MARCH 2016

WWW.IVAOR.COM INLAND VALLEYS

REALTOR

THE OFFICIAL PUBLICATION OF THE INLAND VALLEYS ASSOCIATION OF REALTORS®

VAR Prepares for Yearly
Visits with Legislators to
Promote Homeownership

FOR MORE INFORMATION GO TO PAGE 4




Ivar

INLAND VALLEYS

ASSOCIATION OF REALTORS®

RIVERSIDE OFFICE:
3690 Elizabeth Street
Riverside, CA 92506

RANCHO CUCAMONGA OFFICE:
10574 Acacia St., STE D-7
Rancho Cucamonga, CA 91730

WWW.ivaor.com

2016 IVAR BOARD OF DIRECTORS

Scott Gieser — President
Frank Licea — President-Elect
Joe Cusumano - Treasurer

Michael Stoffel — Immediate Past-President

Kama Burton — Director

Vicki Carpenter — Director
Lance Martin — Director
Wil Herring - Director
De Wayne Mortensen — Director

Ed Neighbors - Director
Donna O’Donnell - Director

Melinda Olin - Director

John Schulte - Director

IVAR STAFF
Mark Dowling - CEO
Paul Herrera — Government Affairs Director
Griselda Cena - Office Manager
Lupe Lopez - Accounting Assistant
Jean Wiltz — Education Coordinator
Linda Vansant - MLS
Alejandra Esquivel — MLS Assistant
Vanessa Corney — Member Services
Baylee Ballesteros — Membership
Van Romine - [T/Operations

ADVERTISING
Call Toll-free: (800) 628-6983
for advertising rates and reservations.
Foley Publication, Inc.
www.foleypub.com

MARCH 2016

Table of Contents

COLUMNS

4 President’s Message

6 Government Affairs Update

/ IVAR Calendar

3 C.A.R. Realegal Newsletter

9 IVAR Casino Night and Mixer
10-16 Regional Housing Market Report

18-19 NAR HOME Survey Underscores
Need for More Single-family Home
Construction”

20-21 NAR Generational Survey:
Millennials Increasingly Buying in
Suburban Areas

ADVERTISERS

WEIIS FAIGO. ovvvvoeooeeeee e 3
American FInancial NETWOTK. ... 5
OULOOK ESCIOW INC.l s 7
DON FILC CPA. oo 17
Law Offices of Barry Lee 0'CONNOT............ocvvvveveveveeeeeceeceee 19



Let’s work together to help
more buyers achieve their goals

Wells Fargo provides a variety of home financing options that may fit your homebuyers’ needs
and help them feel more confident in today’s real estate market.

- Purchase loans including conventional, jumbo, FHA and VA

WELLS [ HOME

FARGO | MORTGAGE

- Financing available for primary residences, secondary residences and investment properties

We'’re ready to help you put buyers into homes.

Contact your Wells Fargo Home Mortgage consultant today.
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951-505-0752
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Aaron Scott Russell
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VAR Prepares for Yearly Visits
with Legislators to Promote

Homeownership

Each Spring, IVAR members join thousands
of colleagues from across the state and
the nation in visits to lawmakers in both
Sacramento and Washington DC. These
meetings help demonstrate the broad reach
of the REALTOR® community on issues such
as property rights, homeownership and the
myriad of state and federal policies which
impact one of the core pillars of the American
Dream.

On April 27th, REALTORS® will hear directly
from Governor Jerry Brown before heading
to the state Capitol to meet directly with just
about every elected leader in Sacramento.
This day will feature some 2,000 REALTORS®
engaging in more than 100 separate meetings
with legislators.

A few weeks later, REALTORS® from across
the nation will head to Washington D.C. to
meet with members of Congress and the
U.S. Senate. In some 500 meetings over
two days, members will stress themes of
homeownership, the importance of reliable
and affordable mortgages, property rights
and other topics that make the American
Dream possible.

The final list of topics for Legislative Day will
not be available until we reach Sacramento.
However, you can take a look at the current

list of bills sponsored by C.A.R., including
description and status at http://www.car.org/
governmentaffairs/stategovernmentaffairs/
sponsoredbills/.

Typically, REALTORS® are asked to help carry
the message on a handful of key bills to their
meetings at the Capitol - often to tremendous
success. Last year, members successfully
fought a bill that would have added criminals
to the list of protected classes in real estate
leasing and sales. Members also held the line
on two other critically important bill. One
would have sought to create sales taxes on
services, including most items related to a real
estate sale. Another would have restricted
the ability of rental property owners to, in
essence, go out of business and take their
rental units off the market.

In previous years, Legislative Day has
allowed REALTORS® to defeat a foreclosure
tax, protected homeowners from predatory
actions after a short sale and kept key
provisions of Prop 13 intact.

The members who are able to make the trip
with CDAR this year will get a first-hand and
intensive view into the issues and debates
that the REALTOR® Party fights for each day.

continued on page 9
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Proudly Serving All of Inland Valley

m==

AMERICAN FINANCIAL NETWORK

FINANCING THE AMERICAN DREAM

NMLS: 237341

Honesty, Integrity, Quahty, Communication, Speed of Service

EXPERTISE INCLUDES:

 Mortgage Programs and Loan Option Knowledge
« Credit Counseling

« Business Coaching

« Strategic Planning

 Market Analysis Process Improvement

« Productivity Increase

o Technology Integration

Mr. McGinley has over 30 years in Mortgage Lending, Subdivision
Development and Real Estate Management. Created and launched
“Goals & Controls” Real Estate Agent Success Program ”Who’s
Who International”. Has achieved Platinum Top 1% National Award
Winner and Innovator of Net Branch Concept Mortgage Company.

BRUCE MCGINLEY
Mortgage Services Executive 7 1 4_93 1 . 1 378

BMcGinley@afncorp.com
3110 Chino Ave # 290, Chino Hills, CA 91709

www.afncorp.com

#246648

EQUAL HOUSING
LENDER




GOVERNMENT AFFAIRS UPDATE

PAUL HERRERA,
GOVERNMENT AFFAIRS DIRECTOR

When the Bill Comes Due
Why Responsible Budgeting is

a Real Estate Issue

A few weeks ago, the City of Riverside
revealed that its budget was careening toward
an $8 million deficit in the current fiscal year. It
was a surprising and disappointing revelation,
even to the leaders tasked with overseeing the
city and safeguarding the coffers.

The bad news is that past years of
apparently loose oversight will now deliver an
uncomfortable reality for the City. The current
deficit, as described by city staff, is not a fluke
occurrence. It will lead to some form of higher
revenues (i.e., taxes, fees, etc) or cuts to some
city programs and services.

The good news is that the city appears to
be making a concerted effort to level with
the community. City management, led by
John Russo, has scheduled a series of public
meetings to discuss the budget, the deficit and
the series of decisions to come on how to solve
it. They are inviting the public to weigh in to
help set priorities.

The City Council and Mayor Rusty Bailey
should be applauded for putting together a
leadership team willing to directly engage the
community. While the $8 million deficit will
lead to some difficult choices, dealing with it
now instead of continuing to paper over the
problem can put the city on firm financial
footing going forward.

Unfortunately, it’s not unusual for cities to
dodge difficult budget choices. The City of San
Bernardino avoided hard decisions until the
day leaders realized they literally lacked the
funds to cover their bills. Now theyre in the
midst of a painful bankruptcy.

For residents and businesses in any

community that fails to responsibly manage
their budget, the bill eventually comes due and
lands on their doorstep. This comes either in
the form of an actual bill - such as increased
fees, utility taxes, assessments on property or
some similar format — or cutbacks in police, fire,
local maintenance or services.

In other words, today’s poor decisions
don’t borrow, but outright steal from future
homeowners and businesses. Borrowing
implies consent and a plan to repay the debt.
Since neither of these things will take place, it's
truly stealing.

There is nothing inherently wrong with taxes
and public debt. When the community and its
elected leaders make these decisions openly
and publicly, that’s a democratic process
working properly. New schools, roads, water
systems or public infrastructure can properly be
paid over time by this and the next generation.
Both will benefit from the improvements. Often
the funds are needed now, but the benefit
could be a decade down the line.

At the local level, these decisions often play
out in public meetings and at the ballot box
- and properly so. However, when institutions
use budget gimmicks and paper shuffling to
make deficits disappear, residents are denied
an opportunity to weigh in on important
decisions and future leaders are saddled with
the responsibility of fixing mistakes of the past.

But all the while, the bills pile up.

Questions? Comments? Please contact
Government Affairs Director Paul Herrera at
951.500.1222 or pherrera@ivaor.com to learn
more.

ﬂ INLAND VALLEYS REALTOR®
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EXPERIENCE + TRUST + COMMITMENT

Escrows

Established since 2003

Outlook Escrow has reached a milestone of opening its 10,000th escrow.
An achievement of this caliber can only be made possible because of our

loyal clients that's made us their escrow company of choice in the Inland

Empire and Riverside area.

As we continue our growth, our promise to you is our unwavering
commitment that we will always offer you a competitive rate without any
compromise to our dedication and high quality of service while bringing
you successful outcomes.

And with all that said...
Wed just like to simply say

LOCALLY OWNED. LOCALLY OPERATED.
BUILDING STRONGER COMMUNITIES WITH 30 YEARS OF EXPERIENCE

PEGGY BOARDMAN, Escrow Manager
951-222.2600 | peggy@outlookescrowinc.com

ONE LOCATION TO SERVE YOU
6820 Indiana Ave Ste 100 Riverside CA 92506

Visit www.outlookescrowinc.com or www.facebook.com/outlookescrowinc and open your next escrow online.
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LEGAL LIVE WEBINAR:

Property Management Compliance -
What Every CA Broker Needs to Know

The next Legal Live webinar will take place on Tuesday,
April 5, 2016 at 1:30 pm. The CalBRE recently reported that
of the 281 audits that it conducted between July 1, 2015 and
December 31,2015, seventy percent were focused on property
management businesses. If you are a broker who engages in
any amount of property management - this program is meant
for you. Join C.A.R. Attorney Neil Kalin who will moderate
Mary E. Work, Esq’s review of the compliance issues every
broker should be aware of pertaining to CalBRE property
management audits. Ms Work is a former Department of
Real Estate counsel and she has been in private practice
representing real estate brokers and salespersons before the
CalBRE since 2004.

You can sign up for this webinar at http://www.car.org/
legal/LegalWebinars/live/. Space is limited and may fill up
fast. You may want to sign up as quickly as you can. As soon
as you register you should immediately receive a confirmation
email which you will need to attend the webinar.

June Forms Release

The Standard Forms Advisory Committee is planning to
release revisions to six forms and one new form in June. The
revised forms are:

« Agricultural Addendum (AGAD)
- Contingency For Sale of Buyer’s Property (COP)
«Seller’s Purchase of Replacement Property (SPRP)

« Representative Capacity Signature Disclosure - Seller
(RCSD-S)

+ Representative Capacity Signature Disclosure - Buyer
(RCSD-B)

- Text Overflow Addendum (TOA)

The new form is the Seller Agricultural Land Supplementary
Questionnaire (SALSQ).

The AGAD is used when selling agricultural property that
includes a residence. The AGAD currently requires a Vacant
Land Questionnaire (VLQ) while the underlying Residential

Purchase Agreement requires a Seller Property Questionnaire
(SPQ). TheVLQ duplicates many questions included in the SPQ.
The Seller Agricultural Land Supplementary Questionnaire
(SALSQ) eliminates the duplications. The AGAD merely
changes the reference of the required additional disclosure
from the VLQ to the SALSQ.

The COP and SPRP have been revised to allow the parties
to provide for the delayed start of time periods as well as the
delayed delivery of the deposit.

The RCSD-S and the RCSD-B have been modified to more
clearly indicate how the representative is to sign, including a
more clear indication that the trustee of a trust is the actual
seller and how the trustee should sign.

The TOA, which is not produced in printed form, makes a
slight change in referencing the paragraphs it is being made
a part of.

Forms Tutor®

Forms Tutor® provides guidance on the use of the C.AR.
forms in zipForm® and is a free member benefit offered by the
California Association of REALTORS®. Yet it appears that many
members are not aware of it or how to access it. Forms Tutor®
can be accessed while you are in zipForm® through the Help
tab, and it can also be accessed from the Business Tools tab on
the C.A.R. webpage by scrolling down the drop down menu
tozipForm® and then to Forms Advisor® & Tutor® in the next
drop down menu. Click here to to get to Forms Tutor® (which
explains the use of the forms) and to Forms Advisor® (which
recommends the forms you may need in your transaction).

Revised Legal Q&As

The following Legal Articles have been revised in February
and March;

Counter Offer Forms (C.A.R. Forms SCO, BCO and SMCO),
March 15, 2016. This legal article discusses some of the more
important elements of the C.A.R. counter offer forms: the
Seller Counter Offer (SCO), the Buyer Counter Offer (BCO), and
the Seller Multiple Counter Offer (SMCO).

E INLAND VALLEYS REALTOR®
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Subdivided Lands Law, March 14, 2016. The Subdivided
Lands Law establishes the rules which subdividers must
follow in order to sell, lease, or finance certain types of
real property. The purpose of the Subdivided Lands Law
is to protect purchasers of property in new subdivisions
from fraud, misrepresentation, or deceit in the marketing of
subdivisions by requiring disclosure of the financial risks and
benefits of the transaction as well as disclosures concerning
the lot, parcel, or unit and the surrounding environment.

Probate Sales of Real Property, March 14, 2016. The
primary purpose of this legal memorandum is to provide real
estate licensees with a general working knowledge of the
process involved in real property sales that are subject to the
California Probate Code.

Contingencies and Contingency Removal, March 14,
2016. Under contract law, a contingency provides a party
to the contract the ability to condition performance on the
occurrence or non-occurrence of another event. This legal
article focuses on some common contingencies arising in real
estate sales transactions, in particular the C.A.R. Form RPA-CA
(residential purchase contract), and the method for removing
contingencies under the C.A.R. contracts.

Conditional Offers of Compensation, March 14, 2016.
A listing broker who inputs a listing into the MLS must
typically specify the commission to be paid to the buyer’s

PRESIDENT'S MESSAGE

broker. At the same time, the MLS rules also restrict a broker
from offering a commission conditionally. Over the years, a
number of questions and concerns have arisen about the
National Association of REALTORS® terms “conditional offers
of compensation.” This legal article addresses this subject and
some of the related issues.

Advertising Your Services, Required Name and License
Information, February 29, 2106. This article reviews the
various regulations, laws and sections of the Code of Ethics
that REALTORS® need to follow with respect to how they
advertise their name and license information.

Team Names, February 16, 2016. Many real estate
salespersons work in teams under a brokerage. If a group
of two or more real estate licensees working under the
same broker wish to work together as a team and advertise
themselves as a team using the name of one of the licensees,
usually the head of the team, there are very specific CalBRE
requirements that must be followed. This Q&A addresses the
details of the CalBRE rules for team names and team name
advertising.

Realegal®is published by the CALIFORNIA ASSOCIATION OF REALTORS?®,
a trade association representing more than 175,000 REALTORS®

statewide. C.A.R. does not in any way endorse or sponsor any product or
service or vendor mentioned herein unless expressly stated.

continued from page 4

Typically, REALTORS® are asked to help carry the message
on a handful of key bills to their meetings at the Capitol —
often to tremendous success. Last year, members successfully
fought a bill that would have added criminals to the list of
protected classes in real estate leasing and sales. Members
also held the line on two other critically important bill. One
would have sought to create sales taxes on services, including
most items related to a real estate sale. Another would have
restricted the ability of rental property owners to, in essence,
go out of business and take their rental units off the market.

In previous years, Legislative Day has allowed REALTORS®
to defeat a foreclosure tax, protected homeowners from
predatory actions after a short sale and kept key provisions
of Prop 13 intact.

The members who are able to make the trip with CDAR this
year will get a first-hand and intensive view into the issues
and debates that the REALTOR® Party fights for each day.

While these events are high profile opportunities to make
a difference, it doesn't stop there. Under the leadership
of our Board of Directors, IVAR engages in these types of
conversations daily at the local level and works with partners
at CAR. and N.AR. to support the mission at the state
and federal level. You can be part of our team by joining
our Housing Policy Committee, stepping up to be part of
our Local Candidate Recommendation Committee or simply
keeping up to speed on these and other issues. As always,
please contact Government Affairs Director Paul Herrera at
951.500.1222 or pherrera@ivaor.com to learn more.
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Housing Data — February 2016
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Mark Dowling, Chief Executive Officer
Welcome to the Inland Valleys Association of REALTORS (IVAR) monthly housing update. As a member
benefit, IVAR produces monthly and quarterly housing reports to help members and area leaders
better understand what’s going on in the regional housing market. When reviewing the latest housing
data from the region, there are a few noticeable trends emerging over the last several months:
The housing market continued to show strength by starting off the year with solid year-over-
year increases in Pending Sales, Sold Listings, Median Sales Price and Sales Volume.
However, New Listings are lagging totaling a 3.4% decrease for the first two months of 2016. Although this
is only a few months of data, this is an important indicator to watch closely over the coming months.
The market continued to reflect a steady Median Sales price gain for the region, demonstrated by a year-
over-year increase of 5.2%. However, the regional median sales price at $325,000 is the same as the median
sales price in June of 2015. Accordingly, increases in Median Sales price has been mostly stagnant for the last
eight to nine months. L
Feb-2015 Feb-2016 Annual Change
Monthly New Listings New Listings 4,581 4,535 @ -1.0%
[N — T — e T el et e e e e e e
Pendin
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IVAR Member Services: 951.684.1221 | Rancho Cucamonga: 909.527.2133 | Office FAX: 951.684.0450
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We are 12months through the year:
The statistics shown below are only for the first 2 months of
the years represented.
yearsep 17%
Month to month comparisons give you a quick way to see
what is recently changing in the region. However, by
comparing Year-To-Date (YTD) information across several
years, you can observe more signifiant trends.
Jan-Feb Year-Over-Year
Jan-Feb 2015 2016 Change
YTD New Listings New Listings 9,172 8872 {,  -3.4%
25000 e e e e e e e e e e e e e e e
Pending o
20000 Sales 6,384 6,846 @‘ 6.7%
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IVAR Member Services: 951.684.1221 | Rancho Cucamonga: 909.527.2133 | Office FAX: 951.684.0450

INLAND VALLEYS REALTOR® MARCH 2016



INLAND VALLEYS

ASSOCIATION OF REALTORS®

FEBRUARY 2016 REGION REPORT INLAND VALLEYS ivar

Www.ivaor.com

The following monthly data shows "YEAR-OVER-YEAR" (YOY)changes as well as current conditions in the real estate market

YOY Sales YOY Median Median Total Days on

Transactions Sales Price % Sales Price $ Price per Sq.Ft. Market
Banning & 27% & 6% S 190,000 | $ 151 55
Beaumont & 49% & 6% S 281,000 | S 133 62
Bloomington & 46% & 23% S 290,000 | S 199 85
Canyon Lake ¥ -32% . -7% S 325,000 | $ 171 42
Chino ] 20% i 10% S 435,000 | $ 243 67
Chino Hills = 0% ] 0% S 566,000 | $ 290 79
Claremont e -14% B 37% S 595,000 | $ 324 47
Colton & 20% -12% S 202,000 | $ 157 80
Corona 4 5% S 6% S 406,500 | S 206 78
Diamond Bar 1 -16% ik -6% S 590,000 | $ 321 99
Eastvale = 0% B 0% S 460,700 | S 180 81
Fontana = 0% B 10% S 339,900 | $ 191 67
Hemet B 29% B 6% S 185,000 [ § 112 69
Highland ¥ -3% B 35% S 300,000 | $ 161 58
Jurupa Valley B 18% aw  -16% S 285,000 | $ 212 83
La Verne ] 50% ] 59% S 590,000 | $ 328 31
Lake Elsinore i -7% B 8% S 302,500 | $ 153 70
Menifee & 16% 3 9% S 317,000 | $ 149 67
Montclair A 7% & 9% S 351,000 | $ 245 97
Moreno Valley + 14% B 10% S 270,000 | $ 159 63
Murrieta . 9% B 7% S 349,900 | $ 166 54
Norco B 28% w  -10% S 460,000 | S 235 124
Ontario B 29% B 5% S 335,000 | S 232 54
Perris < -4% B 8% S 260,000 | S 140 68
Pomona B 36% B 13% S 338,000 | S 262 49
Rancho Cucamonga | 27% . 0% S 400,000 | S 248 53
Redlands ] 4% ] 8% S 325,000 | $ 207 80
Rialto T -3% B 18% 3 300,000 | $ 172 40
Riverside < 0% B 4% S 325,700 | $ 207 68
San Bernardino 4 20% 4 23% S 221,000 | $ 156 62
San Dimas + 15% w -11% S 420,000 | $ 313 44
San Jacinto B 24% B 10% S 226,000 | S 121 68
Sun City B 57% . -7% S 173,000 | $ 123 67
Temecula B 12% B 6% S 399,000 | S 187 66
Upland B 12% B 17% S 490,000 | $ 240 103
Wildomar * -27% B 20% S 335,000 | $ 139 60
Winchester i 13% ] 9% S 360,000 | $ 138 50
Yucaipa W -27% . 0% S 286,125 [ $ 175 59

Riverside: .684. | Rancho Cucamonga: 909.527.2133 | FAX: 951.684.0450
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Feb 2016 - Sales Volume per City

H As a service and convenience to our members, IVAR is pleased to offer several "Quick Look" reports. This is one more
www.lvaor.com way for IVAR members to stay informed with minimal effort.

Riverside [%57g 75,876,500
Temecula 7,3 65,921,500
Corona [*7c7 65,108,000
Rancho Cucamonga 133 $57,429,700
Murrieta 132 545,628,400
Fontana [737 $45,036,500
Moreno Valley 75 $38,483,800
Chino Hills 75 $34,872,100
Menifee %03 $33,486,800
San Bernardino 937 $29,512,400
Ontario  [gg $29,258,900 TOp 4
Hemet $27,649,400 _
Upland SR 522,720,200 communities had
chino 49 b combined Sales

Diamond Bar ,971,

Lake Elsinore z; $20,234,600 — Volume of SZ64M [
Eastvale 59 $18,293,100 i
Pomona %53 $18,063,900

Rialto Mo $17,233,900 Bottom 23
Beaumont $17,155,900 _ . :
Redlands S communities with
perris 18 $16,640,000 combined Sales
Claremont $12,699,000 ]
Winchester ;i $12,568,500 Volume of $259M
San Jacinto %57 $12,561,500 ]
San Dimas 53 $12,109,200
Norco 53 $11,061,200
LaVerne [ $10,016,800
Highland 57 $9,074,300
Wildomar 57 $8,335,680
Yucaipa 57 $7,633,280
Colton 5% 47,428,570 Le gen d:

Jurupa Valley 57 $6,644,290
Bannin $5,597,060

Bloomingtoi iz <EORE000 The BLUE bars show

Montclair WS 54,643,600 the last month's sales

Canyon Lake ol 54,333,300 volume for each city.

1
Sun City - $4,035,820

Riverside: 951.684.1221 | Rancho Cucamonga: 909.527.2133 | FAX: 951.684.0450
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Feb 2016 - Top Communities with New Listings (year-over-year)

As a service and convenience to our members, IVAR is pleased to offer several "Quick Look" reports. This is one more

www.lvaor.com way for IVAR members to stay informed with minimal effort.
-0.7 -0.2 0.3 0.8 1.3 1.8
Bloomington | 28 | I 154.5%
Claremont | 43 I 30.3%
Wildomar | 62 I 21.6%
Ontario | 159 I 21.4%
Beaumont | 110 I 20.9%
Canyon Lake | 41 I 17.1%
Redlands | 105 . 15.4%
LaVerne | 40 I 14.3% .
Yucaipa | 99 . 12.5% 19 communities
Moreno Valley | 227 . 12.4% with an increase in
San Bernardino | 257 s 10.3% New Listings (year-
Corona | 282 Bl 8.5%
Hemet 234 B 6.8%
Colton | 51 H 4.1%
Chino Hills | 107 H 3.9%
Riverside | 389 B 3.5%
Rialto | 103 B 3.0%
Murrieta 265 B 2.7%
Highland | 68 I 15%
Sun City | 34 -2.9% N
Chino | 85 -3.4% W
Diamond Bar | 77 -3.8% W
Rancho Cucamonga | 175 -4.4% M 19 communities with
San Dimas 42 -4.5% M negative Change in
Jurupa Valley | 36 -5.3% New Listings (year_
Lake Elsinore | 129 -8.5% . over-year)
Menifee | 167 -10.2% . || Legend:
Norco | 32 -11.1% . | |
Banning | 52 -13.3% — The column of numbers
Temecula | 223 -13.9% — on the left is the # of
San Jacinto | 77 -17.2% — new listings in each city
Winchester | 56 -17.6% — for last month.
Eastvale | 64 -19.0% I
Perris | 96 19.3% m— The BLUE bars show the
Upland | 75 2029 m— a.nnual percent change
since the same quarter,
Fontana | 214 -21.9% ——

1 year ago.

Pomona | 90 -31.8% ————
Montclair {534% I

Riverside: 951.684.1221 | Rancho Cucamonga: 909.527.2133 | FAX: 951.684.0450
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Sell Price vs Original List Price

A As a service and convenience to our members, IVAR is pleased to offer several "Quick Look" reports. This is one more
www.ilvaor.com way for IVAR members to stay informed with minimal effort.

98.800%

/\0\\ 98.600%
/ 98.400%

// \\\ /‘ 98.200%
/ \( 98.000%
97.800%

Legend: 97.600%
Any number ABOVE 100% means there is upward pressure to raise the sell price.
: : 97.400%
Any number BELOW 100% means there is downward pressure to lower the sell price.
T T T T T T T T T T T T 1 97.200%
S A A R P I SR S N P
oV W ;Fr N o v YW i G
<<° st V‘Q @'b \o \\) v.\) ‘,QQ oé' \§° 00 W QQ/
3.9% 4.0% Sale Type 14% 19% Finance Type
2.7% B Cash
B Other
B Conventional
B REO Sales
29%'
m Short Sales = FHA
89.4%
\_/ Standard Other

Sales

The IVAR team has worked hard to improve services and make IVAR a better business association. IVAR is committed to defining
its service and building member relationships not with promotional gimmicks and giveaways, but rather by refining a business-
minded approach to serve our members' professional needs with our problem-solving approach. By focusing on value-added
services, IVAR is committed to being the board of choice for Inland Empire REALTORS.

If you have any questions or suggestions on how IVAR can provide better services, please feel free to contact us.

Mark Dowling, Chief Executive Officer

Riverside: 951.684.1221 | Rancho Cucamonga: 909.527.2133 | FAX: 951.684.0450
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IF YOU ARE A REAL ESTATE AGENT OR BROKER
AND YOU NEED PROFESSIONAL HELP WITH:

« Tax Returns for all 50 states
- How the “"ACA” will affect your business,

 Filing Tax Returns with a Business (Schedule C) with
an Office in the Home (Form 8829)

- What is and not deductible,

« The new 1099 filing requirements,

« 1031 Like Kind Exchanges, and

- Real Estate Agent or Broker Bookkeeping

(877)CPA-Help | (760) 567-3110
www.Paylesstax.com
DonFitchCPA@paylesstax.com




NAR HOME Survey Underscores Need for
More Single-family Home Construction

MEDIA CONTACT: ADAM DESANCTIS / 202-383-1178

WASHINGTON (March 15, 2016) — Over three-quarters
of surveyed households would purchase a single-family
home if they were to buy in the next six months, and 79
percent of renters would choose to buy outside of an urban
area, according to the second installment of the National
Association of Realtors® new quarterly consumer survey. The
survey also found that confidence about now being a good
time to buy is waning amongst renters, particularly in the
West — where prices have solidly risen.

In NAR’s first quarter Housing Opportunities and Market
Experience (HOME) survey, respondents were asked about
their confidence in the U.S. economy and various questions
about their housing expectations and preferences, including
a question on if they were to purchase a house in the next
six months, what type of home and in what area would they
choose to buy.

The survey data reveals an overwhelming consumer
preference for single-family homes in suburban areas. Most
current homeowners (85 percent) and 75 percent of renters
said they would purchase a single-family home, while only 15
percent of homeowners and 21 percent of renters said that
would buy in an urban area.

Lawrence Yun, NAR chief economist, says the survey findings
call attention to the glaring need for more supply of single-
family homes.“The American Dream for most consumers is not
a cramped, 500-square-foot condo in the middle of the city,
but instead a larger home within close proximity to the jobs
and entertainment an urban area provides,” he said. “While
this is not a new discovery, supply and demand imbalances
and unhealthy levels of price growth in several metro areas

have made buying an affordable home an onerous task for far
too many first-time buyers and middle-class families.”

According to Yun, it's time for homebuilders to double their
focus on constructing single-family homes. With millennials
increasingly buying in the suburbs — as NAR reported earlier
this month - tight inventory and affordability concerns will
likely worsen without significant headways made in housing
starts in relation to job creation.

Renters lose optimism about now being a good time to buy

Heading into the spring buying season, NAR's survey found
that compared to the December 2015 survey the same share
of homeowners (82 percent) but fewer renters (62 percent
versus 68 percent last quarter) believe that now is a good
time to buy.

NAR First Quarter HOME Survey

“A high number of homeowners are expressing that it's a
good time to buy and this sentiment is no doubt being fueled
by the $4.4 trillion in housing equity accumulation in the past
three years," says Yun. “On the other hand, accelerating home
prices and the perceived difficulty in obtaining a mortgage
appears to be tugging at the confidence of renters.”

Overall, respondents over the age of 65, those living in the
Midwest and those with incomes over $100,000 were the
most optimistic about buying now.

Among current homeowners, fewer (56 percent) believe it
is a good time to sell compared to the fourth quarter of 2015
(61 percent). Amidst steep price increases and tight supply,
respondents in the West were the most likely to think now is a
good time to sell, while also being the least likely to think now
is a good time to buy.
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Slightly fewer households think the U.S. economy is
improving

Among all households in the survey, less than half believe
the economy is improving (48 percent), down from 50 percent
in last quarter’s survey. Renters, those living in urban areas and
respondents with lower incomes were the most optimistic.

The HOME survey’s monthly Personal Financial Outlook
Index2 of all households has slightly dipped (to 58.1) since
December (59.6), but is mostly unchanged from March 2015
- reflecting stable confidence that respondents’ financial
situation will be better in six months. Currently, renters,
younger and lower income households and those living in
urban areas are more optimistic about their future financial
situation.

Location matters depending on lifestyle

Across all age groups, when asked about their future
buying preferences, survey responses were closely tied to
each generation’s typical lifestyle, with younger buyers being
more likely to consider buying a single-family home. Not
surprisingly, renters and younger buyers would for the most
part purchase larger homes, whereas older buyers would
purchase similar or smaller sized homes.

Highlighting the apparent appetite for some older
households to downsize and live in the city, respondents over

the age of 65 were the most likely to consider a condo and
nearly as likely as respondents under the age of 35 to consider
purchasing in an urban area.

Most respondents indicated their preference to stay in a
similar area to their current living situation if they were to buy
in the next six months. Over two-thirds of those living in rural
areas and 75 percent of those living in suburban areas would
buy in a similar area. Only those living in an urban area would
be more likely to move elsewhere, with a suburban area
within 20 miles of the city being the most frequent choice of
urban buyers moving to another type of area.

About NAR's HOME survey

In January through early March 2016, a sample of U.S.
households was surveyed via random-digit dial, including
half via cell phones and the other half via land lines. The
survey was conducted by an established survey research
firm, TechnoMetrica Market Intelligence. Each month
approximately 900 qualified households responded to the
survey. The data was compiled for this report and a total of
2,781 household responses are represented.

The National Association of Realtors®, “The Voice for Real Estate”
is America’s largest trade association, representing over 1.1 million

members involved in all aspects of the residential and commercial real
estate industries.

Law Offices of Barry Lee O’Connor

FULL SERVICE EVICTION ATTORNEY

o Inland Empire Specialist
« Reasonable Flat Rate Fees

We are landlords so we
understand your needs!

FREE LEAGAL ADVICE TO OWNERS/MANAGERS

Representing Owners, Property Mangement Companies, Lending
Institution for all your eviction needs for over 25 years.

Miembro del personal Habla Espariol.

—

Barry Lee O’Connor . -

call: 951-689-9644 | fa
- udlaw.net | udlaw2@ac
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3691 Adams St., River
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NAR Generational Survey: Millennials
Increasingly Buying in Suburban Areas

MEDIA CONTACT: ADAM DESANCTIS / 202-383-1178

WASHINGTON (March 9, 2016) - A growing share of
homebuyers are millennials, and more of them are purchasing
single-family homes outside of urban areas, according to the
2016 National Association of Realtors® Home Buyer and Seller
Generational Trends study, which evaluates the generational
differences1 of recent home buyers and sellers. The survey
additionally found that although student loan debt is more
prevalent among millennial buyers, they aren’t the generation
with the largest student debt balances.

The share of millennials buying in an urban or central city
area decreased to 17 percent (21 percent a year ago) in this
year’s survey, and fewer of them (10 percent) purchased
a multifamily home compared to a year ago (15 percent).
Overall, the majority of buyers in all generations continue to
purchase a single-family home in a suburban area, and the
younger the buyer, the older the home they purchased.

Lawrence Yun, NAR chief economist, says while millennials
may choose to live in an urban area as renters, the survey
reveals that most aren’t staying once they’re ready to buy.
“The median age of a millennial homebuyer is 30 years old,
which typically is the time in life where one settles down to
marry and raise a family,” he said. “Even if an urban setting is
where they’d like to buy their first home, the need for more
space at an affordable price is for the most part pushing their

search further out”

Adds Yun, “Furthermore, limited inventory in millennials’
price range, minimal entry-level condo construction and
affordability pressures make buying in the city extremely
difficult for most young households.”

For the third straight year, the largest group of recent
buyers were millennials, who composed 35 percent of all
buyers (32 percent in 2014), more than the combined amount
of younger and older boomers (31 percent). Generation X
were 26 percent of buyers, and the Silent Generation made
up 9 percent.

Financing the Purchase

This year’s survey underlined the challenges debt had on
some buyers’ ability to purchase a home. While debt delayed
saving for a down payment for a median of four years for all
buyers, the number of years postponed increased from three
years for millennials to six years for older boomers.

Among the share of buyers who said saving for a down
payment was the most difficult task, millennials were most
likely to cite student debt (53 percent) as the debt that
delayed saving, while credit card debt was indicated more by
Gen X (44 percent) and younger boomers (36 percent).

According to Yun, student debt is likely impacting more
than just the millennial generation’s ability to buy a home.
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“Whether it's from financing their own education or borrowed
for their children, it's somewhat surprising to see a higher
median amount of student debt among Gen X ($28,000) and
younger boomer buyers ($29,100) compared to millennials
($25,000),” adds Yun. “One of the many reasons housing
supply has been subdued in recent years may be because a
segment of homeowners have decided to delay trading up or
moving down in order to pay down their debt, including from
student loans.”

This year’s study found that 86 percent of all buyers in the
past year financed their purchase (88 percent a year ago).
Younger buyers who financed their home purchase most
often relied on savings for their down payment, whereas older
buyers were more likely to use proceeds from the sale of a
primary residence.

Overall, the median downpayment ranged from 7 percent
for millennial buyers to 21 percent for older boomers and the
Silent Generation. Nearly a quarter (23 percent) of millennials
cited a gift from a relative or friend - typically their parents -
as a source of their down payment.

Characteristics of Buyers

The median income of millennial homebuyers in this year’s
survey was $77,400 ($76,900 in 2014), and they typically
bought a 1,720-square foot home costing $187,400 ($180,900
a year ago). The typical Gen X buyer was 42 years old, had
a median income of $104,700 ($104,600 a year ago) and
typically purchased the largest home compared to other
generations (2,200-square feet), costing $263,200 ($250,000
last year).

Generation X buyers (71 percent) were the most likely to
be married, younger boomers had the highest share of single
female buyers (20 percent), and 12 percent of millennial
buyers were an unmarried couple.

This year’s survey found that the millennial generation’s
desire to own a home of their own as the primary reason for
their purchase is increasing, up to 48 percent (39 percent a
year ago). The desire for a larger home was the highest among
Gen X buyers (16 percent), and older boomers (at 20 percent)
were the most likely to buy because of retirement.

Searching for and Buying a Home

Nearly all buyers predominantly used the Internet and a
real estate agent during the home search process. Eighty-
seven percent of millennials and Gen X buyers used an agent,
and they were also the most likely to use mobile or tablet
applications and mobile or tablet search engines during their
search. Gen X buyers were the most likely to visit an open
house.

NAR President Tom Salomone, broker-owner of Real Estate Il
Inc.in Coral Springs, Florida, says buyers of all ages continue to
seek the advice and guidance of Realtors®. “Supply shortages,

strong competition and rising home prices in today’s market
can make buying a home very stressful,” he said. “While the
Internet is the initial go-to destination to search for available
listings, consumers want the expertise and insights of a
Realtor® to help them find the right home within their budget.”

Gen X buyers represented the largest share of single-
family homebuyers at 89 percent (85 percent a year ago),
and younger boomers were the most likely to purchase a
townhouse or row house (9 percent). A combined 3 percent of
millennial buyers bought an apartment, condo or duplex in a
building with two or more units (7 percent a year ago).

Among the biggest factors influencing neighborhood
choice, millennials were most influenced by the quality of
the neighborhood (63 percent) and convenience to jobs (60
percent); convenience to schools was most desired by Gen
X buyers, and proximity to friends and family by the Silent
Generation.

Characteristics of Sellers

Those more likely to be trading up (Gen X homeowners)
or trading down (older boomers) represented the largest
share of sellers in the past year, at 25 percent and 24 percent,
respectively. Millennials - also likely to be move-up buyers
- stayed in their home the shortest amount of time before
selling (five years).

Even though younger sellers were more likely to need
a larger home or move because of job relocation, older
boomers were far more likely to move further away. Sellers
overall moved a median distance of 20 miles, with older
boomers traveling the furthest at 75 miles.

Across every generation at 88 percent or above, sellers
overwhelmingly used a real estate agent or broker to sell their
home. When asked what sellers wanted most from their real
estate agent, younger sellers were more likely to want their
agent to help price their home competitively or sell within a
specific timeframe, whereas help finding a buyer was desired
more by younger and older boomers.

In July 2015, NAR mailed out a 128-question survey using
a random sample weighted to be representative of sales on
a geographic basis to 94,971 recent home buyers. The recent
home buyers had to have purchased a primary residence
home between July 2014 and June 2015. A total of 6,406
responses were received from primary residence buyers. After
accounting for undeliverable questionnaires, the survey had
an adjusted response rate of 6.7 percent. All information is
characteristic of the 12-month period ending in June 2015
with the exception of income data, which are for 2014.
The National Association of Realtors®, “The Voice for Real Estate,” is
America’s largest trade association, representing 1.1 million members

involved in all aspects of the residential and commercial real estate
industries.
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Foley Publications, Inc. is proud to partner
with the Inland Valleys Association of
REALTORS®. Together we will provide a
professional, interactive monthly e-magazine
for the Association’s membership.
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Ned Foley at 303-758-7878 or
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