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VALLEY MEDIAN HOME PRICE 
HITS RECORD $945,000....PG.3
OPEN HOUSE RULES RETURN TO 
NORMAL—ALMOST. . .PG.4

Santa Clarita Valley

MAY HOME SALES RISE 138%, CONDO 
MEDIAN PRICE HITS RECORD. . .PG.4

SFV—INVENTORY DOWN 25%

SALES UP 57%, RECORD PRICE NEARS 
$1 MILLION. . .PG.5

Register before July 16 to save $15 on the Early Bird Golf package, 
which includes breakfast and lunch. Rookie golfers have a special 
package. Proceeds are distributed by the SRAR Charitable Foun-
dation to housing-related charities serving the San Fernando and 

Santa Clarita valleys. It’s the Association’s biggest fundraiser of the 
year. Fun for all with plenty of chances to win incredible raffle prizes. 

Go online now to register at www.srar.com/charitygolf2021.

SFV—Inventory Down 25%
Sales Up 57%, 
Record Price 
Nears $1 Million

Southland Regional Association of Realtors®

The median price of homes 
that changed owners during 
June in the San Fernando Val-
ley hit a record high while sales 
soared 56.9 percent and the 
number of properties listed for 
sale lingered at low levels, the 
Southland Regional Association 
of Realtors reported recently.

The median 
price — mean-
ing half the 
homes sold at 
a higher price 
and half lower 
— came in at 
$955,000, up 
28.9 percent 
from June 2020 
and 1.1 percent 
higher than the 

prior record set this April.
June was the fourth consecutive 

month with the median above the 
$900,000 benchmark.

“Not long ago it would have been 
inconceivable that the San Fernando 
Valley would see the median home 
price inching toward $1 million,” 
said Diane Sydell, president of the 
Association. “Now it seems inevi-
table, especially with today’s wealth 
of buyers, dearth of inventory, and 
heated competition over virtually 
every listing.”

The condominium median price 
for June was $519,000, up 12.8 per-
cent from June 2020, but 3.9 percent 
below the record high $540,000 set 
this April.

A total of 554 single-family 
homes closed escrow during June, 
up 56.9 percent from a year ago and 
11.5 percent ahead of May’s tally. It 
was the first month this year above 
500 sales and the highest monthly 
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Interest Rate Update
National average as reported 

by Freddie Mac on:

July 1
30-Yr FRM — 2.98 percent
15-Yr FRM — 2.26 percent

June 24
30-Yr FRM — 3.23 percent
15-Yr FRM — 2.34 percent
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‘The market has been overheated, 
and buyer fatigue may be a factor 
going forward’

Realtor Diane Sydell, 
2021 SRAR President

total since June 2018. 
The statistics for condominium 

sales were not as dramatic, in part 
because of the extremely limited sup-

ply of condominiums listed for sale. 
Realtors assisted the close of 

escrow on 169 condo transactions 
during June, up 29.0 percent from a 

year ago, but down 2.9 percent from 
this May.

“The market has been overheated 
and buyer fatigue may be a factor 

going 
forward,” 
said Tim 
Johnson, 
the As-
sociation’s 
chief 

executive officer. “Too many buyers 
are weary of competing with unseen 
competitors and losing to a higher 
bidder even when they come to the 

market fully prepared to buy. ”
That may translate in buyers being 

a bit more cautious, which when 
combined with the reopening of the 
economy, may yield a slowdown in 
sales and a few more listings.

Yet Johnson stressed that a “few 
more listings” doesn’t go far, even if 
some buyers are starting to take a bit 
longer to jump into the market.

There were 725 active home and 
condominium listings at the end of 
June. That was down 24.8 percent 
from a year ago. It also was the first 
month above 700 listings this year, 
though well below the 2,500 listings 
needed to ease pressure off prices. 

The 725 listing represented a mere 
1.0-month supply at the current pace 
of sales. Over 33 years, the supply 
has averaged a 5.6-month supply, 
Association statistics indicate.

Pending escrows — an indicator 
of future closed escrows — support 
the notion that the market is cooling, 
albeit ever so slightly.

There were 755 open home and 
condominium escrows at the end of 
June. That was up a mere 0.8 percent 
from a year ago. 
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.
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The inventory of single-family homes and condominiums listed for sale during June in the San Fernando Valley 
came in above the 700-listing benchmark for the first time since December. The 725 listings, while up from May, 
were down 24.8 percent from a year ago and represented a 1.0-month supply at the current pace of sales.

• The 725 active home 
and condo listings 
reported at the end of 
June were down 24.8% 
compared to a year 
ago.

• It marks the 13th

consecutive month 
below the benchmark 
of 1,000 active listings.

• The San Fernando 
Valley market has 
averaged a 5.6-month 
supply over the last 33 
years. June saw a 1.0-
month supply.

Jan Feb Mar April May June July Aug Sept Oct Nov Dec
2021 662 629 637 620 685 725
2020 787 786 876 969 1040 964 939 945 940 1006 890 700
2019 1,304 1,186 1,217 1,261 1,306 1,352 1,309 1,286 1,212 1,100 974 770
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City Program Matches Renters With 
Owners of Accessory Dwelling Units
Owners of properties with existing, permitted accessory dwell-
ing units may be eligible to join a City of Los Angeles one-stop 
program designed to match screened renters with property 
owners interested in renting affordable units.
The city’s ADU Accelerator Program partners with homeowners to rent 
their accessory dwelling units to older adults facing housing insecurity. 
In exchange, homeowners receive benefits such as tenant screening, 
timely and competitive rent, and ongoing landlord support. 

Eligible homeown-
ers undergo a screening 
process to assess land-
lord fit and ADU qual-
ity. Once accepted into 
the program, homeown-
ers are matched with 
a qualified tenant who 
will pay a predetermined rental rate. Selected homeowners and tenants 
agree to participate in the program for five years. 

The program process was designed to ensure a safe, easy, and efficient 
experience for interested homeowners and renters. To be eligible for the 
L.A. ADU Accelerator Program homeowners must: 

• Own a residential property in the City of Los Angeles, and
• Have an existing, legally permitted ADU with a Certificate of Oc-

cupancy or be in the process of receiving a certificate of occupancy.
The application process takes approximately three months from owner 

application submission to tenant move-in. Qualified tenant applicants 
undergo a rigorous screening and selection process before the city rec-
ommends them to homeowners.

Tenants pay 30 percent of their income towards rent with the remain-
der subsidized by the City. 

The L.A. City program was one of nine cities selected as winners in 
2018 of the Bloomberg Philanthropies U.S. Mayors Challenge. The or-
ganization sought bold and creative ideas to confront complex challeng-
es, with each winner awarded a $1 million grant to launch the initiatives. 

Go online to adu.lacity.org or email adu@lacity.org with questions.

Valley Median 
Home Price Hits 
Record $945,000

Southland Regional Association of Realtors®

Home and condominium sales 
during May were two and three 
times higher than a year ago 
when the pandemic hit, though 
a severe lack of inventory and 
high prices are limiting sales 
despite heavy buyer demand, the 
Southland Regional Association 
of Realtors reported Thursday. 

The 497 
homes and 174 
condominiums 
that closed 
escrow during 
May in the San 
Fernando Valley 
were up 108.8 
percent and 
163.6 percent, 
respectively, 

compared to the record 
low 238 homes and 
66 condominiums 
that changed owners 
12 months ago as the 
pandemic prompted 
safer-at-home orders 
and business shut-
downs.

“We’re proud of 
how local Realtors 
responded a year ago 
in the face of adver-
sity and pleased as the 
economic recovery 
continues, with a 
complete re-opening  
imminent,” said Diane 
Sydell, president of 
the 10,300-member 
Association. 

“There are not 
enough properties list-
ed for sale,” she said,  
“and heavy pent-up 
demand for housing is 
pushing resale prices 
higher and higher 
every month.” 

The median price 
— meaning half of 
the 497 homes sold 
for more and half for 
less — hit a record 
$945,000. That was 
up 26.0 percent from 
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‘Runaway home prices … 
threaten the sustainability of 
the entire residential market’

Realtor Diane Sydell, 
2021 SRAR President

$3,171 

$984 

$299

$178,187 

Income-to-Loan Guide

Minimum Income Needed to 
Qualify for a Loan

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

+22.9%

Total Monthly 
PITI *
$4,455 

Single-Family Homes — MAY — San Fernando Valley

Monthly Mortgage and 
Interest Payment

Monthly Prop 
Taxes

Monthly Insurance 
Payments

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

Median Price

Loan Amount (80%) Interest Rate

$945,000 

$756,000 2.96%

a year ago and blew past the prior 
record of $935,000 set in April. 

The condominium medium price 
for May was $530,000, up 18.4 

percent from a year ago but down 1.9 
percent from the record $540,000 set 
this April. 

“Runaway home prices reward 

sellers, yet high prices dimin-
ish affordability and threaten the 
sustainability of the entire residen-
tial market,” said Tim Johnson, the 

Association’s chief 
executive officer. 
“Let’s hope owners 
will be more comfort-
able, more willing to 
sell, once the economy 
fully re-opens and the 

threat of the pandemic recedes. If 
that happens, it may release some of 
the pressure on prices and give fami-
lies more homebuying options.”

At the end of May 
the Association re-
ported a total of 685 
active listings for the 
entire San Fernando 
Valley. That was 
up from the record 
low of 620 listings 
reported in April, yet 
down 34.1 percent 
from a year ago. 

The 685 listings 
represented a mere 
1.0-month supply 
at the current pace a 
sales, a woefully inad-
equate number that 
prior to the pandemic 
had been in the 2- 
to 3-month range, 
which even then was 
considered too low. 
Despite the supply 
shortfall, pending es-
crows — a measure of 
future activity — to-
taled 715, an increase 
of 43.4 percent over 
May 2020. 
The Southland Regional 
Association of Realtors® 
is a local trade association 
with more than 10,300 
members serving the San 
Fernando and Santa Clarita 
Valleys. SRAR is one of the 
largest local associations in 
the nation.

Condominium sales during April totaled 210 closed escrows. That was up 156.1 percent from April 2020 
and only the second time above 200 sales since August 217. 

• Condominium closed 
escrows during April rose 
156.1% from a year ago

• Condo sales fell 7.5% 
from this March.

• Record high of 524 
sales of July 2004

• Record Low of 66 
closed escrows in May 
2020, a plunge 
prompted by the global 
pandemic

Jan. Feb. March April May June July Aug. Sept. Oct. Nov. Dec.
2021 148 160 227 210 174
2020 137 124 153 82 66 131 170 178 190 184 173 211
2019 94 108 127 155 176 158 155 190 169 167 149 178
2018 146 125 167 163 188 188 159 188 126 136 133 130
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San Fernando Valley — Condominium Closed Escrows
The median price of single-family homes sold in the San Fernando Valley hit a record $935,000 and was 
only the second month above the $900,000 benchmark. The median price was 26.4 percent higher than 
12 months ago.

Jan. Feb. March April May June July Aug. Sept. Oct. Nov. Dec.

2021 $835,000 $846,000 $901,000 $935,000 $945,000
2020 $740,000 $740,000 $775,000 $740,000 $750,000 $741,000 $800,000 $852,000 $830,000 $841,000 $810,000 $840,000
2019 $675,000 $657,000 $692,000 $695,000 $685,000 $722,000 $735,000 $728,000 $705,000 $755,000 $739,000 $723,000
2018 $620,000 $700,000 $680,000 $697,000 $708,000 $691,000 $690,500 $708,000 $670,000 $678,000 $660,000 $669,000
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Single-Family Median Price

• The median price 
of homes sold 
during April rose 
26.4% from the prior 
year to a record high

• And the median 
price was up 3.8% 
from prior month

• Record high 
$935,000 set April 
2021

The inventory of single-family homes and condominiums listed for sale during April in the San Fernando Valley 
came in below the 700-listing benchmark for only the fourth time on record. The 620 listings were down 36.0 
percent from a year ago and represented a 0.9-month supply at the current pace of sales.

• The April active 
listings total of 620, 
represented a 0.9-
month supply at the 
current pace of sales. 

• The 620 listings, a 
record low, were 36.0% 
below a year ago.

• The San Fernando 
Valley market has 
averaged a 5.6-month 
supply over the last 33 
years.

Jan Feb Mar April May June July Aug Sept Oct Nov Dec
2019 1,304 1,186 1,217 1,261 1,306 1,352 1,309 1,286 1,212 1,100 974 770
2020 787 786 876 969 1040 964 939 945 940 1006 890 700
2021 662 629 637 620 685
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SFV — Total Active Listings — Combined Residential

A minimum income of $178,187 was needed during May to qualify for a loan 
to buy the median-priced single-family home in the San Fernando Valley. That 
assumes a 20 percent downpayment for a loan of $756,000 at 2.96 per-
cent, which was the national average interest rate of loans issued in May. The 
monthly principal, interest, insurance, and property tax payment would come to 
$3,171. The income needed to qualify was 22.9 percent higher than a year ago.
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SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

Home and condominium sales during 
May were two and three times higher than 
a year ago when the pandemic hit, though a 
severe lack of inventory and high prices are 
limiting sales despite heavy buyer demand, 
the Southland Regional Association of 
Realtors reported Thursday.

The 497 homes and 174 condominiums 
that closed escrow during May in the San 
Fernando Valley were up 108.8 percent and 
163.6 percent, respectively, compared to the 
record low 238 homes and 66 condominiums 
that changed owners 12 months ago as the 
pandemic prompted safer-at-home orders 
and business shutdowns.

“We’re proud of how local Realtors 
responded a year ago in the face of adversity 
and pleased as the economic recovery 
continues, with a complete re-opening 
imminent,” said Diane Sydell, president of 
the 10,300-member Association.

“There are not enough properties listed for 
sale,” she said, “and heavy pent-up demand 
for housing is pushing resale prices higher 
and higher every month.”

The median price — meaning half of the 
497 homes sold for more and half for less 
— hit a record $945,000. That was up 26.0 
percent from a year ago and blew past the 
prior record of $935,000 set in April.

The condominium medium price for May 
was $530,000, up 18.4 percent from a year 
ago but down 1.9 percent from the record 
$540,000 set this April.

“Runaway home prices reward sellers, 
yet high prices diminish affordability and 
threaten the sustainability of the entire 
residential market,” said Tim Johnson, the 
Association’s chief executive officer. “Let’s 
hope owners will be more comfortable, more 
willing to sell, once the economy fully re-
opens and the threat of the pandemic recedes. 
If that happens, it may release some of the 
pressure on prices and give families more 
homebuying options.”

At the end of May the Association reported 
a total of 685 active listings for the entire 
San Fernando Valley. That was up from the 
record low of 620 listings reported in April, 
yet down 34.1 percent from a year ago.

The 685 listings represented a mere 
1.0-month supply at the current pace a sales, 
a woefully inadequate number that prior to 
the pandemic had been in the 2- to 3-month 
range, which even then was considered too 
low. Despite the supply shortfall, pending 
escrows — a measure of future activity — 
totaled 715, an increase of 43.4 percent over 
May 2020.

City Program Matches Renters With 
Owners of Accessory Dwelling Units
Owners of properties with existing, permitted accessory dwell-
ing units may be eligible to join a City of Los Angeles one-stop 
program designed to match screened renters with property 
owners interested in renting affordable units.
The city’s ADU Accelerator Program partners with homeowners to rent 
their accessory dwelling units to older adults facing housing insecurity. 
In exchange, homeowners receive benefits such as tenant screening, 
timely and competitive rent, and ongoing landlord support. 

Eligible homeown-
ers undergo a screening 
process to assess land-
lord fit and ADU qual-
ity. Once accepted into 
the program, homeown-
ers are matched with 
a qualified tenant who 
will pay a predetermined rental rate. Selected homeowners and tenants 
agree to participate in the program for five years. 

The program process was designed to ensure a safe, easy, and efficient 
experience for interested homeowners and renters. To be eligible for the 
L.A. ADU Accelerator Program homeowners must: 

• Own a residential property in the City of Los Angeles, and
• Have an existing, legally permitted ADU with a Certificate of Oc-

cupancy or be in the process of receiving a certificate of occupancy.
The application process takes approximately three months from owner 

application submission to tenant move-in. Qualified tenant applicants 
undergo a rigorous screening and selection process before the city rec-
ommends them to homeowners.

Tenants pay 30 percent of their income towards rent with the remain-
der subsidized by the City. 

The L.A. City program was one of nine cities selected as winners in 
2018 of the Bloomberg Philanthropies U.S. Mayors Challenge. The or-
ganization sought bold and creative ideas to confront complex challeng-
es, with each winner awarded a $1 million grant to launch the initiatives. 

Go online to adu.lacity.org or email adu@lacity.org with questions.

Valley Median 
Home Price Hits 
Record $945,000

Southland Regional Association of Realtors®

Home and condominium sales 
during May were two and three 
times higher than a year ago 
when the pandemic hit, though 
a severe lack of inventory and 
high prices are limiting sales 
despite heavy buyer demand, the 
Southland Regional Association 
of Realtors reported Thursday. 

The 497 
homes and 174 
condominiums 
that closed 
escrow during 
May in the San 
Fernando Valley 
were up 108.8 
percent and 
163.6 percent, 
respectively, 

compared to the record 
low 238 homes and 
66 condominiums 
that changed owners 
12 months ago as the 
pandemic prompted 
safer-at-home orders 
and business shut-
downs.

“We’re proud of 
how local Realtors 
responded a year ago 
in the face of adver-
sity and pleased as the 
economic recovery 
continues, with a 
complete re-opening  
imminent,” said Diane 
Sydell, president of 
the 10,300-member 
Association. 

“There are not 
enough properties list-
ed for sale,” she said,  
“and heavy pent-up 
demand for housing is 
pushing resale prices 
higher and higher 
every month.” 

The median price 
— meaning half of 
the 497 homes sold 
for more and half for 
less — hit a record 
$945,000. That was 
up 26.0 percent from 
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‘Runaway home prices … 
threaten the sustainability of 
the entire residential market’

Realtor Diane Sydell, 
2021 SRAR President
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Income-to-Loan Guide

Minimum Income Needed to 
Qualify for a Loan

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

+22.9%

Total Monthly 
PITI *
$4,455 

Single-Family Homes — MAY — San Fernando Valley

Monthly Mortgage and 
Interest Payment

Monthly Prop 
Taxes

Monthly Insurance 
Payments

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

Median Price

Loan Amount (80%) Interest Rate

$945,000 

$756,000 2.96%

a year ago and blew past the prior 
record of $935,000 set in April. 

The condominium medium price 
for May was $530,000, up 18.4 

percent from a year ago but down 1.9 
percent from the record $540,000 set 
this April. 

“Runaway home prices reward 

sellers, yet high prices dimin-
ish affordability and threaten the 
sustainability of the entire residen-
tial market,” said Tim Johnson, the 

Association’s chief 
executive officer. 
“Let’s hope owners 
will be more comfort-
able, more willing to 
sell, once the economy 
fully re-opens and the 

threat of the pandemic recedes. If 
that happens, it may release some of 
the pressure on prices and give fami-
lies more homebuying options.”

At the end of May 
the Association re-
ported a total of 685 
active listings for the 
entire San Fernando 
Valley. That was 
up from the record 
low of 620 listings 
reported in April, yet 
down 34.1 percent 
from a year ago. 

The 685 listings 
represented a mere 
1.0-month supply 
at the current pace a 
sales, a woefully inad-
equate number that 
prior to the pandemic 
had been in the 2- 
to 3-month range, 
which even then was 
considered too low. 
Despite the supply 
shortfall, pending es-
crows — a measure of 
future activity — to-
taled 715, an increase 
of 43.4 percent over 
May 2020. 
The Southland Regional 
Association of Realtors® 
is a local trade association 
with more than 10,300 
members serving the San 
Fernando and Santa Clarita 
Valleys. SRAR is one of the 
largest local associations in 
the nation.

Condominium sales during April totaled 210 closed escrows. That was up 156.1 percent from April 2020 
and only the second time above 200 sales since August 217. 

• Condominium closed 
escrows during April rose 
156.1% from a year ago

• Condo sales fell 7.5% 
from this March.

• Record high of 524 
sales of July 2004

• Record Low of 66 
closed escrows in May 
2020, a plunge 
prompted by the global 
pandemic

Jan. Feb. March April May June July Aug. Sept. Oct. Nov. Dec.
2021 148 160 227 210 174
2020 137 124 153 82 66 131 170 178 190 184 173 211
2019 94 108 127 155 176 158 155 190 169 167 149 178
2018 146 125 167 163 188 188 159 188 126 136 133 130
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San Fernando Valley — Condominium Closed Escrows
The median price of single-family homes sold in the San Fernando Valley hit a record $935,000 and was 
only the second month above the $900,000 benchmark. The median price was 26.4 percent higher than 
12 months ago.

Jan. Feb. March April May June July Aug. Sept. Oct. Nov. Dec.

2021 $835,000 $846,000 $901,000 $935,000 $945,000
2020 $740,000 $740,000 $775,000 $740,000 $750,000 $741,000 $800,000 $852,000 $830,000 $841,000 $810,000 $840,000
2019 $675,000 $657,000 $692,000 $695,000 $685,000 $722,000 $735,000 $728,000 $705,000 $755,000 $739,000 $723,000
2018 $620,000 $700,000 $680,000 $697,000 $708,000 $691,000 $690,500 $708,000 $670,000 $678,000 $660,000 $669,000
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Single-Family Median Price

• The median price 
of homes sold 
during April rose 
26.4% from the prior 
year to a record high

• And the median 
price was up 3.8% 
from prior month

• Record high 
$935,000 set April 
2021

The inventory of single-family homes and condominiums listed for sale during April in the San Fernando Valley 
came in below the 700-listing benchmark for only the fourth time on record. The 620 listings were down 36.0 
percent from a year ago and represented a 0.9-month supply at the current pace of sales.

• The April active 
listings total of 620, 
represented a 0.9-
month supply at the 
current pace of sales. 

• The 620 listings, a 
record low, were 36.0% 
below a year ago.

• The San Fernando 
Valley market has 
averaged a 5.6-month 
supply over the last 33 
years.

Jan Feb Mar April May June July Aug Sept Oct Nov Dec
2019 1,304 1,186 1,217 1,261 1,306 1,352 1,309 1,286 1,212 1,100 974 770
2020 787 786 876 969 1040 964 939 945 940 1006 890 700
2021 662 629 637 620 685
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SFV — Total Active Listings — Combined Residential

A minimum income of $178,187 was needed during May to qualify for a loan 
to buy the median-priced single-family home in the San Fernando Valley. That 
assumes a 20 percent downpayment for a loan of $756,000 at 2.96 per-
cent, which was the national average interest rate of loans issued in May. The 
monthly principal, interest, insurance, and property tax payment would come to 
$3,171. The income needed to qualify was 22.9 percent higher than a year ago.

VALLEY MEDIAN HOME PRICE 
HITS RECORD $945,000
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OPEN HOUSE 
RULES RETURN TO 
NORMAL—ALMOST
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

Tuesday, June 15, marked the official re-
opening of California, a lifting of virtually 
all Coronavirus Pandemic restrictions, 
including allowing real estate open houses 
to return to almost normal.

Keep in mind, however, that the virus 
remains an ongoing threat. That means 
even though the color-coded tiered 
restrictions have been lifted and busi-
nesses generally can return to normal 
operations, some protocols may still apply, 
including gatherings and groups where non-
vaccinated individuals are present.Also keep 
in mind that the reopening and fight against 
the virus is a highly fluid situation, with 
updates, revisions, new rules and additional 
protocols possible on a moment’s notice.
Members of the California As-sociation of 
Realtors have access to a wealth of updates, 
information, documents, and guidances 
available through the association’s website. 
C.A.R. has created an extensive and detailed 
new Q&A and Quick Guide to ensure 
that members are well-informed and in 
compliance with the new rules as they go 
into effect, including changes for hold-ing 

open houses and showings. Here are a few 
of the questions and answers, especially as 
they relate to open houses.

Will there be any restrictions on open 
houses or showings?

The only legal restriction will be for 
wearing masks, otherwise there will be no 
restrictions. No physi-cal distancing will 
be required for guests and customers. No 
cleaning. No posted rules of entry. And no 
PEADs or any other type of sign in. No one 
will have to agree to an office prevention 
plan. No one will have to attest to their 
current health status. 

What will the rule be for wearing 
masks?

It will be to follow current Califor-nia 
Department of Public Health Guidance for 
Face Coverings, last updated on May 3. 

According to this guidance — unless 
everyone is fully vaccinated — people must 
still wear masks indoors. 

As a practical matter, this means that:
• Masks need not be worn during a 

showing if everyone is fully vac-cinated.
• But during an open house, masks 

will be required because even if a single 
unvaccinated person enters an open house, 
then everyone must be masked.

Who made this announcement and 
when?The California Department of Public 
Health made the announce-ment on May 
21 See also the CDPH’s information sheet 

called “Beyond the Blue-print Questions 
and Answers.”

What about the color-coded county 
tiers? 

What if my county is in red or purple?
As of June 15, the system of color-coded 

county tiers is no longer be in effect.
What about cities and counties? Can 

they continue to enforce more stringent 
local rules?

If a locality does continue to enforce more 
restrictive rules, then it will be prudent to 
follow them.

Can a home seller require that. everyone 
entering the property wear a mask or be 
vaccinated?

Yes. A seller can set their own rules as to 
who will be admitted to the property. They 
can require that everyone wear a mask. They 
can even demand that all people entering 
be vaccinated or show a negative COVID 
test. Realtors should obtain the seller’s 
instructions in writing. Real estate offices 
may require that the listing be formally 
amended.

Is there a Q&A that gives Real-tors 
more information?

Yes. Realtors should go to the California 
Association of Realtors website to see the 
Q&A “June 15 Reopening: Open Houses 
and Showings” and other updates and new 
rules.

Want Insight on Valley Home Sales? Go to SRAR.com/mls/statistics
ADVERTISING SUPPLEMENT

Santa Clarita Valley
May Home Sales Rise 138%, 
Condo Median Price Hits Record
Home and condominium sales during May in Santa Clarita shot 
up from pandemic-induced low levels of a year ago with single-
family sales up 137.8 percent and condo closed escrows 94.5 
percent higher, the Southland Regional Association of Realtors 
reported recently.
A total of 264 homes and 107 condos changed owners. 

“For two months last year sales faltered as sellers, 
buyers, and Realtors sought to navigate the restrictions 
brought on by the global Coronavirus pandemic,” said 
Nicole Stinson, chair of the Association’s Santa Clarita 
Valley Division Council. “Realtors regrouped and man-
aged to keep the market moving, as evidenced by this 
May’s remarkable turnaround.” 

Stinson also said that today’s market is very busy, 
though “buyers are handicapped due to an extremely 
limited supply of homes listed for sale.”

 There were 243 home and condominium active 
listings reported at the end of May, which was 43.0 
percent below May 2020. That was an improvement 
from the record-low 193 listings reported in December, yet well short of 
what is needed to satisfy demand. Over 13 years, Santa Clarita has averaged 
more than 900 active listings each month.

The limited supply has increased upward pressure on prices, pushing the 
single-family median price up 27.0 percent to $777,000 and the condomin-
ium median to $520,000, a record high. May was the fifth month the home 
median was above the $700,000 benchmark. 

“Runaway home prices reward sellers, yet high prices diminish affordabil-
ity and threaten the sustainability of the entire residential market,” said Tim 
Johnson, the Association’s chief executive officer. “Let’s hope owners will be 
more comfortable, more willing to sell once the economy fully re-opens and 
the threat of the pandemic recedes. If that happens, it may release some of 
the pressure on prices and give families more homebuying options.”

Open House 
Rules Return to 
Normal—Almost

Southland Regional Association of Realtors®

Tuesday, June 15, marked the 
official re-opening of California, a 
lifting of virtually all Coronavirus 
Pandemic restrictions, including 
allowing real estate open houses 
to return to almost normal.

Keep in mind, 
however, 
that the virus 
remains an 
ongoing threat. 

That means 
even though  
the color-
coded tiered 
restrictions 
have been 
lifted and busi-

nesses generally can return to 
normal operations, some protocols 
may still apply, including gatherings 
and groups where non-vaccinated 
individuals are present.

Also keep in mind that the 
reopening and fight against the 
virus is a highly fluid situation, with 

updates, revisions, new rules and 
additional protocols possible on a 
moment’s notice.

Members of the California As-
sociation of Realtors have access to 
a wealth of updates, information, 
documents, and guidances available 
through the association’s website. 

C.A.R. has created an extensive 
and detailed new Q&A and Quick 
Guide to ensure that members are 
well-informed and in compliance 
with the new rules as they go into 
effect, including changes for hold-
ing open houses and showings. 

Here are a few of the questions 

ADVERTISING SUPPLEMENT

Interest Rate Update
National average as reported 

by Freddie Mac on:

JUNE 10
30-Yr FRM — 2.96 percent
15-Yr FRM — 2.23 percent

June 3
30-Yr FRM — 2.99 percent
15-Yr FRM — 2.27 percent
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A seller can set their own rules 
as to who will be admitted to 
the property.

Nicole Stinson, 2021 
Chair, Santa Clarita 
Division CouncilRealtor Diane Sydell, 

2021 SRAR President

and answers, especially as they relate 
to open houses.
Will there be any restrictions 
on open houses or showings?
The only legal restriction will be 
for wearing masks, otherwise there 
will be no restrictions. No physi-
cal distancing will be required for 
guests and customers. No cleaning. 
No posted rules of entry. And no 

PEADs or any other type of sign 
in. No one will have to agree to an 
office prevention plan. No one will 
have to attest to their current health 
status.

What will the rule be for wearing 
masks?
It will be to follow current Califor-
nia Department of Public Health 
Guidance for Face Coverings, last 
updated on May 3. 

According to this guidance — 
unless everyone is fully vaccinated 
— people must still wear masks 
indoors. 

As a practical matter, this means 
that:

• Masks need not be worn during 
a showing if everyone is fully vac-
cinated.

• But during an open house, 
masks will be required because 
even if a single unvaccinated person 
enters an open house, then everyone 
must be masked.
Who made this announcement 
and when?
The California Department of 
Public Health made the announce-
ment on May 21.

See also the CDPH’s informa-
tion sheet called “Beyond the Blue-
print Questions and Answers.”
What about the color-coded 
county tiers? What if my 
county is in red or purple?
As of June 15, the system of color-
coded county tiers is no longer be 
in effect.

What about 
cities and 
counties? Can 
they continue 
to enforce 
more stringent 
local rules?

If a locality does continue to enforce 
more restrictive rules, then it will be 
prudent to follow them.
Can a home seller require that 

everyone entering the property 
wear a mask or be vaccinated?
Yes. A seller can set their own rules 
as to who will be admitted to the 
property. They can require that 
everyone wear a mask. 

They can even demand that all 
people entering be vaccinated or 
show a negative COVID test. 

Realtors should obtain the seller’s 
instructions in writing. Real estate 
offices may require that the listing 
be formally amended.
Is there a Q&A that gives Real-
tors more information?
Yes. Realtors should go to the 
California Association of Realtors 
website to see the Q&A “June 15 
Reopening: Open Houses and 
Showings” and other updates and 
new rules.
The Southland Regional Association of Real-
tors® is a local trade association with more than 
10,300 members serving the San Fernando and 
Santa Clarita Valleys. SRAR is one of the largest 
local associations in the nation.

• The condominium median 
price for May of $520,000 
was up 22.4% from prior 
year to a record high

•The median was up 19.5% 
from prior month

• The condo record median 
price of $520,000 was set in 
May 2021

• Record low of $170,000 
set July 2012

Prices had been rising for many months before the onset of the pandemic, but the SCV  condominium median 
price for May of $520,000 was the first time on record above the $500,000 benchmark. 

Jan Feb Mar April May June July Aug Sept Oct Nov Dec
2019 $360,000 $370,000 $375,000 $410,000 $390,000 $415,000 $409,500 $420,000 $374,000 $420,000 $415,000 $415,000
2020 $389,000 $405,000 $390,000 $385,000 $425,000 $440,000 $427,000 $428,000 $436,000 $440,000 $435,000 $452,000
2021 $436,000 $435,000 $465,000 $435,000 $520,000
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Santa Clarita Valley — Condo Median Price Buyers had little more to choose from as the inventory during May of 243 listings was up slightly from the prior 
month, though still down 43.0 percent from May 2020. 

Home and condo pending escrows — a measure of future active — totaled 387 open escrows, an increase of 18.3 
percent over a year ago.  

• The May active listings 
total of 243 represented a 
0.7-month supply at the 
current pace of sales. 

• The 243 listings were 
43.0% below a year ago

• The Santa Clarita Valley 
market has averaged a 
3.7-month supply over 
the last 13 years.

• Record low of 193 
listings recorded in 
December 2020. Record 
high 2,630 in September 
2006.
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2019 550 559 559 600 630 656 606 541 519 467 377 293
2020 308 308 358 410 426 331 314 301 323 344 296 193
2021 200 196 221 242 243

SCV — Total Active Inventory — Combined Residential 

RecorHome and condominium sales during May in Santa Clarita 
shot up from pandemic-induced low levels of a year ago with 
single-family sales up 137.8 percent and condo closed escrows 
94.5 percent higher, the Southland Regional Association of Realtors 
reported recently.A total of 264 homes and 107 condos changed 
owners. “For two months last year sales faltered as sellers, buyers, 
and Realtors sought to navigate the restrictions brought on by the 
global Coronavirus pandemic,” said Nicole Stinson, chair of the 
Association’s Santa Clarita Valley Division Council. “Realtors 
regrouped and man-aged to keep the market moving, as evidenced 
by this May’s remarkable turnaround.” Stinson also said that 
today’s market is very busy, though “buyers are handicapped due 
to an extremely limited supply of homes listed for sale.” There 
were 243 home and condominium active listings reported at the 
end of May, which was 43.0 percent below May 2020. That was 
an improvement from the record-low 193 listings reported in 
December, yet well short of what is needed to satisfy demand. Over 
13 years, Santa Clarita has averaged more than 900 active listings 
each month.The limited supply has increased upward pressure on 
prices, pushing the single-family median price up 27.0 percent to 
$777,000 and the condomin-ium median to $520,000, a record high. 
May was the fifth month the home median was above the $700,000 
benchmark. “Runaway home prices reward sellers, yet high prices 
diminish affordabil-ity and threaten the sustainability of the entire 
residential market,” said Tim Johnson, the Association’s chief 
executive officer. “Let’s hope owners will be more comfortable, 

more willing to sell once the economy fully re-opens and the threat 
of the pandemic recedes. If that happens, it may release some of the 
pressure on prices and give families more homebuying options.”

Santa Clarita Valley
MAY HOME SALES RISE 138%, CONDO 
MEDIAN PRICE HITS RECORD
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SFV—INVENTORY DOWN 25%

SALES UP 57%, 
RECORD PRICE NEARS 
$1 MILLION
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

The median price of homes that 
changed owners during June in the 
San Fernando Valley hit a record high 
while sales soared 56.9 percent and 
the number of properties listed for sale 
lingered at low levels, the Southland 
Regional Association of Realtors 
reported recently.

The median price — meaning half 
the homes sold at a higher price and 
half lower — came in at $955,000, up 
28.9 percent from June 2020 and 1.1 
percent higher than the prior record set 
this April.

June was the fourth consecutive 
month with the median above the 
$900,000 benchmark.

“Not long ago it would have been 
inconceivable that the San Fernando 
Valley would see the median home price 
inching toward $1 million,” said Diane 
Sydell, president of the Association. 
“Now it seems inevitable, especially 
with today’s wealth of buyers, dearth of 
inventory, and heated competition over 
virtually every listing.”

The condominium median price for 
June was $519,000, up 12.8 percent 
from June 2020, but 3.9 percent below 
the record high $540,000 set this April.

A total of 554 single-family homes 
closed escrow during June, up 56.9 
percent from a year ago and 11.5 percent 
ahead of May’s tally. It was the first 
month this year above 500 sales and the 
highest monthly total since June 2018.

The statistics for condominium sales 
were not as dramatic, in part because 
of the extremely limited supply of 
condominiums listed for sale.

Realtors assisted the close of escrow 
on 169 condo transactions during June, 
up 29.0 percent from a year ago, but 
down 2.9 percent from this May.

“The market has been overheated 
and buyer fatigue may be a factor 
going forward,” said Tim Johnson, 
the Association’s chief executive 
officer. “Too many buyers are weary 
of competing with unseen competitors 
and losing to a higher bidder even when 
they come to the market fully prepared 
to buy. ”

That may translate in buyers being a 
bit more cautious, which when combined 
with the reopening of the economy, may 
yield a slowdown in sales and a few 
more listings.

Yet Johnson stressed that a “few more 
listings” doesn’t go far, even if some 
buyers are starting to take a bit longer 
to jump into the market.

There were 725 active home and 
condominium listings at the end of 
June. That was down 24.8 percent from 
a year ago. It also was the first month 
above 700 listings this year, though well 
below the 2,500 listings needed to ease 
pressure off prices.

The 725 listing represented a mere 
1.0-month supply at the current pace 
of sales. Over 33 years, the supply 

Register before July 16 to save $15 on the Early Bird Golf package, 
which includes breakfast and lunch. Rookie golfers have a special 
package. Proceeds are distributed by the SRAR Charitable Foun-
dation to housing-related charities serving the San Fernando and 

Santa Clarita valleys. It’s the Association’s biggest fundraiser of the 
year. Fun for all with plenty of chances to win incredible raffle prizes. 

Go online now to register at www.srar.com/charitygolf2021.

SFV—Inventory Down 25%
Sales Up 57%, 
Record Price 
Nears $1 Million

Southland Regional Association of Realtors®

The median price of homes 
that changed owners during 
June in the San Fernando Val-
ley hit a record high while sales 
soared 56.9 percent and the 
number of properties listed for 
sale lingered at low levels, the 
Southland Regional Association 
of Realtors reported recently.

The median 
price — mean-
ing half the 
homes sold at 
a higher price 
and half lower 
— came in at 
$955,000, up 
28.9 percent 
from June 2020 
and 1.1 percent 
higher than the 

prior record set this April.
June was the fourth consecutive 

month with the median above the 
$900,000 benchmark.

“Not long ago it would have been 
inconceivable that the San Fernando 
Valley would see the median home 
price inching toward $1 million,” 
said Diane Sydell, president of the 
Association. “Now it seems inevi-
table, especially with today’s wealth 
of buyers, dearth of inventory, and 
heated competition over virtually 
every listing.”

The condominium median price 
for June was $519,000, up 12.8 per-
cent from June 2020, but 3.9 percent 
below the record high $540,000 set 
this April.

A total of 554 single-family 
homes closed escrow during June, 
up 56.9 percent from a year ago and 
11.5 percent ahead of May’s tally. It 
was the first month this year above 
500 sales and the highest monthly 
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Interest Rate Update
National average as reported 

by Freddie Mac on:

July 1
30-Yr FRM — 2.98 percent
15-Yr FRM — 2.26 percent

June 24
30-Yr FRM — 3.23 percent
15-Yr FRM — 2.34 percent
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‘The market has been overheated, 
and buyer fatigue may be a factor 
going forward’

Realtor Diane Sydell, 
2021 SRAR President

total since June 2018. 
The statistics for condominium 

sales were not as dramatic, in part 
because of the extremely limited sup-

ply of condominiums listed for sale. 
Realtors assisted the close of 

escrow on 169 condo transactions 
during June, up 29.0 percent from a 

year ago, but down 2.9 percent from 
this May.

“The market has been overheated 
and buyer fatigue may be a factor 

going 
forward,” 
said Tim 
Johnson, 
the As-
sociation’s 
chief 

executive officer. “Too many buyers 
are weary of competing with unseen 
competitors and losing to a higher 
bidder even when they come to the 

market fully prepared to buy. ”
That may translate in buyers being 

a bit more cautious, which when 
combined with the reopening of the 
economy, may yield a slowdown in 
sales and a few more listings.

Yet Johnson stressed that a “few 
more listings” doesn’t go far, even if 
some buyers are starting to take a bit 
longer to jump into the market.

There were 725 active home and 
condominium listings at the end of 
June. That was down 24.8 percent 
from a year ago. It also was the first 
month above 700 listings this year, 
though well below the 2,500 listings 
needed to ease pressure off prices. 

The 725 listing represented a mere 
1.0-month supply at the current pace 
of sales. Over 33 years, the supply 
has averaged a 5.6-month supply, 
Association statistics indicate.

Pending escrows — an indicator 
of future closed escrows — support 
the notion that the market is cooling, 
albeit ever so slightly.

There were 755 open home and 
condominium escrows at the end of 
June. That was up a mere 0.8 percent 
from a year ago. 
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.

       Drink Sponsors
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The inventory of single-family homes and condominiums listed for sale during June in the San Fernando Valley 
came in above the 700-listing benchmark for the first time since December. The 725 listings, while up from May, 
were down 24.8 percent from a year ago and represented a 1.0-month supply at the current pace of sales.

• The 725 active home 
and condo listings 
reported at the end of 
June were down 24.8% 
compared to a year 
ago.

• It marks the 13th

consecutive month 
below the benchmark 
of 1,000 active listings.

• The San Fernando 
Valley market has 
averaged a 5.6-month 
supply over the last 33 
years. June saw a 1.0-
month supply.

Jan Feb Mar April May June July Aug Sept Oct Nov Dec
2021 662 629 637 620 685 725
2020 787 786 876 969 1040 964 939 945 940 1006 890 700
2019 1,304 1,186 1,217 1,261 1,306 1,352 1,309 1,286 1,212 1,100 974 770
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SFV — Total Active Listings — Combined Residential
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has averaged a 5.6-month supply, 
Association statistics indicate.

Pending escrows — an indicator of 
future closed escrows — support the 
notion that the market is cooling, albeit 
ever so slightly.

There were 755 open home and 
condominium escrows at the end of 
June. That was up a mere 0.8 percent 
from a year ago.

The Southland Regional Association 
of Realtors® is a local trade association 
with more than 10,300 members serving 
the San Fernando and Santa Clarita 
Valleys. SRAR is one
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F O R  A L L 
B U Y E R S ,
D O W N PA Y M E N T
A V E R A G E S  1 2 %
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

A majority of consumers continue to 
mistakenly believe they need at least a 
20 percent downpayment to purchase a 
home, but a study found that the average 
downpayment among all buyers is 12 
percent,

Younger buyers tend to put down the 
least,according to data collected by the 
National Association of Realtors.

For example, those between the ages 
of 22 and 30 put down an average of 6 
percent, and those between the ages of 
31 and 40 make an average 10 percent 
downpayment.

A 20 percent downpayment is ideal 
because it helps borrowers qualify for 

a mortgage and avoid the extra costs of 
private mortgage insurance.

But it’s not always practical, especially 
as housing affordabilityvdwindles.

F o r  i n s t a n c e ,  a  2 0  p e r c e n t 
downpaymentvon an entry-level 
singlefamily home in the Los Angeles 
area could be between $200,000 and 
$400,000.

Some conventional lenders allow 
buyers to purchase a home with a 

downpayment as low as 3 percent, while 
some government-backed programs like 
through the VA, issue loans with no 
money down. Borrowers may find such 
options through FHA, USDA, or VA 
loans as well as downpayment assistance 
programs.

Young adults, in particular, may be 
missing out on key information to move 
forward in the housing market.

Two out of three recently surveyed 
say they are waiting for lower mortgage 
rates before starting the homebuying 
process, according to a survey of 1,000 
millennials, ages 25 to 40.

However, economists have largely 
predicted that mortgage rates will edge 
upwards in the coming weeks.

Further, one in four millennials 
underestimated their buying potential 
by $150,000 or more, the study found.

Also, 59 percent of consumers said 
they did not know that the seller pays the 

real estate agents’ commission.
Respondents also expressed confusion 

about many real estate terms, such 
as earnest money, FRM or fixed-rate 
mortgage, and PITI, an acronym for 
principal, interest, taxes, and insurance.

Realtors need to educate buyers on 

loans with no money down. Borrow-
ers may find such options through 
FHA, USDA, or VA loans as well as 
downpayment assistance programs.

Young adults, in particular, may 
be missing out on key information 
to move 
forward in 
the housing 
market. 

Two out 
of three 
recently surveyed say they are wait-
ing for lower mortgage rates before 
starting the homebuying process, 
according to a survey of 1,000 mil-
lennials, ages 25 to 40. 

However, economists have largely 
predicted that mortgage rates will 
edge upwards in the coming weeks. 

Further, one in four millenni-
als underestimated their buying 
potential by $150,000 or more, the 

study found.
Also, 59 percent of consumers said 

they did not know that the seller 
pays the real estate agents’ commis-
sion. Respondents also expressed 
confusion about many real estate 

terms, such as earnest money, FRM  
or fixed-rate mortgage, and PITI, an 
acronym for principal, interest, taxes, 
and insurance.

Realtors need to educate buyers 
on common terms 
and financing 
resources. After 
all, homebuyers of 
all ages are more 
likely to contact a 
real estate agent 
before a mortgage 
lender when they 
begin the home-
buying process, 
according to 

NAR’s 2021 Home Buyers and Sellers 
Generational Trends report.
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.

For All Buyers, 
Downpayment 
Averages 12%

Southland Regional Association of Realtors®

A majority of consumers 
continue to mistakenly believe 
they need at least a 20 percent 
downpayment to purchase a 
home, but a study found that the 
average downpayment among 
all buyers is 12 percent, 

Younger buyers 
tend to put 
down the least, 
according to 
data collected 
by the National 
Association of 
Realtors. 

For example, 
those between 
the ages of 22 
and 30 put 

down an average of 6 percent, and 
those between the ages of 31 and 40 
make an average 
10 percent down-
payment.

A 20 percent 
downpayment is 
ideal because it 
helps borrowers 
qualify for a mort-
gage and avoid 
the extra costs of 
private mortgage 
insurance. 

But it’s not always practical, 
especially as housing affordability 
dwindles. 

For instance, a 20 percent down-
payment on an entry-level single-
family home in the Los Angeles 
area could be between $200,000 and 
$400,000. 

Some conventional lenders allow 
buyers to purchase a home with a 
downpayment as low as  3 percent, 
while some government-backed 
programs like through the VA, issue 
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National average as reported 

by Freddie Mac on:
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15-Yr FRM — 2.2 percent
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A 20% downpayment is not always  
practical, especially as housing 

affordability diminishes
Realtor Diane Sydell, 
2021 SRAR President

Register before July 16 to save $15 on the Early Bird Golf package, 
which includes breakfast and lunch. Rookie golfers have a special 
package. Proceeds are distributed by the SRAR Charitable Foun-
dation to housing-related charities serving the San Fernando and 

Santa Clarita valleys. It’s the Association’s biggest fundraiser of the 
year. Fun for all with plenty of chances to win incredible raffle prizes. 

Go online now to register at www.srar.com/charitygolf2021.
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EARLY BIRD GOLF: $160 per golfer includes
breakfast and lunch

EARLY BIRD MULLIGAN PACKAGE: $20 
(Both offers end July 16, 2021)

$175 per golfer (includes breakfast & lunch) 
Mulligan Package: $25

Rookie Package: $100 per golfer (includes breakfast & lunch)
(August 23, 2021 Last Day of Golf Registration) 

8am Registration  |  9am Shotgun
Lunch Only (10:30am-1:30pm) : $55 with 2 Raffle Tickets
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Median Percent Downpayment by Age Groups

Santa Clarita—June Home Sales Up 43%
Realtors assisted the close of escrow of 286 single-family homes 
and 103 condominiums in the Santa Clarita Valley during June with 
both totals up dramatically from year ago levels, the South-
land Regional Association of Realtors reported recently.
That translated to a 43.0 percent increase in home sales and a 33.8 
percent jump in condos compared to June 2020, which saw the real 
estate market gradually recovering from the impact of stay-at-home 
orders due to the Corona virus pandemic. 

“Buyer interest remains strong and sales would be higher if only 
there were more properties listed for sale,” said Nicole Stinson, 
chair of the Santa Clarita Valley Division Council of the Southland 
Regional Association of Realtors. “With few listings, especially of 
condominiums, buyers may be hesitating as they compete over a 
dwindling supply with rising prices.” Stinson said that low interest 

rates continue to lure buyers into the market, which offset some of the im-
pact of rising resale prices. The median price of single-family homes broke 
the $800,000 benchmark, soaring to a record $830,000 — up 27.7 percent 
from a year ago and 6.8 percent higher than the May median price.

The local inventory of homes and condos listed for sale is slowly creeping higher, yet remains well below levels of 
last year and 2019 or what is needed to satisfy demand. Home and condo pending escrows — a measure of future 
active — totaled 377 open escrows, an decline of 1.0 percent from a year ago.  

• The June active listings 
total of 262 represented a 
0.7-month supply at the 
current pace of sales. 

• The 262 listings were 
20.8% below a year ago

• The Santa Clarita Valley 
market has averaged a 
3.7-month supply over 
the last 13 years.

• Record low of 193 
listings recorded in 
December 2020. Record 
high 2,630 in September 
2006.
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loans with no money down. Borrow-
ers may find such options through 
FHA, USDA, or VA loans as well as 
downpayment assistance programs.

Young adults, in particular, may 
be missing out on key information 
to move 
forward in 
the housing 
market. 

Two out 
of three 
recently surveyed say they are wait-
ing for lower mortgage rates before 
starting the homebuying process, 
according to a survey of 1,000 mil-
lennials, ages 25 to 40. 

However, economists have largely 
predicted that mortgage rates will 
edge upwards in the coming weeks. 

Further, one in four millenni-
als underestimated their buying 
potential by $150,000 or more, the 

study found.
Also, 59 percent of consumers said 

they did not know that the seller 
pays the real estate agents’ commis-
sion. Respondents also expressed 
confusion about many real estate 

terms, such as earnest money, FRM  
or fixed-rate mortgage, and PITI, an 
acronym for principal, interest, taxes, 
and insurance.

Realtors need to educate buyers 
on common terms 
and financing 
resources. After 
all, homebuyers of 
all ages are more 
likely to contact a 
real estate agent 
before a mortgage 
lender when they 
begin the home-
buying process, 
according to 

NAR’s 2021 Home Buyers and Sellers 
Generational Trends report.
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.

For All Buyers, 
Downpayment 
Averages 12%

Southland Regional Association of Realtors®

A majority of consumers 
continue to mistakenly believe 
they need at least a 20 percent 
downpayment to purchase a 
home, but a study found that the 
average downpayment among 
all buyers is 12 percent, 

Younger buyers 
tend to put 
down the least, 
according to 
data collected 
by the National 
Association of 
Realtors. 

For example, 
those between 
the ages of 22 
and 30 put 

down an average of 6 percent, and 
those between the ages of 31 and 40 
make an average 
10 percent down-
payment.

A 20 percent 
downpayment is 
ideal because it 
helps borrowers 
qualify for a mort-
gage and avoid 
the extra costs of 
private mortgage 
insurance. 

But it’s not always practical, 
especially as housing affordability 
dwindles. 

For instance, a 20 percent down-
payment on an entry-level single-
family home in the Los Angeles 
area could be between $200,000 and 
$400,000. 

Some conventional lenders allow 
buyers to purchase a home with a 
downpayment as low as  3 percent, 
while some government-backed 
programs like through the VA, issue 

ADVERTISING SUPPLEMENT

Interest Rate Update
National average as reported 

by Freddie Mac on:

July 8
30-Yr FRM — 2.9 percent
15-Yr FRM — 2.2 percent

July 1
30-Yr FRM — 2.98 percent
15-Yr FRM — 2.26 percent
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practical, especially as housing 
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Register before July 16 to save $15 on the Early Bird Golf package, 
which includes breakfast and lunch. Rookie golfers have a special 
package. Proceeds are distributed by the SRAR Charitable Foun-
dation to housing-related charities serving the San Fernando and 

Santa Clarita valleys. It’s the Association’s biggest fundraiser of the 
year. Fun for all with plenty of chances to win incredible raffle prizes. 

Go online now to register at www.srar.com/charitygolf2021.
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breakfast and lunch

EARLY BIRD MULLIGAN PACKAGE: $20 
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Mulligan Package: $25

Rookie Package: $100 per golfer (includes breakfast & lunch)
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Lunch Only (10:30am-1:30pm) : $55 with 2 Raffle Tickets
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Santa Clarita—June Home Sales Up 43%
Realtors assisted the close of escrow of 286 single-family homes 
and 103 condominiums in the Santa Clarita Valley during June with 
both totals up dramatically from year ago levels, the South-
land Regional Association of Realtors reported recently.
That translated to a 43.0 percent increase in home sales and a 33.8 
percent jump in condos compared to June 2020, which saw the real 
estate market gradually recovering from the impact of stay-at-home 
orders due to the Corona virus pandemic. 

“Buyer interest remains strong and sales would be higher if only 
there were more properties listed for sale,” said Nicole Stinson, 
chair of the Santa Clarita Valley Division Council of the Southland 
Regional Association of Realtors. “With few listings, especially of 
condominiums, buyers may be hesitating as they compete over a 
dwindling supply with rising prices.” Stinson said that low interest 

rates continue to lure buyers into the market, which offset some of the im-
pact of rising resale prices. The median price of single-family homes broke 
the $800,000 benchmark, soaring to a record $830,000 — up 27.7 percent 
from a year ago and 6.8 percent higher than the May median price.

The local inventory of homes and condos listed for sale is slowly creeping higher, yet remains well below levels of 
last year and 2019 or what is needed to satisfy demand. Home and condo pending escrows — a measure of future 
active — totaled 377 open escrows, an decline of 1.0 percent from a year ago.  

• The June active listings 
total of 262 represented a 
0.7-month supply at the 
current pace of sales. 

• The 262 listings were 
20.8% below a year ago

• The Santa Clarita Valley 
market has averaged a 
3.7-month supply over 
the last 13 years.

• Record low of 193 
listings recorded in 
December 2020. Record 
high 2,630 in September 
2006.
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loans with no money down. Borrow-
ers may find such options through 
FHA, USDA, or VA loans as well as 
downpayment assistance programs.

Young adults, in particular, may 
be missing out on key information 
to move 
forward in 
the housing 
market. 

Two out 
of three 
recently surveyed say they are wait-
ing for lower mortgage rates before 
starting the homebuying process, 
according to a survey of 1,000 mil-
lennials, ages 25 to 40. 

However, economists have largely 
predicted that mortgage rates will 
edge upwards in the coming weeks. 

Further, one in four millenni-
als underestimated their buying 
potential by $150,000 or more, the 

study found.
Also, 59 percent of consumers said 

they did not know that the seller 
pays the real estate agents’ commis-
sion. Respondents also expressed 
confusion about many real estate 

terms, such as earnest money, FRM  
or fixed-rate mortgage, and PITI, an 
acronym for principal, interest, taxes, 
and insurance.

Realtors need to educate buyers 
on common terms 
and financing 
resources. After 
all, homebuyers of 
all ages are more 
likely to contact a 
real estate agent 
before a mortgage 
lender when they 
begin the home-
buying process, 
according to 

NAR’s 2021 Home Buyers and Sellers 
Generational Trends report.
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.

For All Buyers, 
Downpayment 
Averages 12%

Southland Regional Association of Realtors®

A majority of consumers 
continue to mistakenly believe 
they need at least a 20 percent 
downpayment to purchase a 
home, but a study found that the 
average downpayment among 
all buyers is 12 percent, 

Younger buyers 
tend to put 
down the least, 
according to 
data collected 
by the National 
Association of 
Realtors. 

For example, 
those between 
the ages of 22 
and 30 put 

down an average of 6 percent, and 
those between the ages of 31 and 40 
make an average 
10 percent down-
payment.

A 20 percent 
downpayment is 
ideal because it 
helps borrowers 
qualify for a mort-
gage and avoid 
the extra costs of 
private mortgage 
insurance. 

But it’s not always practical, 
especially as housing affordability 
dwindles. 

For instance, a 20 percent down-
payment on an entry-level single-
family home in the Los Angeles 
area could be between $200,000 and 
$400,000. 

Some conventional lenders allow 
buyers to purchase a home with a 
downpayment as low as  3 percent, 
while some government-backed 
programs like through the VA, issue 
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practical, especially as housing 
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Register before July 16 to save $15 on the Early Bird Golf package, 
which includes breakfast and lunch. Rookie golfers have a special 
package. Proceeds are distributed by the SRAR Charitable Foun-
dation to housing-related charities serving the San Fernando and 

Santa Clarita valleys. It’s the Association’s biggest fundraiser of the 
year. Fun for all with plenty of chances to win incredible raffle prizes. 

Go online now to register at www.srar.com/charitygolf2021.
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Santa Clarita—June Home Sales Up 43%
Realtors assisted the close of escrow of 286 single-family homes 
and 103 condominiums in the Santa Clarita Valley during June with 
both totals up dramatically from year ago levels, the South-
land Regional Association of Realtors reported recently.
That translated to a 43.0 percent increase in home sales and a 33.8 
percent jump in condos compared to June 2020, which saw the real 
estate market gradually recovering from the impact of stay-at-home 
orders due to the Corona virus pandemic. 

“Buyer interest remains strong and sales would be higher if only 
there were more properties listed for sale,” said Nicole Stinson, 
chair of the Santa Clarita Valley Division Council of the Southland 
Regional Association of Realtors. “With few listings, especially of 
condominiums, buyers may be hesitating as they compete over a 
dwindling supply with rising prices.” Stinson said that low interest 

rates continue to lure buyers into the market, which offset some of the im-
pact of rising resale prices. The median price of single-family homes broke 
the $800,000 benchmark, soaring to a record $830,000 — up 27.7 percent 
from a year ago and 6.8 percent higher than the May median price.

The local inventory of homes and condos listed for sale is slowly creeping higher, yet remains well below levels of 
last year and 2019 or what is needed to satisfy demand. Home and condo pending escrows — a measure of future 
active — totaled 377 open escrows, an decline of 1.0 percent from a year ago.  

• The June active listings 
total of 262 represented a 
0.7-month supply at the 
current pace of sales. 

• The 262 listings were 
20.8% below a year ago

• The Santa Clarita Valley 
market has averaged a 
3.7-month supply over 
the last 13 years.

• Record low of 193 
listings recorded in 
December 2020. Record 
high 2,630 in September 
2006.
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common terms and financing resources. 
After all, homebuyers of all ages are 
more likely to contact a real estate 
agent before a mortgage lender when 
they begin the homebuying process, 
according to NAR’s 2021 Home Buyers 
and Sellers Generational Trends report.



www.srar.com  Realtor® Report July/August 2021 7

Register before July 16 to save $15 on the Early Bird Golf package, 
which includes breakfast and lunch. Rookie golfers have a special 
package. Proceeds are distributed by the SRAR Charitable Foun-
dation to housing-related charities serving the San Fernando and 

Santa Clarita valleys. It’s the Association’s biggest fundraiser of the 
year. Fun for all with plenty of chances to win incredible raffle prizes. 

Go online now to register at www.srar.com/charitygolf2021.

SFV—Inventory Down 25%
Sales Up 57%, 
Record Price 
Nears $1 Million

Southland Regional Association of Realtors®

The median price of homes 
that changed owners during 
June in the San Fernando Val-
ley hit a record high while sales 
soared 56.9 percent and the 
number of properties listed for 
sale lingered at low levels, the 
Southland Regional Association 
of Realtors reported recently.

The median 
price — mean-
ing half the 
homes sold at 
a higher price 
and half lower 
— came in at 
$955,000, up 
28.9 percent 
from June 2020 
and 1.1 percent 
higher than the 

prior record set this April.
June was the fourth consecutive 

month with the median above the 
$900,000 benchmark.

“Not long ago it would have been 
inconceivable that the San Fernando 
Valley would see the median home 
price inching toward $1 million,” 
said Diane Sydell, president of the 
Association. “Now it seems inevi-
table, especially with today’s wealth 
of buyers, dearth of inventory, and 
heated competition over virtually 
every listing.”

The condominium median price 
for June was $519,000, up 12.8 per-
cent from June 2020, but 3.9 percent 
below the record high $540,000 set 
this April.

A total of 554 single-family 
homes closed escrow during June, 
up 56.9 percent from a year ago and 
11.5 percent ahead of May’s tally. It 
was the first month this year above 
500 sales and the highest monthly 

ADVERTISING SUPPLEMENT

Interest Rate Update
National average as reported 

by Freddie Mac on:

July 1
30-Yr FRM — 2.98 percent
15-Yr FRM — 2.26 percent

June 24
30-Yr FRM — 3.23 percent
15-Yr FRM — 2.34 percent
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‘The market has been overheated, 
and buyer fatigue may be a factor 
going forward’

Realtor Diane Sydell, 
2021 SRAR President

total since June 2018. 
The statistics for condominium 

sales were not as dramatic, in part 
because of the extremely limited sup-

ply of condominiums listed for sale. 
Realtors assisted the close of 

escrow on 169 condo transactions 
during June, up 29.0 percent from a 

year ago, but down 2.9 percent from 
this May.

“The market has been overheated 
and buyer fatigue may be a factor 

going 
forward,” 
said Tim 
Johnson, 
the As-
sociation’s 
chief 

executive officer. “Too many buyers 
are weary of competing with unseen 
competitors and losing to a higher 
bidder even when they come to the 

market fully prepared to buy. ”
That may translate in buyers being 

a bit more cautious, which when 
combined with the reopening of the 
economy, may yield a slowdown in 
sales and a few more listings.

Yet Johnson stressed that a “few 
more listings” doesn’t go far, even if 
some buyers are starting to take a bit 
longer to jump into the market.

There were 725 active home and 
condominium listings at the end of 
June. That was down 24.8 percent 
from a year ago. It also was the first 
month above 700 listings this year, 
though well below the 2,500 listings 
needed to ease pressure off prices. 

The 725 listing represented a mere 
1.0-month supply at the current pace 
of sales. Over 33 years, the supply 
has averaged a 5.6-month supply, 
Association statistics indicate.

Pending escrows — an indicator 
of future closed escrows — support 
the notion that the market is cooling, 
albeit ever so slightly.

There were 755 open home and 
condominium escrows at the end of 
June. That was up a mere 0.8 percent 
from a year ago. 
The Southland Regional Association of Real-
tors® is a local trade association with more 
than 10,300 members serving the San Fer-
nando and Santa Clarita Valleys. SRAR is one 
of the largest local associations in the nation.
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The inventory of single-family homes and condominiums listed for sale during June in the San Fernando Valley 
came in above the 700-listing benchmark for the first time since December. The 725 listings, while up from May, 
were down 24.8 percent from a year ago and represented a 1.0-month supply at the current pace of sales.

• The 725 active home 
and condo listings 
reported at the end of 
June were down 24.8% 
compared to a year 
ago.

• It marks the 13th

consecutive month 
below the benchmark 
of 1,000 active listings.

• The San Fernando 
Valley market has 
averaged a 5.6-month 
supply over the last 33 
years. June saw a 1.0-
month supply.
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2021 COMMERCIAL & INVESTMENT 
DIVISION EDUCATION SERIES

 January 20, 2021 January 27, 2021
Intro to 

Commercial
 Leasing

9am-10:30am

All Classes Listed Below Are Held On Wednesdays 9:00am - 12:00pm 
The classes are all free and are all via zoom until decided otherwise

February 17, 2021

Deferring Capital 
Gains Through 
1031 Exchange

April 7, 2021

Effective 
Commercial 
Purchase

 Agreements

May 12, 2021 
Keys to 

Financing 
Commercial 
Real Estate 

June 16 2021 July 21, 2021 August 18, 2021

Tax & Legal 
Impact on

 Real Estate

Tuesday, September 28, 2021

Effective 
Commercial 

Lease 
Agreements

October 20, 2021
Due Diligence
 in Commercial 

Real Estate
 Transactions

November 17, 2021
Property

 Management for 
Investment

 Real Estate

March 10, 2021

ABC’s of 
Commercial 
Real Estate

9am-10:30am

Southland Regional Association of REALTORS®
“The Voice of Real Estate in the San Fernando and Santa Clarita Valleys”

To get text reminders on Commercial Classes, text COM to 313-131

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.

Overview of 
Commercial Real  
Estate Investment 

Analysis

Overview of 
Commercial Real 
Estate Investment 

Analysis

Overview of 
Commercial 
Real Estate 

Investment Analysis

Brian Hatkoff, CCIM Heather Boren Bruce Hatkoff, Esq.

Arnie Garfinkel , All Star Group Brian Hatkoff, CCIM Dino Champagne

Brian Hatkoff, CCIM Bruce Hatkoff, Esq. Tony Watson, Robert Hall & Associates

Brian Hennessey, SVP Avison Young Brian Hatkoff, CCIM Bill Waldman, Waldman Real Estate

SRAR.com/CIclass20January2021 SRAR.com/CIclass27January2021 SRAR.com/CIclassFebruary2021

SRAR.com/CIclassMarch2021 SRAR.com/CIclassApril2021 SRAR.com/CIclassMay2021

SRAR.com/CIclassJune2021 SRAR.com/CIclassJuly2021 SRAR.com/CIclassAugust2021

SRAR.com/CIclassSeptember2021 SRAR.com/CIclassOctober2021 SRAR.com/CIclassNovember2021
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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®

Main Office 
7232 Balboa Blvd
Lake Balboa, CA 91406
818-786-2110

Santa Clarita Office
20655 Soledad Cyn. Rd. #33
Canyon Country, CA 91351

661-299-2930

TOP 10
Member Benefits

FREE - An easy program for 
CMAs, Buyer Tours, Property 
Reports and Flyers with QR codes 
& smartphone reports for you & 
your clients.

FREE - Create, edit & complete 
contracts and forms for real estate 
transactions. Online program includes 
branding, template creation, auto fill, 
smart forms and more!!

FREE - A NAR exclusive online 
database providing REALTORS® with 
residential & commercial data from 
over 147 million parcels Nationally! 

Ombudsman & Ethics Advocate Our 
service can help you resolve disputes 
without having to file a complaint or walk 
you through each step of the complaint 
process if you choose to file.

FREE - A listing 
syndication service that 
delivers a Broker controlled 
platform.

Easy to use accounting software 
exclusively for Real Estate Agents 
providing ease in tracking expenses 
including mileage & receipt storage. 
Generate reports to give direct to tax 
preparers.

FREE - Statewide tax & public records 
with MLS listings, photos & sales data, 
neighborhood searches, distressed property 
flags, market & trend reports & more! Access 
from CRISnet.

FREE 45 hour CE courses. 
Access through CAR.org.

A tool to streamline the tenant screening & 
rental application process. Along with a rental 
application, each application package includes 
a TransUnion credit report (with score), 
criminal background check & national eviction 
report.

Included in SRAR dues & MLS fees

RealtyZam

Tech Support

Monday through Friday 
8:30am-9:00pm

Saturday & Sunday  
8:30am-5:00pm. 

Call - 866.922.0108
Online Chat - SRAR.COM/services

www.srar.com  Realtor® Report July/August 2021 9
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TM

CRIS NET MLS

CRIS NET MLS

$

SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS®

MARKET SNAPSHOT

SAN FERNANDO VALLEY
JUNE 2021

NEW LISTINGS VS. CLOSED SALES

AVAILABLE INVENTORY

The median sale price for
single family homes

increased by

28%
from this time last year

Brokers added

154
FEWER listings to the database
last month compared to June

2020, and there was

70
MORE  closed sales

At the current rate of sales, the

ACTIVE listings represent a

.97 -month supply

In June there were

535
active listings in the database

which is a 

43.5%
DECREASE from the previous year

The total dollar value of

 to date sales increased

$1,200,056,000
from June 2020

Medium
Sale Price
$955,000

FOR
SALE

New Listings Closed Sales

20202020 2021 2021

79
5

64
1

48
4

55
4

$3.3
Billion

YTD in closed sales

NEW

&

TM

CRIS NET MLS

CRIS NET MLS

$

SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS®

MARKET SNAPSHOT

SANTA CLARITA VALLEY
JUNE 2021

NEW LISTINGS VS. CLOSED SALES

AVAILABLE INVENTORY

The median sale price for
single family homes

increased by

28.1%
from this time last year

Brokers added

209
MORE  listings to the database

last month compared to June
2020, and there was

189
MORE  closed sales

At the current rate of sales, the

ACTIVE listings represent a

.7 -month supply

In June there were

262
active listings in the database

which is a 

7%
INCREASE from the previous year

The total dollar value of

 to date sales increased

$849,103,000
from June 2020

Medium
Sale Price
$830,000

FOR
SALE

New Listings Closed Sales

20202020 2021 2021

20
9

41
8

20
0

38
9
$1.47
BillionYTD in closed sales

NEW

&

Statistics
Market Snapshot (June 2021):
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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 

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. 

shall be used

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

 The following are the regulations from each municipality in 
areas where our members frequently work:

City Sign Ordinances
SAN FERNANDO AND SANTA CLARITA VALLEY
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SAN FERNANDO VALLEY SINGLE FAMILY SALES STATISTICS FOR JUNE 2021

SAN FERNANDO VALLEY CONDOMINIUM SALES STATISTICS FOR JUNE 2021

ACTIVE INVENTORY EN ES CS WN WS SFV TOT EXT TOTAL

NEW LISTINGS 95 105 91 149 201 641 610 1,251

TOTAL ACTIVE LISTINGS 82 102 75 110 166 535 593 1,128

AVERAGE DAYS ON MARKET 64 49 54 57 39 50 53 52

AVERAGE LIST PRICE IN THOUSANDS 744.9 1,424.8 2,244.3 1,447.5 2,553.0 1,790.2 1,156.0 1,456.8

MEDIAN LIST PRICE IN THOUSANDS 660.0 1,099.0 1,399.0 949.0 1,350.0 999.0 670.0 849.0

BOMS 25 26 29 54 73 207 173 380

AVERAGE BOM PRICE IN THOUSANDS 720.0 1,091.2 1,573.6 942.3 1,361.9 1,170.6 922.9 1,057.8

BOM TO SALE RATIO 36.2 26.5 32.6 34.0 52.5 37.4 33.1 35.3

EXPIRATIONS 5 9 4 7 8 33 44 77

PENDING SALES
NEW ESCROWS OPENED 78 84 82 133 164 541 545 1,086

TOTAL YTD ESCROWS OPENED 388 483 459 703 849 2,882 2,792 5,674

NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 22 20 24 17 28 23 23 23

NEW OPEN ESCROWS AVERAGE LIST PRICE 694.6 1,376.2 1,364.2 926.2 1,148.8 1,096.5 749.2 922.3

CLOSED SALES
NEW ESCROWS CLOSED 69 98 89 159 139 554 522 1,076

TOTAL YTD ESCROWS CLOSED 374 474 441 679 800 2,768 2,555 5,323

VOLUME OF NEW SALE DOLLARS IN MILLIONS 48.512 152.3846 113.964 157.549 198.431 670.841 415.10124 1,085.941

VOLUME OF TOTAL YTD SALES IN MILLIONS 249.266 679.5236 629.002 653.174 1,081.816 3,292.781 1,887.183 5,179.964

AVERAGE SALE PRICE IN THOUSANDS 703.1 1,554.9 1,280.5 990.9 1,427.6 1,210.9 795.2 1,009.2

MEDIAN SALE PRICE IN THOUSANDS 660.0 1,350.0 1,100.0 900.0 1,150.0 955.0 600.0 829.0

COOP SALES 48 79 72 135 118 452 446 898

PERCENT OF COOP SALES 69.6 80.6 80.9 84.9 84.9 81.6 85.4 83.5

AVERAGE DAYS ON MARKET 19 28 16 19 20 22 21

SALES AT LIST PRICE 61 75 77 134 117 464 431 895

PERCENT OF SALES AT LIST PRICE 88.4 76.5 86.5 84.3 84.2 83.8 82.6 83.2

SALES TO LISTING INVENTORY RATIO 84.1 96.1 118.7 144.5 83.7 103.6 88.0 95.4

FINAL SALE TO NEW LISTING RATIO 72.6 93.3 97.8 106.7 69.2 86.4 85.6 86.0

CLOSED SALES
FORCLOSURE/REO 0 0 0 1 0 1 5 6

SELLER CONCESSIONS 0 0 0 0 0 0 0 0

SHORT SALE 0 0 0 0 0 0 1 1

STANDARD 62 89 84 138 133 506 482 988

OTHER 7 9 5 20 6 47 34 81

ACTIVE INVENTORY EN ES CS WN WS SFV TOT EXT TOTAL

NEW LISTINGS 33 45 52 33 49 212 166 378

TOTAL ACTIVE LISTINGS 30 45 40 32 43 190 173 363

AVERAGE DAYS ON MARKET 83 57 64 58 43 60 60 60

AVERAGE LIST PRICE IN THOUSANDS 540.2 717.8 551.8 697.2 749.2 658.5 838.5 744.3

MEDIAN LIST PRICE IN THOUSANDS 410.0 650.0 499.0 530.0 585.0 549.9 645.0 595.0

BOMS 8 15 15 17 19 74 59 133

AVERAGE BOM PRICE IN THOUSANDS 542.6 719.8 535.9 563.5 564.8 587.7 679.8 628.5

BOM TO SALE RATIO 30.8 51.7 35.7 65.4 41.3 43.8 36.0 39.9

EXPIRATIONS 4 4 2 0 3 13 16 29

PENDING SALES
NEW ESCROWS OPENED 34 49 47 36 48 214 152 366

TOTAL YTD ESCROWS OPENED 172 265 266 188 245 1,136 849 1,985

NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 17 27 16 19 22 20 25 22

NEW OPEN ESCROWS AVERAGE LIST PRICE 497.9 684.8 494.2 634.2 595.7 584.7 654.1 613.5

CLOSED SALES
NEW ESCROWS CLOSED 26 29 42 26 46 169 164 333

TOTAL YTD ESCROWS CLOSED 160 251 248 186 231 1,076 814 1,890

VOLUME OF NEW SALE DOLLARS IN MILLIONS 13.443 18.7906 23.277 15.905 24.160 95.574 105.17124 200.745

VOLUME OF TOTAL YTD SALES IN MILLIONS 77.202 161.1696 133.322 109.431 122.482 603.606 489.281 1,092.886

AVERAGE SALE PRICE IN THOUSANDS 517.0 647.9 554.2 611.7 525.2 565.5 641.3 602.8

MEDIAN SALE PRICE IN THOUSANDS 470.0 620.0 470.0 565.0 475.0 519.0 565.0 545.0

COOP SALES 22 27 38 22 44 153 149 302

PERCENT OF COOP SALES 84.6 93.1 90.5 84.6 95.7 90.5 90.9 90.7

AVERAGE DAYS ON MARKET 16 25 34 22 25 28 26

SALES AT LIST PRICE 21 23 33 23 42 142 128 270

PERCENT OF SALES AT LIST PRICE 80.8 79.3 78.6 88.5 91.3 84 78 81.1

SALES TO LISTING INVENTORY RATIO 86.7 64.4 105.0 81.3 107.0 88.9 94.8 91.7

FINAL SALE TO NEW LISTING RATIO 78.8 64.4 80.8 78.8 93.9 79.7 98.8 88.1

CLOSED SALES
FORCLOSURE/REO 0 0 0 0 0 0 1 1

SELLER CONCESSIONS 0 0 0 0 0 0 0 0

SHORT SALE 0 0 1 0 0 1 0 1

STANDARD 25 29 40 24 43 161 154 315

OTHER 1 0 1 2 3 7 9 16
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SANTA CLARITA VALLEY SINGLE FAMILY SALES STATISTICS FOR JUNE 2021

SANTA CLARITA VALLEY CONDOMINIUM SALES STATISTICS FOR JUNE 2021

ACTIVE INVENTORY AC ADUL CC CA NE SAU SR VAL SCV TOT EXT TOTAL

NEW LISTINGS 11 6 69 35 18 75 18 88 320 85 405

TOTAL ACTIVE LISTINGS 16 10 42 22 10 47 11 50 208 62 270

AVERAGE DAYS ON MARKET 58 64 36 31 55 48 21 26 39 45 40

AVERAGE LIST PRICE IN THOUSANDS 711.1 1,360.9 994.5 798.6 980.8 851.7 1,127.0 1,088.8 966.3 931.3 958.3

MEDIAN LIST PRICE IN THOUSANDS 649.0 1,200.0 779.0 699.0 880.0 775.0 1,100.0 899.9 839.9 629.0 799.9

BOMS 9 4 25 11 11 44 7 40 151 33 184

AVERAGE BOM PRICE IN THOUSANDS 619.1 787.2 781.6 757.2 1,198.2 845.7 1,092.0 1,082.1 913.3 651.6 866.4

BOM TO SALE RATIO 52.9 40.0 43.9 40.7 55.0 63.8 35.0 60.6 52.8 43.4 50.8

EXPIRATIONS 2 2 1 1 1 1 2 4 14 3 17

PENDING SALES
NEW ESCROWS OPENED 10 9 57 30 21 72 16 75 290 98 388

TOTAL YTD ESCROWS OPENED 81 51 318 140 105 363 72 388 1,518 425 1,943

NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 25 31 10 20 19 16 10 19 17 33 21

NEW OPEN ESCROWS AVERAGE LIST PRICE 705.2 897.7 761.8 785.8 1,002.0 825.7 1,103.5 953.8 868.3 620.7 805.8

CLOSED SALES
NEW ESCROWS CLOSED 17 10 57 27 20 69 20 66 286 76 362

TOTAL YTD ESCROWS CLOSED 89 48 302 134 104 334 64 368 1,443 366 1,809

VOLUME OF NEW SALE DOLLARS IN MILLIONS 12.477 9.8246 47.307 20.308 17.909 60.847 20.916 61.947 251.534 49.48624 301.020

VOLUME OF TOTAL YTD SALES IN MILLIONS 63.254 44.6156 236.571 97.450 91.441 265.688 70.299 317.190 1,186.509 228.880 1,415.389

AVERAGE SALE PRICE IN THOUSANDS 733.9 982.4 829.9 752.1 895.4 881.8 1,045.8 938.6 879.5 651.1 831.5

MEDIAN SALE PRICE IN THOUSANDS 785.0 952.5 745.5 680.0 822.0 850.0 1,018.0 876.0 830.0 517.5 799.0

COOP SALES 16 8 46 25 15 62 12 58 242 67 309

PERCENT OF COOP SALES 94.1 80.0 80.7 92.6 75.0 89.9 60.0 87.9 84.6 88.2 85.4

AVERAGE DAYS ON MARKET 23 21 12 15 13 22 13 17 29 20

SALES AT LIST PRICE 15 5 47 26 16 63 16 61 249 65 314

PERCENT OF SALES AT LIST PRICE 88.2 50 82.5 96.3 80 91.3 80 92.4 87.1 85.5 86.7

SALES TO LISTING INVENTORY RATIO 106.3 100.0 135.7 122.7 200.0 146.8 181.8 132.0 137.5 122.6 134.1

FINAL SALE TO NEW LISTING RATIO 154.5 166.7 82.6 77.1 111.1 92.0 111.1 75.0 89.4 89.4 89.4

CLOSED SALES
FORCLOSURE/REO 0 0 0 0 0 0 0 0 0 1 1

SELLER CONCESSIONS 0 0 0 0 0 0 0 0 0 0 0

SHORT SALE 0 0 1 0 0 0 0 0 1 0 1

STANDARD 15 9 54 27 19 66 20 63 273 71 344

OTHER 2 1 2 0 1 3 0 3 12 0 16

ACTIVE INVENTORY AC ADUL CC CA NE SAU SR VAL SCV TOT EXT TOTAL

NEW LISTINGS 0 0 24 1 18 14 4 37 98 15 113

TOTAL ACTIVE LISTINGS 0 0 15 0 13 11 0 15 54 12 66

AVERAGE DAYS ON MARKET 0 0 63 0 17 12 0 52 39 46 40

AVERAGE LIST PRICE IN THOUSANDS 0.0 0.0 475.9 0.0 389.9 508.9 0.0 622.9 502.7 542.0 509.9

MEDIAN LIST PRICE IN THOUSANDS 0.0 0.0 425.0 0.0 359.9 515.0 0.0 589.0 459.0 499.9 490.0

BOMS 0 0 12 0 7 4 0 23 46 0 46

AVERAGE BOM PRICE IN THOUSANDS 0.0 0.0 466.2 0.0 382.8 506.2 0.0 615.4 531.6 0.0 531.6

BOM TO SALE RATIO 0.0 0.0 70.6 0.0 30.4 25.0 0.0 54.8 44.7 0.0 39.7

EXPIRATIONS 0 0 0 0 0 0 0 0 0 1 1

PENDING SALES
NEW ESCROWS OPENED 0 0 26 2 17 12 6 44 107 12 119

TOTAL YTD ESCROWS OPENED 0 2 127 6 106 95 19 240 595 71 666

NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 0 0 14 28 23 19 10 22 19 14 19

NEW OPEN ESCROWS AVERAGE LIST PRICE 0.0 0.0 421.0 320.0 384.7 565.3 839.8 589.4 522.3 623.5 532.5

CLOSED SALES
NEW ESCROWS CLOSED 0 2 17 1 23 16 2 42 103 13 116

TOTAL YTD ESCROWS CLOSED 0 2 119 5 107 94 18 215 560 68 628

VOLUME OF NEW SALE DOLLARS IN MILLIONS 0.000 1.9606 9.614 0.475 12.875 8.104 1.135 23.450 57.613 6.53824 64.151

VOLUME OF TOTAL YTD SALES IN MILLIONS 0.000 1.9606 52.981 3.095 49.397 48.683 8.913 117.201 282.230 36.069 318.298

AVERAGE SALE PRICE IN THOUSANDS 0.0 980.0 565.6 475.0 559.8 506.5 567.5 558.3 559.3 502.9 553.0

MEDIAN SALE PRICE IN THOUSANDS 0.0 860.0 450.0 475.0 430.0 475.0 540.0 545.0 478.0 493.0 478.0

COOP SALES 0 2 16 1 22 15 2 36 94 12 106

PERCENT OF COOP SALES 0.0 100.0 94.1 100.0 95.7 93.8 100.0 85.7 91.3 92.3 91.4

AVERAGE DAYS ON MARKET 0 20 14 21 13 24 13 16 34 18

SALES AT LIST PRICE 0 2 16 1 18 13 2 41 93 10 103

PERCENT OF SALES AT LIST PRICE 0 100 94.1 100 78.3 81.3 100 97.6 90.3 76.9 88.8

SALES TO LISTING INVENTORY RATIO 0.0 0.0 113.3 0.0 176.9 145.5 0.0 280.0 190.7 108.3 175.8

FINAL SALE TO NEW LISTING RATIO 0.0 0.0 70.8 100.0 127.8 114.3 50.0 113.5 105.1 86.7 102.7

CLOSED SALES
FORCLOSURE/REO 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 2 17 1 22 16 2 42 102 12 114

OTHER 0 0 0 0 1 0 0 0 1 0 2
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HOME INSPECTIONS

Park Regency Realty lived up to its reputation again as a family-friendly 
organization, hosting their annual over 30-year houseboat trip tradition. 
The fun-filled getaway, took place on Lake Mojave in Nevada and 

approximately 25 staff members including friends and family attended. 

WWW.GROWWITHPARKREGENCY.COM

  FACEBOOK.COM/PARKREGENCY

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

Park Regency Staff  
Enjoys 32nd Annual Houseboat Trip

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

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

TENANT EVICTIONS
UNLAWFUL DETAINER

• Guaranteed rapids fi lings

• No offi  ce visit required

• Free telephone consultations

• More experience than any other law fi rm

• Lockout Management service available

800 77 EVICT
           (38428) 

FULL COLLECTION
 SERVICES

Open Monday through Saturday

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

ADVERTISING

ADVERTISING

Who would’ve thought
something so small
could say so much

about you?

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

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

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

LEGAL REAL  ESTATE
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$39 per month

100%
COMMISSION

 
 GOLD STAR REALTY

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

(818) 757-4567
20 YEARS IN BUSINESS

17815 Ventura Blvd., Suite 205, Encino

REAL ESTATE

REAL ESTATE

ADVERTISING

ADVERTISE 
IN THE 

REALTOR® REPORT

Make your ad

POP! 
 With Color!

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

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

or call

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

MARKETING

GET more LEADS

THE PREMIERE ONLINE MARKETING SOLUTION 
FOR REAL ESTATE AGENTS & BROKERS

 G
ET M

ORE

TODAY
30-DAY TRIAL

START  YOUR  FREE

VISIT

Point2.com
CALL TOLL-FREE

888-277-9779

come home to a
smarter loan

JEFF BEADNELL
Manager- 
Real Estate Lending
NMLS No. 459550

Purchases      Refinances
Fixed 2nds

Home equity Lines of Credit

Call Jeff Today!

CELL: 661.209.8737

DIRECT: 818.565.2188

jbeadnell@lfcu.com

www.lcfu.com/jeffbeadnell
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ADVERTISINGINSURANCE

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

More value
than ever before... 

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

PRINT SHOP & GRAPHIC DESIGN SERVICES

PR INT ING

FARMERS INSURANCE
AGENCY OWNER
 OPPORTUNITY

OWN YOUR FUTURE

UP TO 300% MONTHLY
BONUSES ON TOP

 OF REGULAR
COMMISSIONS

SAN FERNANDO VALLEY
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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.  

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.  

HOME INSPECTIONHOME PROMOTIONS HOME INSPECTION

Home Inspections
That Matter

Home, Pool, Sewer
Inspections

818-298-3405

Check out
our great
Yelp reviews

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



