














California REALTORS®

applaud Gov. Newsom'’s

commitment to
address housing crisis

LOS ANGELES (Feb. 12) — The CALIFORNIA ASSOCIATION
OF REALTORS® (C.A.R.) today issued the following statement
in response to Governor Gavin Newsom'’s State of the State
address:

“We applaud Gov. Gavin Newsom'’s demonstration of his
ongoing commitment and leadership toward building more
affordable and available housing in California and couldn’t
agree more when he stated, ‘If we want a California for all, we
have to build housing for all,” said C.A.R. President Jared Martin.

“We support the governor’s position that local government
needs to be held accountable for addressing housing supply.
By addressing supply at the local level, we're addressing
housing affordability for both ownership and rental housing.

“We also welcome the governor’s comments regarding the
California Environmental Quality Act (CEQA), and we will be
pursuing legislation to streamline housing construction.

“Last fall, California voters resoundingly rejected the
expansion of rent control. Californians understand that the
solution to high rents is not more rent control; it’s building
more supply. Moreover, rent stabilization is already addressed
by the Costa-Hawkins Rental Housing Act.

“The CALIFORNIA ASSOCIATION OF REALTORS® looks
forward to working with the governor, the legislature and
key stakeholders to ensure that all Californians can realize the
American dream of homeownership.”

CREDIT: AP PHOTO/JEFF CHIU
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EMPOWER
OUR
FUTURE.

You can lead the way. Commitment to Excellence is a program for REALTORS® that empowers
you to enhance and showcase your high level of professionalism. It gives you an advantage

in our highly competitive market, and will help lead the way in improving consumer perception
of our industry as a whole.

Be an advocate for the future of our industry. Be committed to excellence.
Get started at C2EX.realtor by taking the self-assessment today!
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Mark Dowling, Chief Executive Officer
¢ The start of 2019 Inland Empire housing market data reflects some of
the same trends we saw the last half of 2018. When compared to
2018, January month-over-month data has New Listings up 1.7%,
while Sold Listings for the year were down 14.9%. Median Sales
Price was up 2.0%, but total Sales Volume was down 13.2%.
+ Although Median Sales Price was up 2.0% for January at $388,000,
this represents a 3% decline from $400,000, July of 2018.
« Reflecting a slowing, buyer's market, Days on Market — up 54.2% —
also continues to increase.
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Jan 2019 City Overview

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.

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 Sales
Transactions Sales Price % Price $

Inventory Price per Sq.Ft. Total Days on Market

Banning Wb -24% A 23% $ 278,000 711 % 199 56
Beaumont b -16% A 4% $ 337,500 104 | $ 167 65
Bloomington A 100% A 10% $ 334,500 30| % 241 41
Canyon Lake A 21% b -3% $ 389,999 43| $ 206 49
Chino b -5% A 3% $ 474,000 1011 $ 266 46
Chino Hills b -26% b -15% $ 580,000 1141 $ 340 51
Claremont b -40% A 21% $ 734,500 37| $ 332 43
Colton b -55% b -2% $ 271,500 51 $ 234 36
Corona b -10% H 7% $ 508,995 281 $ 239 49
Diamond Bar A 15% W -22% $ 572,000 76 $ 348 87
Eastvale b -30% Ah 2% $ 571,500 81| $ 182 63
Fontana b -12% A 3% $ 386,500 232 $ 232 37
Hemet b -14% A 3% $ 230,000 283 | $ 156 47
Highland A 8% A 9% $ 345,000 85| $ 197 38
Jurupa Valley Wl -27% A 4% $ 421,000 711 $ 238 29
La Verne b 7% Wb -24% $ 503,500 28| % 376 62
Lake Elsinore ] -6% ] -3% $ 347,500 166 | $ 186 60
Menifee b -18% A 4% $ 372,490 234 | $ 180 63
Montclair A 6% A 4% $ 428,000 26| $ 297 34
Moreno Valley Ah 1% H 6% $ 334,000 265 % 191 33
Murrieta Wl -16% W -3% $ 409,445 293 | $ 197 63
Ontario b -19% Ah 7% $ 422,230 156 | $ 281 34
Perris b -14% a 9% $ 325,000 139 | § 172 30
Pomona b -25% A 1% $ 425,000 93| % 335 43
Rancho Cucamonga L -23% A 8% $ 517,500 200 | $ 287 54
Redlands A 12% A 1% $ 380,000 104 | $ 251 43
Rialto b -25% A 4% $ 349,750 93 243 20
Riverside ] -18% A 4% $ 399,950 545 | $ 236 41
San Bernardino b -7% A 2% $ 270,000 292 | $ 208 31
San Dimas Wb -14% A 1% $ 594,000 34| $ 354 59
San Jacinto dh 11% A 9% $ 304,471 102 $ 142 39
Sun City Wl -26% A 8% $ 247,450 31| $ 162 51
Temecula b -21% A 1% $ 450,000 225 | $ 213 41
Upland b -7% b -2% $ 533,250 103 | $ 282 40
Wildomar b -50% ] -2% $ 381,000 48 | $ 169 54
Winchester L -42% b -4% $ 398,000 49| $ 168 51
Yucaipa Wl 7% A 8% $ 357,000 721 $ 218 41

Riverside: 951.684.1221 | Rancho Cucamonga: 909.527.2133 | FAX: 951.684.04
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Jan 2019 - Sales Volume per City

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.

Riverside
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42
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43
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$91,958,400

$76,732,800

$58,940,000

$53,621,400

$50,641,300

$44,462,600

$42,259,200

$42,004,500

$35,622,300

$32,129,300

$28,505,200

$28,083,000

$27,905,600

$27,391,700

$26,608,000

Top 5 communities had

$24,243,400

combined Sales Volume
of $332M

$22,035,100

$21,572,000

$21,501,800

$18,252,900

$16,705,400

$15,236,600

$15,116,600

$15,059,600

$13,466,800

$11,121,800

$9,917,590

$8,099,300

$7,919,500

$7,781,890

$7,304,200

$7,188,750

$6,954,300

$6,825,800

Legend:

$5,970,300

The BLUE bars show last month's

$4,803,500

sales volume (both count and
dollars) for each city.

$3,228,900

FAX: 951.684.0450

Riverside: 951.684.1221 |

Rancho Cucamonga: 909.527.2133 |
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Jan 2019 - 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 way for IVAR
members to stay informed with minimal effort.

www.ivaor.com
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La Verne | 44

San Jacinto | 86

Highland | 60

Chino Hills | 114

Ontario | 165

Sun City | 29

Wildomar | 54

Claremont | 31

Diamond Bar | 79

Perris | 114

Legend:

Canyon Lake | 45

Eastvale | 67 The column of numbers on

the left is the # of new
listings in each city for last
month.

Jurupa Valley | 48

Beaumont | 101

Winchester | 60

Rancho Cucamonga | 195

The bars show the annual
percent change since the
same month, 1 year ago.

Riverside | 392

Lake Elsinore | 140

Chino | 106

Corona | 268

Fontana | 198

Menifee | 193

Hemet | 227

Temecula | 209

Bloomington | 16

Murrieta | 222

Yucaipa | 59

San Bernardino | 249

Rialto | 101

Redlands | 77

Moreno Valley | 198

Pomona | 90

Banning | 60

Upland | 78

San Dimas | 30

Colton | 34

Montclair | 11

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

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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This report is brought to you by
IVAR:

As a service to the more than 4 million residents of the
Inland Empire, the Inland Valleys Association of
Realtors® is proud to distribute this data report on the
housing market in the 50 communities served by our
Realtor Members.

Other Cash
16% 15%

The core purpose of IVAR is to help its members FHA
become more professional and profitable, while 25%
promoting and protecting real property rights.

Conventional
44%

Riverside: 951.684.1221 | Rancho Cucamonga: 909.527.2133 | FAX: 951.684.0450
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Three Social Media Tactics to

Employ in 2019

What pros should focus on in the new year to meet
customer demands and expand theironline reachability.

By Adrian Fisher

As 2018 wraps up, there’s time to reflect on real estate’s
marketing landscape. How were agents using their social
media platforms as marketing channels in 2018, and what
powerful opportunities lie ahead in the new year?

According to the National Association of REALTORS®’s
September 2018 Technology Survey, 77 percent of members
use social media networks in some capacity. Of the
respondents, 26 percent used social networks with the main
purpose of marketing, and 25 percent used their networks for
cultivating and maintaining client relationships.

Now that it's 2019, it's time to look at the most useful
strategies real estate professionals can employ to reach their
target market through social media channels. For those ready
to plan their efforts, here are three strategies to focus on in
the new year.

Instagram presence and profile building.

NAR reports that only 39 percent of agents

use Instagram, which presents a competitive

advantage forthosereadytoinvestinthechannel.
The visual-centric app reached one billion monthly users as of
June 2018, indicating the potential for content exposure alone
makes having an Instagram account increasingly important
for business.

When utilizing Instagram, real estate pros can build a
professional and approachable image to perpetuate
meaningful, personal interactions with leads and clients.
Features such as long-form, vertical video viewing platform
IGTV, live videos, stories, and ads are great options agents can
use to their advantage.

Promoting story highlights

A noteworthy feature is Instagram’s story highlights. After
posting a photo or video to your Instagram story, you can go
back later and pin that media to appear on your main profile.
Real estate pros can use their profiles to feature introductory
videos, property-related posts, neighborhood profiles, and
other content they find relevant to their persona. This is an
excellent way to telegraph who you are and how you might
be a good fit for potential clients. It’s also an effective way to
recycle quality content that was shared previously.

Maximizing Facebook reach: chatbots and

ads. With the majority of real estate professionals

already using Facebook as a platform, what

strategies are the most effective in boosting
reach? In 2019, agents should focus on automated messages
or chatbots and ads to get the most out of Facebook.

Automated messages and chatbots

Swift messenger response times have an impact on client
relationships and conversions. Client expectations are
changing, and most consumers expect a Facebook response
within six hours.

Automated messages, commonly known as “chatbots,” can
be used to begin the communication exchange and provide
speedier response times. Chatbots increase convenience and
efficiency for both the professional and the client, answering
basic questions or giving general information while agents
are away from their computers.

When creating a chatbot, consider giving the bot a personal
touch to align with your business’s brand image and humanize
theinteraction.To let clients know they are talking to a bot, the
botcan also be given a“bot name."This generates transparency
while fostering a friendly tone. Manychat and MobileMonkey

INLAND VALLEYS REALTOR®
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are excellent options for creating powerful Facebook chatbots
without requiring much technical expertise.

Ads

Organic reach on Facebook has declined over the past few
years, even for larger account pages. There are two factors: an
increased amount of competition and changes in Facebook’s
algorithm to show less business content in users’ news
feeds. Creating ads with the right content doesn't have to be
tedious; in fact, it can be scheduled and seamless. Ads are a
way to get in front of potential customers without having to
navigate Facebook’s News Feed algorithm.

Cross-channel video marketing. As someone

working in real estate, you'll find it's worth

investing time and resources into video marketing

to share content across all channels in 2019. Only
38 percent of NAR members currently use video marketing,
yet more than three-fourths (78 percent) of the world’s mobile
data traffic is predicted to be video by 2021. It's better to get
ahead of the curve now.

All social media platforms offer multiple ways to record
and share video content. Agents should incorporate videos
weekly, and the content should vary; consider making agent-
centered videos, client-centered videos, and property or
location previews. It's also important to format videos for
use across all platforms. Keep videos short, simple, and
focused on one purpose. In a previous article, | outlined four
main types of real estate videos: introductions, testimonials,
neighborhood tours, and open house videos. Here are some
ideas for how to bolster your testimonial and listing videos:

Make past clients comfortable
Powerful and authentic, video testimonials offer agents

7

and brokers a world of possibilities to showcase clients
satisfaction to connect with new leads. Some clients are very
open to participating in video testimonials, so start with close
contacts who may be viable sources. Once confirmed, give
your clients clear expectations before filming and a list of
questions so that they feel confident and prepared in advance.
Agents should select clients who have unique, engaging, and
positive feedback. Shoot in a convenient location and ensure
the lighting, sound, and ambiance are top-quality.

Drone footage

Consider using aerial drone videos to expand on the depth
and space of a property, offering a more comprehensive
snapshot. Highlight distinct property or neighborhood
characteristics that clients may not otherwise notice. Using
drone video for virtual tours creates a more natural and fluid
experience in comparison with station-based methods, as
drones can fly freely inside the listing and travel seamlessly
to each room. Create an immersive drone video experience
by adding background music or professional voice-overs with
historical or listing feature information.

Learning from the past

To begin planning for the new year, it’s vital that real
estate professionals evaluate 2018 metrics and key
performance indicators. Some good signs of marketing
success include funnel conversion rates, client engagement,
return on investment, and retention. Evaluate your business
results against these indicators to identify successes and
opportunities from 2018, and then set clear expectations for
2019. Follow current marketing channels and use the data
they provide to refocus and implement new social media
strategies for the year to come.
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