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ADVERTISINGLack of Inventory During January     
Continues to Limit Homebuyer Options
Trailing year-ago tallies for the fifth consecutive month, a 
total of 297 single-family homes closed escrow throughout 

the Santa Clarita Valley during Janu-
ary, the Southland Regional Associa-
tion of Realtors reported recently.
That figure was  down 16.2 percent from 
a year ago. Local Realtors also assisted 
the close of escrow of 56 condominiums, 
down 24.3 percent from January 2021.

“Monthly home sales have been trailing 
the prior year since September despite 
buyer demand for housing remaining 
high, even during the holiday season,” said 
Louisa Henry, chair of the Santa Clarita 
Valley Division Council of the Southland 
Regional Association of Realtors. “A sharp 

drop in the number of properties listed for sale appears to be the 
primary culprit for the decline in sales. Anyone thinking of sell-
ing should act now: it’s an incredible sellers’ market.”

The Association reported 
a mere 183 active home and 
condominium listings at the 
end of January, a decline of 
8.5 percent from the prior 
year. 

That was up from the 
record low 155 listings 
reported in December, though 
it ranked as the second-lowest 
total for any month since the 
Association started reporting 
the statistic in 2006.

“Listings have been on a 
steady decline for multiple years,” said Tim Johnson, the Associa-
tion’s chief executive officer. “Owners who may be hesitating to 
sell for fear their property taxes might go up with the purchase of 

a replacement residence may find that is not necessarily the case 
because of Proposition 19, a new law that took effect Feb. 16.” 

Johnson urged owners to contact their Realtor or local tax 
assessor to learn about 
Proposition 19. 

Yet in the absence of a 
change of heart by current 
owners, Johnson said only 
a massive, ongoing build-
ing campaign can provide 
the inventory needed to 
give buyers in all price 
ranges more options and 
ease pressure off prices. 

The median price of 
homes that changed own-
ers during January came in 

at $825,000, an increase of 19.6 percent over January 2021 and 
a mere 0.6 percent below the record high $830,000 price set in 
June.

Campaign to 
Repeal Article 
34 Advances

By Jeff Phillips, President, and David Walker 
Southland Regional Association of Realtors®

A campaign to right the wrongs 
of the past and advance fair 
housing won a major victory 
recently with approval in the 
State Senate of Constitutional 
Amendment 2.

Authored by 
Senators Ben 
Allen, D-Santa 
Monica, and 
Scott Wiener, 
D-San Fran-
cisco, SCA-2  
passed out of 
the State Sen-
ate and is now 
pending in the 
State Assembly. 

If approved 
by the Assembly 

and signed by the governor, SCA 
2 would repeal Article 34 from the 
California State Constitution.

 “Article 34 was created in response 
to the Federal Housing Act of 1949, 
part of President Truman’s Fair 
Deal to help lower-income post-
war families move into better living 
situations,” the measure’s authors 
wrote. “Society had very different 
attitudes about race, ethnicity, class, 
and poverty 70 years ago. There were 
far (fewer) tools for residents to alter 
or block plans for new housing — no 
California Environmental Quality 
Act, Brown Act, or Coastal Act, and 
far fewer lawsuits.”

Weiner and Allen said SCA 2 

Realtor Jeff Phillips, 
SRAR 2022 President
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Louisa Henry, 2022 
Chair, Santa Clarita 
Division Council

SRAR Installation Coming March 25
The 11,000-member Southland Regional Association of Realtors 
thanks the sponsors of the Association’s 102nd Annual Ball. 
To ensure the health and safety of attendees, SRAR President Jeff Phillips 
and staff postponed the 2022 Installation Dinner Dance until the evening 
of Friday, March 25, at the Sheraton Universal Hotel. All existing tickets 
for January 29th will be transferred to the new date. Tickets may still be 
purchased at www.srar.com for the new date.

• SUPRA
• Spile, Leff & Goor, LLP

• Logix Federal Credit Union 
Mortgage Lending

• FivePoint
•CRMLS

Settlement Addresses Unequal Treatment of REOs
The National Fair Housing Alliance and a coalition of local fair hous-
ing organizations recently reached a $53 million agreement with 
Fannie Mae to compensate for unequal treatment of real estate 
owned — known as REOs — properties in Black and Hispanic com-
munities.
The fair housing coalition provided evidence that after the subprime crisis 
caused disproportionate numbers of foreclosures in Black and Latino com-
munities, REOs in Black and Latino areas were allowed to fall into disrepair, 
while REOs in White neighborhoods were maintained. 

The case established that marketing and maintenance of REO properties 
is covered under the Fair Housing Act. It is likely to be followed by other 
actions against large lenders who maintained foreclosed properties in com-
munities of color after the subprime crisis of 15 years ago.

“Realtors applaud this agreement,” said Leslie Rouda Smith, president of 
the 1.5 million-member National Association of Realtors. “Fannie Mae … 
agreeing to pay this restitution sends a clear message that the maintenance 
and marketing of foreclosed homes must be done fairly in all areas.” Realtors 
have played an increasingly important role in the market for maintaining 
and marketing REO properties, especially as bulk sales to investors decline. 
Rouda Smith said NAR is “committed to supporting local communities and 
expanding opportunities for homeownership for all Americans, in accor-
dance with our Code of Ethics and the Fair Housing Act.”

will give voters an opportunity to 
eliminate an obstacle enshrined in the 
California Constitution in a bygone 
era, which undermines elected of-
ficials’ ability to address California’s 
acute housing and homelessness 
challenges.”

Supporters of SCA 2 say Article 34 
is outdated and suppresses the ability 
to address today’s housing supply 
crisis, that it holds back the develop-
ment of affordable housing, an issue 
which impacts all Californians. 

Article 34 requires approval by a 
majority of voters to proceed with 
low-income affordable housing and 
mixed-income developments that 
may have subsidized units financed 
in whole or in part by a government 
entity. 

Article 34 makes it purposely dif-
ficult for affordable housing units to 
even break ground.

 Article 34 was proposed and 
passed in 1950 with support from the 
California Real Estate Association — 
which was the previous name for the 

California Association of Realtors — 
in response to passage of the federal 
Housing Act of 1949. 

Officially making racial segregation 
in public housing illegal, the Housing 
Act of 1949 triggered efforts in Cali-
fornia to sidestep the new federal law. 

At the time, it was 
argued that Article 
34 was giving vot-
ers more power to 
control the value of 
their property, when 
in reality, it was an 
effort to preserve 

segregation in California.
 C.A.R. has evolved since 1950 and 

has strongly supported the various 
previous efforts to repeal Article 34 
including in 1993 with Proposition 
168.

 The Realtor Party of California 
is committed to leading the effort to 
expand fair housing and to address 
issues like Article 34, which C.A.R. 
was often active in creating. 

The Association is relentlessly 
pursuing fair and equitable housing 
for all, and as such, is successfully 
advocating to repeal Article 34.
The Southland Regional Association of 
Realtors® is a local trade association with 
11,000 members serving the San Fernando 
and Santa Clarita Valleys. SRAR is one of the 
largest local associations in the nation.

In reality, Article 34 was an 
effort to preserve segregation 
in California 
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Trailing year-ago tallies for the fifth 
consecutive month, a total of 297 single-
family homes closed escrow throughout 
the Santa Clarita Valley during January, the 
Southland Regional Association of Realtors 
reported recently.

That figure was down 16.2 percent from 
a year ago. Local Realtors also assisted the 
close of escrow of 56 condominiums, down 
24.3 percent from January 2021.

“Monthly home sales have been trailing 
the prior year since September despite buyer 
demand for housing remaining high, even 
during the holiday season,” said Louisa 
Henry, chair of the Santa Clarita Valley 
Division Council of the Southland Regional 
Association of Realtors. “A sharp drop in the 
number of properties listed for sale appears 
to be the primary culprit for the decline in 
sales. Anyone thinking of selling should act 
now: it’s an incredible sellers’ market.”

The Association reported a mere 183 
active home and condominium listings at 

LACK OF INVENTORY DURING JANUARY CONTINUES TO 
LIMIT HOMEBUYER OPTIONS

the end of January, a decline of 8.5 percent 
from the prior year.

That was up from the record low 155 
listings reported in December, though 
it ranked as the second-lowest total for 
any month since the Association started 
reporting the statistic in 2006.

“Listings have been on a steady decline 
for multiple years,” said Tim Johnson, 
the Association’s chief executive officer. 
“Owners who may be hesitating to sell 
for fear their property 
taxes might  go up 
with the purchase of a 
replacement residence 
may find that is not 
necessarily the case 
because of Proposition 
19, a new law that took 
effect Feb. 16.”

J o h n s o n  u r g e d 
owners to contact their 
Realtor or local tax 
assessor to learn about Proposition 19.

Lack of Inventory During January     
Continues to Limit Homebuyer Options
Trailing year-ago tallies for the fifth consecutive month, a 
total of 297 single-family homes closed escrow throughout 

the Santa Clarita Valley during Janu-
ary, the Southland Regional Associa-
tion of Realtors reported recently.
That figure was  down 16.2 percent from 
a year ago. Local Realtors also assisted 
the close of escrow of 56 condominiums, 
down 24.3 percent from January 2021.

“Monthly home sales have been trailing 
the prior year since September despite 
buyer demand for housing remaining 
high, even during the holiday season,” said 
Louisa Henry, chair of the Santa Clarita 
Valley Division Council of the Southland 
Regional Association of Realtors. “A sharp 

drop in the number of properties listed for sale appears to be the 
primary culprit for the decline in sales. Anyone thinking of sell-
ing should act now: it’s an incredible sellers’ market.”

The Association reported 
a mere 183 active home and 
condominium listings at the 
end of January, a decline of 
8.5 percent from the prior 
year. 

That was up from the 
record low 155 listings 
reported in December, though 
it ranked as the second-lowest 
total for any month since the 
Association started reporting 
the statistic in 2006.

“Listings have been on a 
steady decline for multiple years,” said Tim Johnson, the Associa-
tion’s chief executive officer. “Owners who may be hesitating to 
sell for fear their property taxes might go up with the purchase of 

a replacement residence may find that is not necessarily the case 
because of Proposition 19, a new law that took effect Feb. 16.” 

Johnson urged owners to contact their Realtor or local tax 
assessor to learn about 
Proposition 19. 

Yet in the absence of a 
change of heart by current 
owners, Johnson said only 
a massive, ongoing build-
ing campaign can provide 
the inventory needed to 
give buyers in all price 
ranges more options and 
ease pressure off prices. 

The median price of 
homes that changed own-
ers during January came in 

at $825,000, an increase of 19.6 percent over January 2021 and 
a mere 0.6 percent below the record high $830,000 price set in 
June.

Campaign to 
Repeal Article 
34 Advances

By Jeff Phillips, President, and David Walker 
Southland Regional Association of Realtors®

A campaign to right the wrongs 
of the past and advance fair 
housing won a major victory 
recently with approval in the 
State Senate of Constitutional 
Amendment 2.

Authored by 
Senators Ben 
Allen, D-Santa 
Monica, and 
Scott Wiener, 
D-San Fran-
cisco, SCA-2  
passed out of 
the State Sen-
ate and is now 
pending in the 
State Assembly. 

If approved 
by the Assembly 

and signed by the governor, SCA 
2 would repeal Article 34 from the 
California State Constitution.

 “Article 34 was created in response 
to the Federal Housing Act of 1949, 
part of President Truman’s Fair 
Deal to help lower-income post-
war families move into better living 
situations,” the measure’s authors 
wrote. “Society had very different 
attitudes about race, ethnicity, class, 
and poverty 70 years ago. There were 
far (fewer) tools for residents to alter 
or block plans for new housing — no 
California Environmental Quality 
Act, Brown Act, or Coastal Act, and 
far fewer lawsuits.”

Weiner and Allen said SCA 2 

Realtor Jeff Phillips, 
SRAR 2022 President
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The 11,000-member Southland Regional Association of Realtors 
thanks the sponsors of the Association’s 102nd Annual Ball. 
To ensure the health and safety of attendees, SRAR President Jeff Phillips 
and staff postponed the 2022 Installation Dinner Dance until the evening 
of Friday, March 25, at the Sheraton Universal Hotel. All existing tickets 
for January 29th will be transferred to the new date. Tickets may still be 
purchased at www.srar.com for the new date.
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Settlement Addresses Unequal Treatment of REOs
The National Fair Housing Alliance and a coalition of local fair hous-
ing organizations recently reached a $53 million agreement with 
Fannie Mae to compensate for unequal treatment of real estate 
owned — known as REOs — properties in Black and Hispanic com-
munities.
The fair housing coalition provided evidence that after the subprime crisis 
caused disproportionate numbers of foreclosures in Black and Latino com-
munities, REOs in Black and Latino areas were allowed to fall into disrepair, 
while REOs in White neighborhoods were maintained. 

The case established that marketing and maintenance of REO properties 
is covered under the Fair Housing Act. It is likely to be followed by other 
actions against large lenders who maintained foreclosed properties in com-
munities of color after the subprime crisis of 15 years ago.

“Realtors applaud this agreement,” said Leslie Rouda Smith, president of 
the 1.5 million-member National Association of Realtors. “Fannie Mae … 
agreeing to pay this restitution sends a clear message that the maintenance 
and marketing of foreclosed homes must be done fairly in all areas.” Realtors 
have played an increasingly important role in the market for maintaining 
and marketing REO properties, especially as bulk sales to investors decline. 
Rouda Smith said NAR is “committed to supporting local communities and 
expanding opportunities for homeownership for all Americans, in accor-
dance with our Code of Ethics and the Fair Housing Act.”

will give voters an opportunity to 
eliminate an obstacle enshrined in the 
California Constitution in a bygone 
era, which undermines elected of-
ficials’ ability to address California’s 
acute housing and homelessness 
challenges.”

Supporters of SCA 2 say Article 34 
is outdated and suppresses the ability 
to address today’s housing supply 
crisis, that it holds back the develop-
ment of affordable housing, an issue 
which impacts all Californians. 

Article 34 requires approval by a 
majority of voters to proceed with 
low-income affordable housing and 
mixed-income developments that 
may have subsidized units financed 
in whole or in part by a government 
entity. 

Article 34 makes it purposely dif-
ficult for affordable housing units to 
even break ground.

 Article 34 was proposed and 
passed in 1950 with support from the 
California Real Estate Association — 
which was the previous name for the 

California Association of Realtors — 
in response to passage of the federal 
Housing Act of 1949. 

Officially making racial segregation 
in public housing illegal, the Housing 
Act of 1949 triggered efforts in Cali-
fornia to sidestep the new federal law. 

At the time, it was 
argued that Article 
34 was giving vot-
ers more power to 
control the value of 
their property, when 
in reality, it was an 
effort to preserve 

segregation in California.
 C.A.R. has evolved since 1950 and 

has strongly supported the various 
previous efforts to repeal Article 34 
including in 1993 with Proposition 
168.

 The Realtor Party of California 
is committed to leading the effort to 
expand fair housing and to address 
issues like Article 34, which C.A.R. 
was often active in creating. 

The Association is relentlessly 
pursuing fair and equitable housing 
for all, and as such, is successfully 
advocating to repeal Article 34.
The Southland Regional Association of 
Realtors® is a local trade association with 
11,000 members serving the San Fernando 
and Santa Clarita Valleys. SRAR is one of the 
largest local associations in the nation.

In reality, Article 34 was an 
effort to preserve segregation 
in California 

CAMPAIGN TO REPEAL 
ARTICLE 34 ADVANCES
BY JEFF PHILLIPS, PRESIDENT, AND DAVID WALKER 
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

A campaign to right the wrongs of the 
past and advance fair housing won a major 
victory recently with approval in the State 
Senate of Constitutional Amendment 2.

Authored by Senators Ben Allen, D-Santa 
Monica, and Scott Wiener, D-San Francisco, 
SCA-2 passed out of the State Senate and is 
now pending in the State Assembly.

If approved by the Assembly and signed 
by the governor, SCA 2 would repeal Article 
34 from the California State Constitution.

“Article 34 was created in response to 
the Federal Housing Act of 1949, part of 
President Truman’s Fair Deal to help lower-
income post-war families move into better 
living situations,” the measure’s authors 
wrote. “Society had very different attitudes 
about race, ethnicity, class, and poverty 70 
years ago. There were far (fewer) tools for 
residents to alter or block plans for new 
housing — no California Environmental 
Quality Act, Brown Act, or Coastal Act, and 
far fewer lawsuits.”

Weiner and Allen said SCA 2 will give 
voters an opportunity to eliminate an obstacle 
enshrined in the California Constitution in 
a bygone era, which undermines elected 
officials’ ability to address California’s acute 
housing and homelessness challenges.”

Supporters of SCA 2 say Article 34 
is outdated and suppresses the ability to 
address today’s housing supply crisis, 
that it holds back the development of 
affordable housing, an issue which impacts 
all Californians.

Article 34 requires approval by a majority 
of voters to proceed with low-income 
affordable housing and mixed-income 
developments that may have subsidized 
units financed in whole or in part by a 
government entity.

Article 34 makes it purposely difficult 
for affordable housing units to even break 
ground.

Article 34 was proposed and passed 
in 1950 with support from the California 
Real Estate Association — which was the 
previous name for the California Association 
of Realtors — in response to passage of the 
federal Housing Act of 1949.

Officially making racial segregation in 
public housing illegal, the Housing Act 
of 1949 triggered efforts in California to 
sidestep the new federal law.

At the time, it was argued that Article 34 
was giving voters more power to control 
the value of their property, when in reality, 
it was an effort to preserve segregation in 
California.

C.A.R. has evolved since 1950 and has 
strongly supported the various previous 
efforts to repeal Article 34 including in 1993 
with Proposition 168.

The Realtor Party of California is 
committed to leading the effort to expand 
fair housing and to address issues like 
Article 34, which C.A.R. was often active 
in creating.

The Association is relentlessly pursuing 
fair and equitable housing for all, and as 
such, is successfully advocating to repeal 
Article 34.

Yet in the absence of a change of heart by 
current owners, Johnson said only a massive, 
ongoing building campaign can provide the 
inventory needed to give buyers in all price 
ranges more options and ease pressure off 
prices.

The median price of homes that changed 
owners during January came in at $825,000, 
an increase of 19.6 percent over January 
2021 and a mere 0.6 percent below the 
record high $830,000 price set in June.
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U.S OWNERSHIP 
HITS RECORD 
ANNUAL INCREASE
BY JEFF PHILLIPS, PRESIDENT, AND DAVID WALKER 
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

The homeownership rate throughout the 
United States climbed to 65.5 percent in 
2020, up 1.3 percent from 2019 for the 
largest annual increase on record.

More Americans are likely to own a home 
now than during any year since the Great 
Recession — 65.4 percent homeownership 
rate in 2010.

However, Black Americans continue to 
face significant obstacles along the path to 
homeownership, according to the National 
Association of Realtors.

The homeownership rate for Black 
Americans of 43.4 percent trails behind that 
of a decade ago when the Black ownership 
rate hit 44.2 percent in 2010.

Conversely, White Americans at 72.1 
percent; Asian Americans, 61.7 percent; 
and Hispanic Americans, 51.1 percent, 
all  achieved decade-long highs in 
homeownership in 2020, with the rate for 
Hispanic Americans setting a record and 
reaching above 50 percent for the first time.

NAR’s 2022 Snapshot of Race and 
Home Buying in America report examines 
homeownership trends and challenges by 
race and location to explain current racial 
disparities in the housing market. Using data 
from the 2021 Profile of Home Buyers and 

Sellers, the report looks at the characteristics 
of who purchases homes, why they purchase, 
what they purchase and the financial 
background for buyers based on race.

“As the gap in homeownership rates for 
Black and White Americans has widened, 
it is important to understand the unique 
challenges that minority home buyers face,” 
said Jessica Lautz, NAR vice president 
of demographics and behavioral insights. 

“Housing affordability and low inventory 
have made it even more challenging for all 
buyers to enter into homeownership, but 
even more so for Black Americans.”

H o u s i n g 
affordabil i ty 
h a s  e r o d e d 
f o r  m a n y 
c o n s u m e r s 
since the start 
of the pandemic 
d u e  t o  t h e 
combinat ion 
of record-high 
home pr ices 
and record-low 
inventory.

Since 2019, 
home pr ices 
nationally have spiked 30 percent — or 
about $80,000 for a typical home, while 
housing inventory has declined to under one 
million units available for sale.

Approximately half of all homes currently 
listed for sale are affordable to households 
with at least $100,000 income. Nationwide, 
nearly half of all Asian households annually 
earn more than $100,000. However, 35 
percent of White households, 25 percent of 
Hispanic households and only 20 percent 
of Black households have incomes greater 
than $100,000.

NAR’s analysis found that the most 
affordable states for Black households 
to purchase a home are Maryland, West 

Virginia, Kansas, Ohio and Indiana.
Conversely, the least affordable states 

for Black households are Utah, Oregon, 
California, Nevada and Rhode Island.

In terms of renter households, half of 
Black Americans spend more than 30 
percent of their monthly income on rent.

Almost three out of 10 Black renter 
households, 28 percent, and one in five 
White renter households, 20 percent, are 

U.S Ownership 
Hits Record   
Annual Increase

By Jeff Phillips, President, and David Walker 
Southland Regional Association of Realtors®

The homeownership rate 
throughout the United States 
climbed to 65.5 percent in 
2020, up 1.3 percent from 
2019 for the largest annual 
increase on record. 

More Americans 
are likely to own 
a home now 
than during any 
year since the 
Great Recession 
— 65.4 percent 
homeownership 
rate in 2010.

However, 
Black Ameri-
cans continue to 
face significant 
obstacles along 

the path to homeownership, accord-
ing to the National Association of 
Realtors. 

The homeownership rate for Black 
Americans of 43.4 percent trails 
behind that of a decade ago when the 
Black ownership rate hit 44.2 percent 
in 2010. 

Conversely, White Americans  at 
72.1 percent; Asian Americans, 61.7 
percent; and Hispanic Americans, 
51.1 percent, all achieved decade-long 
highs in homeownership in 2020, 
with the rate for Hispanic Americans 
setting a record and reaching above 50 
percent for the first time.

Interest Rate Update
Fixed-rate mortgage national average as 

reported by Freddie Mac on:
February 24

30-Year FRM — 3.89 percent
15-Year FRM — 3.14 percent

February 17
30-Year FRM — 3.92 percent
15-Year FRM — 3.15 percent

Realtor Jeff Phillips, 
SRAR 2022 President
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SRAR Installation Coming March 25
The 11,000-member Southland Regional Association of Realtors 
thanks the sponsors of the Association’s 102nd Annual Ball. 
To ensure the health and safety of attendees, SRAR President Jeff Phillips 
and staff postponed the 2022 Installation Dinner Dance until the evening 
of Friday, March 25, at the Sheraton Universal Hotel. All tickets will be 
transferred to the new date. Tickets may still be purchased at www.srar.com 
for the new date.

• SUPRA
• Spile, Leff & Goor, LLP

• Logix Federal Credit Union 
Mortgage Lending

• FivePoint
•CRMLS

• Alliance West Mortgage

NAR’s 2022 Snapshot of Race 
and Home Buying in America report 
examines homeownership trends and 
challenges by race and location to 
explain current racial disparities in 
the housing market. Using data from 
the 2021 Profile of Home Buyers and 

Sellers, the report looks at the charac-
teristics of who purchases homes, why 
they purchase, what they purchase and 
the financial background for buyers 
based on race.

“As the gap in homeownership rates 
for Black and White Americans has 
widened, it is important to understand 

the unique challenges that minority 
home buyers face,” said Jessica Lautz, 
NAR vice president of demograph-
ics and behavioral insights. “Housing 
affordability and low inventory have 
made it even more challenging for all 
buyers to enter into homeownership, 
but even more so for Black Ameri-

Black ownership remains 
lower than a decade ago. 
Hispanic ownership above  
50% for first time

cans.”
Housing affordability has eroded 

for many consumers since the start 
of the pandemic due to the combina-
tion of record-high home prices and 
record-low inventory. 

Since 2019, home prices nation-
ally have spiked 30 percent 
— or about $80,000 for a 
typical home, while hous-
ing inventory has declined 
to under one million units 
available for sale. 

Approximately half of 
all homes currently listed 
for sale are affordable to 

households with at least $100,000 
income. Nationwide, nearly half of all 
Asian households annually earn more 
than $100,000. However, 35 percent 
of White households, 25 percent of 
Hispanic households and only 20 
percent of Black households have 
incomes greater than $100,000. 

NAR’s analysis 
found that the most 
affordable states for 
Black households to 
purchase a home are 
Maryland, West Vir-
ginia, Kansas, Ohio 
and Indiana. 

Conversely, the 
least affordable states 
for Black households 
are Utah, Oregon, 
California, Nevada 
and Rhode Island.

In terms of renter 
households, half of 
Black Americans 
spend more than 
30 percent of their 
monthly income on 
rent. 

Almost three out 
of 10 Black renter 
households, 28 per-
cent, and one in five 

White renter households, 20 percent, 
are severely cost-burdened — defined 
as spending more than 50 percent of 
monthly income on rent. 

Nationwide, NAR estimates that 
47 percent of White renter house-
holds and 36 percent of Black renter 
households can afford to buy a typical 

Quick Look: Home Buyer Finances
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home when comparing the qualifying 
income to purchase a home and the 
median income of renter households.

“Black households not only spend 
a bigger portion of their income on 
rent, but they are also more likely to 
hold student debt and have higher 
balances,” Lautz added. “This makes 
it difficult for Black households to 
save for a downpayment and as a 
result, they often use their 401(k) or 
retirement savings to enter homeown-

ership.”
Black households at 41 percent are 

more than twice as likely as Asian 
households, 18 percent, and nearly 
twice as likely as White households, 
22 percent, to have student loan debt. 
Approximately a quarter of Hispanic 
households reported having student 
loan debt. Student debt is often a 
major impediment for prospective 
home buyers in saving for a downpay-
ment. Black and Hispanic applicants 
— 7 percent each — were rejected 
for mortgage loans at greater rates 
than White and Asian applicants — 4 
percent and 3 percent, respectively.

Black Americans at 14 percent and 
Hispanic Americans at 12 percent 
were at least twice as likely than 
White Americans, 6 percent, to tap 

into their 401(k) or pension funds as 
a downpayment source for a home 
purchase. Such actions can diminish 
future wealth growth. 

Conversely, almost four out of 
10 White Americans, 38 percent, 
used the funds from the sale of 
their primary residence to serve as a 
downpayment for a home compared 
to only 25 percent of Hispanic, 21 
percent of Black and 16 percent of 
Asian  Americans. View NAR's 

Snapshot of Race & Home Buying 
in America report here: https://www.
nar.realtor/research-and-statistics/
research-reports/a-snapshot-of-race-
and-home-buying-in-america.
The Southland Regional Association of 
Realtors® is a local trade association with 
11,000 members serving the San Fernando 
and Santa Clarita Valleys. SRAR is one of the 
largest local associations in the nation.

Racial and Ethnic Distribution

Black/African-
American

Asian/Pacific  
Islander Hispanic/Latino White/Caucasian

Less than high school * * 3% *

High School diploma 15 6 19 16

Associates degree 15 5 16 13

Bachelor's degree 28 39 26 31

Some graduate work 8 6 3 7
Master's degree/MBA/law
degree 30 30 26 27

Doctoral degree 4 13 6 7

Have student loan debt 41% 18% 26% 22%
Median student loan debt 
amount $45,000 $24,400 $35,500 $30,000

Education Level of Household Head and Student Debt by Race/Ethnicity

* Less than 1 percent Source: 2021 Profile of Home Buyers and Sellers
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U.S Ownership 
Hits Record   
Annual Increase

By Jeff Phillips, President, and David Walker 
Southland Regional Association of Realtors®

The homeownership rate 
throughout the United States 
climbed to 65.5 percent in 
2020, up 1.3 percent from 
2019 for the largest annual 
increase on record. 

More Americans 
are likely to own 
a home now 
than during any 
year since the 
Great Recession 
— 65.4 percent 
homeownership 
rate in 2010.

However, 
Black Ameri-
cans continue to 
face significant 
obstacles along 

the path to homeownership, accord-
ing to the National Association of 
Realtors. 

The homeownership rate for Black 
Americans of 43.4 percent trails 
behind that of a decade ago when the 
Black ownership rate hit 44.2 percent 
in 2010. 

Conversely, White Americans  at 
72.1 percent; Asian Americans, 61.7 
percent; and Hispanic Americans, 
51.1 percent, all achieved decade-long 
highs in homeownership in 2020, 
with the rate for Hispanic Americans 
setting a record and reaching above 50 
percent for the first time.

Interest Rate Update
Fixed-rate mortgage national average as 

reported by Freddie Mac on:
February 24

30-Year FRM — 3.89 percent
15-Year FRM — 3.14 percent

February 17
30-Year FRM — 3.92 percent
15-Year FRM — 3.15 percent

Realtor Jeff Phillips, 
SRAR 2022 President
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SRAR Installation Coming March 25
The 11,000-member Southland Regional Association of Realtors 
thanks the sponsors of the Association’s 102nd Annual Ball. 
To ensure the health and safety of attendees, SRAR President Jeff Phillips 
and staff postponed the 2022 Installation Dinner Dance until the evening 
of Friday, March 25, at the Sheraton Universal Hotel. All tickets will be 
transferred to the new date. Tickets may still be purchased at www.srar.com 
for the new date.

• SUPRA
• Spile, Leff & Goor, LLP

• Logix Federal Credit Union 
Mortgage Lending

• FivePoint
•CRMLS

• Alliance West Mortgage

NAR’s 2022 Snapshot of Race 
and Home Buying in America report 
examines homeownership trends and 
challenges by race and location to 
explain current racial disparities in 
the housing market. Using data from 
the 2021 Profile of Home Buyers and 

Sellers, the report looks at the charac-
teristics of who purchases homes, why 
they purchase, what they purchase and 
the financial background for buyers 
based on race.

“As the gap in homeownership rates 
for Black and White Americans has 
widened, it is important to understand 

the unique challenges that minority 
home buyers face,” said Jessica Lautz, 
NAR vice president of demograph-
ics and behavioral insights. “Housing 
affordability and low inventory have 
made it even more challenging for all 
buyers to enter into homeownership, 
but even more so for Black Ameri-

Black ownership remains 
lower than a decade ago. 
Hispanic ownership above  
50% for first time

cans.”
Housing affordability has eroded 

for many consumers since the start 
of the pandemic due to the combina-
tion of record-high home prices and 
record-low inventory. 

Since 2019, home prices nation-
ally have spiked 30 percent 
— or about $80,000 for a 
typical home, while hous-
ing inventory has declined 
to under one million units 
available for sale. 

Approximately half of 
all homes currently listed 
for sale are affordable to 

households with at least $100,000 
income. Nationwide, nearly half of all 
Asian households annually earn more 
than $100,000. However, 35 percent 
of White households, 25 percent of 
Hispanic households and only 20 
percent of Black households have 
incomes greater than $100,000. 

NAR’s analysis 
found that the most 
affordable states for 
Black households to 
purchase a home are 
Maryland, West Vir-
ginia, Kansas, Ohio 
and Indiana. 

Conversely, the 
least affordable states 
for Black households 
are Utah, Oregon, 
California, Nevada 
and Rhode Island.

In terms of renter 
households, half of 
Black Americans 
spend more than 
30 percent of their 
monthly income on 
rent. 

Almost three out 
of 10 Black renter 
households, 28 per-
cent, and one in five 

White renter households, 20 percent, 
are severely cost-burdened — defined 
as spending more than 50 percent of 
monthly income on rent. 

Nationwide, NAR estimates that 
47 percent of White renter house-
holds and 36 percent of Black renter 
households can afford to buy a typical 
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home when comparing the qualifying 
income to purchase a home and the 
median income of renter households.

“Black households not only spend 
a bigger portion of their income on 
rent, but they are also more likely to 
hold student debt and have higher 
balances,” Lautz added. “This makes 
it difficult for Black households to 
save for a downpayment and as a 
result, they often use their 401(k) or 
retirement savings to enter homeown-

ership.”
Black households at 41 percent are 

more than twice as likely as Asian 
households, 18 percent, and nearly 
twice as likely as White households, 
22 percent, to have student loan debt. 
Approximately a quarter of Hispanic 
households reported having student 
loan debt. Student debt is often a 
major impediment for prospective 
home buyers in saving for a downpay-
ment. Black and Hispanic applicants 
— 7 percent each — were rejected 
for mortgage loans at greater rates 
than White and Asian applicants — 4 
percent and 3 percent, respectively.

Black Americans at 14 percent and 
Hispanic Americans at 12 percent 
were at least twice as likely than 
White Americans, 6 percent, to tap 

into their 401(k) or pension funds as 
a downpayment source for a home 
purchase. Such actions can diminish 
future wealth growth. 

Conversely, almost four out of 
10 White Americans, 38 percent, 
used the funds from the sale of 
their primary residence to serve as a 
downpayment for a home compared 
to only 25 percent of Hispanic, 21 
percent of Black and 16 percent of 
Asian  Americans. View NAR's 

Snapshot of Race & Home Buying 
in America report here: https://www.
nar.realtor/research-and-statistics/
research-reports/a-snapshot-of-race-
and-home-buying-in-america.
The Southland Regional Association of 
Realtors® is a local trade association with 
11,000 members serving the San Fernando 
and Santa Clarita Valleys. SRAR is one of the 
largest local associations in the nation.
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severely cost-burdened — defined as 
spending more than 50 percent of monthly 
income on rent.

Nationwide, NAR estimates that 47 

percent of White renter households and 36 
percent of Black renter households can afford 
to buy a typical home when comparing the 
qualifying income to purchase a home and 
the median income of renter households.

“Black households not only spend a bigger 
portion of their income on rent, but they are 
also more likely to hold student debt and 
have higher balances,” Lautz added. “This 
makes it difficult for Black households to 
save for a downpayment and as a result, they 
often use their 401(k) or retirement savings 
to enter homeownership"

Black households at 41 percent are more 
than twice as likely as Asian households, 
18 percent, and nearly twice as likely as 
White households, 22 percent, to have 
student loan debt. Approximately a quarter 
of Hispanic households reported having 
student loan debt. Student debt is often a 
major impediment for prospective home 
buyers in saving for a downpayment. Black 
and Hispanic applicants — 7 percent each — 
were rejected for mortgage loans at greater 
rates than White and Asian applicants — 4 
percent and 3 percent, respectively.

Black Americans at 14 percent and 
Hispanic Americans at 12 percent were at 
least twice as likely than White Americans, 
6 percent, to tap into their 401(k) or pension 
funds as a downpayment source for a home 
purchase. Such actions can diminish future 
wealth growth.

Conversely, almost four out of 10 White 
Americans, 38 percent, used the funds from 
the sale of their primary residence to serve 
as a downpayment for a home compared to 
only 25 percent of Hispanic, 21 percent of 
Black and 16 percent of Asian Americans. 
View NAR's Snapshot of Race & Home 
Buying in America report here: https://
www.nar.realtor/research-and-statistics/
research-reports/a-snapshot-of-race-and-
home-buying-in-america.
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PREVENTING BIAS IN 
HOME VALUATIONS
BY JEFF PHILLIPS, PRESIDENT, AND DAVID WALKER 
SOUTHLAND REGIONAL ASSOCIATION OF REALTORS®

The Consumer Financial Protection Bureau 
recently outlined options to ensure that 
computer models used to help determine 
home valuations are accurate and fair.

“It is tempting to think that machines 
crunching numbers can take bias out of 
the equation, but they can’t,” said CFPB 
Director Rohit Chopra. “This initiative is 
one of many steps we are taking to ensure 
that in-person and algorithmic appraisals are 
fairer and more accurate.”

When underwriting a mortgage, lenders 
typically require an appraisal, which is 
an estimate of the value of the home. 
While traditional appraisals are conducted 
in-person, many lenders also employ 
algorithmic computer models.

These models use data drawn from many 
sources to value homes. The technical term 
for these models is automated valuation 
models. Both in-person and algorithmic 
appraisals appear to be susceptible to 
bias and inaccuracy, absent appropriate 
safeguards.

Obtaining an accurate estimate of a home’s 
worth is one of the most important steps in 
the mortgage process for homebuyers. 
Inaccurate valuations, both too high and 
and too low, can pose risks to consumers.

Overvaluing homes can put family wealth 
at-risk, create reselling challenges, and lead 

to higher rates of foreclosure. Homes can be 
overvalued for numerous reasons.

For example, during the run-up to the 
2008 collapse of the housing bubble, 
housing prices became inflated for reasons 
that included lenders extending mortgage 
credit — often with toxic or predatory terms 
— without regard to borrowers’ ability to 
repay. In other situations, supply can become 

constricted and unable to keep pace with 
demand.

Low valuations can jeopardize home sales 
and prevent homeowners from refinancing, 
which makes it harder to build wealth or 
make repairs.

Systematically low valuations driven by 
biased appraisers may exacerbate existing 
disparities in the housing market. The 

Federal Housing Finance Agency recently 
identified discriminatory statements in some 
home appraisals, and both Fannie Mae and 
Freddie Mac have found appraisal disparities 
for communities and borrowers of color.

Homeowners and homebuyers are 
often dependent on appraisers’ views of 
a community and of the people who live 
within it. When those views are negative, 

the undervaluing of homes can be the result.
The CFPB is particularly concerned that 

without proper safeguards, flawed versions 
of automated valuation models could 
digitally redline certain neighborhoods and 
further embed and perpetuate historical 
lending, wealth, and home value disparities.New State Masking Guidance

The California Department of Public Health re-
cently revised the requirement that unvaccinated 
individuals mask in indoor public settings to a 
strong recommendation that all persons, regard-
less of vaccine status, continue indoor masking. 
Masks are no longer required for real estate show-

ings or open 
houses, regard-
less of vaccine 
status. 

As of March 
11, the uni-
versal masking 
requirement 
for K-12 and 
childcare 

settings was scheduled to be terminated. However, 
universal masking will remain required in specified 
high-risk settings — which does not include real-
estate related activities — such as public transport, 
emergency shelters, and health care settings. 

In workplaces, employers will continue to be subject 
to the CalOSHA COVID-19 Emergency Temporary 
Standards and should consult those regulations for 
additional applicable requirements. 

Local health jurisdictions and entities may continue 
to implement additional requirements that go beyond 
this statewide guidance based on local circumstances. 

Check with local authorities for such updates. 
See L.A. County’s Mask wearing Rules.
These requirements and recommendations will 

continue to be updated as California Department of 
Public Health continues to assess conditions on an 
ongoing basis.

Preventing 
Bias in Home 
Valuations

By Jeff Phillips, President, and David Walker 
Southland Regional Association of Realtors®

The Consumer Financial 
Protection Bureau recently 
outlined options to ensure that 
computer models used to help 
determine home valuations are 
accurate and fair. 

“It is tempting to 
think that ma-
chines crunching 
numbers can take 
bias out of the 
equation, but they 
can’t,” said CFPB 
Director Rohit 
Chopra. “This 
initiative is one of 
many steps we are 
taking to ensure 
that in-person 
and algorithmic 

appraisals are fairer and more accurate.”
When underwriting a mortgage, 

lenders typically require an appraisal, 
which is an estimate of the value of the 
home. While traditional appraisals are 
conducted in-person, many lenders also 
employ algorithmic computer models. 

These models use data drawn from 
many sources to value homes. The tech-
nical term for these models is automated 
valuation models. Both in-person and 
algorithmic appraisals appear to be 
susceptible to bias and inaccuracy, absent 
appropriate safeguards.

Obtaining an accurate estimate 
of a home’s worth is one of the most 
important steps in the mortgage process 
for homebuyers. Inaccurate valuations, 
both too high and too low, can pose risks 
to consumers. 

Realtor Jeff Phillips, 
SRAR 2022 President
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Interest Rate Update
Fixed-rate mortgage national average as 

reported by Freddie Mac on:
March 3

30-Year FRM — 3.76 percent
15-Year FRM — 3.01 percent

February 24
30-Year FRM — 3.89 percent
15-Year FRM — 3.14 percent

SRAR Installation Coming March 25
The 11,000-member Southland Regional Association of Realtors 
thanks the sponsors of the Association’s 102nd Annual Ball. 
To ensure the health and safety of attendees, SRAR President Jeff Phillips 
and staff postponed the 2022 Installation Dinner Dance until the evening 
of Friday, March 25, at the Sheraton Universal Hotel. All tickets will be 
transferred to the new date. Tickets may still be purchased at www.srar.com 
for the new date.
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Income-to-Loan	Guide	
Condominiums —FEBRUARY — San	Fernando	 Valley

Source: Southland Regional Association of REALTORS®

Monthly Mortgage and Interest 
Payment

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

Minimum Income Needed to 
Qualify for a Loan

$124,972 

+29.5%

Year-to-Year Percentage 
Change in Income Needed to 

Monthly Prop 
Taxes

Monthly Insurance 

Total Monthly 
PITI *

$3,124 

$616,500 

$493,200 

3.76%

% Diff 
from Prior 
Year

$3,606 

$1,013 

$308

$197,036 

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

+25.2%

Total Monthly 
PITI *
$4,926 

Single-Family Homes — FEBRUARY — 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

$972,000 

$777,600 3.76%

Overvaluing homes can put family 
wealth at-risk, create reselling challenges, 
and lead to higher rates of foreclosure. 
Homes can be overvalued for numerous 
reasons. 

For example, during the run-up to 
the 2008 collapse of the housing bubble, 
housing prices became inflated for 
reasons that included lenders extend-
ing mortgage credit — often with toxic 

or predatory terms — without 
regard to borrowers’ ability to 
repay. In other situations, sup-

ply can become constricted and unable 
to keep pace with demand.

Low valuations can jeopardize home 
sales and prevent homeowners from 
refinancing, which makes it harder to 
build wealth or make repairs. 

Systematically low valuations driven 
by biased appraisers may exacerbate 
existing disparities in the housing 
market. The Federal Housing Finance 

Agency recently identified  discrimina-
tory statements in some home appraisals, 
and both Fannie Mae  and Freddie Mac  
have found appraisal disparities for com-
munities and borrowers of color. 

Homeowners and homebuyers are 
often dependent on appraisers’ views of 
a community and of the people who live 
within it. When those views are negative, 
the undervaluing of homes can be the 
result.

The CFPB is particularly concerned 
that without proper safe-

guards, flawed versions of 
automated valuation models 
could digitally redline certain 
neighborhoods and further embed 
and perpetuate historical lending, wealth, 
and home value disparities.
The Southland Regional Association of 
Realtors® is a local trade association with 
11,000 members serving the San Fernando 
and Santa Clarita Valleys. 

Higher Prices Trigger Need for Higher Incomes
As prices soared over the last several years to stratospheric heights, 
buyers now need to earn much more to qualify for a home loan.
The 25.2 percent increase for single-family homes and 29.5 percent for condomini-
ums in the minimum income needed to qualify for a loan during February were 
both record highs since the Southland Regional Association of Realtors started 
tracking the statistic in 2016. Those jumps translated to an income of $197,036 for 
a median-priced home and $124,972 for a median-priced condominium. Median 
is the mid-point of all closed escrows during February, which means half the homes 
sold for more than the median price and half for less. The monthly home payment 
was $3,606 and the condominium monthly payment was $3,124.

H I G H E R  P R I C E S  T R I G G E R  N E E D  F O R  H I G H E R  I N C O M E S
As prices soared over the last several years to stratospheric heights, buyers now need to earn much more to qualify for a home loan.
The 25.2 percent increase for single-family homes and 29.5 percent for condominiums in the minimum income needed to qualify for a 
loan during February were both record highs since the Southland Regional Association of Realtors started tracking the statistic in 2016. 
Those jumps translated to an income of $197,036 for a median-priced home and $124,972 for a median-priced condominium. Median is 
the mid-point of all closed escrows during February, which means half the homes sold for more than the median price and half for less. 
The monthly home payment was $3,606 and the condominium monthly payment was $3,124.

New State Masking Guidance
The California Department of Public Health re-
cently revised the requirement that unvaccinated 
individuals mask in indoor public settings to a 
strong recommendation that all persons, regard-
less of vaccine status, continue indoor masking. 
Masks are no longer required for real estate show-

ings or open 
houses, regard-
less of vaccine 
status. 

As of March 
11, the uni-
versal masking 
requirement 
for K-12 and 
childcare 

settings was scheduled to be terminated. However, 
universal masking will remain required in specified 
high-risk settings — which does not include real-
estate related activities — such as public transport, 
emergency shelters, and health care settings. 

In workplaces, employers will continue to be subject 
to the CalOSHA COVID-19 Emergency Temporary 
Standards and should consult those regulations for 
additional applicable requirements. 

Local health jurisdictions and entities may continue 
to implement additional requirements that go beyond 
this statewide guidance based on local circumstances. 

Check with local authorities for such updates. 
See L.A. County’s Mask wearing Rules.
These requirements and recommendations will 

continue to be updated as California Department of 
Public Health continues to assess conditions on an 
ongoing basis.

Preventing 
Bias in Home 
Valuations

By Jeff Phillips, President, and David Walker 
Southland Regional Association of Realtors®

The Consumer Financial 
Protection Bureau recently 
outlined options to ensure that 
computer models used to help 
determine home valuations are 
accurate and fair. 

“It is tempting to 
think that ma-
chines crunching 
numbers can take 
bias out of the 
equation, but they 
can’t,” said CFPB 
Director Rohit 
Chopra. “This 
initiative is one of 
many steps we are 
taking to ensure 
that in-person 
and algorithmic 

appraisals are fairer and more accurate.”
When underwriting a mortgage, 

lenders typically require an appraisal, 
which is an estimate of the value of the 
home. While traditional appraisals are 
conducted in-person, many lenders also 
employ algorithmic computer models. 

These models use data drawn from 
many sources to value homes. The tech-
nical term for these models is automated 
valuation models. Both in-person and 
algorithmic appraisals appear to be 
susceptible to bias and inaccuracy, absent 
appropriate safeguards.

Obtaining an accurate estimate 
of a home’s worth is one of the most 
important steps in the mortgage process 
for homebuyers. Inaccurate valuations, 
both too high and too low, can pose risks 
to consumers. 

Realtor Jeff Phillips, 
SRAR 2022 President
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of Friday, March 25, at the Sheraton Universal Hotel. All tickets will be 
transferred to the new date. Tickets may still be purchased at www.srar.com 
for the new date.

• SUPRA
• Spile, Leff & Goor, LLP

• Logix Federal Credit Union 
Mortgage Lending

• FivePoint
•CRMLS

• Alliance West Mortgage

$2,287 

$642 

$195 

Income-to-Loan	Guide	
Condominiums —FEBRUARY — San	Fernando	 Valley

Source: Southland Regional Association of REALTORS®

Monthly Mortgage and Interest 
Payment

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

Minimum Income Needed to 
Qualify for a Loan

$124,972 

+29.5%

Year-to-Year Percentage 
Change in Income Needed to 

Monthly Prop 
Taxes

Monthly Insurance 

Total Monthly 
PITI *

$3,124 

$616,500 

$493,200 

3.76%

% Diff 
from Prior 
Year

$3,606 

$1,013 

$308

$197,036 

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

+25.2%

Total Monthly 
PITI *
$4,926 

Single-Family Homes — FEBRUARY — 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

$972,000 

$777,600 3.76%

Overvaluing homes can put family 
wealth at-risk, create reselling challenges, 
and lead to higher rates of foreclosure. 
Homes can be overvalued for numerous 
reasons. 

For example, during the run-up to 
the 2008 collapse of the housing bubble, 
housing prices became inflated for 
reasons that included lenders extend-
ing mortgage credit — often with toxic 

or predatory terms — without 
regard to borrowers’ ability to 
repay. In other situations, sup-

ply can become constricted and unable 
to keep pace with demand.

Low valuations can jeopardize home 
sales and prevent homeowners from 
refinancing, which makes it harder to 
build wealth or make repairs. 

Systematically low valuations driven 
by biased appraisers may exacerbate 
existing disparities in the housing 
market. The Federal Housing Finance 

Agency recently identified  discrimina-
tory statements in some home appraisals, 
and both Fannie Mae  and Freddie Mac  
have found appraisal disparities for com-
munities and borrowers of color. 

Homeowners and homebuyers are 
often dependent on appraisers’ views of 
a community and of the people who live 
within it. When those views are negative, 
the undervaluing of homes can be the 
result.

The CFPB is particularly concerned 
that without proper safe-

guards, flawed versions of 
automated valuation models 
could digitally redline certain 
neighborhoods and further embed 
and perpetuate historical lending, wealth, 
and home value disparities.
The Southland Regional Association of 
Realtors® is a local trade association with 
11,000 members serving the San Fernando 
and Santa Clarita Valleys. 

Higher Prices Trigger Need for Higher Incomes
As prices soared over the last several years to stratospheric heights, 
buyers now need to earn much more to qualify for a home loan.
The 25.2 percent increase for single-family homes and 29.5 percent for condomini-
ums in the minimum income needed to qualify for a loan during February were 
both record highs since the Southland Regional Association of Realtors started 
tracking the statistic in 2016. Those jumps translated to an income of $197,036 for 
a median-priced home and $124,972 for a median-priced condominium. Median 
is the mid-point of all closed escrows during February, which means half the homes 
sold for more than the median price and half for less. The monthly home payment 
was $3,606 and the condominium monthly payment was $3,124.

New State Masking Guidance
The California Department of Public Health re-
cently revised the requirement that unvaccinated 
individuals mask in indoor public settings to a 
strong recommendation that all persons, regard-
less of vaccine status, continue indoor masking. 
Masks are no longer required for real estate show-

ings or open 
houses, regard-
less of vaccine 
status. 

As of March 
11, the uni-
versal masking 
requirement 
for K-12 and 
childcare 

settings was scheduled to be terminated. However, 
universal masking will remain required in specified 
high-risk settings — which does not include real-
estate related activities — such as public transport, 
emergency shelters, and health care settings. 

In workplaces, employers will continue to be subject 
to the CalOSHA COVID-19 Emergency Temporary 
Standards and should consult those regulations for 
additional applicable requirements. 

Local health jurisdictions and entities may continue 
to implement additional requirements that go beyond 
this statewide guidance based on local circumstances. 

Check with local authorities for such updates. 
See L.A. County’s Mask wearing Rules.
These requirements and recommendations will 

continue to be updated as California Department of 
Public Health continues to assess conditions on an 
ongoing basis.

Preventing 
Bias in Home 
Valuations

By Jeff Phillips, President, and David Walker 
Southland Regional Association of Realtors®

The Consumer Financial 
Protection Bureau recently 
outlined options to ensure that 
computer models used to help 
determine home valuations are 
accurate and fair. 

“It is tempting to 
think that ma-
chines crunching 
numbers can take 
bias out of the 
equation, but they 
can’t,” said CFPB 
Director Rohit 
Chopra. “This 
initiative is one of 
many steps we are 
taking to ensure 
that in-person 
and algorithmic 

appraisals are fairer and more accurate.”
When underwriting a mortgage, 

lenders typically require an appraisal, 
which is an estimate of the value of the 
home. While traditional appraisals are 
conducted in-person, many lenders also 
employ algorithmic computer models. 

These models use data drawn from 
many sources to value homes. The tech-
nical term for these models is automated 
valuation models. Both in-person and 
algorithmic appraisals appear to be 
susceptible to bias and inaccuracy, absent 
appropriate safeguards.

Obtaining an accurate estimate 
of a home’s worth is one of the most 
important steps in the mortgage process 
for homebuyers. Inaccurate valuations, 
both too high and too low, can pose risks 
to consumers. 

Realtor Jeff Phillips, 
SRAR 2022 President
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result.
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automated valuation models 
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neighborhoods and further embed 
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Home Buyers and Fair Housing
In addition to being asked about their recent home 
buying experience, recent home buyers were also 
asked if they had experienced or witnessed discrimi-
nation during their real estate transaction.
• When asked about their neighborhood and 
whether or not the majority of residents are the 
same race as them, 74 percent of Asian/Pacific Is-
lander, 69 percent of Black/African-American, and 55 
percent of Hispanic/Latino home buyers said that the 
majority of their neighborhood were not the same race 
as them.

This is compared to only 16 percent of White/Cau-
casian home buyers saying that the majority of their 
neighborhood is not the same race as them. Sixty-nine 
percent of White/Caucasian home buyers said that 
the majority of the neighborhood was the same race as 
them. 

In comparison, 26 percent of Hispanic/Latino, 17 
percent of Black/African-American, and 15 percent of 
Asian/PacificIslander home buyers said that the major-
ity of their neighborhood was the same race as them.
• Looking at ways recent home buyers witnessed 
or experienced discrimination in a real estate 

transaction, the most common discrimination was 
steering towards or away from specific neighborhoods 
with 50 percent of Hispanic/Latino, 48 percent of 
Asian/Pacific Islander, and 46 percent of Black/Afri-
can-American home buyers having experienced this. 

Black/African-American and Asian/Pacific Islander 
home buyers were more likely to report witnessing or 
experiencing discrimination with more strict require-
ments for themselves, or the type of loan product 
offered. Asian/Pacific Islander home buyers were the 
most likely to report purchase offers being denied for 
possibly discriminatory reasons, and to witness or expe-
rience discrimination based on a home appraisal.
• When recent home buyers were asked whether 
they experienced discrimination in a real estate 
transaction, 7 percent of Black/African-American, 6 
percent of Hispanic/Latino, and 4 percent of Asian/Pa-
cific Islander home buyers experienced discrimination 
based on race.

Three percent of Black/African-American, and 2 
percent of Asian/Pacific Islander and Hispanic/Latino 
home buyers experienced discrimination based on color.

Thirty-nine percent of Black/African-American, 
38 percent of Asian/Pacific Islander, 36 percent of 
Hispanic/Latino, and 28 percent of White/Caucasian 
home buyers did not experience discrimination in their 
real estate transaction but believe that it exists. Seven 
percent of Black/African-American, and 1 percent of 
White/Caucasian home buyers reported the discrimi-
nation against them to a government agency.

Market Tidbits
Home Sellers Taking Property Tax Base with Them
Although official statistics from the State Board of Equalization and from 
individual county assessors will not surface for some time, there are 
some preliminary indications that some homeowners are taking advan-
tage of recently enacted changes to move to a new home without losing 
their Proposition 13-protected property tax base on their current home. 
A survey of more than 800 California Realtors conducted late last year by the Cali-
fornia Association of Realtors showed roughly 30 percent had worked with a seller 
who has or will transfer their property tax base to another home. 

For nearly 1 out of 4 of those, the ability to transfer their property tax base was 
the motivating factor in the sale, which suggests that property tax portability could 
help to unlock some additional inventory in 2022.

• Active Listings Statewide Trending Up After Long Winter
After falling in absolute terms for 14 of the preceding 15 weeks leading into the 
new year, active listings have been rising in California in seven out of the first eight 
weeks of 2022. The total number of active listings statewide recently rose above 
20,000 for the first time since Christmas and were approaching levels seen at the 
beginning of March 2021. If the trend continues, listings could rise on a year-to-
year basis for the first time in more than two years in March, which will provide 
much needed inventory to potential homebuyers.

• California Existing Home Sales Hold Up Despite Higher Rates
Despite the rapid rise in interest rates so far this year, existing home sales continue 
to hold up well. In fact, the first four weeks of February saw more homes close in 
California than during the same four weeks in January. Given that January’s pace 
of sales was still roughly 5 percent above pre-pandemic levels, this suggests broader 
resiliency for the market. Sales are still down on a year-to-year basis from the nearly 
15-year highs where the market began 2021, but maintaining or exceeding last 
month’s level despite higher rates and still-depressed inventory levels is an encour-
aging sign that buyer demand remains relatively robust.

• Global Tensions a Double-Edged Sword for Economy
The ongoing conflict developing between Russia and the Ukraine will introduce 
competing economic and housing market impacts in the weeks and months ahead. 
On the downside, this will introduce more inflationary pressures as global oil sup-
plies from Russia are impacted by sanctions. Increased financial market volatility is 
likely as well, which could introduce macroeconomic headwinds as consumer pull 
back from lost wealth and rising prices. On the other hand, global turmoil will likely 
increase demand for U.S. dollars and for U.S. Treasuries, which could alleviate some 
of the recent upward pressure on interest rates and could result in less domestic 
inflationary pressures.

Home Buyers and 
Fair Housing

35

HousingIsKey.com | 833-430-2122

The CA COVID-19 Rent Relief program is an official State of California sponsored program. 

How do I apply?
To check eligibility and apply, visit HousingIsKey.com or call 833-430-2122. 
For in-language assistance, to get help with eligibility requirements or filling out an application, 
schedule an appointment with a local organization near you by calling 833-687-0967.

Do you need help with rent or utilities?

Financial assistance is available from the State 
of California for income eligible renters and their 
landlords who have been impacted by COVID-19 and 
have past due rent or utilities, or who need help with 
upcoming rent or utilities.

Both renters and landlords are 
encouraged to apply.
Assistance is available for unpaid rent dating back to  
April 1, 2020, as well as for future rent. 
Assistance is also available for unpaid utility payments 
dating back to April 1, 2020, or for future utility payments, 
which will both be compensated at 100% of cost, limited to 
a total of 12 months, and paid directly to the utility provider. 

Assistance from the CA COVID-19 Rent Relief program does not count 
as earned income and will not affect eligibility for any other state 
benefit assistance programs. 
All applicant information is kept private and will not be shared. 
Income eligible applicants may qualify regardless of immigration status 
and will not be required to show proof of citizenship.

You may be eligible for the CA COVID-19 Rent Relief program.

U.S Ownership 
Hits Record   
Annual Increase

By Jeff Phillips, President, and David Walker 
Southland Regional Association of Realtors®

The homeownership rate 
throughout the United States 
climbed to 65.5 percent in 
2020, up 1.3 percent from 
2019 for the largest annual 
increase on record. 

More Americans 
are likely to own 
a home now 
than during any 
year since the 
Great Recession 
— 65.4 percent 
homeownership 
rate in 2010.

However, 
Black Ameri-
cans continue to 
face significant 
obstacles along 

the path to homeownership, accord-
ing to the National Association of 
Realtors. 

The homeownership rate for Black 
Americans of 43.4 percent trails 
behind that of a decade ago when the 
Black ownership rate hit 44.2 percent 
in 2010. 

Conversely, White Americans  at 
72.1 percent; Asian Americans, 61.7 
percent; and Hispanic Americans, 
51.1 percent, all achieved decade-long 
highs in homeownership in 2020, 
with the rate for Hispanic Americans 
setting a record and reaching above 50 
percent for the first time.

Interest Rate Update
Fixed-rate mortgage national average as 

reported by Freddie Mac on:
February 24

30-Year FRM — 3.89 percent
15-Year FRM — 3.14 percent

February 17
30-Year FRM — 3.92 percent
15-Year FRM — 3.15 percent

Realtor Jeff Phillips, 
SRAR 2022 President
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SRAR Installation Coming March 25
The 11,000-member Southland Regional Association of Realtors 
thanks the sponsors of the Association’s 102nd Annual Ball. 
To ensure the health and safety of attendees, SRAR President Jeff Phillips 
and staff postponed the 2022 Installation Dinner Dance until the evening 
of Friday, March 25, at the Sheraton Universal Hotel. All tickets will be 
transferred to the new date. Tickets may still be purchased at www.srar.com 
for the new date.

• SUPRA
• Spile, Leff & Goor, LLP

• Logix Federal Credit Union 
Mortgage Lending

• FivePoint
•CRMLS

• Alliance West Mortgage

NAR’s 2022 Snapshot of Race 
and Home Buying in America report 
examines homeownership trends and 
challenges by race and location to 
explain current racial disparities in 
the housing market. Using data from 
the 2021 Profile of Home Buyers and 

Sellers, the report looks at the charac-
teristics of who purchases homes, why 
they purchase, what they purchase and 
the financial background for buyers 
based on race.

“As the gap in homeownership rates 
for Black and White Americans has 
widened, it is important to understand 

the unique challenges that minority 
home buyers face,” said Jessica Lautz, 
NAR vice president of demograph-
ics and behavioral insights. “Housing 
affordability and low inventory have 
made it even more challenging for all 
buyers to enter into homeownership, 
but even more so for Black Ameri-

Black ownership remains 
lower than a decade ago. 
Hispanic ownership above  
50% for first time

cans.”
Housing affordability has eroded 

for many consumers since the start 
of the pandemic due to the combina-
tion of record-high home prices and 
record-low inventory. 

Since 2019, home prices nation-
ally have spiked 30 percent 
— or about $80,000 for a 
typical home, while hous-
ing inventory has declined 
to under one million units 
available for sale. 

Approximately half of 
all homes currently listed 
for sale are affordable to 

households with at least $100,000 
income. Nationwide, nearly half of all 
Asian households annually earn more 
than $100,000. However, 35 percent 
of White households, 25 percent of 
Hispanic households and only 20 
percent of Black households have 
incomes greater than $100,000. 

NAR’s analysis 
found that the most 
affordable states for 
Black households to 
purchase a home are 
Maryland, West Vir-
ginia, Kansas, Ohio 
and Indiana. 

Conversely, the 
least affordable states 
for Black households 
are Utah, Oregon, 
California, Nevada 
and Rhode Island.

In terms of renter 
households, half of 
Black Americans 
spend more than 
30 percent of their 
monthly income on 
rent. 

Almost three out 
of 10 Black renter 
households, 28 per-
cent, and one in five 

White renter households, 20 percent, 
are severely cost-burdened — defined 
as spending more than 50 percent of 
monthly income on rent. 

Nationwide, NAR estimates that 
47 percent of White renter house-
holds and 36 percent of Black renter 
households can afford to buy a typical 

Quick Look: Home Buyer Finances

Income earners per household

Asian/Pacific Islander

White/Caucasian

Hispanic/Latino

Black/African-American

34%

39%

34%

40%

One Two
Three 

or more

54%

53%

58%

48%

11%

7%

8%

12%

Median Household Income & Median Home Price

3 Sources of Down Payment

24

home when comparing the qualifying 
income to purchase a home and the 
median income of renter households.

“Black households not only spend 
a bigger portion of their income on 
rent, but they are also more likely to 
hold student debt and have higher 
balances,” Lautz added. “This makes 
it difficult for Black households to 
save for a downpayment and as a 
result, they often use their 401(k) or 
retirement savings to enter homeown-

ership.”
Black households at 41 percent are 

more than twice as likely as Asian 
households, 18 percent, and nearly 
twice as likely as White households, 
22 percent, to have student loan debt. 
Approximately a quarter of Hispanic 
households reported having student 
loan debt. Student debt is often a 
major impediment for prospective 
home buyers in saving for a downpay-
ment. Black and Hispanic applicants 
— 7 percent each — were rejected 
for mortgage loans at greater rates 
than White and Asian applicants — 4 
percent and 3 percent, respectively.

Black Americans at 14 percent and 
Hispanic Americans at 12 percent 
were at least twice as likely than 
White Americans, 6 percent, to tap 

into their 401(k) or pension funds as 
a downpayment source for a home 
purchase. Such actions can diminish 
future wealth growth. 

Conversely, almost four out of 
10 White Americans, 38 percent, 
used the funds from the sale of 
their primary residence to serve as a 
downpayment for a home compared 
to only 25 percent of Hispanic, 21 
percent of Black and 16 percent of 
Asian  Americans. View NAR's 

Snapshot of Race & Home Buying 
in America report here: https://www.
nar.realtor/research-and-statistics/
research-reports/a-snapshot-of-race-
and-home-buying-in-america.
The Southland Regional Association of 
Realtors® is a local trade association with 
11,000 members serving the San Fernando 
and Santa Clarita Valleys. SRAR is one of the 
largest local associations in the nation.

Racial and Ethnic Distribution

Black/African-
American

Asian/Pacific  
Islander Hispanic/Latino White/Caucasian

Less than high school * * 3% *

High School diploma 15 6 19 16

Associates degree 15 5 16 13

Bachelor's degree 28 39 26 31

Some graduate work 8 6 3 7
Master's degree/MBA/law
degree 30 30 26 27

Doctoral degree 4 13 6 7

Have student loan debt 41% 18% 26% 22%
Median student loan debt 
amount $45,000 $24,400 $35,500 $30,000

Education Level of Household Head and Student Debt by Race/Ethnicity

* Less than 1 percent Source: 2021 Profile of Home Buyers and Sellers
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Racial and Ethnic Distribution

Black/African-
American

Asian/Pacific  
Islander Hispanic/Latino White/Caucasian

Less than high school * * 3% *

High School diploma 15 6 19 16

Associates degree 15 5 16 13

Bachelor's degree 28 39 26 31

Some graduate work 8 6 3 7
Master's degree/MBA/law
degree 30 30 26 27

Doctoral degree 4 13 6 7

Have student loan debt 41% 18% 26% 22%
Median student loan debt 
amount $45,000 $24,400 $35,500 $30,000

Education Level of Household Head and Student Debt by Race/Ethnicity

* Less than 1 percent Source: 2021 Profile of Home Buyers and Sellers

33



www.srar.com 	 Realtor® Report	 March/April 2022	 7

on.car.org/carlegislativeday

Wednesday, April 27 
LIVE event

&

Wednesday, March 2 
FULLY-VIRTUAL event

TWO Legislative Days in 2022!

What’s new in 2022?



EQUAL HOUSING
O P P O R T U N I T YREALTOR

COMMERCIAL
Real Estate

®

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

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

Due to COVID-19, the SRAR’s Commercial and Investment Division will be offering 2022 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 2023. Classes do NOT contribute to continuing education credits.

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

2022 COMMERCIAL & INVESTMENT
DIVISION EDUCATION SERIES

CR
E
S

ommercial
eal
state
ducation
eries

2022

January 19, 2022

SRAR.com/CIclass19January2022 SRAR.com/CIclass26January2022 SRAR.com/CIclassFebruary2022

SRAR.com/CIclassMarch2022 SRAR.com/CIclassApril2022 SRAR.com/CIclassMay2022

SRAR.com/CIclassJune2022 SRAR.com/CIclassJuly2022 SRAR.com/CIclassAugust2022

SRAR.com/CIclassSeptember2022 SRAR.com/CIclassOctober2022 SRAR.com/CIclassNovember2022

March 23, 2022

June 22, 2022

September 28, 2022

January 26, 2022

April 27, 2022

July 20, 2022

October 26, 2022

February 16, 2022

August 24, 2022

May 25, 2022

November 16, 2022

ABC’s of 
Commercial
Real Estate

9am-10:30am

Keys to
Financing

Commercial
Real Estate

Intro to
Commercial

Leasing
9am-10:30am

Overview of
Commercial Real
Estate Investment

Analysis

Tax & Legal
Impact on

Real Estate

Overview of
Commercial Real
Estate Investment

Analysis

Deferring Capital
Gains Through
1031 Exchange

Overview of
Commercial Real
Estate Investment

Analysis

Property
Management for

Investment
Real Estate

Effective
Commercial

Purchase
Agreements

Effective
Commercial

Lease
Agreements

Due Diligence
in Commercial

Real Estate
Transactions

Bob Khalsa  Gina UzunyanBrian Hatkoff, CCIM

Brian Hatkoff, CCIM Tony Watson. Robert Hall & Associates

Brian Hatkoff, CCIM Dino Champagne

Brian Hatkoff, CCIM

Arnie Garfinkle, All Star Group

Bruce Hatkoff, Esq.

Bruce Hatkoff, Esq.

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

8		  Realtor® Report	 March/April 2022	 www.srar.com 



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	 March/April 2022	 9
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TM

CRIS NET MLS

CRIS NET MLS

$

SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS®

MARKET SNAPSHOT

SAN FERNANDO VALLEY
FEBRUARY 2022

NEW LISTINGS VS. CLOSED SALES

AVAILABLE INVENTORY

The median sale price for
single family homes

increased by

15%
from this time last year

Brokers added

74
FEWER listings to the database

last month compared to February
2021, and there was

109
FEWER  closed sales

At the current rate of sales, the

ACTIVE listings represent a

1.2 -month supply

In February there were

494
active listings in the database

which is a 

22%
DECREASE from the previous year

The total dollar value of

 to date sales decreased

$89,432,000
from February 2021

Median
Sale Price
$972,000

FOR
SALE

New Listings Closed Sales

20212021 2022 2022

65
8

58
4 51

6

40
7

$879.4
Million

YTD in closed sales

NEW

&

TM

CRIS NET MLS

CRIS NET MLS

$

SOUTHLAND REGIONAL
ASSOCIATION OF REALTORS®

MARKET SNAPSHOT

SANTA CLARITA VALLEY
FEBRUARY 2022

NEW LISTINGS VS. CLOSED SALES

AVAILABLE INVENTORY

The median sale price for
single family homes

increased by

15%
from this time last year

Brokers added

15
FEWER  listings to the database
last month compared to February

2021, and there was

28
FEWER closed sales

At the current rate of sales, the

ACTIVE listings represent a

1 -month supply

In February there were

222
active listings in the database

which is a 

12.3%
INCREASE from the previous year

The total dollar value of

 to date sales Decreased

$5,007,000
from February 2021

Median
Sale Price
$852,000

FOR
SALE

New Listings Closed Sales

20212021 2022 2022

31
3

29
8

24
0

21
2
$344

MillionYTD in closed sales

NEW

&

Statistics
Market Snapshot (February 2022):
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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 FEBRUARY 2022

SAN FERNANDO VALLEY CONDOMINIUM SALES STATISTICS FOR FEBRUARY 2022

ACTIVE INVENTORY EN ES CS WN WS SFV TOT EXT TOTAL

NEW LISTINGS 39 75 73 111 125 423 490 913

TOTAL ACTIVE LISTINGS 52 71 56 81 88 348 526 874

AVERAGE DAYS ON MARKET 94 48 39 64 43 56 63 60

AVERAGE LIST PRICE IN THOUSANDS 810.1 1,852.2 2,680.8 1,370.7 2,030.8 1,762.9 1,176.3 1,409.8

MEDIAN LIST PRICE IN THOUSANDS 725.0 1,450.0 1,750.0 1,049.0 1,279.0 1,100.0 644.9 830.0

BOMS 15 24 13 34 30 116 134 250

AVERAGE BOM PRICE IN THOUSANDS 738.7 1,461.7 1,383.1 1,167.2 2,605.7 1,569.0 835.9 1,176.0

BOM TO SALE RATIO 36.6 46.2 28.3 55.7 40.0 42.2 34.9 37.9

EXPIRATIONS 5 1 6 4 4 20 44 64

PENDING SALES
NEW ESCROWS OPENED 49 73 52 90 115 379 450 829

TOTAL YTD ESCROWS OPENED 91 121 95 161 191 659 858 1,517

NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 30 21 21 15 20 21 30 26

NEW OPEN ESCROWS AVERAGE LIST PRICE 763.3 1,410.0 1,184.2 1,211.8 1,352.4 1,230.9 719.7 953.4

CLOSED SALES
NEW ESCROWS CLOSED 41 52 46 61 75 275 384 659

TOTAL YTD ESCROWS CLOSED 84 92 86 149 159 570 761 1,331

VOLUME OF NEW SALE DOLLARS IN MILLIONS 28.458 76.2166 72.860 63.616 106.224 347.374 303.84224 651.216

VOLUME OF TOTAL YTD SALES IN MILLIONS 59.417 134.5456 126.643 160.436 225.169 706.209 585.201 1,291.410

AVERAGE SALE PRICE IN THOUSANDS 694.1 1,465.7 1,583.9 1,042.9 1,416.3 1,263.2 791.3 988.2

MEDIAN SALE PRICE IN THOUSANDS 688.0 1,150.0 995.0 980.0 1,035.0 972.0 590.0 800.0

COOP SALES 31 43 36 54 61 225 331 556

PERCENT OF COOP SALES 75.6 82.7 78.3 88.5 81.3 81.8 86.2 84.4

AVERAGE DAYS ON MARKET 35 29 22 26 28 40 35

SALES AT LIST PRICE 33 40 35 50 61 219 286 505

PERCENT OF SALES AT LIST PRICE 80.5 76.9 76.1 82 81.3 79.6 74.5 76.6

SALES TO LISTING INVENTORY RATIO 78.8 73.2 82.1 75.3 85.2 79.0 73.0 75.4

FINAL SALE TO NEW LISTING RATIO 105.1 69.3 63.0 55.0 60.0 65.0 78.4 72.2

CLOSED SALES
FORCLOSURE/REO 1 0 1 1 0 3 6 9

SELLER CONCESSIONS 0 0 0 0 0 0 0 0

SHORT SALE 0 0 0 1 0 1 1 2

STANDARD 38 48 41 54 69 250 337 587

OTHER 2 4 4 5 6 21 39 60

ACTIVE INVENTORY EN ES CS WN WS SFV TOT EXT TOTAL

NEW LISTINGS 22 30 34 33 42 161 146 307

TOTAL ACTIVE LISTINGS 27 31 26 27 35 146 122 268

AVERAGE DAYS ON MARKET 74 40 56 57 59 57 64 60

AVERAGE LIST PRICE IN THOUSANDS 653.5 738.1 722.0 671.9 776.8 716.6 770.7 741.3

MEDIAN LIST PRICE IN THOUSANDS 559.9 675.0 599.0 549.9 535.0 589.0 599.9 599.0

BOMS 9 17 10 8 13 57 36 93

AVERAGE BOM PRICE IN THOUSANDS 771.7 713.1 473.7 574.1 691.2 655.9 720.8 681.0

BOM TO SALE RATIO 47.4 53.1 35.7 25.8 59.1 43.2 33.3 38.8

EXPIRATIONS 2 2 0 3 1 8 7 15

PENDING SALES
NEW ESCROWS OPENED 15 36 32 24 36 143 137 280

TOTAL YTD ESCROWS OPENED 35 68 56 59 62 280 270 550

NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 24 36 21 17 12 22 27 24

NEW OPEN ESCROWS AVERAGE LIST PRICE 549.7 678.3 556.8 610.1 592.9 604.7 682.8 642.9

CLOSED SALES
NEW ESCROWS CLOSED 19 32 28 31 22 132 108 240

TOTAL YTD ESCROWS CLOSED 38 67 53 57 59 274 193 467

VOLUME OF NEW SALE DOLLARS IN MILLIONS 10.155 24.2226 15.462 21.702 13.568 85.109 70.01624 155.125

VOLUME OF TOTAL YTD SALES IN MILLIONS 19.740 47.0876 30.380 38.445 37.512 173.165 121.823 294.988

AVERAGE SALE PRICE IN THOUSANDS 534.4 756.9 552.2 700.1 616.7 644.8 648.3 646.4

MEDIAN SALE PRICE IN THOUSANDS 460.0 755.0 510.0 665.0 550.0 616.5 558.0 600.0

COOP SALES 15 30 22 30 19 116 93 209

PERCENT OF COOP SALES 78.9 93.8 78.6 96.8 86.4 87.9 86.1 87.1

AVERAGE DAYS ON MARKET 23 22 26 14 22 34 27

SALES AT LIST PRICE 18 29 27 22 19 115 85 200

PERCENT OF SALES AT LIST PRICE 94.7 90.6 96.4 71 86.4 87.1 78.7 83.3

SALES TO LISTING INVENTORY RATIO 70.4 103.2 107.7 114.8 62.9 90.4 88.5 89.6

FINAL SALE TO NEW LISTING RATIO 86.4 106.7 82.4 93.9 52.4 82.0 74.0 78.2

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

SELLER CONCESSIONS 0 0 0 0 0 0 0 0

SHORT SALE 0 0 1 0 0 1 0 1

STANDARD 18 31 26 30 21 126 104 230

OTHER 1 1 1 1 1 5 4 9
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SANTA CLARITA VALLEY SINGLE FAMILY SALES STATISTICS FOR FEBRUARY 2022

SANTA CLARITA VALLEY CONDOMINIUM SALES STATISTICS FOR FEBRUARY 2022

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

NEW LISTINGS 15 9 49 17 15 46 10 43 204 58 262

TOTAL ACTIVE LISTINGS 31 18 26 15 10 30 5 24 159 71 230

AVERAGE DAYS ON MARKET 73 66 71 97 44 49 13 41 61 64 62

AVERAGE LIST PRICE IN THOUSANDS 1,011.6 1,187.0 818.7 1,078.1 1,166.5 1,080.2 1,139.5 1,244.0 1,068.0 740.0 966.7

MEDIAN LIST PRICE IN THOUSANDS 980.0 984.9 730.0 825.0 929.0 975.0 1,199.0 1,077.0 939.0 560.0 875.0

BOMS 1 3 24 6 6 22 5 15 82 21 103

AVERAGE BOM PRICE IN THOUSANDS 1,225.0 853.3 898.0 878.3 1,155.8 978.2 1,160.0 938.2 962.6 856.7 941.0

BOM TO SALE RATIO 14.3 21.4 61.5 37.5 85.7 51.2 125.0 46.9 50.6 35.6 46.6

EXPIRATIONS 3 1 2 1 1 3 0 2 13 4 17

PENDING SALES
NEW ESCROWS OPENED 9 1 67 14 10 47 11 36 195 68 263

TOTAL YTD ESCROWS OPENED 19 16 102 25 16 89 17 73 357 125 482

NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 55 25 24 23 15 31 15 13 24 38 28

NEW OPEN ESCROWS AVERAGE LIST PRICE 761.3 999.7 821.3 822.2 774.3 857.9 1,107.3 954.3 866.6 658.1 812.7

CLOSED SALES
NEW ESCROWS CLOSED 7 14 39 16 7 43 4 32 162 59 221

TOTAL YTD ESCROWS CLOSED 17 21 79 38 20 70 11 69 325 98 423

VOLUME OF NEW SALE DOLLARS IN MILLIONS 5.704 14.7086 31.330 11.795 7.201 38.428 4.473 31.961 145.598 37.01724 182.615

VOLUME OF TOTAL YTD SALES IN MILLIONS 13.693 21.8756 64.019 28.796 17.950 61.316 12.250 63.965 283.864 59.546 343.411

AVERAGE SALE PRICE IN THOUSANDS 814.8 1,050.6 803.3 737.2 1,028.7 893.7 1,118.1 998.8 898.8 627.4 826.3

MEDIAN SALE PRICE IN THOUSANDS 788.0 1,000.0 750.0 740.0 999.9 875.0 1,150.0 880.0 852.0 559.0 788.0

COOP SALES 6 11 31 14 4 37 4 29 136 50 186

PERCENT OF COOP SALES 85.7 78.6 79.5 87.5 57.1 86.0 100.0 90.6 84.0 84.7 84.2

AVERAGE DAYS ON MARKET 62 26 23 46 26 14 14 30 42 33

SALES AT LIST PRICE 5 7 33 15 5 40 3 27 135 44 179

PERCENT OF SALES AT LIST PRICE 71.4 50 84.6 93.8 71.4 93 75 84.4 83.3 74.6 81

SALES TO LISTING INVENTORY RATIO 22.6 77.8 150.0 106.7 70.0 143.3 80.0 133.3 101.9 83.1 96.1

FINAL SALE TO NEW LISTING RATIO 46.7 155.6 79.6 94.1 46.7 93.5 40.0 74.4 79.4 101.7 84.4

CLOSED SALES
FORCLOSURE/REO 0 0 0 0 0 0 0 0 0 4 4

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

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

STANDARD 6 14 38 14 7 39 4 31 153 52 205

OTHER 1 0 1 2 0 3 0 1 8 0 10

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

NEW LISTINGS 0 0 30 0 15 15 5 29 94 11 105

TOTAL ACTIVE LISTINGS 0 0 19 1 17 4 2 20 63 12 75

AVERAGE DAYS ON MARKET 0 0 38 147 44 4 13 11 30 70 36

AVERAGE LIST PRICE IN THOUSANDS 0.0 0.0 506.5 245.0 430.1 624.8 805.0 672.7 551.5 614.8 561.6

MEDIAN LIST PRICE IN THOUSANDS 0.0 0.0 425.0 245.0 375.0 525.0 560.0 680.0 525.0 569.9 549.9

BOMS 0 0 9 1 3 3 1 6 23 4 27

AVERAGE BOM PRICE IN THOUSANDS 0.0 0.0 520.9 500.0 471.7 512.2 1,050.0 719.7 587.3 658.5 597.8

BOM TO SALE RATIO 0.0 0.0 128.6 33.3 42.9 37.5 50.0 26.1 46.0 40.0 45.0

EXPIRATIONS 0 0 2 0 0 0 0 0 2 1 3

PENDING SALES
NEW ESCROWS OPENED 0 0 24 1 5 16 3 25 74 8 82

TOTAL YTD ESCROWS OPENED 1 0 36 5 16 25 6 49 138 20 158

NEW OPEN ESCROWS AVERAGE DAYS ON MARKET 0 0 12 9 28 20 5 12 14 15 15

NEW OPEN ESCROWS AVERAGE LIST PRICE 0.0 0.0 511.0 500.0 364.8 550.9 511.3 643.2 554.3 853.0 583.4

CLOSED SALES
NEW ESCROWS CLOSED 0 0 7 3 7 8 2 23 50 10 60

TOTAL YTD ESCROWS CLOSED 0 0 21 5 18 17 2 43 106 26 132

VOLUME OF NEW SALE DOLLARS IN MILLIONS 0.000 0.0006 3.539 2.251 3.200 5.369 1.290 13.333 28.982 6.59524 35.577

VOLUME OF TOTAL YTD SALES IN MILLIONS 0.000 0.0006 11.282 3.656 7.680 10.253 1.290 26.004 60.166 14.880 75.045

AVERAGE SALE PRICE IN THOUSANDS 0.0 0.0 505.6 750.3 457.1 671.1 645.0 579.7 579.6 659.5 592.9

MEDIAN SALE PRICE IN THOUSANDS 0.0 0.0 480.0 720.0 440.0 611.0 602.0 620.0 600.0 630.0 602.0

COOP SALES 0 0 6 3 7 7 1 18 42 10 52

PERCENT OF COOP SALES 0.0 0.0 85.7 100.0 100.0 87.5 50.0 78.3 84.0 100.0 86.7

AVERAGE DAYS ON MARKET 0 14 8 29 23 6 21 20 20 20

SALES AT LIST PRICE 0 0 7 3 6 6 2 19 43 8 51

PERCENT OF SALES AT LIST PRICE 0 0 100 100 85.7 75 100 82.6 86 80 85

SALES TO LISTING INVENTORY RATIO 0.0 0.0 36.8 300.0 41.2 200.0 100.0 115.0 79.4 83.3 80.0

FINAL SALE TO NEW LISTING RATIO 0.0 0.0 23.3 0.0 46.7 53.3 40.0 79.3 53.2 90.9 57.1

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 0 7 1 7 8 2 23 48 10 58

OTHER 0 0 0 2 0 0 0 0 2 0 2
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These advertisements are published as a convenience for Realtors®® Report readers. The publication of an advertisement is not intended as an endorsement or recommendation of the services offered.

MARKETING + MINDSET + ACTION
EQUALS RESULTS

*The Top Office for Listings Sold in 
The San Fernando Valley in 2021

JOIN A WINNING TEAM!

growwithparkregency.com               818.363.6116              DRE #01231306

    facebook.com/parkregency

10146 Balboa Blvd, Granada Hills, CA 91344

* Based on information from the Southland Regional/Association Board of Realtors 
(alternatively, from the SO/CAL REGIONAL MLS) for the time frame of January 1, 2021 to December 31, 2021. 

Greater San Fernando Valley area. Latitude, Longitude is around 34.24, 118.47.

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

MARKETING

GET more LEADS

THE PREMIERE ONLINE MARKETING SOLUTION 
FOR REAL ESTATE AGENTS & BROKERS

 G
ET M

ORE

TODAY
30-DAY TRIAL

START  YOUR  FREE

VISIT

Point2.com
CALL TOLL-FREE

888-277-9779
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These advertisements are published as a convenience for Realtors®® Report readers. The publication of an advertisement is not intended as an endorsement or recommendation of the services offered.

$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

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.

PRINT SHOP & GRAPHIC DESIGN SERVICES

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

ADVERTISING

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

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.



www.srar.com 	 Realtor® Report	 March/April 2022	 21

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

Realtyzam - 25% Discount for SRAR Members  

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

                             Click here to learn more.  

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


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.  


