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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 LRIRIK] |

edu : educational classes, training and risk management

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

involve : community involvement and charity drives

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

future : leadership opportunities and committee involvement

com : commercial events and classes

whatsnew: new member services and benefits
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.
Messaae and Data Rates Mav Anblv.
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CERTIFIED RETROFITTING COMPLIANCE SERVICES
gomeftroretro.com

CERTIFIED RETROFITTING
COMPLIANGE SERVICES
Since 1996

¢ Water Conserving Toilets & Fixtures

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

e Water Heater Strapping

¢ Sliding Door Safety Glazing

CONTACT US TODAY!
www.gometroretro.com
800.450.3660

CLICK HERE
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LA. COUNTY, CITY

OPEN HOUSES
ALLOWED,
WITH

PRECAUTIONS

BY DIANE SYDELL, PRESIDENT, AND DAVID WALKER
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

Open house showings of residential
and commercial properties listed for sale
are now allowed in the County and City
of Los Angeles, although these events
still must follow updated pandemic
health safety protocols.

Late in the evening of
May 14, the L.A. County
Department of Public Health
posted an updated order. L.A.
City has aligned with county
rules.

The revised rules also apply
to related real estate services,
such as appraisals and home
inspections.

The guidelines suggest
that viewings, whenever possible, be
conducted virtually.

But if a virtual viewing is not feasible,
the viewing may be done by appointment
or by open house, following the most
current county protocol for informal social
gatherings, as explained in Appendix CC
of the order.

An open house also must follow the
most current county or city protocols for
social distancing as defined in appendix
A of the county’s order.

Maintaining social distancing rules for
showings, including open houses, are
somewhat relaxed under the new social
gatherings guidelines, although attendees
should maintain a six-foot distance
between members of different households
while at an open house. Wearing a face
mask is still required, especially in
gatherings of unrelated people.

Open houses also are subject to capacity
limitations depending on the tier of the
county where the house is located. Los
Angeles County is in the least restrictive
yellow tier.

Cleaning requirements have been
updated to reflect updated CDC cleaning
guidance.

New rules include updated language
related to screening of fully vaccinated
employees.

The revised rules also allow onsite food
and drink consumption in designated
dining areas with safety modifications.

Please be sure to refer to local guidelines,
which may vary from jurisdiction to
jurisdiction.

Under the new rules, there will still be
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a sign-in requirement on site.

The new PSI — Property Sign-In
— form can be used for this purpose,
according to the California Association
of Realtors.

However, Realtors can still use a PEAD
instead of the on-site sign-in if that is
preferable.

Be sure to check C.A.R.’s new “Quick
Guide” for details.

The statewide Association has simplified
and shortened the Rules of Entry (PRE),
the Prevention Plan (BPPP), and the
Property Sign-in form as an alternative to
PEAD:s.

There
also is an
addendum
to the listing
agreement
— LOHA
— reflecting
the changed
protocols.
This form is
necessary if
the parties had previously signed the
RLA-CAA, which did not allow for open
houses.

New listings should also include this
addendum if the listing broker wants to
hold open houses.

The PEADS have been combined and
simplified into one shorter PEAD-ALL
form that is available if members prefer to
use it instead of on-site sign-in protocols.

The newly revised forms will all be
available on zipForm as soon as possible.

In the interim, a PDF of each of these is
available from C.A.R.’s website. Members
may still use the current forms that are on
zipForm if they choose until the new ones
are released.

Further announcements impacting
real estate will be provided as quickly
as possible. Updates are available at via
SRAR’s website srar.com/coronavirus.

Income-to-Loan Guide
Single-Family Homes — APRIL — San Fernando Valley

Minimum Income Needed to
Qualify for a Loan

Year-to-Year Percentage Change
in Income Needed to Qualify fora
Loan

Median Price

$935,000

Loan Amount (80%)

$748,000

Source: Southland Regional Association of REALTORS®

$177

Monthly Insurance
Payments

Monthly Prop

Interest Rate

3.06%

Monthly Mortgage and
Interest Payment

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

Condominiums — APRIL — San Fernando Valley

Monthly Insurance

Monthly Prop
Taxes

$171
$563 Total Monthly
$2,484

$1,750

Monthly Mortgage and Interest
Payment

$99,355 $540,000
$432,000

+5.2%
3.06%

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

BRAIN

BY DIANE SYDELL, PRESIDENT, AND DAVID WALKER
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

Implicit bias is insidious. It is invisible
to the people it hurts, except for a nagging
feeling that something changed, that they’ve
been dismissed, disregarded, disrespected.

“On the phone, the agent is nice,” said
Alexia Smokler. “But it changes when you
meet in the office, if you’re black or gay” or
being discriminated against for a myriad of
inexplicable reasons.

“Our goal in implicit bias training is
for people to feel the hardship it causes in
people’s lives,” she said. “We ask people to
open their heart, and open their eyes, and
change their biases.”

Smokler is the senior policy representative
for Fair Housing at the National Association
of Realtors. NAR is striving to atone for
decades of explicit bias where people of
color could not buy a home, get a loan, or
pick and choose where they wanted to live.

She and Amanda Byun, senior counsel
at the California Association of Realtors,
recently lead a fair housing zoom session with

44 attendees from the Southland Regional
Association of Realtors. NAR has formally
apologized for past transgressions and its
support for now outlawed practices like
redlining and racially restrictive covenants.

The nationwide association of 1.4 million
Realtors has launched an aggressive
education, accountability, and training
program that includes development of on-
line sessions, with the most recent tool called
Fairhaven: a Fair Housing Simulation.

“It’s a new approach. There’s nothing
like it out there,” Smokler said. “We want
to teach the substance of the law, but also
move people. ... We want to give Realtors
a chance to practice in scenarios that feel
real, to put the learner in the position of a
client who is stopped from buying a home.”

The goal is for participants to come out
of this experience seeing the world a little
differently.

“Feedback has been overwhelmingly
positive,” she said. “Participants say it
opened their eyes, gave them tools, gave
them motivation to stand up for their clients.

“We’re very proud of what we've
accomplished here,” Smokler said.

The training sessions, which individuals
do at their own pace, also enable office
managers to craft standard policies
specifically designed to “treat everyone
the same.”

Smokler said real estate professionals

should “let the client lead, ... educate clients
on their fair housing obligations, because
clients can be held liable under the fair
housing act, too.”

And, while it’s illegal and harmful to
individuals to discriminate, the professional
real estate community has realized that it’s
also simply bad business practice to turn
prospective buyers away.

Morgan Stanley in a recent study found
racial inequality in housing is exacting a
major economic toll in the U.S. The Wall
Street firm estimated that the lack of access
to homeownership has cost nearly 800,000
jobs, $400 billion in tax revenue and kept
nearly five million people from owning
homes.

That’s why the real estate community is
pushing for better access to financing and
supports alternative credit scoring models
that provide a more comprehensive view of
a household’s finances.

“First, do no harm,” Smokler said.
“Second, repair any harm.”

The nation has come a long way since
passage in 1968 of the Fair Housing Act. Yet
discriminatory practices remain and much
needs to be done.

With today’s initiatives, Realtors have a
chance to make amends, to be the change.

HOUSING NEEDED TO
CLOSE EQUITY GAP

The California Association of
Realtors, the California Building
Industry Association, and Habitat
for Humanity California recently
held a press conference to urge
the Legislature to make additional
investments in this year’s state
budget that encourage new housing
for homeownership.

The trio called for investments
as California’s median home price
surged to a record $813,980 in April
and housing production stalled in
2020 for the second straight year.

“California desperately needs
more housing to meet the needs
of diverse middle-class and low-
income Californians,” said C.A.R.
President Dave Walsh in the press
conference. “With a historic budget
surplus, now is the time to address
the racial divide in homeownership
and fix California’s severe housing
shortage.”
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COVID MARKET
UPDATE

The public health crisis continues
to fade as the number of new cases
falls and the economy prepares to
reopen more broadly on June 15th.

General economic indicators
continue to improve as well, and
that is also expected to accelerate
the service sector rebounds during
the second half of the year.

However, strong buyer demand
continues to limit the uptick in
supply, even as the number of sellers
putting their homes on the market
also grows — inventory simply can’t
keep up.

This is causing home prices to
continue to set new all-time highs,
which together with gradually
increasing mortgage rates, means
buyers will face increasing
challenges as purchasing power is
reduced.

/.

Interactive Training

SRAR'’s Equal Opportunity
and Housing Committee
invites Realtors to — Fairhav-
en: a fair housing simulation.
It’s a new interactive training

platform designed to help combat
discrimination in real estate
markets.

Using the power of storytell-
ing, Fairhaven delivers powerful
lessons that promote equity in
our nation’s housing market.

Begin at fairhaven.realtor — a
NAR login is required. Complete
the training by May 31st and for-
ward the Certificate of Comple-
tion to fairhaven2021@srar.com to
be entered into a drawing for one
of ten $50 Amazon gift cards.

Did you complete the program
before this drawing? Excellent.
You're eligible, too, so send in the
Certificate to be entered in the
drawing!
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71% OF
PANDEMIC
BUYERS
HAPPY WITH
PURCHASE

BY DIANE SYDELL, PRESIDENT, AND DAVID WALKER
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

Despite the frenzied nature of today’s
housing market, more than two-thirds
of pandemic homebuyers have found
happiness in their new home, according to
a recently released national survey.

Those surveyed say their new home
better fits their family’s needs and wish they
had moved sooner.

The Realtor.com survey interviewed
homeowners who purchased a home during
the last 12 months.

Winning Friends, Clients
by ‘Working’ Social Media

It's a simple observation packed with opportu-
nity and power — a lot of people, professionals
included, are not using social media correctly.

The speaker said he loves using social media to
market real estate and to connect with others.
“People don't really work social media,” said
Tristan Ahumada, who is better known simply as
Tristan A. “If you do it consistently,
you Wwill see an increase in business.

... This is how you win, long term.”

This L.A. born and raised Realtor
was the guest speaker at a recent

meeting of 53 San Fernando and

Santa Clarita Valley real estate office
owners, managers, and brokers as
part of bi-weekly Zoom gatherings
organized by the Southland Regional

Association of Realtors.

The only qualifier regarding being

active on social media — whether

Google, YouTube, FaceBook, Twitter,

Even in the face of last year’s obstacles,
including a competitive housing market and
limitations on open houses and showings
caused by a pandemic, 71 percent of those
surveyed felt buying was a good decision
and 75 percent said their new home meets
their needs.

“Most of us spent more time at home
during the pandemic than ever before. So it’s
no surprise that it changed what many people
want from their homes and neighborhoods,
and created a greater sense of urgency to
find a home that satisfied those needs,” said
George Ratiu, senior economist, at Realtor.
com. “With the number of available homes
for sale in short supply, buyers didn’t have
many choices over the past year, or a lot
of time to consider their options in a very
competitive market. However, as our survey
shows, pandemic buyers generally feel good
about the choices they made, and while the
homebuying process itself is stressful, new
homeowners feel their new homes meet their
needs and they do not regret the choices
they made.”

More than half — 55 percent — of the

people laugh.

authentic.”

homeowners surveyed found a new home
that is exactly what they needed for working
or schooling from home.

However, even more were satisfied
with elements of their new home that are
important to everyday life during and after
the pandemic. When asked how they feel
about their home, neighborhood and area,
more than 70 percent of new homeowners
reported feeling “happy.”

Based on their reported satisfaction, 45
percent of new homeowners wished they
had moved sooner, while only 19 percent
said they should have waited.

friends and cultivate clients.

“This is how you connect with people,” he said.
“And people message me back.”

Yet too many pros get lazy, trying to automate the
process in a profoundly self-defeating effort to avoid
the work of coming up with fresh ideas, fresh topics
that engage or entertain or teach or simply make

“Once you automate,” he said, “it becomes less

And to keep creative juices flowing, Tristan A.
offered an acronym that he uses to
sharpen his engagement — STAY.
The “S” is for Story — selling with
tales. “The story is what really cap-
tures people,” he said. “If I'm sitting
in front of a home that the sellers
chose for a specific reason, ... that's
what captures people’s imagination.
... There’s always a story. Find it.”
The “T” is for Teach. Too often,
he said, Realtors “bombard the
audience with business. ... Instead,
| share my hobby, my passion. It can
be a way to connect with someone

www.srar.com

Instagram, etc. — “depends on how visible you want
to be,” he said. “Pick just one platform that is good
for you, whatever it is.”

A key to success, in real estate or personal social
media use, he said is to constantly strive to be
authentic. Yet that means, in his perception, posting
consistently — liking, commenting, and messag-
ing sometimes 20 times per day. It is an ongoing
effort to forge new contacts, to meet and make new

Realtor® Report

through your authenticity.”

The “A” stands for Advice. Realtors are storehous-
es of information, details, facts, statistics, ordinanc-
es, history and more. Become a trusted source.

The “Y” is for You. “Gravitate to where you are
stronger, where you show up,” he said. “Where is it?
In which platform does the real you shine: Tik Tok?
Twitter?” Once you find it, he said, have some fun
and get to work.

June/July 2021



Consumer Spending May
Propel 4.5% Economic Growth

| After recording the quickest recovery in the
nation’s history in the wake of the COVID-19
pandemic, the U.S. economy is expected to
kick into higher gear in 2021.

That is according to an analysis

from the National Association of
Realtors delivered May 13 during a
forum at the Association’ legislative

meetings and trade expo.

With the number of vaccinated
Americans increasing and new
coronavirus cases on the decline,
NAR Chief Economist Lawrence
Yun anticipated that the economy
will grow 4.5 percent in 2021.

“Consumers will begin to spend
massive savings, and do more shop-
ping, restaurant dining, traveling
and in-person house hunting,”he
said.

While home sales continue to be
an economic bright spot, unemployment remains an issue.
Eight million jobs that were lost during the pandemic have
not yet been recaptured. Yun maintains that job recovery
is taking longer due to some friction in the labor market,

Lawrence Yun, NAR chief
economist

including workers being unable to return to their jobs,
where work-from-home was not an option for many. As
economic growth strengthens, 4 million jobs are projected
to be gained this year.

“pltc high unemployment, the economic recovery —
propelled by favorable monetary and fiscal policies — has
created the hottest housing market in nearly 50 years. The ‘
marketplace has surpassed pre-pandemic levels in terms of
sales, but the fast-paced recovery has contributed to historic
home price growth. N

In fact, an NAR report released recently found that 89
percent of metros saw prices climb at double-digit rates on .

a year-over-year basis during the first quarter of 2021.

The presentation noted that the economic recovery, both .
in the U.S. and globally, has raised inflationary pressures
which will ultimately lead to an increase in the 30-year
fixed mortgage to an average of 3.2 percent in 2021.

Consumer price inflation is accelerating due to higher costs

for a number of goods and commodities, including oil,

gasoline, lumber, moving and storage fees, household appli-

ances, rents, and houses, which have reached record highs. .

“As mortgage rates increase, the frenzied multiple-offer
situation will become less prevalent by year’s end, as af- .
fordability challenges squeeze out some buyers and more
inventory reaches the market,” Yun said. .

Although the low supply of housing has played a sig-
nificant role in home price surges, Yun expects more home
construction, a growing willingness among homeowners
to list properties due to an increase in vaccinations, and a
gradual decline in mortgage forbearance.

Two New Legal Quick Guides Released

i Agents have a fiduciary duty to their clients, and they have a
responsibility to protect their clients’ interests, including taking
care in knowing how a client’s personal information is handled.
The California Association of Realtors has released two new legal Quick
Guides so agents can understand how their clients’ data is being used by
service providers and what Associations of Realtors and Multiple Listing
Services should know when entering into a contract.

Review the Privacy Policies — What Realtors Should Look For Le;
Quick Guide to learn how to protect clients and why agents shoul&g re- h
view their service providers’ privacy policies to understand how the data
an agent provided them will be used. |
As entities that contract for a variety of products and services — for
themselves as well as for members and subscribers — AORs and MLSs I
should be vigilant regarding how data is being used and how to protect
such data from unwanted usage. Te Protecting Your Data — Tips for
AORs and MLSs Quick Guide provides information about what AORs
and MLSs should consider when entering into a contract.
Both quick guides are available to Realtors at CAR.org.

I IImmmmmomim™

Realtors Praise Effort to Combat
Discrimination in Housing

The National Association of Realtors issued the following
statement on Tuesday, June 1, as President Joe Biden trav-
eled to Tulsa, Oklahoma, to mark the 100th anniversary of the
Tulsa Race Massacre.

Biden also unveiled new initiatives designed to close racial wealth gaps.
The administration’s proposals focus primarily on expanding opportuni-
ties for small business and home ownership.

“The horrific acts of violence and property destruction that occurred
in Tulsa 100 years ago and the subsequent public and private policies
that frustrated the recovery of ‘Black Wall Street” help illustrate why
racial wealth gaps persist in America today,” said NAR President Charlie
Oppler. “We commend the Biden Administration for its commitment to
closing the gap, specifically by focusing on the inter-generational wealth
building opportunities offered by property and home ownership.

“NAR is particularly encouraged by the administration’s most recent
efforts to address inequities in the home appraisal process, and we sup-
port a thorough review of the current appraisal system alongside both
public and private stakeholders. We look forward to working with the
White House and HUD on other upcoming rules-making that seek to
more effectively combat housing discrimination and redress the legacy of
residential racial segregation.”

i
L - C.A. R s Chief Executive to Retire

Joel Singer, the chief executive officer of the California Associa-
tion of Realtors, will retire at the end of 2021.
“Joel has had a distinguished four-decade-plus career at C.A.R., with more than

30 of those years as CEO, overseeing the association's objectives, business devel-
opment, strategic planning, legislative policies and product creation so real estate
professionals can succeed in today’s changing real estate market,”said C.A.R.
President Dave Walsh when the retirement was announced on May 21.

“On behalf of C.A.R.s leadership, staff, and more than 200,000 members,”
‘Walsh said, “I thank Joel for his dedication and hard work.”

As an industry visionary, Singer led C.A.R. into
the digital era. Under Singer’s direction, C.A.R.
nurtured and continues to have a strong presence in
Sacramento, advocating for the real estate brokerage
industry; housing, private property rights and other
policy objectives. Recent legislative victories included
supporting bills to ensure that real estate profession-
als remain independent contractors, create greater
transparency for property assessed clean energy —
PACE — programs, and help increase the construc-
tion of ADUs, accessory dwelling units. C.A.R. also
defeated a bill which would have eliminated the
mortgage interest deduction for second homes and defeated a ballot measure
that would have repealed the Costa Hawkins Rental Housing Act.

He recently oversaw the passage of Proposition 19, which allows qualified
homeowners to transfer the tax base of their home to a replacement home.

Singer joined C.A.R. in 1978, serving as chief economist and heading the
Association's Public Affairs department.

Singer has appeared on Swanepoel's Power 200 list since 2015, which
identifies the 200 leaders who have the most power and influence to impact
the residential real estate brokerage mdusu'y He was named to the 2015 Inman
101 Tist of real estate industry doers “whose i ingenuity, outspokenness strength,
conviction, power, and persistence are driving change.”

Singer also was selected to Inmars list of Real Estate Influencers of 2017 for
his long-time efforts to keep Realtors at the center of the transaction. In 2004,
he received NAR’s William R. Magel Award of Excellence, which is presented
annually to an individual who has truly excelled in their role as an executive of
a Realtor association. A committee is being formed to conduct a nationwide
search for Singer’s replacement.
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I Please wear a cloth face covering.

Maintain a distance of 6 feet
whenever possible.

cdc.gov/coronavirus
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2021 COMMERCIAMRINVESTMENT
DIVISION EDUCATIONISERIES

' "
d On Wednesdays 9:0(
all via zoom until deci

~ AllClasses Listed |
~_The classe '

January 20, 2021 January 27, 2021 February 17, 2021
ABC'’s of Intro to Effectivg
Commercial ey Commercial Commercial
Real Estate I | ¥ Leasing Purchase
“" 9am-10:30am / ol 9am-10:30am Agreements
Brian Hatkoff, CCIM Heather Boren Bruce Hatkoff, Esq.
SRAR.com/Clclass20January2021 SRAR.com/Clclass27January2021 SRAR.com/CiclassFebruary2021
T W W] "
HAEUERIIE - . s e
March 10, 2021 i April 7, 2021 May 12, 2021
Keys to | Overview of : , .
Financing Commercial Real Dgfgrrlng Capital
Commercial B Estate Investment 1 a'?SEThLOUQh
Real Estate " Analysis USRIl
Arnie Garfinkel , All Star Group | Brian Hatkoff, CCIM Dino Champagne
SRAR.com/CiclassMarch2021 SRAR.com/ClclassApril2021 SRAR.com/CliclassMay2021
June 16 2021 July 21, 2021 August 18, 2021
Overview of Effective S 0| Faageae
Commercial Real Commercial - In)1( ¢ gn
Estate Investment Lease ) e
[ Real Estate
Analysis Agreements
-
Brian Hatkoff, CCIM Bruce Hatkoff, Esq. Tony Watson, Robert Hall & Associates
SRAR.com/ClclassJune2021 SRAR.com/ClclassJuly2021 SRAR.com/CliclassAugust2021
f ECINEEREETSOEY B | ol |
Tuesday, September 28, 2021 October 20, 2021 l
Due Diligence Overview of Property l
in Commercial Commercial Management for
A% 4 Real Estate ) ) Real Estate Investment
> ‘ Transactions ‘.,\ Investment Analysis 208 |-

Bill Waldman, Waldman Real Estate

Brian Hennessey, SVP Avison Young | Brian Hatkoff, CCIM
SRAR.com/ClclassNovember2021

y SRAR.com/ClclassSeptember2021 SRAR.com/CliclassOctober2021

3 .’ fi‘a 7 I > 5

Due to COVID-19, the SRAR's Commercial and Investment Division will be offering 2021 classes for free, until further notice.
While The ABC's of Commercial Real Estate and Introduction to Leasing are always free, all other classes are normally in-person and $25.00.
All classes require registration found under the calendar at: srar.com/events or at the link noted in each box above. Take 5 or more classes to get
a Certificate of Completion in early 2022. Classes do NOT contribute to continuing education credits.

———— = ———— ——m—— 2| ||,.u-!'

‘A. Southland Regional Association of REALTORS® focl e
Q,l" “The Voice of Real Estate in the San Fernando and Santa Clarita Valleys” m

To get text reminders on Commercial Classes, text COM to 313-131
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https://www.srar.com/events/?p=calendar&date=2021-1-20#25768
https://www.srar.com/events/?p=calendar&date=2021-1-27#25769
https://www.srar.com/events/?p=calendar&date=2021-02-17#25770
https://www.srar.com/events/?p=calendar&date=2021-3-10#25771
https://www.srar.com/events/?p=calendar&date=2021-4-7#25772
https://www.srar.com/events/?p=calendar&date=2021-05-12#25773
https://www.srar.com/events/?p=calendar&date=2021-6-16#25775
https://www.srar.com/events/?p=calendar&date=2021-7-21#25776
https://www.srar.com/events/?p=calendar&date=2021-8-18#25777
https://www.srar.com/events/?p=calendar&date=2021-9-28#25778
https://www.srar.com/events/?p=calendar&date=2021-10-20#25779
https://www.srar.com/events/?p=calendar&date=2021-11-17#25780

‘Southland Regional Association of REALTORS®

TOP 10
MEMBER BENEFITS -

INCLUDED IN SRAR DUES & MLS FEES

FREE - An easy program for A tool to streamline the tenant screening &
CMAs, Buyer Tours, Property = rental application process. Along with a rental
. ’ L’ \:.: rent [T application, each application package includes

2y Reports and Flyers with QR codes
C-rr V] a‘& & smartphone reports for you &

your clients.

a TransUnion credit report (with score),
criminal background check & national eviction

report.
FREE - A NAR exclusive online
§ database providing REALTORS® with FREE 45 hour CE courses.
I E I I a residential & commercial data from Access through CAR.org.
over 147 million parcels Nationally! A
%
CE Package

FREE - Create, edit & complete

contracts and forms for real estate Wi < [ ]
transactions. Online program includes ZIP rOrim pII.I,S ‘.
branding, template creation, auto fill,

smart forms and more!!

FREE - Statewide tax & public records

with MLS listings, photos & sales data,
neighborhood searches, distressed property
flags, market & trend reports & more! Access
from CRISnet.

Ombudsman & Ethics Advocate Our Mong?é)throguog(l)l Friday

service can help you resolve disputes ~=bam->:5pm A

without having to file a complaint or walk Satflrday & Sunday C R l SN E‘ T

you through each step of the complaint 8:30am-5:00pm.

process if you choose to file. Call - 866.922.0108 TECH SUPPORT

Online Chat - SRAR.COM/services

Easy to use accounting software

FREE - A listing exclusively for Real Estate Agents
Y d @" syndication service that providing ease in tracking expenses
t m delivers a Broker controlled including mileage & receipt storage.
ammsaanad platform. Generate reports to give direct to tax
REALTYZAM preparers.

Main Office Santa Clarita Office
7232 Balboa Blvd ~ 20655 Soledad Cyn. Rd. #33
Lake Balboa, CA 91406 Canyon Country, CA 91351
818-786-2110 SOUTHLAND REGIONAL 661-299-2930
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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, Signs can not be located on a public
right-of-way

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

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

Burbank:

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

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

Other - See municipal code for details

Calabasas:

For Sale - 1 - 6 square ft. sign

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

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

Hidden Hills:

For Sale - Not allowed

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

Los Angeles City:

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

Open House/Directional - Not specified

Other - See municipal code for details

Malibu:

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

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

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

Realtor® Report

all be use

San Fernando:

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

Open House/Directional - Permitted between 9am and sunset

Other - See municipal code for details

Santa Clarita:

For Sale - Maximum height of 6ft

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

Simi Valley:

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

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

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

Westlake Village:

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

Other - See municipal code for details

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

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

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

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

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

Other - See municipal code for details

June/July 2021 11



'SMO0YISs3 A3SOTO TVNLOV AdIHIA LON S30A NOILVIOOSSY IHL«

SIIIH PUEBIPOOAN ‘BX19UUI “S|IIH 1S9\ ‘OPIN S3UO ‘S|IIH USPPIH “lied eBoue ‘seseqefe) ‘UoAuB) |jog :SM 9BPUULION ‘SIIIH YHON ‘S|IIH UOISSIN ‘S|IIH BPEUEID ‘UHOMSIEUD NM SANN UeA ‘euezie] ‘epasey ‘Bogjeg oeT ‘oulous :§9
sAnN uep ‘ebe||Ip AB][eN ‘us|D) As|eA ‘©XeT eon|o] ‘AHD OIpNniS ‘SEQ UBWIBYS ‘POOMA|IOH YHION ‘POOMA||OH aXeT ‘ssed BBusnye) :§3 JewlAg ‘As|[e/ ung ‘opueusa ues ‘A}1D eweloued ‘ewloded ‘UoAue) pbey| ‘elely :NJ

NOI1ONA3d 3D01¥d - IONVHD 3D1dd - IWIL ONIT1IS

¢ ¢ é 3 3
cl8's 000°‘0v V166 VS 1] TAV 4
SI1vS JWNTOA $ - TV1OL STWA LEOT SONILSIT
61~ 19G/¢- 18¢ evel Vivi €¢ SIvV10L
€¢- 19€8 [44 98 9/1 o€ 0000002 NVH.L IHON
LG- C¢6.L1S- 29 6¢cc 44 0c 666'666° L OL 000°000° L
v'G- clLeeY- Ll €0l 8. 8l 666'666 OL 000°006
9'9- ¢L06%- 61 8¢l 01 44 666'668 OL 000'008
€G- 0891€- lc €cl ol 0¢ 666'66. OL 000°00.2
V- L20G¢- 9l aecl 345 (44 666669 OL 000009
V- 829~ 61 0. €L (01 666665 OL 000°'0SS
- cr89lL- 14 89 PAC] €¢ 666675 OL 000°00S
Ly clv/l- ol V. 18 Ll 66666 OL 000'0SY
Lyl- 9¢LSI- 61 88 €9 e 66667 OL 000°'00%
Ve €ecll- 6 SS [V e 666'66€ OL 000'0S€
9'¢- 9606~ ol ei4 Ly L 666'67€ OL 000°00€
¢0 51443 cl e g€ (44 666'662 OL 000°052
cc 6€99 S el 8¢ 61 666672 OL 000'00C
S¢ €969 4 S 9 PAC) 66666 OL 000°'081
1°9- 0000}~ 0 L € L 6666} OL 00009+
[ 056 I 4 € 144 66665+ OL 000°0F L
(24 0059 3 14 14 3 666'6E} 0L 000°02 +
v'ie 0000€ I I € A 6666+ OL000°0kL
0- 0- 0 0 3 0 66660+ OL 000°00}
€68 6665€S 3 I 4 S 00000} NVH.L SS31
JONVY 3D1dd ONIT13S
% NOILONA3AY 301dd IDVHIAAV $ $ d3doNa3yd anos # 1viol SONILSIT "ON JAILOV JNILL 7173S "OAV

€9 zk IS L L S L Ji H3HLO
ZiLL €55 619 51 €| 9zl 6L 8 QHVANYLS
z z 0 0 0 0 0 0 3TVS LHOHS
0 0 0 0 0 0 0 0 SNOISSZONOD HITTAS
z 9 L 0 0 L 0 0 03H/34NSOTOH04
$3vS a3so1o
1'6. 062 €8 68 g8 5.8 OILYH DNILSITMIN OL ITVS TYNI4
0'88 98/ el 6LLL g8 106 OILYH AHOLN3ANI ONILSI OL ST1VS
508 z6L €8 L8 80/ 898 30Idd LS11V SI1VS 4O IN3IOHAd
100t St Lel m 26 6. 30I4d 1S 1V SIS
€2 €2 2z sz Iz 9l 13XHVIN NO SAVA IOVHIAY
1's8 €88 £eg g'l8 €26 082 S3TVS d00D 40 LNFOHId
990' 908 szl 801 0zl 9] S3TvS d00D
09eL 0SS 0'6.8 0008 0006 0'6v9 SANVSNOH.L NI 30Idd 3TvS NVIGIN
9EL6 662, L 7E6 1250t Lpee L 069 SAONVSNOHL NI 30idd 31VS IDOVHIAY
; 6v9'098 | L6 L6G 92129 9€62'2.9 1€0'792 SNOITTIN NI S3TVS LA TV1OL 40 INNTOA
oLLOpL 1S6'88L 9/2p' 09} 9845 SNOITTIN NI SHY 1100 31vS M3IN 30 INNTOA
289 855 665 6Er Q3SO10 SMOHOS3 QLA TVLOL
051 zel o€l 16 d3SO10 SMOE0S3 MaN
$31vS a3so1o
V6.6 0297 vyLLL R L'egg 9210’} Z'60€ | zer9 30I4d 1S IDVHIAY SMOHOST NIdO MIN
22 €2 Iz 61 Iz 8l 8z & 13YHYN NO SAVA IDVHIAY SMOHOST N3O MIN
282'9 286'C 00€'e 068 g8/ €09 119 so J3INTJO SMOHOST ALA IV.LOL
LZEL 959 SiL I8l g8l Lel szl 56 J3N3JO SMOEOS3 MaN
$31vS ONIAN3d
66 9g ey g ol L 2L z SNOLLYHIdX3
g€ L'lg 9.8 Ly £Gh 862 gle 62 OILYY 3TVS OL NO8
€116 6026 9520} 0922’k 6'£26 €852 | Z00°L 0'€99 SANYSNOHL NI 3DiHd INOS IDVHIAY
89y 912 2se 0/ 89 Ve Iy 6 SWog
610 0899 6678 06v0'L 0528 0'Ges 0668 0'Zr9 SANVSNOHL NI 30Idd 1SIT NVIGIW
T112) I'€0L' L 619k £991'Z 182k 065G | 1'8GL L 0’189 SAONVSNOHL NI 30dd 1511 IDVHIAY
95 55 8g 95 2$ 95 6v £g 13V NO SAVA IDVHIAY
Pl 62. 589 161 21 gLl 8l Lol SONILSITIAILOY V10L
2iG'L 79/ 808 622 081 it 8yl ol SONILSITMIN
aviol 1xa 101 AdS SM NM F) sa N3 AHOLNIANI 3ALLOY
B ¢ B 3 3
444" LLE'L SOILSILVLS STTVS TVILNIAISIH ATHLNOW ClS')
a3so10 MOHOS3 d3IN3IdO MOHOS3 ( E \I m ( E a3.1sI1 s31143dodd
] 'dOdd TVILN3AIS3d || ‘'dOdd TVILN3IAIS3H >¢ E:W ml—z l—<— -—-zma—mmm m FNON > VILN3AIS3Y

www.srar.com

June/July 2021

Realtor® Report

12



3014d
1 1
IE'VILS 106°129% SL1189% 090°9€9$ €8‘s09% e
98'6L | /686 9k2Ch| GISTL) 69L | G269 | 980°CL | GOO'ZL | 9869 | vGh'S | Ziv'eh |G88'Lt | 28 7626'8| 280'L | 92221 | 6% | 62822 soo'el | H9gst [ TVLOL
_ h _ _ , » o3a
¢8| €e80'L| ¥eEL | el6 | TSk | 86264 pO0'H |29 fvosr [69l9 |66 (€02 | 88SH |8169 |80t |g89 | SUSH | €269 | ZGHL | 6S.
698 | 0026 | 81t | skt heor |zizs 000k |ese  fvve [v9l9 |ave |zt | Leor | Gees |60t 1990t | zze | ovzo | szo't 61t | AON
78 | veoot| oot |99 Lene ez loort |uwt |ose |zise |seor |szet |62 |cuse |ewr |ooet | zer | 6uv9 | 660t |oort | LOO
8 | LWk 95Tt | esh foee | eses |gekh |swkh fovs (€219 |swe  |ees't |ess |98 | w2t (st | 9z | 9zes | ever |wogy | L3S
: . h » _ » _ , . _ , _ . _ » , oNvY
098 | /896 | 8LcL | GG k8IS | 9406 |WOEh |G¥9'L §L9S €268 |¥8¢h |1/8L | 8€8 | ¥688 | vyl |/89°L | <L | 60F. | HOC} | /891
088 | G616 | bech | SYSH Ngor |zsie | kE |09 feoz  |r6 ozt s |89 | Sv8L | kb | 9est | L0L | vSvL | €KL | phL nr
08 | aere |66 | eeer Lvee |osse |eszr |soor i |osve |zeg1 |ozsr | wss | ecse | evt |west | 9wz | oses | eeet |ewst | ANAC
158 | 9€le | vhel | 2L | S8y | Gzer | 029 |62t |esy 6888 | v9zh | v8'h 69 |L1w8 |vwet 108t lves | 1zog | et ez | 9HL | 9089 | 694 | €€9'L
h , , » _ . _ » » Hdv
e | zuo6 | oser | ezs N ges | zosy | osy s | vee |reer |zert |es9t 6.5 6659 |88  |1Sgh |90 | 969 |9k |oss | 49 | 6899 | HLEL 9SO
208 | zuvs | ezer | zes | 998 | 8e89 | co0' | eort | 465 | 2059 | o086 | 6g9't |v69 | 1e6s |Se0t |6 | w9 | e6es |90 |eest | L8 | VOVS | 0SO | oSSH dvi
g98 | L | w6 | et | oeo | eses | siz | ezt sy |zozr |69 |zozr Jovs  |eser |ovs  |osg't fovo  |wsos | w08 |9sgL | ves | eeev | 082 |eort | g34
098 | G168 | 6007 | 9L | beL | sves | 298 | 98k foey oS [0Sz |zost |e8s  |vees |1e8  [e6st Q9oL |05 | 988 | sseh | s09 | vewy | 092 |52 | NV
S| W ST W ST | W ST W ST W ST | W
oL 00 | svs | 1|0l 00 | saws | wsn | oL 00 | saws || oL 00 | svs | 1|0l 00 | sws | wsn | oL 00 | SIwS | Lsn
aws | § aws | § aws | § aws | § aws | § aws | §
% % % % % %
L1202 0coc 610C 8102 L10T 9102

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

1202-910¢ SISATVNYV SITVS 37aVHVdINOOD
ATTIVA OANVNH34d NVS

*ONJ “,S¥OLTVEY 40 NOILVIDOSSY

TVNOIDIY ANVIHLNOS

WL

v

3

—

June/July 2021

Realtor® Report

www.srar.com



SAN FERNANDO VALLEY SINGLE FAMILY SALES STATISTICS FOR MAY 2021

ACTIVE INVENTORY EN ES CS WN WS SFV 10T EXT TOTAL
NEW LISTINGS s 100 105 144 170 596 588 1,184
TOTAL ACTIVE LISTINGS 67 90 78 94 147 476 553 1,029
AVERAGE DAYS ON MARKET 81 53 54 54 57 58 53 55
AVERAGE LIST PRICE IN THOUSANDS 745.9 1,431.3 2,073.7 1,464.1 2,638.2 1,819.3 1,184.5 1,478.2
MEDIAN LIST PRICE IN THOUSANDS 679.0 1,125.0 1,256.0 900.0 1,349.0 1,037.7 670.0 849.0
BOMS 31 26 24 52 53 186 169 355
AVERAGE BOM PRICE IN THOUSANDS 716.7 1,179.8 1,511.6 976.0 1,413.9 1,155 988.0 1,075.6
BOMTO SALE RATIO 47.0 30.2 21.6 43.3 38.4 37.4 39.2 38.3
EXPIRATIONS 2 8 8 9 7 34 38 72

PENDING SALES
NEW ESCROWS OPENED 69 92 92 154 135 542 513 1,055
TOTAL YTD ESCROWS OPENED 316 401 382 579 689 2,367 2,274 4,641
NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 22 28 16 20 20 21 22 22
NEW OPEN ESCROWS AVERAGE LIST PRICE 681.6 1,635.5 1,197.4 942.8 2,194.9 1,365.2 802.2 1,091.5

CLOSED SALES
NEW ESCROWS CLOSED 66 86 87 120 138 497
TOTAL YTD ESCROWS CLOSED 305 376 351 522 661 2,215
VOLUME OF NEW SALE DOLLARS IN MILLIONS 45.099 132.2816 117.342 121.442 203.724 619.887
VOLUME OF TOTAL YTD SALES IN MILLIONS 200.278 529.2326 510.769 497.965 883.384 2,621.629..

AVERAGE SALE PRICE IN THOUSANDS 683.3 1,538.1 1,348.8 1,012.0 1,476.3 1,247.3
MEDIAN SALE PRICE IN THOUSANDS 665.0 1,289.5 960.0 930.0 1,020.0 945.0
COOP SALES 49 80 68 102 113 412
PERCENT OF COOP SALES 742 93.0 78.2 85.0 819 82.9
AVERAGE DAYS ON MARKET 17 19 24 20 20 24
SALES AT LIST PRICE 57 59 73 107 109 405
PERCENT OF SALES AT LIST PRICE 86.4 68.6 83.9 89.2 79 81.5
SALES TO LISTING INVENTORY RATIO 98.5 95.6 115 1217 93.9 104.4
FINAL SALE TO NEW LISTING RATIO 85.7 86.0 82.9 83.3 81.2 83.4

CLOSED SALES
FORCLOSURE/REQ 0 0 0 0 0 0 6 6
SELLER CONCESSIONS 0 0 0 0 0 0 0 0
SHORT SALE 0 0 0 0 0 0 2 2
STANDARD 60 78 85 110 125 458 414 872
OTHER 6 8 2 10 13 39 9 48

SAN FERNANDO VALLEY CONDOMINIUM SALES STATISTICS FOR MAY 2021

ACTIVE INVENTORY EN ES [H) WN WS SFV 10T EXT TOTAL
NEW LISTINGS 27 48 42 36 59 212 176 388
TOTAL ACTIVE LISTINGS 34 58 40 33 44 209 176 385
AVERAGE DAYS ON MARKET 85 44 59 47 52 56 63 59
AVERAGE LIST PRICE IN THOUSANDS 553.1 734.2 555.3 784.0 589.9 648.0 849.8 740.3
MEDIAN LIST PRICE IN THOUSANDS 439.0 680.0 499.0 575.0 495.0 545.0 665.0 599.0
BOMS 8 15 10 16 17 66 47 113
AVERAGE BOM PRICE IN THOUSANDS 455.1 699.8 650.6 754.7 640.0 660.6 679.5 668.5
BOM TO SALE RATIO 32.0 341 22.2 53.3 56.7 379 331 358
EXPIRATIONS 0 4 3 1 1 9 18 21

PENDING SALES
NEW ESCROWS OPENED 26 33 39 29 46 173 143 316
TOTAL YTD ESCROWS OPENED 139 216 221 156 201 933 708 1,641
NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 18 29 20 26 16 21 25 23
NEW OPEN ESCROWS AVERAGE LIST PRICE 541.5 678.2 576.6 565.6 529.7 576.4 640.4 605.3

CLOSED SALES
NEW ESCROWS CLOSED 25 44 45 30 30 174 142 316
TOTAL YTD ESCROWS CLOSED 134 223 207 160 185 909 650 1,659
VOLUME OF NEW SALE DOLLARS IN MILLIONS 12.687 28.1476 21.615 18.668 17.279 98.397....... 8499824 ... 183.394
VOLUME OF TOTAL YTD SALES IN MILLIONS 63.759 143.0616 110.495 93.526 98.322 509.163 384.414 893.577
AVERAGE SALE PRICE IN THOUSANDS 507.5 639.7 480.3 622.3 576.0 565.5 598.6 580.4
MEDIAN SALE PRICE IN THOUSANDS 465.0 580.0 460.0 530.0 490.0 530.0 530.0 530.0
COOP SALES 22 40 40 23 23 148 129 217
PERCENT OF COOP SALES 88.0 90.9 88.9 76.7 76.7 85.1 90.8 87.7
AVERAGE DAYS ON MARKET 14 36 16 38 28 22 25
SALES AT LIST PRICE 22 33 38 24 25 142 17 259
PERCENT OF SALES AT LIST PRICE 88 75 84.4 80 83.3 81.6 82.4 82
SALES TO LISTING INVENTORY RATIO 735 759 1125 90.9 68.2 83.3 80.7 82.1
FINAL SALE TO NEW LISTING RATIO 92.6 91.7 1071 83.3 50.8 82.1 80.7 81.4

CLOSED SALES
FORCLOSURE/REQ 0 0 1 0 0 1 0 1
SELLER CONCESSIONS 0 0 0 0 0 0 0 0
SHORT SALE 0 0 0 0 0 0 0 0
STANDARD 24 4 41 26 29 161 139 300
OTHER 1 3 3 4 1 12 3 15
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SANTA CLARITA VALLEY SINGLE FAMILY SALES STATISTICS FOR MAY 2021

ACTIVE INVENTORY VAL SCVTOT  EXT  TOTAL
NEW LISTINGS 270 64 334
TOTAL ACTIVE LISTINGS 185 74 259
AVERAGE DAYS ON MARKET 45 53 47
AVERAGE LIST PRICE IN THOUSANDS . 1,033.0 802.6 967.2
MEDIAN LIST PRICE IN THOUSANDS ... 839.9 520.0 789.9
BOMS 124 28 152
AVERAGE BOM PRICE IN THOUSANDS 876.8 593.8 824.7
BOM TO SALE RATIO 470 406 456
EXPIRATIONS 8 2 10

PENDING SALES
NEW ESCROWS OPENED 12 12 64 2 17 7 18 63 279 68 347
TOTAL YTD ESCROWS OPENED 72 44 263 110 84 296 57 314 1,240 334 1,574
NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 2 62 2 14 13 13 16 14 18 3 pal
NEW OPEN ESCROWS AVERAGE LIST PRICE ................... 7542.....9175........8918........ 716.........8514........835.2.....1,0119........ 8857 865.2 7214 837.0

CLOSED SALES
NEW ESCROWS CLOSED

TOTAL YTD ESCROWS CLOSED
VOLUME OF NEW SALE DOLLARS IN MILLIONS
VOLUME OF TOTAL YTD SALES IN MILLIONS ..
AVERAGE SALE PRICE IN THOUSANDS
MEDIAN SALE PRICE IN THOUSANDS .
COOP SALES
PERCENT OF COOP SALES
AVERAGE DAYS ON MARKET
SALES AT LIST PRICE
PERCENT OF SALES AT LIST PRICE

SALES TO LISTING INVENTORY RATIO
FINAL SALE TO NEW LISTING RATIO ...

CLOSED SALES
FORCLOSURE/REQ 0 0 0 0 0 0 0 0 0 0 0
SELLER CONCESSIONS 0 0 0 0 0 0 0 0 0 0 0
SHORT SALE 0 0 0 0 0 0 0 1 1 0 1
STANDARD 16 4 53 18 1 64 14 Ul 251 62 313
OTHER 2 1 4 0 2 1 0 2 12 0 19

SANTA CLARITA VALLEY CONDOMINIUM SALES STATISTICS FOR MAY 2021

ACTIVE INVENTORY AC SCVTOT  EXT  TOTAL
NEW LISTINGS 0 103 9 112
TOTAL ACTIVE LISTINGS 0 58 13 l
AVERAGE DAYS ON MARKET 0 31 58 36
AVERAGE LIST PRICE IN THOUSANDS 0.0 494.9 638.9 521.3
MEDIAN LIST PRICE IN THOUSANDS 0.0 430.0 615.0 440.0
BOMS 0 52 3 55
AVERAGE BOM PRICE IN THOUSANDS 0.0 514.9 549.3 516.8
BOMTO SALE RATIO 0.0 48.6 21.4 45.5
EXPIRATIONS 0 3 0 3

PENDING SALES
NEW ESCROWS OPENED 0 0 23 0 22 17 2 44 108 9 17
TOTAL YTD ESCROWS OPENED 0 2 103 4 90 84 13 198 494 58 552
NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 0 0 18 0 22 13 36 14 17 34 18
NEW OPEN ESCROWS AVERAGE LIST PRICE ... 0.0 00...... 5281 ... 00...... 479.5.......... 4553.......... 555.0......... 545.6 514.4 5353 516.0

CLOSED SALES
NEW ESCROWS CLOSED 107 14 121
TOTAL YTD ESCROWS CLOSED 456 55 511
VOLUME OF NEW SALE DOLLARS IN MILLIONS .. 56.931 8.47524 65.406
VOLUME OF TOTAL YTD SALES IN MILLIONS .. 223.709 29.531 253.240
AVERAGE SALE PRICE IN THOUSANDS 532.1 605.4 540.5
MEDIAN SALE PRICE IN THOUSANDS 520.0 565.0 533.0
COOP SALES 96 13 109
PERCENT OF COOP SALES 89.7 92.9 90.1
AVERAGE DAYS ON MARKET 33 18
SALES AT LIST PRICE 99 7 106
PERCENT OF SALES AT LIST PRICE 92.5 50 87.6
SALES TO LISTING INVENTORY RATIO 184.5 107.7 170.4
FINAL SALE TO NEW LISTING RATIO 103.9 1556 108.0

CLOSED SALES
FORCLOSURE/REQ 0 0 0 0 0 0 0 0 0 0 0
SELLER CONCESSIONS 0 0 0 0 0 0 0 0 0 0 0
SHORT SALE 0 0 0 0 0 0 0 0 0 0 0
STANDARD 0 0 24 1 15 19 1 42 102 13 115
OTHER 0 0 0 0 2 0 2 1 5 0 6
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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.

ADVERTISERS: DON’T BE LEFT OUT! T ey
It's Your Responsibililty as an Advertiser to Keep Track of Your a1 Al _: o _ i i I][NNIS P. Blﬂcl‘ & AssnclATEs

Ad's Expiration Date. Send in Your Renewal One Week Prior to e B
Expiration Date to Guarantee Continued Exposure and Results Lo o 07 (0 Ly AL el g i

From Your Rearor® Report Classified Ads. ' TEN ANT EVI C TI ONS
UNLAWFUL DETAINER

€_ 80077 EVICT k&=
= (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

SEUI SR Open Monday through Saturday

Wear your REALTOR® pin
with pride.

: $150 (uncontested plus costs)
Moishura & Mold  Chimney Srevar|ine

Check Chack Check www.evict123.com

The Law Offices of

SL&EG

Spile, Leff & Goor, LLP

16501 Ventura Boulevard
#610
Encino, Ca 91436

CalDRE license # 02143122 CalDRE license # 02134498
Cell: 818-263-4111 Cell: 818-356-5640
Email: sbernardo@socal.rr.com Email: jamessmiththeagent@gmail.com
818.784.6899 @ : s
WWW.S II eIaW com WWW.GROWWITHPARKREGENCY.COM
Y : @ FACEBOOK COM/PARKREGENCY
>4 818-363-6116 \ 10146 BALBOA BLVD,, GRANADA HILLS, CA 91344 t
PARK REGENCY DRE #01231306 [=]
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pry—

smarter loan  WAEe ale g= XTIV IN THE
REALTOR® REPORT

THE PREMIERE ONLINE MARKETING SOLUTION

JEFF BEADNELL FOR REAL ESTATE AGENTS & BROKERS
Manager-

NMLS No. 459550 ‘ Make your ad

Call Jeff Today! & o 70 : Po P!

CELL: 661.209.8737 £ =""04 With Color!
DIRECT: 818.565.2188 — ’

*Place a display ad and see your

jpeadnell@lfcu.com Company advertised on our website!

www.lcfu.com/jeffbeadnell visit the “print shop” link for more information af:

= .
l O IX mortgage WWW.srar.com
I e n d l ng \\ CALL TOLL-FREE \f'\‘ VISIT
\Y

888-277-9779 @ Point2.com or call

B Purchases N Refinances (81 8) 947-2244

| | Fixed 2nds *Ads on srar.com may vary from display ad in content and form. Web ads are designed by the SRAR
Graphics Department. Southland Regional does not constitute endorsement of the producis or

| | Home equity Lines Of credit services adverfised in our publication, REALTOR REPORT, or on wwaw.srar.com.

$39 per month
100% @ rentspreero

COMMISSION Free Prolesion
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

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

www.srar.com Realtor® Report June/July 2021
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Dl New Year!
FARMERS INSURANCE New Supra® eKEY® app!

AGENCY OWNER New Apple Watch® compatibility! J
OPPORTUNITY

DATA AT
THEDOOR

& ED

OWN YOUR FUTURE More value
than ever before...

SUPRAWEB ROSTER HOTSHEETS

LISTINGS MYBUYERS  BUYER FEEDBACK

2 SHOWING NOTIFICATIONS

O [0

OBTAIN KEY

UP TO 300% MONTHLY
BONUSES ON TOP
OF REGULAR
COMMISSIONS

SAN FERNANDO VALLEY

jmoreano@farmersagent.com
farmersagent.com/jmoreano

Contact Us
(818) 564-4561

£ FARMERS

INSURANCE

supraekey.com

su pra 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.

SouthlandiRegional
Associationiof Realtorseine,

PRINT SHOP & GRAPHIC DESIGN SERVICES
Make Us Your Choice For All Your Printing Needs!

Our in-house graphic design team is standing by, so call today!

(818) 947-2246

* ANNOUNCEMENTS
* BROCHURES

* BUSINESS CARDS
NCR FORMS

DOOR HANGERS
ENVELOPES

FLYERS

POST CARDS
LABELS

‘Phone: 310-968:2401

o 6290008 « LETTERHEAD
i * COLOR COPIES

Fast Turn Around! Competitive Pricing!
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The easiest way to
track your expenses.

Learn More

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 herelto learn more.

HOME PROMOTIONS HOME INSPECTION HOME INSPECTION

ESTIN "'Mﬂs :qI\IIE:F?EzTngﬂE

and Thermal Imaging

PROMOTIONAL PRODUCTS

6615237005 Ml PILLAR
OPOST

Home, Pool, Sewer
Calll Chmy(& wday Inspections
bo ym. ext 818-298-3405 JOHN SCI-.IROlE.DER

Check out
our great
Yelp reviews
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info@estinpromos.com
www.estinpromos.com
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Y Ty

, GROW YOUR 2020
= REAL ESTATE CAREER

WE ARE ENGEL & VOLKERS.

It’s never too late for business planning!
Engel & Volkers is pleased to offer you a customized plan to grow your real estate career.

To successfully grow your real estate career, you need to make sure you are joining the right firm.
It takes effective planning and training to be able to grow your business. Take part in our top class
training, coaching and lead generation. Topics include:

1- Business Planning and Time Management 4, Sphere of Influence and Farming
2. Financial Planning in Real Estate 5. Effective Tools and Technology
3. Communication and Social Media Mastery 6. Personal Growth and Life Balance

Take advantage of our customized business planning workshop.

Contact Us Today For Your Confidential Interview
shermanoaks@evrealestate.com
+1818 474 2275

Engel & Vélkers Sherman Oaks
16200 Ventura Blvd. #101 « Encino « CA 91436 « Phone +1 818-474-2275
Learn more at shermanoaks.evrealestate.com

ENGEL&VOLKERS

©2019 Enged & Volkers. Al rights reserved. Each brokerage independently owned and operated. Engel & Vélkers and its independent
License Partners are Equal Opportunity Employers and fully support the principles of the Fair Housing Act.



