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PRESIDENT’S MESSAGE

Vote for the Next Leaders of the
IVAR Board of Directors
Over the coming month, IVAR members
once again have a chance to vote for
colleagues who have stepped forward to
lead our association as members of the Board
of Directors. I hope all of you will take a few
minutes to make your selections online at
www.IVAOR.com beginning June 1st.

SCOTT GIESER,
2016 IVAR PRESIDENT

My colleagues on the Board of Directors
have offered their time and energy as
volunteers to be stewards of IVAR, support
our members and help build one of the most
effective voices for organized real estate on
the local level anywhere. The most successful
initiatives in our REALTOR world have been
backed, built and worked by volunteers
who have devoted time to do everything
from dreaming up plans for conferences and
events to decorating rooms and umpiring our
annual softball game.
Candidates for our Board of Directors
bring significant experience in real estate
and have established records of leadership
on committees and real estate association
boards at various levels. Their commitment to
serving our association and our membership

is matched only by the commitment they
make daily to serve their clients and build
their businesses. I’m proud to work alongside
this group to continue to build the type of
association our members deserve.
I’m also looking forward to seeing many
new faces from our industry emerge to
join our leadership team over the coming
years. Whether your interest is in improving
REALTOR professional standards and ethics,
making a difference in public policy and
politics, building a better MLS, supporting
our networking events and the collegial
atmosphere they help create for our industry
or any of the many additional ways we
work to improve member services and our
industry, I’m confident there is a place here
that welcomes your talents and energy.
After all, the strength of our association
is in our membership. IVAR benefits from a
tremendous staff – as good as any you will find
in California. In turn, they rely on members
willing to step forward to make the ideas we
dream up and they execute really shine.
So, as you take a few minutes to look through
the list of candidates on our website, I also
hope that you will consider being part of that
list in the future – or of the team that helps us
change minds at city councils, Sacramento,
Washington D.C. and in our communities. You
don’t have to wait a year. The opportunity is
there with a phone call to me, our staff or to
any one of your colleagues who have stepped
forward to lead and support this remarkable
organization.
After all, leadership is the next step you take.
I look forward to seeing the contributions of
those who take that step next.
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EXPERIENCE + TRUST + COMMITMENT
For all those who served, we

THANK YOU!

Happy Memorial Day from all
of us at Outlook Escrow.

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

Established since 2003

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.

GOVERNMENT AFFAIRS UPDATE

REALTORS® Converge on
Washington DC for Midyear
Meetings and Congressional Visits
In mid-May, more than 8,000 REALTORS®
and guests from across the nation traveled to
Washington DC for meetings of the National
Association of REALTORS® and to make their
voice heard on Capitol Hill.

PAUL HERRERA,
GOVERNMENT AFFAIRS DIRECTOR

Over the course of a few days, most
members of Congress and the United States
Senate heard from constituents who traveled
to speak on a series of issues important to
homeownership. In past years, these meetings
hFor ave been critical to notching important
policy victories for the housing industry.
Here’s a rundown of the issues covered this
year. For more information on these issues,
download the complete issue fact sheets at
http://bit.ly/240tZ9e.

“Home Ownership is Not a Tax Loophole”
Although there is no current proposal
to significantly overhaul the tax code and
potentially eliminate items like the Mortgage
Interest Deduction (MID), tax relief related
to real estate remains a topic of discussion
in Washington DC. Every time MID enters a
discussion on tax reform, it’s to seek ways to
eliminate or curtail the benefits of the tax
policy.
The result of any such action would be
to make homeownership more costly,
particularly for middle class families for whom
the current tax relief options help make
ownership affordable.
Other tax benefits of homeownership
include deductibility of property taxes and the
1031 exchange on investment properties. All
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have become important to support individuals
with basic ownership or investment.
Any move to degrade or eliminate MID
raises the tax burdens on homeowners who
already fund between 80 and 90 percent
of government through their tax payments.
More distressingly, economists estimate that
eliminating MID would lead to an average
value drop of 11 percent nationally because
the tax relief is built into affordability.

Making Sense of FHA Condo Financing Rules
For years, REALTORS® have appealed
for more access to FHA financing for
condominiums. That work is finally paying off
as critical changes to FHA financing of condos
approach reality.
Existing rules on FHA financing of condos
have failed to evolve with the market or even
with realities of new development practices.
For instance, FHA rules limit commercial space
to 25 percent of a property and count parking
garages as commercial space. That ignores the
mixed-use development model that’s growing
in popularity in urban cities and even many
suburban spaces.
FHA rules have also held seemingly arbitrary
requirements for owner occupancy and overly
restrictive rules regarding transfer fees of any
form. The result of these restrictions has been
to make FHA financing – which was designed
to make homeownership accessible to first
time buyers – less accessible for the type of
housing that young buyers can afford.
continued on page 7
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continued from page 6

That said, a resolution is close. HR 3700 addresses many
of the issues outlined above. The bill passed Congress on a
427-0 vote. The bill has yet to get attention in the U.S. Senate.
REALTORS® thanked members of congress for their vote and
urged Senators to bring the bill forward for a vote.

Mortgage Fees are for, well, Mortgages
Last year, REALTORS® nationwide successfully urged
Congress to not use mortgage fees as a tax to fund
transportation. These fees, known as “guarantee fees,” were
established to help set Fannie Mae and Freddie Mac on firm
financial footing after the disastrous great recession.

Currently, the National Flood Insurance Program is the
only option for many homeowners in designated Special
Flood Hazard Areas. More troubling, when homeowners use
a private alternative to the national program, they could
return to steep rate increases. This makes it difficult for private
insurance options to make sense for many homeowners,
putting additional reliance on the NFIP.
HR 2901 would help alleviate these issues with a common
sense approach to making private flood insurance a more
palatable option for millions of homeowners with federally
backed mortgages.

As the two mortgage giants have recovered, policymakers
began to take a look at using these fees to fund other parts of
the federal government. If that takes place, these mortgage
fees will simply be a new tax in disguise.

View the complete fact sheets

Two bills: HR 4893 and S 752 would help ensure that this
type of proposals become far more difficult to execute in the
future and declaratively say that mortgage fees are meant for
exactly the purpose for which they were created.

Our work is supported through voluntary contributions
made by members to the REALTOR® Action Fund. These
annual contributions of $49 or more help ensure that we have
the resources to research important issues, communicate with
our members and mobilize our industry to have the impact
necessary to make a difference.

Creating Private Flood Insurance Options
Finally, REALTORS® in DC urged the Senate to bring another
important housing bill that passed Congress unanimously.
This one, HR 2901, would improve private options for flood
insurance for federally backed mortgages.

For more information on these issues, download the
complete issue fact sheets at http://bit.ly/240tZ9e.
Support our Mission, Support the REALTOR Party

You can make a contribution as you renew your membership
– or anytime by going to www.car.org/governmentaffairs/raf.

From open house to dream home, we’re
with your clients every step of the way.
Citibank offers:
n World-Class Fulfillment Services.
n Jumbo loan sizes up to $3 million
__ Loan sizes up to $8 million available to well-qualified buyers who meet Citi’s High Net Worth* requirements
n An advantage to you in your market with Citibank’s strong global brand.
n An experienced team dedicated to home purchase transactions.

Jaime Huerta
Home Lending Officer
909-362-6454
jaime.huerta@citi.com
NMLS# 727302

Joel Yamamoto
Home Lending Officer
626-786-4562
joel.yamamoto@citi.com
NMLS# 207200

Terms, conditions and fees of accounts, programs, products and services are subject to change. This is not a commitment to lend. All loans are subject to credit and property approval. Certain restrictions may apply on all programs.
Offer cannot be combined with any other mortgage offer.
* Available for clients with a minimum of $1million or more in investable post-close assets and at least $100,000 in traditional assets must be on deposit with Citi at least 10 days prior to closing. This amount may be part of the
$1,000,000 eligibility requirement. Real estate, loan proceeds, stock options, restricted stock and personal property will not be counted as part of the $1 million or more in investable post-close asset. Investable assets are
defined as deposit accounts (checking, savings, money market, Certificates of Deposit), unrestricted stocks, bonds, and retirement accounts held by the individual who is personally liable on the loan. Similar asset types
held in revocable trust may be used provided the trust document meets the Trust Policy. The assets held in trust must be of the investable quality stated above. Additional conditions apply.
© 2016 Citibank, N.A. NMLS #412915. Member FDIC and Equal Housing Lender. Citi, Citibank, and Citi with Arc Design are registered service marks of Citigroup Inc.

C.A.R. REALEGAL NEWSLETTER

Wire Fraud Advisory
Nearly everyday there is news of yet another internet hack
or some new internet scam or fraud regarding personal
information. Unfortunately, we are also hearing about the
increase of a crime targeting the real estate industry: Wire
Transfer Fraud. Criminals have been able to gain access
to email accounts, personal information, and bank routing
numbers and then misdirect buyer’s and seller’s funds to the
criminal’s accounts.
The criminals take advantage of unguarded communications
and weak passwords and security measures to set up
legitimate looking wiring instructions; some even containing
legitimate appearing telephone numbers to confirm these
fraudulent wiring instructions.
In order to better alert both buyers and sellers of the need
to exercise extreme caution when making wire transfers of
their funds, the California Association of REALTORS’® Standard

Forms Committee has authorized the June release of a WIRE
FRAUD ADVISORY (WFA).
The Advisory cautions buyers and sellers to be alert to the
potential for wire funds transfer scams and fraud. Among the
advice for buyers and sellers:
• always call the escrow or bank to confirm escrow
instructions
• obtain the telephone numbers of the escrow and bank
officers early in the transaction
• and never rely on a telephone number sent in the wiring
instructions.
This Advisory can be made a part of the listing package
to sellers and a part of the disclosures to buyers early in the
transaction for the protection of all parties.

June Forms Release
In addition to the Wire Fraud Advisory, the Standard Forms
Advisory Committee is planning to release revisions to nine
forms and one other new form the week of June 27th. The
revised forms are:
• Agricultural Addendum (AGAD)
• Contingency For Sale of Buyer’s Property (COP)
• Seller’s Purchase of Replacement Property (SPRP)
• Contingency Removal (CR)
• Notice to Seller to Perform (NSP)
• Representative Capacity Signature Disclosure (For Seller
Representatives) (RCSD-S)
• Representative Capacity Signature Disclosure (For Buyer
Representatives) (RCSD-B)
• Text Overflow Addendum (TOA)
• Lease/Rental Mold and Ventilation Addendum (LRM)
The new form is:
• Seller Agricultural Land Supplementary Questionnaire
(SALSQ)
The AGAD is an addendum that can be used when selling
a residence which includes agricultural property. The AGAD
currently requires a Vacant Land Questionnaire (VLQ) while
the underlying Residential Purchase Agreement (RPA) requires
a Seller Property Questionnaire (SPQ). The revised AGAD
merely changes the reference to the required additional
disclosure from the VLQ to the new Seller Agricultural Land
8 INLAND VALLEYS REALTOR®

Supplementary Questionnaire (SALSQ). The VLQ duplicates
many questions included in the SPQ; the SALSQ eliminates
these duplications.
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 earnest money deposit. The revised
SPRP refers to a contingency for Close of Replacement
Property rather than Concurrent Close.
The CR has been updated to reflect the two seller
contingencies in the revised SPRP: one for seller entering
into a contract to acquire replacement property; the other for
seller’s closing on replacement property.
The NSP was modified to separately identify seller
contingencies and seller contract obligations, and to
distinguish seller’s entering into a contract to acquire
contingency from seller’s closing on replacement property
contingency.
The RCSD-S and the RCSD-B have been modified to more
clearly indicate how the representative is to sign, including a
clearer indication that the trustee of a trust is the actual seller
or buyer 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.
The LRM adds signature lines accommodating two tenants
and two landlords.
MAY 2016
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Housing Data – April 2015
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10574 Acacia St, Suite #D-7
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Apr 2015 - Monthly Report
Inland Valleys Regional Summary

www.ivaor.com

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:
· Continuing last month’s trend, the IVAR regional housing market saw increases "across the board" in all five major
sales transactions categories: New Listings, Pending Sales, Sold Listings, Median Sales Price and Sales Volume.
· Pending Sales are up a whopping 22% year-over-year, and New Listings were up 4%.
· The market continues to demonstrate increased demand with increases in Median Sales price and Sales Prices
reflecting nearly 100% of the Listing Price.

Apr-2014
New Listings (Last 12 Months)
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All data used to generate these reports comes from the California
Regional Multiple Listing Service, Inc. If you have any questions about
the data, please call the CRMLS Customer Service Department
between the hours of 8:30am to 9:00pm Monday thru Friday or
10:00am to 3:00pm Saturday and Sunday at 800-925-1525 or 909859-2040.
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Apr 2015 City Overview
www.ivaor.com

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

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

YOY Sales
Transactions
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Apr 2015 - Sales Volume per City
www.ivaor.com
Riverside
Corona
Temecula
Fontana
Murrieta
Rancho Cucamonga
Menifee
Moreno Valley
Chino Hills
San Bernardino
Upland
Ontario
Hemet
Diamond Bar
Lake Elsinore
Chino
Pomona
Redlands
Eastvale
Claremont
Highland
Rialto
Perris
La Verne
San Dimas
Beaumont
Yucaipa
Winchester
San Jacinto
Wildomar
Banning
Canyon Lake
Jurupa Valley
Norco
Alta Loma
Colton
Loma Linda
Montclair
Sun City
Bloomington

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

242
183
155
171
152
120
$37,025,500
122
$36,651,900
141
$35,197,200
63
$30,295,600
146
$30,209,700
59
$28,936,400
85
$28,665,900
148
$26,582,200
43
$26,132,400
89
$24,595,600
59
$23,185,000
66
$22,384,600
62
$21,128,200
46
$20,654,500
28
$18,474,800
62
$18,450,300
68
$18,274,500
77
$16,770,400
26
$16,186,900
27
$15,978,600
61
$13,646,700
43
$12,924,600
37
$8,570,700
43
$8,378,780
28
$7,881,820
41
$7,295,550
18
$6,391,800
20
$6,240,650
14
$5,913,500
12
$5,503,490
27
$5,326,800
15
$5,057,500
16
$4,716,800
25
$3,179,560
14

$82,946,700
$76,601,600
$64,007,100
$60,745,200
$54,161,600
$52,855,100

Top 6
communities had
combined Sales
Volume of $391M
Bottom 28
communities with
combined Sales
Volume of $398M

Legend:
The BLUE bars show
the last month's sales
volume for each city.
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Apr 2015 - Top Communities with New Listings (year-over-year)

www.ivaor.com
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As a service and convenience to our members, IVAR is pleased to offer several "Quick Look" reports. This is one more
way for IVAR members to stay informed with minimal effort.
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0.7
63.0%

50.0%

26 communities
with an increase
in New Listings
(year-over-year)

-0.3%
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-8.7%
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42.3%
40.9%
36.4%
32.4%
31.6%
30.6%
27.7%
22.9%
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13.4%
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9.1%
7.3%
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5.3%
4.2%
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Legend:
The column of numbers
on the left is the # of
new listings in each city
for last month.
The BLUE bars show the
annual percent change
since the same quarter,
1 year ago.

14 communities
with negative
change in New
Listings (yearover-year)

-33.8%
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Sell Price vs Original List Price
www.ivaor.com

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

97.500%

Any number ABOVE 100% means there is upward
pressure to raise the sell price.

97.000%

Any number BELOW 100% means there is downward
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Sale Type

15%

17%

Finance Type
Cash

Other

Conventional

REO Sales
Short Sales

91.7%

Standard
Sales

29%

FHA

39%

Other

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 businessminded 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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Receive Weekly
IVAR News and
Updates via
Text Messages
Stay Connected
As part of our efforts to keep you
informed in a prompt and convenient
manner IVAR offers a text-messaging
service for weekly alerts, news and
information.

To Register
Send the text “subscribe all” to 951999-4354
The following English-language
commands will also work: STOP, STOPALL,
UNSUBSCRIBE, CANCEL, END, and QUIT
will stop you from receiving messages.

BY SIGNING UP, YOU CONSENT TO RECEIVE TEXT MESSAGES BY AUTOMATED MEANS. THIS SERVICE IS FREE FROM IVAR, BUT
CARRIER MESSAGE AND DATA RATES MAY APPLY. IVAR HAS SEVERAL CATEGORIES/TOPICS THAT MIGHT INTEREST YOU:

subscribe all			

Information Broadcast to all subscribers

subscribe advocacy		

REALTOR Party “Call to Action” – NAR/CAR red alerts

subscribe alerts		

Emergency information, closures, and holiday schedules

subscribe breakfast		

Breakfast Meetings

subscribe dues		

Reminders about dues payments and deadlines

subscribe education		

Updates on education and training opportunities

subscribe events		

Announcements about special events
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NAR Member Survey Shows More,
Younger Realtors® Entering the Industry
MEDIA CONTACT: JANE DOLLINGER / 202-383-1042

WASHINGTON (May 19, 2016) — The median age and
years of experience of Realtors® has decreased as new and
younger professionals enter the industry, according to the
2016 National Association of Realtors® Member Profile.

to 53 in 2015, the lowest it has been since 2008 when the
median age was 52.

The survey’s results are representative of the nation’s nearly
1.2 million Realtors®; members of NAR account for about
half of all active real estate licensees in the U.S. Realtors® go
beyond state licensing requirements by subscribing to NAR’s
Code of Ethics and standards of practice and committing to
continuing education.

“The median age of Realtors® is younger than in the past
because more people entered the real estate profession this
year than in past years, with 20 percent of members reporting
one year or less of experience” said NAR president Tom
Salomone, broker-owner of Real Estate II Inc. in Coral Springs,
Florida. “NAR is excited to have young, fresh perspectives
enter the industry, and we are proud to offer resources for our
younger members to advance and grow, such as the Young
Professionals Network and ‘30 Under 30’ recognition.”

The typical member reported a median of 10 years of
experience in real estate, down from 12 years in last year’s
report. Realtors®’ median age also decreased from 57 in 2014

In last year’s report, 41 percent of members were more than
60 years old, while only 2 percent were under age 30. This
year, the percent of Realtors® over 60 years old dropped to
continued on page 19
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continued from page 18

30 percent, and the number of those younger than 30 years
rose to 5 percent. Thirteen percent of members who have two
years or less experience are under 30 years of age.
New members also tend to be more diverse than experienced
members; eighty-nine percent of Realtors® with 16 or more
years of experience are white, compared to only 78 percent of
those with two years or less experience.
The median gross income of Realtors® also fell last year,
from $45,800 in 2014 to $39,200 in 2015; not surprising, given
members’ income typically corresponds with experience.
Those with 16 years or more of experience reported a median
gross income of $73,400, up from $68,800 in 2014, while
members with two years or less of experience had a median
gross income of $8,500, a decrease from $9,100 last year.
For the third year in a row, Realtors® cited difficulty finding
the right property, at 38 percent, as the most persistent
challenge limiting potential buyers, beating out obtaining
mortgage financing at 19 percent.
“Limited inventory continues to restrict buyers in many
markets across the country,” said Lawrence Yun, NAR chief
economist. “This is reflected in the number of transactions
reported by members, which has remained the same at 11
transactions.”
However, while the number of transactions has remained
the same, rising home prices in 2015 triggered the median
brokerages sales volume to rise to $1.8 million from last year’s
$1.7 million.
The typical Realtor® reported working 40 hours per week
in 2015, in line with previous years. Sixty-seven percent of
members specialize in residential brokerage, down from
82 percent. The most popular secondary specialization is
relocation, 17 percent, and residential property management,
16 percent. Twenty-six percent of all Realtors® made more
than $100,000 last year, while 26 percent made less than
$10,000.
This year marks the first time members were asked about the
use of drones in their business. While a majority of Realtors®,
56 percent, do not currently use drones, 18 percent indicated
that they plan to in the future. Twelve percent reported that
someone in their office uses drones, and 11 percent say that
they hire a professional for their drone use.
When it comes to technology 93 percent said that their
firm has a web presence. When communicating with clients,
members say that email, telephone, and text messaging are
used most frequently. Seventy percent of members reported
using social media, an increase from 65 percent last year. Other
technology that members report regularly using includes
electronic contact and forms software, contact management
software, and e-document preparation programs.
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Thirty-eight percent of Realtors® reported receiving errors
and omissions insurance for their firm making it the most
commonly received benefit. Seventy percent of members were
compensated under a percentage split-commission. Fifteen
percent were compensated by a 100 percent commission,
though that is more likely to apply to brokers, 21 percent,
than agents, 11 percent.
Many Realtors® have had careers in other fields before
entering real estate. The most common first careers reported
are in management, business or finance, or sales and retail,
both at 16 percent. Only four percent of members indicate
that real estate was their first career.
The marital status of Realtors® remained mostly consistent
with last year’s survey; seventy percent of members are
married, 15 percent are divorced, and 10 percent are single or
never married.
Also in line with last year’s survey, 62 percent of all Realtors®
are female. Among broker licensees, 56 percent are female,
compared with sales agent licensees, where 66 percent are
female.
More than eight out of 10 Realtors® own their primary
residence. However, that number increases with age; the
homeownership rate for Realtors® 60 or older is more than 90
percent. Thirty-one percent of Realtors® reported that they
own residential property for investment, and 9 percent report
owning at least one commercial property.
Ninety-three percent of Realtors® have some post-secondary
education, with 30 percent having completed a bachelor’s
degree and 12 percent having completed a graduate degree.
Realtors® are also active in the political process with 94
percent reporting they are registered to vote, 89 percent
voted in the last national election, and 77 percent reported
that they voted in their local elections.
The 2016 National Association of Realtors® Member Profile
is based on a survey of 150,024 members, which generated
10,194 usable responses, representing an adjusted response
rate of 6.8 percent. Survey responses were weighted to be
representative of state-level NAR membership. Income and
transaction data are for 2015 while other data represent
member characteristics in early 2016. The study can be
ordered by calling 800-874-6500, or online atwww.realtor.
org/prodser.nsf/Research. The profile is free for credentialed
media and costs $14.95 for NAR members and $149.95 for
nonmembers.
The National Association of Realtors®, “The Voice for Real Estate,” is
America’s largest trade association, representing more than 1.1 million
members involved in all aspects of the residential and commercial real
estate industries.
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Advertising Your Services:
Required Name and
License Information
Introduction
The content of a licensee’s advertising as well as the manner
in which a licensee advertises their services are governed
by both California law and the REALTOR® Code of Ethics.
REALTORS® need to be aware of both the legal and ethical
obligations they must follow when advertising.
This article will review 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.
Q 1. Is a real estate licensee required to disclose his or her
licensed status in all advertising?
A Yes. Any time a licensee advertises services for which a
real estate license is required, the licensee must indicate, by
use of terms such as broker, agent, real estate licensee or
abbreviations such as bro. or agt., that the advertising is being
done by a real estate licensee. The use of the word REALTOR®
satisfies this requirement as well, but can only be utilized by
those who are actually REALTORS®. This requirement applies
to both real estate brokers and salespersons. (Cal. Bus. & Prof.
Code § 10140.6(a), 10 Cal. Code Regs. § 2770.1, NAR Code of
Ethics Article 12.)
The law provides a limited exception for classified rental
advertisements. If the advertisement includes the telephone
number at the premises of the property offered for rent
or the address of the property offered for rent, then the
licensed status of the real estate licensee is not required.
(Cal. Bus. & Prof. Code § 10140.6(c).) However, the NAR Code
of Ethics does not provide any such exception and therefore
a REALTOR® must, still identify their licensed status in such
advertisements.
Q 2. Does a real estate brokerage name or office name have
to disclose its licensed status?
A A real estate brokerage also must disclose its licensed
statues. However, if the office’s name makes it clear that it is a
real estate company then that is sufficient. For example, if the
name of the office is “The John Smith Real Estate Brokerage
Company,” the name alone would be sufficient to identify the
company as a licensee. On the other hand, if the name of the
office is “The John Smith Company,” the name alone would
not clearly identify the advertiser’s designation as a real
estate firm, and a term such as agent, broker, REALTOR®, etc.
would also have to be used in the ad. (Cal. Bus. & Prof. Code §
10140.6, NAR Code of Ethics Article 12.)
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Q 3. Does a real estate licensee have to include his or her
California Bureau of Real Estate (CalBRE) license number on
all advertisements?
A Every licensed real estate broker and salesperson must
display his or her or 8-digit CalBRE license number on
all solicitation materials intended to be the first point of
contact with a consumer and on all real property purchase
agreements if acting as the agent in the transaction (Cal. Bus.
& Prof. Code § 10140.6(b)). This requirement applies to all
forms of real estate activity including industrial or commercial
real estate brokerage or the sale of business opportunities.
If the licensee is also a mortgage loan originator, the
licensee must also include the unique identifier assigned to
the licensee by the Nationwide Mortgage Licensing System
and Registry, the NMLS number, on all solicitation materials
intended to be the first point of contact with consumers.
(Cal. Bus. & Prof. Code § 10140.6(b)) There are also additional
requirements for mortgage originators/brokers when
soliciting for borrowers, see question 11 below.
Q 4. What are examples of “solicitation materials intended to
be the first point of contact with a consumer” as discussed in
Question 2?
A The following are examples of advertising materials which
are considered as first point of contact materials and must
contain the CalBRE license number (and unique NMLS
identifier, as applicable, for mortgage loan originators):
• Business cards;
• Stationery;
• Web sites owned, controlled, and/or maintained by the
licensee;
• Promotional and advertising fliers;
• Promotional and advertising brochures;
• Promotional and advertising e-mail and regular mail;
• Promotional and advertising leaflets;
• Any other materials “designed to solicit the creation of
a professional relationship between the licensee and
consumer, or which is intended to incentivize, induce
or entice a consumer to contact the licensee about any
service for which a license is required.”
(10 Cal. Code Regs. § 2773(a).)
continued on page 21
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Q 5. What are examples of advertising materials that are not
considered “solicitation materials intended to be the first
point of contact with a consumer” as discussed in Question
3?
A The following advertising materials need not contain the
CalBRE license number or the unique identifier for a mortgage
loan originator
• Advertisements in electronic media (including, without
limitation, radio, cinema and television ads, and the
opening section of streaming video and audio). (See
question 7 for an exception for certain mortgage
brokerage activity);
• Print advertising in any newspaper or periodical,
• “For Sale” signs placed on or around a property intended
to alert the public that the property is available for lease,
purchase or trade, unless the sign contains a team name
in which case additional rules including the inclusion
of the license number on for sale signs apply (see Q&A
onTeam Names).
• Some promotional materials, such as giant pencils and
refrigerator magnets.
(10 Cal. Code Regs. § 2773(a), DRE Winter 2009 Real Estate
Bulletin.)
Q 6. Is there a regulation regarding the font size of the
CalBRE license number in advertising?
A Yes, the font size of the license identification number can be
no smaller than the smallest size of any other type used in the
solicitation material (10 Cal. Code Regs. § 2773(a)(4)).
Q 7. What if more than one licensee’s name appears on the
solicitation materials, does each number have to appear?
A If the name of more than one licensee appears in the
solicitation material, then the license identification number of
each licensee must be included (10 Cal. Code Regs. § 2773(a)).
However, if in addition to the name of the licensee, the
name, logo or trademark of the employing broker appears in
the solicitation materials, the number of that employing is not
required except for certain mortgage brokerage advertising
(see questions 11 and 12) and with team names (see Q&A
onTeam Names). (10 Cal. Code Regs. § 2773(a)).
Q 8. May a real estate licensee use a nickname in advertising?
A The CalBRE permits a licensee to make limited use of a
nickname. A licensee can use a nickname in place of his or
her legal first name as long as the licensee uses his or her
legal last name and uses his or her CalBRE license number in
the advertising. So for example, if a licensee’s legal name is
Giancarlo Montez, but he usually goes by Johnny Montez, he
could use Johnny Montez in advertising since he is using his
legal surname as long as he also includes his license number.
(10 Cal. Code Regs. § 2731).
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Q 9. Must a salesperson or broker associate include the
name of the real estate broker under whom he or she works
included in all advertising of real estate services?
A California law generally does not require licensees to use
the name of the broker or brokerage firm to be used when
advertising real estate services. A salesperson or broker
associate advertising real estate services can just use their
own name in advertising without the name of the brokerage.
Mortgage brokers have a different set of rules discussed in
questions.
However, the Code of Ethics (with limited exceptions)
requires a licensee to utilize the name of the brokerage in
advertising. So as a practical matter, in most circumstances
a REALTOR’S advertisement will include the name of the
brokerage even though California law itself does not require
it.
While California law does not require the name of the
brokerage in most situation there are the following exceptions
• Team Names. When a team name is utilized the brokerage
name must also be utilized (see Q&A on Team Names)
• Any advertisement or other statement which is published
by a real estate broker or salesman offering to assist
persons to file applications for the purchase or lease of,
or to locate or enter upon, lands owned by the State
or Federal Government must indicate the name of the
broker for whom it is published and state that he is
licensed as a real estate broker by the State of California.”
Cal. Bus. & Prof Code § 10140.5
• Mortgage Brokerage Activity. See questions 11 and 12
below
Under the REALTOR® Code of Ethics, REALTORS® and any
person employed or affiliated with REALTOR® must use the
name of the REALTORS® firm for real estate services and for
listed property. (NAR Code of Ethics Standard of Practice
12-5.)
The Code of Ethics requires that the firm name be specified
in a “reasonable and readily apparent manner.” The Code
recognizes that it may be difficult to always give the firm
name in certain electronic contexts (such as in tweets) where
there are character or space limitations. In such instances the
firm name need not be given, but only if there is a link to a
display that includes all the required name disclosures. (NAR
Code of Ethics Standard of Practice 12-5).
Q 10. Must a licensee identify him or herself as a broker,
agent, etc. when advertising his or her own property for sale
if it is not listed with the firm?
A California law does not require a licensee to disclose his
or her status as a licensee even when selling his or her own
continued on page 22
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property. Since selling one’s own property does not require a
license and therefore, a licensee if not utilizing their license in
the sale of their property need not use their license number,
nor identify himself or herself as a licensee (Cal. Bus. & Prof.
Code § 10131.)
However, under the Code of Ethics REALTORS® must
identify themselves as a REALTOR® or a real estate licensee
when advertising property that is unlisted for sale or lease in
which they have an interest. (NAR Code of Ethics Standard of
Practice 12-6.)
(There is an additional disclosure requirement pertaining
to sale or purchase of property by REALTORS®. This is not
required in advertisements but only as a disclosure prior to
sale or purchase. In selling property they own, or in which
they have any interest, REALTORS® shall reveal their ownership

or interest in writing to the buyer or agent prior to signing
any contract for purchase. Additionally, REALTORS® shall not
buy or present offers from themselves, any member of their
immediate families, their firms or any member thereof, or
any entities in which they have any ownership interest, any
real property without making their true position know to the
owner of the agent prior to signing any contract for purchase
. (NAR Code of Ethics Standard of Practice 4-1).)
This legal article is just one of the many legal publications and services
offered by C.A.R. to its members. For a complete listing of C.A.R.’s legal
products and services, please visit car.org/legal.
CALIFORNIA ASSOCIATION OF REALTORS®
Member Legal Services
525 South Virgil Avenue
Los Angeles, CA 90020

FOR ADVERTISING INFORMATION, please contact
Ned Foley at 303-758-7878 or visit our
website at www.foleypub.com.
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