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Holiday time 2020, perhaps now more than ever, is the
perfect setting for us to be introspective and reflect on
ourselves and our immediate loved ones while forgetting
the outside world, even if only for a few hours. I can share
with you that Thanksgiving this year was an especially
contemplative time for me and I suspect for so many others
as well. I internalized how thankful and fortunate I am
for my wife and son. I reflected about my cherished friends
and family which led me to think about my extended family here at the AAR. Not
a day goes by that I don’t feel so grateful and fortunate to be a part of this wonderful
AAR family. When a day turns negative or goes sideways all I need to do is look at
my desk and see the hand-written notes from our members sharing their heartfelt
experiences with our organization and it is enough to put a smile on my face. I also
have countless emails expressing the same sentiments and yes, I save them all. Next
to those notes are thank-you cards from
people within our community thanking the
AAR (and you!) for your support of their
events. These items remind me of the good
our organization does for our members and
for the community and there is no better
time than the holidays to recognize that.
It’s important to remember that your
dedication in finding homeownership
(and providing homeownership services)
for people helps them create those everso-important life-moments and cherished
memories with their families and friends
which is so much more meaningful this time of year. Needless to say, your customers
and clients are especially grateful for the joy you helped bring them this holiday
season. Well done for your hard work, perseverance and dedication, especially in
2020!
From your extended family here at the AAR, we hope you find joy and introspection
this holiday season and we wish you and your loved ones the very best, always.
Looking ahead to next year, the best is yet to come!
Joyfully,
Andrew

AAR OFFICE
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Year-End Message from James Maceo
Wow, what a year!
Unprecedented, challenging,
horrifying are just a few
words that come to mind
that begin to describe this
year. And then there was
our frantic and highly
competitive real estate market
that has left many of our
heads spinning. This year was just plain hard, and I
know many of you were severely affected. Whether it
was a tough business year or a family member, loved
one, or colleague severely affected by COVID-19, my
heart and prayers go out to each one of you.
As this year’s Association’s President, I was presented
at the beginning of the year with a list of duties and
responsibilities that I had more or less prepared for.
By late February, I knew that things were not going
to happen as planned, and that the Association
needed to get hyper-focused on something else. The
new priority quickly became, “Do our members have
everything they need to tend to their business in this
pandemic era we had entered?” Namely, representing
property owners in which it was imperative they
sell or buy or a home or business. Fortunately, this
information came quickly. Guidelines from our
local agencies, and a quick-acting CAR helped us
navigate the criteria. My hat goes off to our CEO,
Andrew Cooper for his alertness in receiving and
disseminating this critical information to us this
spring!

fun at the same time. What I did not foresee was that
I’d get good at Zoom meetings, as did many of you. I
must say, Zoom works well!
As the saying goes, “When the going gets tough, the
tough get going.” That’s what I saw from so many of
you. The resiliency of REALTORS was nothing short
of amazing! We continued to take care of the business
at hand. Attendance at our most of our committee
Zoom meetings was even up. We had another
record number of applicants for next year’s Board of
Directors. We had members stepping up and asking
how could they get involved and ask where they were
needed? And that wasn’t just for Association business.
They wanted to lend a hand within our community as
well. This was, and is, the culture of our Association.
I wish all of you a Happy and healthy Holiday season
and a wonderful and healthy New Year!
Honored to serve,
Jim Maceo
2020 President

Sadly, this year did not turn out to be the year I was
able to represent the way I was so looking forward
to. It was supposed to be a year that I was going to
get to know so many of you, from physically meeting
and seeing you at our Wednesday morning MLS
Marketing and Caravan meetings, at our committee
meetings, or at regional and state functions. I was
ready to put in the work and maybe even have some
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2020 AAR PRESIDENT
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ATTORNEY COMMENTS
David Freeman, AAR Counsel
November 2020 - December 2020

SOURCE OF INCOME DISCRIMINATION SECTION 8
Under a recently passed ruling, we are no longer allowed
to turn down potential section 8 tenants (where the
City or County pays the majority of the rent, and the
tenant pays a relatively small amount of the rent). Many
landlords have avoided such tenants, feeling they cause
more problems, more damage upon vacating, and lower
property values upon sale.
You are still able to assess the tenant’s credit, their ability
to pay their portion of the rent, and the credit of any
potential co-tenants.

FORECLOSURES
In these days of COVID, many homeowners are unable
to pay their mortgages timely, and face foreclosure. Many
times the prices look enticing. Buyer, beware! There are
many pitfalls that the inexperienced bidder will suffer in
this arena:
•

Some bidders have unknowingly bought a second
trust deed, not the property (buying the first trust
deed would normally wipe out junior trust deeds), and
would still owe the first trust deed.

•

In today’s era, the occupant may not move out after
the foreclosure sale, and the new owner may not be
able to evict. We have had an extended period where
evictions were temporarily banned by the governor.
Missed rents will only be available through small
claims court.

•

When owners lose their homes, they are not typically
happy campers, and sometimes cause extensive
damage to the property, either intentionally or through
long term neglect.

If your clients are interested in purchasing at a
foreclosure sale, strongly advise them to obtain the
advice and continued aid of an experienced professional
in the field.

PRE-OCCUPANCY STORAGE AGREEMENT
C.A.R. has a good form for this purpose. It covers who
carries the risk of loss or damage to the stored items,
ownership of the items, time, parties, where items can
be stored (Including the garage) on the property being
purchased, until escrow closes. It is a fine agreement,
covering all of the questions and possible topics,
including compensation for the storage.
HOWEVER: DON’T DO IT!! There are too many things
that can go wrong. A Cardinal rule of real estate is:
Never let the buyer have possession until the escrow
closes (or the lease period begins). And storage is a form
of possession. There are too many situations that may
come up:
•

The Buyer may not qualify for the loan

•

The Buyer may decide not to buy

•

The Lessee may fail to complete the move-in
conditions such as deposits, advance rent or credit
qualification.

•

The Seller/Landlord may not have legitimate title to
the property, or there may be judgments and Liens
that hold up the close of escrow, all of which may
cause the stored items to be unavailable for some
time.

Therefore, the best advice is: do not let the buyer/ tenant
have possession or store property on the premises until
close of escrow, or until the lease begins.
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Real Peace of Mind
Optimize your ROI while taking the stress
out of owning a rental home
REAL Property Management has more than 30 years of experience, in 48 states and Canada,
doing just that for our clients. Our highly skilled professionals—the most thoroughly trained
in the property management industry—have one goal in mind—to help you make the most of
your real estate investment. That’s why REAL Property Management Fairmate manages your
property like you would—like a business.
Successful investors across the nation have trusted us to professionally manage every aspect of
their rental real estate, providing them REAL peace of mind. Put another way, REAL Property
Management helps you make the most of your investment in rental real estate while you make
the most of your life.
Visit www.rpmfairmate.com, or call 626.673.5344, to learn how we can put our experience
to work for you, giving you real commitment, real ROI, and real peace of mind.

© 2020 Real Property Management. Each office is independently owned and operated.
DRE 01126323
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5 Business Policy Issues
to Watch For in 2021
Melissa Dittmann Tracey
Contributing Editor, REALTOR® Magazine

Maintaining independent contractor status, ensuring
COVID-19 relief protection for businesses, and
protecting REALTORS® in anti-money laundering
policies are key issues that the National Association of
REALTORS®’ Business Issues Policy Committee will
focus on heading into 2021. The committee provided
an overview on Thursday of their federal, legislative,
and regulatory priorities during the virtual REALTORS®
Conference & Expo.

Here’s how they’re approaching these issues:
1. Protect Independent Contractor Status in Real
Estate.
Committee leaders said it’s vital to safeguard real estate
professionals’ classification as independent contractors
and to protect against any “unreasonable federal
involvement that may jeopardize that status, which is
especially important in a changing political landscape.”
Most real estate agents are independent contractors
rather than employees at their brokerages, which affects
their tax status. But there have been recent challenges
to that classification on the federal and state levels.
In late September, the U.S. Department of Labor issued
a notice of a proposed rule to revise its interpretation
of independent contractor status under the Fair Labor

10

Standards Act. That new rule could determine a
worker’s status as an employee or an independent
contractor by examining a worker’s economic
independence based on conditions such as the nature
and degree of the worker’s control over the work (for
example, being able to set their own schedule, select
their own projects, or work for others), as well as the
worker’s opportunity for profit and losses based on the
worker’s investment (such as individual management
of investment or capital expenditures on materials to
further work). In March, NAR submitted a comment to
the proposed rule, which could possibly take effect by
the end of the year.
“NAR strongly supports the ability of broker-owners
to choose whether to classify agents as employees or
independent contractors and seeks to stop any federal
efforts that try to weaken those rights,” says Dominic
Pallini, chair of the Business Issues Policy Committee.
2. Educate on Anti-Money-Laundering Efforts in
Real Estate.
NAR recently sent a letter to Congress, joining other
housing groups, to urge passage of anti-moneylaundering legislation to end the abuse stemming
from anonymous shell companies. It would include
the creation of a secure ownership registry of legal
entities. NAR is developing infographics on anti-moneylaundering that explain key risk factors REALTORS®
should be aware of in their business, including
geographic and transaction risks, plus best practices to
protect against liability. The infographics will be shared
with members soon, committee members said.
Committee members agreed that real estate

ARCADIA REALTOR® MAGAZINE · NOVEMBER-DECEMBER 2020

These federal, legislative, and
regulatory priorities have major
implications for your real estate
business.
From the virtual 2020 REALTORS®
Conference & Expo, Nov. 2-18, 2020

professionals should not be subject to undue regulatory
burdens in the measures being developed to fight
money laundering. Those responsibilities should lie with
the banks.
3. Stay Alert About
Real Estate Fraud.
The growing threat to
members’ businesses
posed by wire fraud
remains a pressing
issue. The committee
will continue to
identify business operational concerns and threats,
such as wire and title fraud, that could potentially derail
a real estate transaction. NAR is part of the Real Estate
Fraud Prevention Coalition, which offers resources to
help consumers learn to protect their data and sensitive
information, particularly when buying a home. NAR
also recently released a new Window to the Law video:
Preventing Cybercrime During COVID-19.
4. Make Real Estate Part of Ongoing COVID-19
Relief Efforts.
The COVID-19 outbreak has had a drastic impact on
all industries, including real estate. NAR continues to
advocate for real estate’s inclusion in any pandemicrelated relief bills. NAR, state associations, and
REALTOR® committees were among those taking the
lead in advocating for the inclusion of independent

contractors under the Paycheck Protection Program and
unemployment assistance that were part of the CARES
Act. That marked the first time independent contractors
were eligible under such programs. NAR has developed
several resources for members as they navigate
the economic fallout from the pandemic, including
Coronavirus Resources for Property Owners and
Coronavirus: A Guide for REALTORS®. The association
will continue to advocate for multiple COVID-19 relief
measures that impact real estate, such as remote online
notarizations, opportunity zones, rental assistance and
more as Congress continues to debate new bills.
5. Guard Against Implicit Bias and Fair Housing
Violations.
As racial tensions across the country have escalated
this year, the real estate industry has been reckoning
with longstanding barriers to fair housing and equal
housing opportunities. As part of NAR’s ACT! fair
housing initiative—which ensures REALTORS®
comply with fair housing laws and inclusive business
practices—the association is offering a new training tool
to raise awareness about implicit bias. The Fairhaven
online training tool will provide simulations in which
users face discrimination in real estate transactions
from the point of view of the agent and the seller. In the
training simulation, agents sell houses in the fictional
town of Fairhaven and confront multiple scenarios
in which discrimination gets in the way. Agents must
choose how to handle each scenario. The tool will soon
be available at fairhaven.realtor.

NOVEMBER-DECEMBER 2020 · ARCADIA REALTOR® MAGAZINE
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AFFILIATE Corner
TWO SUPPLEMENTAL TAX BILLS

By Diana "Speedy" Rafeedie - Sales Representative / North American Title Company
Supplemental taxes represent the difference between the new assessed value and the
prior assessed value on the tax roll. If change of ownership or new construction takes place
between January 1 and May 31, TWO supplemental tax bills are issued.
The first supplemental represents the difference in value which affects the current fiscal tax
bill that was issued in October, and whose second half covers January 1 through June 30.
The amount will be prorated for the number of months remaining for that fiscal year.
The second supplemental reflects the increase for the new tax bill that will be issued in October, which is
for the next fiscal year. The tax bill issued in October will reflect the prior values, which is the reason for the
second supplemental.
This is very confusing for homeowners, so please alert your
Buyers so they are not surprised when they receive these bills.
For further information, please contact your local assessor’s
office or visit www.assessor.lacounty.gov.

Dedicated to Providing
High Quality Legal Services

• Estate Planning
• Trust Administration
• Probate
• Business Law
• Commercial Transactions
• Corporation, LLC &
Partnership Formations
• Business Contracts

Call today for a
free consultation

Romy S. Rahmanian, Attorney

(626) 869-8787
33 East Huntington Drive • Arcadia, CA 91006
romy@rahmanianlaw.com • www.RahmanianLaw.com
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cell: 626.675.1009
www.speedyrafeedie.com
email: drafeedie@earthlink.

AMI ADINI

ENVIRONMENTAL SERVICES, INC.
www.amiadini.com / amia@amiadini.com

Env i ro n me n ta l Sit e
Assessments
CALL OR TEXT TODAY FOR
A FREE CONSULTATION
Call/Text 323-899-5001

Professional
Property Management
for Southern California;
Commercial, Apartments, Residential

www.BPMgt.LA
Call us throughout Southern California

800-341-3281

SGV 626-317-0425, LA (323) 693-7776,
OC (714) 475-7445

REALTOR REFERRAL$

PAID ADVERTISEMENT

NOVEMBER-DECEMBER 2020 · ARCADIA REALTOR® MAGAZINE

13

Laurie Register
Director, Industry Relations
RPR, LLC

Tech-driven Education Boosts Engagement
for REALTOR® Association
As republished from the RPR Blog

A July 2020 report from NAR says nearly 50
percent of real estate firms find keeping up with
technology a top challenge (NAR Quick Real
Estate Statistics). Yet, one of the oldest trade
organizations in California had developed its own
technology-delivery and member engagement
protocol years prior.
A committed innovator, Arcadia Association of
REALTORS®, founded in 1924, knew early on
that tech advancements in real estate would be
exponential. And with so many on the market,
members could easily become overwhelmed,
missing out on the tools that truly mattered.
“Services provided to REALTORS® should offer a
value greater than the cost of membership,” said
Andrew Cooper, Arcadia’s chief executive officer.
“We made it our mission to sift through and deliver
high-value tools proven to help members lead more
clients to the closing table. And all the better if they
came in at low-to-no cost.”
Andrew directed his team to research tools and
services available to REALTORS® that had the
potential to become a core offering within the
Association’s member services platform.

14

“And there was RPR®,” he said. Realtors Property
Resource®, the nation’s largest and most
comprehensive real estate data and reporting
platform, is offered exclusively to REALTORS® as
a member benefit, already included in their NAR
dues.
Education became the pathway to building
awareness of RPR and other tools. “We started
by sharing RPR how-to articles and videos on
our blog, in newsletters and on our website,” said
Stephanie Maertens, director of education. “They
were getting a lot of attention, yet the foundation of
our educational program was still on-site training,
up to 80 classes a year.”
Then came COVID. “The
pandemic caused us to take
a leap into the online world
of education to continue
servicing members… to help
them through the crisis,”
she said. That leap led to a
transformation of how Arcadia
supports its members, an
innovative approach with
three distinct channels.
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Stephanie Maertens
AAR Education Director

Education through RPR, a member benefit
Today, nearly 40 percent of Arcadia’s online
training classes are free webinars from RPR.
Topics cover every facet of a REALTOR®‘s
business-building tactics, including CMAs and
listing presentations, working with buyers, farming
and prospecting, market and investment analysis,
reports, and commercial real estate.

“Realizing we had so many additional educational
resources available to us, it was then our mission
to ensure those opportunities were easily and
readily available to those who wanted them”, said
Diane Fraser, marketing and communications
coordinator. To date, the Association has covered
topics like market trends, compliance, new laws,
safety measures, and local issues.

Visits to RPR among Arcadia's members increased 34% from August 2019 to August 2020.

Education by outsourcing

Education through an open door

Virtual education
also created
opportunities to
include industry
experts from
across the country
in many of the
Association’s
engagement
efforts. Members
reaped the
benefits by gaining
exposure to real
estate insiders
who previously
may not have
been able to
attend an on-site event or whose fees
were unreachable by the Association.

Arcadia embraces a holistic approach to education,
believing that what is good for area REALTORS®
(northeast of downtown Los Angeles) is good for
the industry as a whole. “We have the largest
educational offerings in our region,” said Stephanie
of the 2,200 member Association.
“We’ve always placed a high priority on nurturing
good relationships with our three surrounding
Associations,” she said. “They see that and
appreciate it, knowing their members aren’t going
to get a hard sales pitch from us, just knowledge
sharing. There’s a lot of trust built there.”
Learn more about offering RPR education to your
members.

“Since we started our online platform,
we haven’t charged one dime for a class.
We find it for free, or we absorb the cost.”
Andrew Cooper
NOVEMBER-DECEMBER 2020 · ARCADIA REALTOR® MAGAZINE
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In 'Monumental Moment',
NAR Cracks Down on Hate Speech

Melissa Dittmann Tracey,

REALTORS® who engage in hate speech or
discriminatory conduct even outside of their real estate
practice could face disciplinary action under the Code of
Ethics. The National Association of REALTORS®’ Board
of Directors on Friday approved a proposal intended
to hold members to a higher standard of ethics in
everything they do. The board meeting was held during
the virtual 2020 REALTORS® Conference & Expo.
NAR President Vince Malta called the passage of the
proposal “a monumental moment for NAR” in reaffirming
its commitment to fair housing.
The changes go into effect immediately but do not
retroactively apply to members’ past activities or
actions. REALTORS® who make discriminatory remarks,
on their business or personal social media accounts,
can be subject to disciplinary action.
NAR’s Professional Standards Committee first
developed the new rules this past summer after
nationwide social unrest following the death of
George Floyd. Local, state, and national REALTOR®
associations reported receiving an “unprecedented”
number of complaints about members posting hate
speech on social media.
“I applaud NAR’s Board of Directors and our
Professional Standards Committee for their efforts to
raise the bar on the professionalism and private speech
of America’s 1.4 million REALTORS®,” Malta said Friday.
“Combating and overcoming bigotry and injustice starts
with each of us. REALTORS® today took tangible steps
to ensure we are held to the highest possible standard
while providing a mechanism
of enforcement for those who
violate our new policies.”
The new rules extend Article
10 of the Code, which already
prohibits discrimination in
professional services and employment practices, to
include discriminatory speech and conduct. Article 10
prohibits REALTORS® from discriminating on the basis
of race, color, religion, sex, handicap, familial status,
national origin, sexual orientation, or gender identity.
The new Standard of Practice, 10-5, will now state:
“REALTORS® must not use harassing speech, hate
speech, epithets, or slurs” against members of those
16

protected classes.
The board also approved a revision to NAR’s bylaws
to expand the definition of “public trust” to include
all discrimination against the protected classes
under Article 10, as well as all fraud. Going forward,
associations will be required to inform their state real
estate licensing authority of final ethics decisions that
hold REALTORS® in violation of the Code in instances
involving real estate–related activities and transactions
where there is reason to believe the public trust may
have been violated.
Prior to approval, the hate speech proposal was
reviewed and thoughtfully debated by members. Some
suggested the Code shouldn’t change, and instead,
the proposal should become a conduct suggestion.
Others expressed concern that the new standard could
be viewed as violating the First Amendment right to
free speech. NAR, however, is a private association
that is supported by member dues and, therefore, has
the ability to impose ethical duties on its membership,
according to FAQs from the Professional Standards
Committee.
Other board members welcomed the no-tolerance policy
against hate speech, saying that discrimination on the
part of any real estate professional reflects poorly on the
entire membership. Board member Maurice Hampton,
speaking in favor of the proposal, said the nation’s 1.4
million REALTORS® are “not looked at as individuals.
We are looked at as a whole. We have a fiduciary duty
to protect the REALTOR® brand.”
Board member Boyd Campbell, echoing support for
the proposal, said the policy should not be looked at as
solely a race issue. It applies to protecting all classes
outlined in Article 10 of the Code. “We have a choice to
be a REALTOR®. And if you choose to be a REALTOR®,
you have certain qualifications, characteristics, and
duties that you have to fulfill,” Campbell said.
Any complaint alleging a violation of Article 10’s
prohibition on hate speech can now be brought to
a hearing panel at a local REALTOR® association.
Members accused of violating the standard of practice
will be given an opportunity to present their case and
defend themselves before the hearing panel, which
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would weigh the specifics of the alleged violation,
whether the comments were made inadvertently or
unintentionally, and whether the member has any
previous ethics complaints. NAR’s professional
standards policies include a defined process of checks
and balances to protect members and evaluate potential
Code violations.
NAR’s Professional Standards Committee will continue
to develop case interpretations to assist members
and professional standards enforcement volunteers
understand the Code. NAR has produced training and
resource materials to assist leaders with understanding
and implementing the changes and will roll those out in
the coming weeks.

Other Highlights From the Board of Directors
Bringing more consistent standards to MLSs. The
board voted to adopt eight recommendations aimed at
strengthening accountability on the part of REALTOR®owned MLSs, as well as their participants and
subscribers nationwide. Read more about the changes.
Urging greater support for policies and tax
incentives to combat housing shortages. The board
approved recommendations from the Federal Taxation
Committee to help address housing shortages that
continue to plague markets nationwide. For example,
aimed at increasing more For Sale inventory, the
board approved a motion to support tax policies that
would provide financial relief to older homeowners and
others who have lived in their principal residence for
decades who may be discouraged from selling because
they would be subject to “excessive” capital gains
taxes. The board also approved a recommendation
that the association support tax proposal policies
aimed at increasing housing inventory. That could
include tax credits to reduce the cost of converting
commercial properties to residential units, or tax credits
to encourage the hiring and training of residential
construction workers.
Recognizing two REALTORS® with Distinguished
Service Awards. For 40 years, NAR has honored
members for outstanding contributions to the industry
and leadership demonstrated within their local
communities. Two REALTORS® with more than four
decades in the industry were recognized this year as

the 97th and 98th DSA recipients: Diana Bull, chief
financial officer and broker-associate with Pacific Crest
Realty in Santa Barbara, Calif.; and Michael Ford,
broker-owner of Coldwell Banker Heritage Homes in
Western Memphis, Ark.
Growing the industry’s virtual connections: Malta
recognized the industry’s ability to quickly pivot as the
COVID-19 pandemic began this spring in the U.S. At the
onslaught of the outbreak, NAR relaunched its “Right
Tools, Right Now” initiative, which was conceived in
2009 in the midst of the Great Recession. The program
offers a collection of free or discounted tools to help
members in their business, such as through access to
education and training, real estate reports, and more.
Through RTRN, NAR and its subsidiaries have been
able to supply members with $25.5 million in programs
since the pandemic began. During the pandemic, NAR
membership has hit a new record high: As of Oct. 31,
there are 1.422 million REALTORS®, NAR Treasurer
Jon Flor said.
Malta also acknowledged the real estate industry’s
ability to adapt to a virtual world and keep real estate
thriving. Thousands more REALTORS® have become
involved in industry activities via increased virtual
training and conference offerings; NAR has had
several recent advocacy wins; and the association has
implemented new fair housing and homeownership
initiatives to increase training. “2020 has marked a
big year in real estate on multiple fronts, faced with
racial tensions and a global pandemic,” Malta said.
“REALTORS® have made history in many ways this
year. Whether through our unmatched advocacy wins
or the creative ways we’ve connected with one another,
our clients, and our communities, REALTORS® have
proven that we can pivot nimbly and decisively to
sustain our industry.”
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AFFILIATE Corner
Mo' money, Mo' money, Mo' money!!!
By Scott Shimamoto - Senior Loan Officer / Journey Mortgage Advisor
One of my favorite shows of the ‘90’s
was “In Living Color”. That classic
show put many of its cast members
into the entertainment stratosphere.
Without “In Living Color” you may
not have ever heard of The Wayans
Brothers, Jim Carrey, David Allen
Grier, Jennifer Lopez, Carrie Ann
Inaba, or Tommy Davidson. Side
note, I was an opening act for
Tommy Davidson one time at Flappers in Burbank. You
didn’t know I do comedy on the side? That’s why this
article isn’t about “How to Get Famous in Comedy”!
One of my favorite sketches was the “Mo' Money with
Whiz and Ice” series. Their catch line was “mo' money,
mo' money, mo' money!” Simply Hilarious. https://www.
youtube.com/watch?v=P1XCf9gEu7E
What does “In Living Color” have to do with real estate?
I’m here to tell you about MO MONEY!
The Federal Housing Finance Agency (FHFA) recently
announced the maximum conforming loan limits for
mortgages to be acquired by Fannie Mae and Freddie
Mac in 2021 have increased. The 2021 maximum
conventional, conforming loan limit for one-unit
properties will now be $548,250, and the conventional
high balance loan limit for one-unit properties will be
$822,375. These limits go up for multi-unit properties.
This is the breakdown for the “high cost areas” like Los
Angeles and Orange Counties.
•
One unit - $822,375
•
Two unit - $1,053,000
•
Three unit - $1,272,750
•
Four unit - $1,581,750
As Damon Wayans AKA “Whiz” so eloquently asked,
“How can I use that knowledge to work for me”?
These higher loan limits mean that your buyers can
purchase a more expensive property without having to
18

use a Jumbo loan. Why is that a big deal?
Jumbo loans are great, but they definitely have more
restrictive terms. If your buyer isn’t making huge money
or has plenty of money in reserve that they don’t need
to put into the deal, Jumbo loans are great loans. But in
the real world, most buyers are stretching their budgets
to buy the most expensive property they can within their
financial limitations. Stop me when I’m lying!
Jumbo loans require lower debt to income ratios.
They also need after-close reserves and have other
requirements that can restrict your buyers from
maximizing their purchasing power if they need a Jumbo
loan. The increase to the conventional loan limits gives
buyers that much more purchasing power!
These limits even apply to buyers that need to use an
FHA loan. As an example, a buyer with a minimum
of 3.5% down payment plus closing costs, can buy a
One Unit property could purchase a property worth
$852,202! That’s a pretty good property even in
Southern California right?
I’m going to put this out there in solidarity with my fellow
lenders in saying, please get your buyers in contact with
your lender as soon as possible. With limited inventory,
there will be multiple offers on most properties and your
buyer needs a SOLID preapproval or the listing agent
will most likely not take your offer seriously. That is a
huge waste of time for you and your buyer. My favorite
business saying is “Don’t throw the ball to the guy in the
corner that needs to make a three pointer over Michael
Jordan with three tenths of a second left in the game,
JUST TO TIE. Throw the ball to the guy who is all alone
underneath the basket with ten seconds left so he has
time to make the basket even if he misses the first time."
So, let’s use these new loan limits to create “mo buyers,
mo sales, and mo happy homeowners”!
Scott Shimamoto, Senior Loan Officer
Journey Mortgage Advisor
626-399-1525 (cell) / Scott@JourneyMAC.com
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Marketwatch Report
Q3-2020

Los Angeles County
Key Metrics

Q3-2020

1-Yr Change

Market Activity
Q3-2018

Median Sales Price

$725,000

+ 10.7%

$1,033,552

+ 10.7%

Pct. of Orig. List Price

99.4%

+ 1.2%

Active Listings

20,365

- 16.7%

Pending Sales

18,356

- 1.8%

Closed Sales

19,425

+ 1.4%

Months Supply

4.0

- 7.9%

Average Days on Market

35

- 12.0%

Avg. Sales Price

Q3-2019

Q3-2020

26,406
24,445
20,365

- 7.4%

18,902 19,154 19,425

- 16.7%

Active Listings

+ 1.3%

+ 1.4%

Closed Sales
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A

Step-by-

GUIDE to

Step
a Virtual Home Tour

More affordable equipment and solutions, and less complexity, make
360-degree, 3D tour creation a smart addition to every agent's tool kit.
The COVID-19 economy has pumped up consumer
demand for virtual home tours. These presentations,
created using 360-degree and 3D tour technology,
provide an immersive experience for viewing homes
while limiting in-person contact.
Virtual tours give buyers a perspective on the home’s
layout and flow that can’t be achieved with still photos,
says consultant Jeff Turner of Santa Clarita, Calif. The
tours help buyers weed out houses that are in their
price range but that don’t fit their style, says Turner,
a consultant to virtual-tour provider Immoviewer and
entrepreneur in residence at Second Century Ventures
and Reach, the National Association of REALTORS®’
strategic investment arm and award-winning technology
accelerator. “Consumers are hungry for the opportunity
to have a better online shopping experience, and to me,
that’s the promise of 3D, 360-degree virtual tours.”
Data shows that virtual tours drive sales, says Amir
Frank, a content manager at Matterport in Sunnyvale,
Calif. Matterport studied MLS transaction data from
the South, Southwest, Northwest, and Midwest from
November 2016 to November 2019. The results showed
listings with a 3D tour sold for up to 9% more and closed
20

up to 31% faster than listings without them.
The cost and complexity of virtual tour technology have
come down in recent years, making these tours more
accessible for real estate professionals. To help you
create exceptional virtual home tours, here’s a step-bystep guide to gathering equipment; preparing to shoot
and edit the photos; uploading and editing the images;
creating the tour from walkthrough to exit on an online
platform; and publishing and marketing the tours.

Step 1: Choose Your Equipment and Platform
“We’re in the golden age of 360-degree cameras,” says
Turner. “I’ve got within my grasp, right now, six different
360 cameras. All cost between $250 and $500. The
cost shouldn’t be a barrier for anyone who’s doing any
volume of home sales. I have a 3,400-square-foot
house here in Southern California, and I can capture
and turn this into a usable tour in less than 20 minutes.
“These are one-click tools,” he adds. “You don’t have to
focus them. And the quality of these low-cost cameras
has been improving over time dramatically.”
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“To shoot a 2,000-square-foot home, it takes this
[Ricoh Theta V] between five and 10 minutes,” agrees
Peter Schravemade of Maroochydore, Queensland,
in Australia, relationship manager for Box Brownie, a
company that offers turnkey photo editing, virtual tours,
and other services for real estate pros.
Besides its affordability and speed, says Schravemade,
the Ricoh camera allows you to “bracket” to create
the best possible images. Bracketing means taking
the same photo multiple times, each with a different
exposure, which helps ensure your tour includes
exceptional interior and exterior views. He recommends
shooting from three to five different exposures, then
editing them together to create a bracketed image.
Matterport’s higher price results from its function as
both a camera and a scanner, taking 360-degree tour
photos, then creating a dollhouse-like floor plan. The
floor plan is the major advantage, says Bill Lublin, CEO
of Century 21 Advantage Gold in Philadelphia. Using the
“dollhouse” format, viewers can go from room to room
easily. However, it takes one to two hours to upload the
Matterport tour, so it’s a slower process than what the
Ricoh products offer.

using the smartphone app. You can take one photo per
room, unless you’re bracketing your exposures or the
size of the room requires more. Large rooms may need
two or three images from different positions.
A Matterport camera requires a different workflow. The
camera scans every corner of the room, creating a 3D
dollhouse-like floor plan. Frank suggests starting at
the lowest level and working your way up. Position the
camera to take shots from the center of hallways and at
each room’s entryway. Then put your Matterport camera
in each corner of the room to create a feel for room size;
the number of photos will assist the software as it forms
the 3D dollhouse model.

Step 3: Upload the Tour

Whatever 360-degree camera you use, you’ll also have
to download a smartphone app or invest in a hosting
platform for your tours. You’ll upload your photos to that
platform for storing, editing, and sharing.

Step 2: Organize Photography, Lighting, and
Camera Placement
Before you start shooting, open your photography app
or hosting platform, and then place your 360-degree
camera on your tripod. “I like to take photos exactly how
I would move through a house,” says Turner, “starting
with the exterior.” Take one photo from across the street
and another in the front yard. Photograph both sides
of the house if there’s room for your gear; then move
around the house, and capture the backyard. When
you’ve finished shooting the exterior, open the front door
and photograph the entryway. Before taking interior
shots, open doors and turn on all the lights. Open blinds
and curtains, unless the view detracts from the image.
“Then navigate through the house and take photos, as
many as is necessary to allow people to flow through it.”
Inside, place the tripod in the center of each room
with the camera set at eye height, above furniture and
countertops. Then leave the room to take the photo

There are hundreds of 360-degree tour providers and
hosting platforms, including Matterport, Ricoh360 Tours,
Ogulo, Immoviewer, Box Brownie, Giraffe360, and
EyeSpy360, says Schravemade. Many have apps that
upload your photos as you take them. Editing tools on
many of the platforms will stitch your images together
for a seamless tour experience.
Costs vary by platform and complexity. Immoviewer has
a subscription model that runs from $69 per month for
five active tours to $159 per month for 20. Box Brownie
uses a pay-as-you-go model in which a tour with up to
15 photos costs $16, one with 16 to 25 photos costs
$24; options for image enhancement start at $1.60, and
360-degree virtual staging is priced at $64. The more
complex Matterport tours fall in the $250 to $400 range.

Step 4: Create the Tour, From Walkthrough to
Exit
Many editing programs, including Box Brownie and
Immoviewer, will put your photos in the right sequence

NOVEMBER-DECEMBER 2020 · ARCADIA REALTOR® MAGAZINE

21

If you’re using Matterport’s software, after you upload
your photos, they’re processed into the 3D model in the
correct order. You can then start adding “Matter Tags”
and highlight reels, embedding videos and brochures,
and labeling rooms and dimensions, says Frank.
If you have the editing skills to stitch the images
together yourself, Schravemade recommends programs
such as Adobe Lightroom and Photoshop, available as
an online subscription for $9.99 per month as part of
the Adobe Creative Cloud package. (A subscription to
the full Adobe Creative Cloud costs $52 per month, but
most users need only those two apps.)
With Immoviewer, “those tours are live the moment
they’re uploaded. So if you’ve got a good [wireless]
connection from the house and you use the app, the
moment those images are uploaded, that virtual tour is
live and ready to go,” Turner says.
Matterport’s detailed scanning and photography process
can take a couple of hours to finish uploading. Once
that upload completes, it then takes 24 to 48 hours to
process. That’s when you’re able to start tagging and
adding specs and points of interest. Box Brownie uses
manual stitching for its photo editing process and has a
24-hour turnaround, says Schravemade.

Step 5: Publish and Market the Tour on Multiple
Channels

“

as they upload; as long as you take your photos in the
order of the flow of the home’s floor plan, they’ll be
properly arranged for the virtual tour.

Platforms such as realtor.com®, many MLSs, and social
media are ideal places for publishing your virtual home
tour. You can embed the tour link in email campaigns
and text messages or drop it straight into Facebook,
says Schravemade.

“

You always want to be seen
as tech-forward. Now it’s
easy to be tech-forward.

Once the images and 3D model have been created,
Frank says, the Matterport system “automatically
generates photos it thinks are usable in your marketing
campaigns, as well as a few short teasers, which are
great; you can easily download a GIF or MP4 [video] file
and use it in your marketing campaigns.”
Make virtual home tours part of everything you can,
whether it’s inexpensively with Immoviewer or Box
Brownie or more fully immersive with detailed Matterport
tours, Lublin advises. “People are more hesitant to enter
properties now, but there’s a tremendous demand, and
providing them the ability to see and choose to eliminate
properties online is a powerful tool,” he says. "You
always want to be seen as tech-forward. Now it's easy
to be tech-forward."
Turner estimates 95% of listings still don’t have a true
virtual tour, even amid the pandemic. “I wish [agents]
wouldn’t be so hung up on perfect image quality,
especially with a virtual tour,” he says. “Do one, get it
up there, and give consumers this experience they’re
looking for. A 360-degree camera is going to do a really
good job of capturing an above-average image of the
room.”

Mandy Ellis
Freelance writer
focusing on real estate
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A Huge Thank You to 2020 President Jim Maceo
and all the Officers & Directors!

