residential,
commercial & property management activities, | would now
like to give back and share the benefit of my experience with
our membership. We now face challenging times with constant
threats by technology and entities in the way we do our business.
- This threatens our livelihood and careers. | am well aware of the
changes that are impacting our Realtors and would like to work with other Board Members
to guide our asociation so that we stay strong and that each member's business is not only
protected but also enhanced.
WINNIE DAVIS SLATE CANDIDATE
| market real estate just like you, but being a Realtor is
more than selling houses, its also staying on top of our
gver changing industry. | have been recognized for highest
eroduction, most sales, most listings, office Associate of the
ear & currently serve on Government Affairs, LCRC, Realtor
Nominating at SRAR & served as President, received Realtor
of the Year, Realtor Icon & Service Award. Serve as NAR &
CAR Director, CAR Housin% Affordability & Realtor Action Fund. At NAR I am involved
& expanding into the global arena Cha|rin? Certified International Property Specialist &
involved appointed to 3 other international committees. | work for the best interests of
the Members, Association & the real estate industry. My desire to continue to serve,
my industry involvement & being an independent minority Broker make me an ideal
candidate for Director. | appreciate your Vote. | deliver.

Realtor® Report

NOLI MACATANGAY REYES
SLATE CANDIDATE

| want to be a director to be able to serve this great
organization. | always enjoy helping others and my main
contribution will be to serve our members and spread the
contribution of SRAR to the community. | would like to be
involved in the decisions affecting our board and our local
Realtors. Thank you.

CINDY WU-FREEDMAN
PETITION CANDIDATE

Real estate Industry is my passion. It's been a privilege
to serve on the board this past few years and | would like
to continue to serve our indusiry. Being able to be a part of
the board has allowed me to be a decision maker on issues

< such as ensuring grants for First-time home buyers, Realtor
party activism and continuing education for our profession. As a leadership academy
graduate in 2016, | have a deeper understanding of the organization in cohesiveness.
|'have been active in SRAR, CAR, and NAR for the past 10 years serving in various
committees: Education, Public Policy, Global & Diversity, Equal Opportunity, Housing
Affordability Fund, Home Ownership, MLS Policy, Professional Standards, Taxation
and Government Finance, Business Technology, Membership, Social Media Advisary,
YREP/YPN, Public Policy, and Expo Advisory. | look forward to continuing being a voice
on the board and | would appreciate your support.

JEFFREY KAHN SLATE CANDIDATE

[ would like to continue serving as a Director of SRAR. Having
served on BOD for many years, | feel that | add continuity to the
=48 Directorship and am able to provide historical background on
8| many issues that come before the board. I keep an open mind and
am flexible in considering the various issues that the Association
BR| must decide upon. My background as both a Real Estate office
manager for many years and as an attomey handling Risk
Management issues for many Brokers and agents provides me with excellent insight
into the issues facing our members. Our law firm represents thousands of brokers
and agents and serving on BOD provides me an opportunity to give their input to
our Association and also provide valuable information that comes from our BOD
meetings. It would be my honor to serve once again as a Director of SRAR!

HOWARD M. KATCHEN
SLATE CANDIDATE

' "Askwhat SRAR can do for you and what you can do for
Il SRAR and our real estate profession".Your ideas, thoughts
. & and needs are very important and deserve to be heard,
represented and acted upon. My aims: 1) To keep you
p informed 2) To be responsive to your needs 3) To seek your
participation at SRAR and involve you in issues affecting our
real estate profession and property owners. 4) To provide you with desired professional
and personal bengfits, resources and services, Im a graduate of SRAR's Leadership
Institute, currently an active member of the Governmental Affairs Committee and Board
of Directors Liaison to the Events & Community Relations Committee. | serve on the
Sherman Oaks Neighborhood Council Board and Finance Committee and as a City of
Los Angeles Budget Advocate. | graduated from USC, London School of Economics
and London Business School. Your vote is appreciated and will help me help you!

September/October 2019
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RICHARD (RICH) PISANI
SLATE CANDIDATE
®  Ourindustry is ever changing and we need leaders
who are going to anticipate those changes and make
smart and meaningful decisions for the good of our
members. Joining SRAR in 2010, | realized that the
way to make a difference was to get involved. In 2013
| joined the MLS COMMITTEE (Vice-Chair 2016,
Chair 2017) Also in 2013 I joined the GRIEVANCE COMMITTEE (Vice- Chair
2018, Chair 2019). I am ourrently CHAIR of ADVERTISING and have been for
the past 5 years. | completed the SRAR LEADERSHIP INSTITUTE in 2013,
and in 2019 was appointed C.A.R. Director representing our members on
a State level. | served on the Greater Valley Glen Council, preparing me for
the GOVERNMENTAL AFFAIRS COMMITTEE, working with State and Local
leaders on matters important to our members. | would be honored to serve on
the Board of Directors. Making great changes for the future.

DIANE SHIELA SYDELL
SLATE CANDIDATE

| have extensive involvement with SRAR & C. A R,
since 1999. Iam a four year BOD member, honored to be
the first Liaison to the SCV Council, Pro-Standards'and E
& A . I served the Grievance Commitiee' as Vice-Chair &
two year Chairperson and five years as Chairperson of the
Aavertising Sub- Committee and Vice-Chair of E & A. Prior
member of the Professional Standards, MLS and currently amember of M.E.S.C. & GA
Commitiee’s. As a member and Team Leader of the Governmental Affairs Committee,
| participate actively with our Los Angeles County elected officials. A C.AR. two year
Director & Regional Representative. | have been honored to serve on four President
Strategic Planning Committees. Also a Leadership Institute graduate | have been and
continue to be a respected liaison to our Real Estate community always making myself
available to assist and enlighten Realtors®.

MELANIE MCSHANE SLATE CANDIDATE
| T'would like to continue my service as a Director for
SRAR because | believe that the Association plays a critical
1 role in the real estate industry. The Association provides
valuable services, education, professional standards, and
a supportive community that contribute to the success of
every real estate agent. Having served on the Board and a
variety of committees | feel fortunate to have contributed to
the decisions that have been made that benefit our members. | have supported and
encouraged education, debated MLS changes, represented SRAR in Sacramento and
Washington DC, and shared the perspective of my company. | have been an agent, a
broker associate, a broker, and an employee and can share my perspective on how
gach of those roles are impacted by decisions made by the Board of Directors. The
industry is dynamic and | hope to represent our members in the face of change.

GAYE RAINEY SLATE CANDIDATE

| served as SRAR President in 2015. For the past five
years, | have also served on the SRAR Board of Directors,
Foundation Trustees, and Executive, MLS, Past President,
and Finance Committees. In addition | have been a CAR
director, serving on several committees including Vice-
Chairman of Regional Chairs, Risk Management, and
Professional Standards. | have also been on the NAR
Board of Directors for two years as well as serving on the MLS Committee. We have
many challenges facing our profession, including encouraging member involvement
in organized Real Estate, developing leadership, protecting our profession from
encroachment by entities like Zillow, and providing our members ways to incorporate
technology in their business. Through my continuing service, | see the big picture
situation from the local, State and National levels. | believe in the valug of our profession
and will work diligently on your behalf to promote these values.

Vo!e/ VoE; Vote/

Realtor® Report

NICOLE STINSON SLATE CANDIDATE

| have been on the SCV Division Council for many
years and enjoy being a part of making a difference for our
industry. | am currently chairing the MLS/Network meetings
and have been working hard to grow the Realtor participation
and attendance. | would love to be able to join the BOD to
bring my out of the box thinking when needed to help grow
our membership and enhance participation and help our
membership have a beter understanding of all our great benefits that come with our
membership that many do not know. I think | could be an asset to the BOD and would
be honored to be considered. Thank you.

PHYLLIS ROSALIND GREKIN
PETITION CANDIDATE

| would like to be involved with the Board of Directors as
| am very interested in my community and membership.
| have been a Realtor for 39 years and have seen many
changes, some good and some bad. If | can help with
decisions, | would be honored to do so. | have many years
of experience (Licensed in 1979) and would like to share
my ideas with the membership.Please consider my application for the Board of
Directors. Thank you.

EUGENIA A. AGUILAR (GINA)
SLATE CANDIDATE

Having been a Realtor since 1991 (for over 27 years
now), | have the experience to bring to SRAR feedback of
our industry. | became involved at our Association over 13
years ago. | have served terms on the Grievance Commitiee,
Professional Standards Committee, Ethics and Arbitration
Committee as well as being an Ombudsman and Ethics Adovacate. | have also served as
an Ombudsman for CAR. | have had the opportunity to be a director at CAR for the last two
years. | was fortunate to be a director at SRAR in 2018 & 2019 . I would like to continue to
be a director at SRAR to be able to lookout for the best for all our SRAR Realtors and our
clients. Serving my Association has been an honor and a pleasure. It has allowed me to
meet true real estate professionals with a common vision of raising the bar in our industry.

EMELINDA M. ROBERTS
SLATE CANDIDATE

| would like to be considered again to be one of the Board
| of Director of the great Southland Regional Association

of Realtors (SRAR), | served my one term (for two years)
and performed my duties and responsibilities assigned to
me as an Ambassador and visit several offices about the
value of being a member of SRAR including empowering
the members to get involved in the leadership of SRAR. | was involved in all the
advocacies of SRAR being the voice for its members and spoke to Congressmen and
Congresswomen in Sacramento. In 2018-2019, | became President of the Asian Real
Estate Association of America (AREAA). | believe that serving two organizations will
not be efficient. | lead as President and take this Chapter to the next level. Now, 1am so
ready to serve SRAR board again.

A NEAL C. ADLER SLATE CANDIDATE

Member of SRAR since 1994, have been involved in
Pro Standards for 20 years. Certified by CAR and Straus

Current Member of SRAR BOD. | believe my experience
and knowledge would be a bengfit to the Association. It has
been an honor to serve in various capacities and would like to
continue as member of our Board of Directors.

AMANDA ETCHEVERRY
SLATE CANDIDATE

| moved to Santa Clarita in June of 2012 and got my
license in May of 2013. Once | leamned about the Leadership
e | Academy, | applied, attended and graduated in 2014. It was
within that year where | learned how to get involved, which
| have been doing ever since. | feel like | can give an honest
and fresh outlook to what real estate means nowadays. | have grown my volunteerism
into multiple other local organizations and non-profits. | am a strong voice within SCV
and I would love to be able to continue to serve our Board and the community | live in.

September/October 2019
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SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS", INC.
SRAR AUDITORIUM:
7232 BALBOA BLVD. LAKE BALBOA, VAN NUYS, CA, 91406

THURSDAY, OCTOBER 3, 2019
5PM-7PM

FEATURING FOODS FROM AROUND THE WORLD, DANCING, PRIZES, BEER*, WINE?,

SODA, ENTERTAINMENT AND MORE!
(*LIMIT 2 DRINK TICKETS PER ATTENDEES. MUST BE 21 OR OLDER)

SPONSORS:

MERORLIROFITTING WINTRUST

CERTIFIED RETROFITTING COMPLIANCE SERVICES M () R T C A G E
gometroretro.com *

Logmortgage A9 unionBank (Ebank

lending

CONTACT THERESA GONZALES FOR MORE INFORMATION AT THERESAG@SRAR.COM OR CALL 818-947-2298
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THURSDAY
OCTOBER 3, 2019
GLOBAL FORUM: 9:00AM—2:00PM

(MULTICULTURAL TASTE AROUND THE
WORLD AT SPM)

SRAR AUDITORIUM: 7232 BALBOA BLVD, LAKE BALBOA, CA, 91406

“Ioll Brothers

AMERICA’'S LUXURY HOME BUILDER®

RESIDENTIAL
AN

e

N ngﬂiy/

S AF

ASSOCIATED FOREIGN EXCHANGE

310.844.3644
Nicolas Antonio
818-317-6232

Asian Real Esiate Association of America CALIFORNIA
CA Lic. 0M16487 CTBC BANK o
9:00am-9:15am: Ice Breakers & Inbound Session Outbound Session. _
am am Scpeon;z? Iflt;oduction 10:40am-11:10am: Global 12:30pm-1:00pm: IRS & International
Technology CPA

9:15am-10:00am: Oscar Wei -

Global Market & CAR 11:10am-11:50am: Panel - LI Visa, 1:00pm-1:20pm: AREAA Global

~ EBS, ITIN, RSPS
Opportunity Update 1:20pm-1:30pm: Money Exchange
. -10: . 11:50am-12:00pm: Q & A

10:00am-10:30am: NAR Global 1:30pm-1:50pm: Lead Generation
10:30am-10:40am: Break 12:00pm-12:30pm: Lunch for Global Business

1:50pm-2:00pm: Q & A,
Recognitions

RSVP to www.SRAR.com/2019GlobalDay or email TheresaG@srar.com
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Rates at Multi-Year Low

JULY HOME
MEDIAN PRICE
SETS RECORD

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

For the second consecutive month, the
median price of homes that closed escrow
throughout the San Fernando Valley during
July set a record high at $735,000, the
Southland Regional Association of Realtors
reported Tuesday.

The median was up 6.4 percent from a year
ago, beating the prior record of $722,000 set
in June, and was only the second time ever
that the local median — which means half
the homes sold for more and half for less —
exceeded the benchmark of $700,000.

The July median was dramatically higher
— up 116.8 percent — from the low point
that came in the wake of last decade’s Great
Recession.

“After peaking at $655,000 in June 2007
following years of an out-of-control boom
market, the median home price plunged to
$339,000 in December 2011,” said Dan
Tresierras, president of the Association.
“The home median price didn’t hit the
$600,000 range again until 2016 and now,
in a more stable if inventory-challenged
market, the median price is in uncharted
territory.

“No doubt about it, today’s prices are
wonderful for sellers yet pose an affordability

challenge to too many
buyers,” Tresierras
said.

The condominium
median price set a
record high in June at
$455,000, but in July
came in at $450,000,
off 1.1 percent from
the high, though still

Minimum Income Needed to
Qualify for a Loan

aloan

up slightly from a

year agO. Loan Amount (80%)
Sales of both homes $588,000

and condominiums

fell with homes off 7.7

percent and condos
down 2.5 percent
from year ago tallies.
Realtors assisted 478
single-family home
and 155 condominium
transactions in July.

“Interest rates on home loans recently
dipped even lower than in recent months
and now hover at levels not seen in many
years,” said Tim Johnson, the Association’s
chief executive officer. “Lower rates give
buyers greater buying power that can offset
the impact of higher prices.

“High prices, low inventory, affordability
challenges. What more can you say,"
Johnson said. “I did think, however, that
prices would have stabilized rather than set
a new record.”

At the end of July there were 1,309
active listings of homes and condominiums
throughout the San Fernando Valley. That

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

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

Income-to-Loan Guide

Single-Family Homes — JULY — San Fernando Valley

Monthly Insurance
Payments
Monthly Prop

‘ Median Price

$735,000 |}

Interest Rate

3.77%

Monthly Mortgage and
Interest Payment

July was the first month of the last four to see an increase in the income needed to qualify for a
loan on the purchase of a median-priced home in the San Fernando Valley. Extremely favorable
interest rates have offset some of the impact of rising prices. The July median — meaning half
of the month’s sales were lower and half higher — hit a record high of $735,000. A minimum
income of $149,127 was needed to win an 80 percent loan or $588,000 at an interest rate of
3.77 percent. All monthly housing costs totalled $3,728 — with $2,730 going to principal and
interest, $766 for the monthly property tax, and $233 the monthly home insurance premium.

was down 5.7 percent from a year ago
and was the second consecutive monthly
drop after nearly a year of consecutive, if
modest, gains in the number of properties
listed for sale.

At the current pace of sales, the inventory
represented a 2.1-month supply, which tilts
the market in favor of sellers. The inventory
total was closer to the record low 819 listings
of December 2017 than to the record high
14,976 listings reported in July 1992.

Pending escrows — a measure of future
sales activity — totaled 727 properties,
which were up 0.7 percent from a year ago
July.

NEIGHBORHOOD,
SCHOOLS MATTER TO

BUYERS WITH KIDS
BY DAN TRESIERRAS, PRESIDENT, AND DAVID WALKER

SOUTHLAND REGIONAL ASSOCIATION OF REALTORS

Everyone brings a particular sensibility to
each transaction, yet buyers and sellers with
children under the age of 18 have unique
needs, different purchasing habits and seller
preferences, when buying or selling a home.

The most stark difference between
home buyers with kids and those who do
not have children is the importance of the
neighborhood.

Not surprisingly, the “2019 Moving with
Kids” report from the National Association
of Realtors found that 53 percent of buyers
who have children look to the quality of
the school districts while 50 percent choose
a neighborhood and home based on the
convenience and proximity to schools.

“Parents inherently make sacrifices for
their children and family, and that is no
different when shopping for home,” said
Lawrence Yun, NAR’s chief economist.
“We’ve seen buyers with kids willing to
spend a little more in order to land a home

8

in a better school zone or district.”

For roughly half of all buyers regardless
of children, finding the right property was
the most difficult step. Nearly nine out of
ten buyers, 86 percent, found what they
wanted with the assistance of a real estate
professional.

Interestingly, 67 percent of buyers with
children preferred that an agent send them
property info and communications via text
message while 74 percent of buyers without
children preferred a phone

three bedrooms and two bathrooms.

A quarter of buyers with

kids delayed a purchase due to child care
expenses, while others ultimately made
compromises and concessions. Nearly
a third said they compromised on the
condition of the home, while 31 percent
said they settled on a home smaller than
originally desired. Twenty-four percent
compromised on the final purchase price.

call. The difference may | What Sellers Want Most
From Agent

reflect the time crush
of today’s pace of life
along with the need to
simultaneously raise a
family.

The national survey
found that buyers with |..,
children ultimately [wsacmu
purchased larger homes 3
and properties. Generally, | [ ———
they opted to buy homes
thatmeasured 2,110 square [ ...
feet with four bedrooms

L A\ W 8

Help sell the home within specific timeframe

Help find a buyer for home.

Help with papervi
for

Help create and p
of

By comparison, buyers
without children

No children in home.

and two full bathrooms. 4 T ke

2019 Moving With Kids

n in the home under the age of 18,21 pert
timeframe, and 20 percent want help to pr

What Sellers Want from Agent |
9%

Children under 18 n home

Main Reason for
Selling Home

heir

© of 18 years, 25 percent sold because
.d by a job relocation (19 percent) and a
).

2%

20% 0% 0%

No chidren in home

2019 Moving With Kids

nationwide on average
bought a home 1,800 square feet in size with
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Southland Regional Association of REALTORS®
7232 Balboa Blvd, Lake Balboa, CA, 91406

SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS®, INC.

CERTIFIED INTERNATIONAL PROPERTY SPECIALIST
(CIPS) DESIGNATION 5 DAY COURSE

\

Instructor:

Ginni Field - REBAC Hall
of Fame and certified
CIPS instructor

ational property specialist

450.00

Per Person
(Includes all 5 Days)

8:00am - 5:00pm
Seating is Limited!
Advanced Registration is Required!

The CIPS course curriculum offers you hands-on experience with international real estate transactions, as
well as five full days of study focusing on the critical aspects of transnational transactions, including:

« Currency and exchange rate issues ¢ Cross-cultural relationships * Regional market conditions
* Investment performance ¢ Tax issues * And more!

YOU MUST ATTEND ALL COURSES TO OBTAIN DESIGNATION
Monday, October 28, 2019: Global Real Estate: Local Markets
Tuesday, October 29, 2019: Global Real Estate: Transaction Tools
Wednesday, October 30, 2019: Asia/Pacific & International Real Estate
Thursday, October 31, 2019: Europe & International Real Estate
Friday, November 1, 2019: The Americas & International Real Estate.

TO LEARN MORE ABOUT THE CIPS DESIGNATION, PLEASE VISIT :
https://www.nar.realtor/education/designations-and-certifications/cips-designation

Seating is limited and advanced registration is required!! Fill out the registration form below and fax it to
(818) 786-4541 or scan it and email it to TheresaG@srar.com.

To pay by check see instructions on form. Call Theresa at (818) 947-2298 with any questions.

Register no later than Friday, September 27, 2019.

r— - - - - - - - - - - - - - - - - - - - - — —/ /1
|First Name: Last Name: |
|Phone Number: ( ) Email Address:
|Address: City: State: Zip Code:
|
Credit Card Number: Exp Date: CVV:
| To pay with check, make it payable to
Signature: SRAR and mail to the address above
| Attention: Theresa Gonzales
| No refunds after Friday, October 11, 2019
SRAR reserves the right to cancel/reschedule any course. (2019 CIPS)
L — — — — — — — — — — M e — =
www.srar.com Realtor® Report September/October 2019



Made to Your

Bus: (818) 947-2244

CUSTOM SIGNS

Made In-House

Email: grahamw(@srar.com

Specifications

Fax: (818) 786-0404

Your Company - =
Other Info S’gn S’zes
g One Sided | Two Sided
Youelniermalon 47sxinches | 7§6.00 + tax cach | $9.00 + tax cach
P PR %ﬁﬁa@%ﬁ 11x 17 inches | STL.98 + ax cach | $23.96 + tax cach :
F O R S A L E 12 x 18 inches | $12.00 + tax cach | $24.00 + tax cach Your Realty Company
18 x 24 inches | S17.10 + cax each | $34.00 + tax cach Your Message
Here
24 x 36 inches | $26.25 + tax each | $52.50 + tax each

OPEN HOUSE

YOUR REALTY COMPANY

Wire Sign Stakes $1.80 + tax each

818-000-0000

OFrice: 818.000.0000
For 3

® i

]

AcenT Nave

O

SOUTHLAND REGIONAL

OPEN HOUSE

AGENT NAME
OFrice: 818.000.0000

Photo

12 inch x 18 inch sze

ASSOCIATION OF REALTORS", INC.

3 Tuesday of Every Month
Commercial/lnvestment Network

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

8:15am - 9:30am

For REALTORS®
and Affiliates

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

1t & 3" Wed. of Every Month
South East Area

Corkys Restaurant & The Cork Lounge
5043 Van Nuys Blvd.
Sherman Oaks, CA 91403

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

1st Thursday of Every Month
East North Meeting

PITCHES,
Lulu’s Restaurant E D U CAT'O 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: Nicole Stinson
at 661-816-4234

10

Realtor® Report

September/October 2019 www.srar.com



SIGN UP TO RECEIVE UPDATES
ON YOUR MOBILE PHONE®

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

Thank you for joining the SRAR

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

ot

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

How to Opt In:

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

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

Community Involvement text
alert. For HELP Reply HELP.

separate text messages with each keyword.

G FUTURE

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

Networking Meetings & Commercial Day.

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

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

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

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

SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS”, INC.

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

www.srar.com Realtor® Report September/October 2019 11



Statistics
Market Snapshot (August 2019):

e

ASSOCIATION'OFREALTORS®

2~ SANTA CLARITAVALEEY
¢ 5 AUGUST 2019

ol

' SANFERNANDOVALLEY. 2
 AUGUST20TORT ¥ 1 4

NEW LISTINGS VS. CLOSED SALES

_— T8 — 1a

Median The median sale price Median The median sale price for
SS;IZESP(;ISE for single family homes SS;:JGSP(;EE single family homes is

increased by

as it was this time last
from this time last year year

0 The total dollar value of year The total dollar value of year
o to date sales decreased to date sales decreased
from August 2018 from August 2018
AVAILABLE INVENTORY AVAILABLE INVENTORY

<> <>
SOUTHLAND gEGIONAL CRlSNETrV{[LS SOUTHLAND:EG]ONAL CRlSNETI‘/{[LS
ASSOCIATION OF REALTORS", INC. 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
areas where our members frequently work:

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

height

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

Other - No flags, balloons or banners

Beverly Hills:

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

Open House/Directional - Not allowed

Other - Must obtain annual sign permit sticker from city

Burbank:

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

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

Other - See municipal code for details

Calabasas:

For Sale - 1 - 6 square ft. sign

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

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

Hidden Hills:

For Sale - Not allowed

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

Los Angeles City:
For Sale - 1 or more unlighted signs. Total area of signs not to exceed 12

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

Malibu:

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

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

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

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 or more unlighted signs. Total area of signs not to exceed 12 square
ft.Open House/Directional - No ordinance

Other - See municipal code for details

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

For Sale - 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

September/October 2019 13
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SAN FERNANDO VALLEY SINGLE FAMILY SALES STATISTICS FOR AUGUST 2019

ACTIVE INVENTORY EN ES CS WN ws SFV TOTAL __EXT TOTAL
NEW LiStiNgS ....vovevveeriiiiieieeeeeceeeee s
Total Active LiStingS........cccoeveveerrreesiieieieins
Average Days on Market
Average List Price in Thousands ...............ccc.......
Median List Price in Thousands ................c.c........
BOMS ..o
Average BOM Price in Thousands ........................
BOM to Sale Ratio ..........ccccevericveiiccecreeee
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 AUGUST 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.. . . . .908.3........... Y2 523.8............ 579.6 v 548.7

Median List Price in Thousands ...............cccc........ .470. 0 ........... 439, 9 ............. 450.0........... 425.0 oo 440.0
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...............
Volume of total YTD Sales in Millions ...................
Average Sale price in Thousands .............c.c.........
Median Sale Price in Thousands ..............cccu.......
CO0P SAES.....vvrcreieteteeee e
Percent of COOp SaleS ......ccoveveeevercrirciccice
Average Days on Market.............cccoovvvvreieicinnne.
Sales at LiSt PriC......ccveeeccceccee e
Percent of Sales at List Price............c.ccccvvevevenneee.
Sales to Listing Inventory Ratio............c.ccceveveeee.
Final Sale to New Listing Ratio .............c.ccccevvnee.

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

ACTIVE INVENTORY AC ADUL CC CA NE SAU SR VAL  SCVTOT EXT TOTAL
NEW LISHNGS oo T e B BT e 16 M B0 T8

Total Active Listings.. L6 Q0 30 9
Average Days on Market ... B3 10 B8 65
Average List Price in Thousands....
Median List Price in Thousands...

6690 ......... 858. 9
....... B 2
Average BOM Price in Thousands. 6444......... 887.0......
BOM to Sale Ratio.............

Expnanons ...... 3

PENDING SALES
New ESCIOWS OPENEA ......cocvvovrccvcs s 298
Total YTD Escrows Opened.........cc....eev.. . 438.......... 1728 .. . 2,215
New Open Escrows Average Days on Market , SO S 50
New Open Escrows Average List Price ..., ...

CLOSED SALES:
New Escrows Closed
Total YTD ESCrOWS C0SEd ........occccvecvveecvveccs e
Volume of New Sales Dollars in Millions.
Volume of total YTD Sales in Millions..... .48.379. 11.485
Average Sale price in Thousands....... . 125, . . . . 9 4263 ............. 6013
Median Sale Price in Thousands............c.c...ovvcccves ... 525.0. ..59%.0........... 570. . ) . . 605.0........... 3500........... 570.0
00D SAIBS ..o e 10.
Percent of Coop Sales ...
Average Days on Market ..........c.ooocovrsccsis e 116.
SlES At LISt PTICE...voccoeeoeeeceeeeeese e v 2.
Percent of Sales at List Price....
Sales to Listing Inventory Ratio
Final Sale to New Listing Rati0 .........c....ooovcrivs oo

CLOSED SALES TYPE

FOrBclosure / REQ .......ovocccveerseeeeec e (T 0
SRIEr CONCESSIONS ....vvveovveesvcveeees s 0. 0..
SHOM SIB.....ovvvsee e 0. 0.
Standard .. 212, 2...
OUNBI oo [ 0

SANTA CLARITA VALLEY CONDOMINIUM SALES STATISTICS FOR AUGUST 2019

ACTIVE INVENTORY AC SAU__ SR VAL _SCVTOT EXT

NEW LISHNGS vvvvvevoeeeeseeeseeesss s ervesesins 0.
Total ACHVE LISHNGS.......vvvverecvveeeeeseeeessesrennes v 2.
Average Days on Market ..........ccovvveeccceescc e e 131,
Average List Price in Thousands ...

Median List Price in Thousands.... .599.9.
BOMS .o ssensins 0.
Average BOM Price in ThOUSANGS......oocccoeocc v e 00.
BOM 10 Sale Rati0 .....oooooeoeoee s e 00.

EXDITAHONS ..o e 0

PENDING SALES
New ESCIOWS OPENED ......oovoeec v 0
Total YTD Escrows Opened ...
New Open Escrows Average Days on Market .
New Open Escrows Average List Price ..............ooe. oo 0.0 ([ U— 4031

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

Volume of New Sales Dollars in Millions.
Volume of Total YTD Sales in Millions.....
Average Sale price in Thousands .
Median Sale Price in Thousands...
C0p SalES ...ovvevver
Percent of Coop Sales ...
Average Days on Market
Sales at List Price..............
Percent of Sales at List Price....
Sales to Listing Inventory Ratio.....
Final Sale to New Listing Ratio .........c...oovvvrciones e

CLOSED SALES TYPE
FOrRCIOSU® / RED ..ooooooces s
Seller Concessions ..
Short Sale..........
Standard .. . . .28,
] [ L (S
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REALTOR® RESOURCE CENTER

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

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

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

PROFESSIONAL SERVICES

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

REGULAR WK/LY

Exp. #7 (7-19)

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

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

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

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

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

ADVERTISERS: DON’T BE LEFT OUT!
It's Your Responsibililty as an Advertiser to Keep Track of Your
Ad's Expiration Date. Send in Your Renewal One Week Prior to
Expiration Date to Guarantee Continued Exposure and Results

From Your Reatror® Report Classified Ads.

BUILDING REPAIRS & REMODELING

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

The Law Offices of

SL&EG

Spile, Leff & Goor, LLP

16501 Ventura Boulevard
#610
Encino, Ca 91436

818.784.6899
www.spilelaw.com

20
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you let clients know that?
Tell them. Show them.

Wear your REALTOR® pin
with pride.

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

EMPLOYMENT | LEGAL |

DENNIS P. BLOGK & ASSOGIATES

The Number One Law Firm Specializing in

TENANT EVICTIONS
UNLAWFUL DETAINER

€_80077EVICT &
i (38428)

* Guaranteed rapids filings

* No office visit required

* Free telephone consultations

* More experience than any other law firm

* Lockout Management service available

FULL COLLECTION
SERVICES

Open Monday through Saturday

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

REAL ESTATE

Park Regency
Proudly Welcomes

Telma Brito
CalBRE license # 02086287

WWW.GROWWITHPARKREGENCY.COM
3 FACEBOOK COM/PARKREGENCY

iy

PARK REGENCY

September/October 2019

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

www.srar.com



REALTOR® RESOURCE CENTER

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

m TERMITE INSPECTION & FUMIGATION

NORDHAGEN AND
ADVERTISE DAUGHTERS
IN THE GET more LEADS EXTERMINATING
REALTOR® REPORT COMPANYINC.

THE PREMIERE ONLINE MARKETING SOLUTION
FOR REAL ESTATE AGENTS & BROKERS

SRAR 2002 “ AFFILIATE OF THE YEAR"

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

Make your ad

POP!

With Color!

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

@ 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
or cull \\\ CALL TOLL-FREE \f"‘ VISIT

661-254-2133
888-277-9779 & Point2.com

(818) 947-2244

- oy PSP S e Affiliate member REOMAC
s on srar.com may vary from display ad in content and form. Web ads are designed by the o

Graphics Department. Southland Regional does not constifute endorsement of the products or Member PCOC (Pest Control Operators of California)
services advertised in our publication, REALTOR REPORT, or on www.star.com. (A Reg. #FPR 2861

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

TERMITE INSPECTIONS & FUMIGATIONS

$39 per month
100% @ rentspreero

COMMISSION Free Pro Version

GOLD STAR REALTY v/ Completed Application

v/ TransUnion Credit Report
v/ TransUnion Score

v/ Criminal Background Check
v/ Eviction Check

v Document Upload

v/ Reference Checks

T U TrunsUnion@
TransUn_'"aNsYn -
| —

(818) 757-4567 4
20 YEARS IN BUSINESS

17815 Ventura Blvd., Suite 205, Encino ~ SRARProiYr

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

www.srar.com Realtor® Report September/October 2019
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These advertisements are published as a convenience for Realtors®® Report readers. The publication of an advertisement is not intended as an endorsement or recommendation of the services offered.

HOME INSPECTION

S

" |

bhe

= QT

Physical
Check

Chimney Sewerline
Check Check

Moisture
& Mold
Check

(818) 951-1795
ﬂ LAROCCA

INSPECTIONS

info@laroccainspections.com

HOME INSPECTION

NEED A HOME
INSPECTION?

PILLAR
TOPOST

schroedeneam. pillanopost.com

CLICK NOW

FOR MORE INFOI

22 Realtor® Report

New Year!
New Supra® eKEY® app!

New Apple Watch® compatibility!

More value
than ever before...

Supra

3% United Technologies

Cristal Villanueva

Farmers Insurance

8921 De Soto Ave

Suite # 209

Canoga Park, CA 91304
License #0L49714
818-200-1899 (Office)
818-836-4607 (Mobile)
cvillanueval @farmersagent.com

www.farmersagent.com/cvillanueval

FARMERS

INSURANCE

£

September/October 2019

0 ° B
>
THEDOOR

& ED

SUPRAWEB ROSTER HOTSHEETS

N

LISTINGS MYBUYERS  BUYER FEEDBACK

MY KEYBOXES MESSAGES

2 SHOWING NOTIFICATIONS

OPEN
SHACKLE
OBTAIN KEY

supraekey.com

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

PRINT SHOP SERVICES

CALL US AT 818.947.2246

Make Us Your Choice For
All Your Printing Needs!

* Announcements ¢ Flyers

¢ Postcards
* Labels

¢ Letterhead

* Color Copies

¢ Brochures

* Business Cards
* NCR Forms

* Door Hangers
* Envelopes

www.srar.com
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The easiest way to

track your expenses. )
Learn More HI'

Realtyzam - 25% Discount for SRAR Members

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

Click here|to learn more.

_____PRINTING REAL ESTATE & MORTGAGE

e AN CRESTICO:

PRINT SHOP SERVICES

CALL US AT 818.947.2246 " Experience

All Things Real Estate & Mortgage

Make Us Your Choice For
All Your Printing Needs!

* Announcements  © Flyers
* Brochures * Postcards

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

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

Mentorship programs. (81 8) 784-2929

Advertising help desk.
Marketing help desk.

www.srar.com Realtor® Report September/October 2019 23


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

COMPETENCE | PASSION | EXCLUSIVITY

FULL-TIME REAL ESTATE ADVISORS

If wish to work alongside passionate, competent and successful advisors,
and believe you have what it takes, we invite you to interview with us.

Benefits

- Concierge Boutique Brokerage - Advance on Commissions

- Competitive Compensation Structure Customized Marketing & Proprietary Technology
- Targeted Lead Generation CRM Platform

- Coaching & Accountability Program Full Support Staff & Marketing Coordinator

- Ongoing Professional Development Training - Teams Welcomed

NUMBER #1 FOR LARGEST GLOBAL LUXURY BRAND

Qualifications
- Must Have a Passion for Real Estate - Prefer Bilingual Realtors
- Bachelor's Degree or 2+ yrs of RE Experience - Currently Working as a Full Time Realtor

TO APPLY E-MAIL OR CALL TODAY
shermanoaks@evrealestate.com | +1 818-474-2275

(8
ENGEL &VOLKERS




