
California Real Estate Magazine

The Power of Print

We Deliver Qualified Leads

Our Credentials

With distribution to more than one-sixth of the entire nation’s 
REALTORS®, California Real Estate reaches more than 175,000 real 
estate practitioners, including salespeople, brokers, office managers, top 
producers, appraisers, and transaction coordinators, with each issue.

For more than 80 years, our award-winning flagship publication has 
been the leading information resource for real estate professionals, 
delivering the ONLY coverage of people, products, and trends affecting 
California’s real estate community. 

Audited bi-annually by BPA International, the most recognized circulation study in the publication industry. Why is 
that important? Verification of circulation numbers ensures that your advertising dollars are being spent to deliver 
your message to the audience we promise.

With the power to purchase and refer, REALTORS® determine which products and services meet their own needs 
and recommend those that will best serve their clients.

California REALTORS® read California Real Estate magazine 
before any other real estate publication.

Source: Readex Independent Research

CIRCULATION AND AUDIENCE
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industry news
industry news | News, Information & Hot Issues

TALK BACK!  We’d love to hear your 
comments about this issue and the 
types of articles and subjects that 
you’d like to read in upcoming issues: 
Send them to paulah@car.org.

[ ]

[  G S E  n E w S  ]

Fannie Mae “Five Step” Guides
>> Fannie Mae recently re-leased three “Five Step” guides 

offering information to current 
homeowners, those consider-ing the purchase of a home, and homeowners at risk of default. Each guide focuses on 

a different topic and provides five tips. The guides include: “Actions to Take Before Buy-ing a Home,” “How Housing Counselors Can Help,” and “Protect Yourself from Mort-gage Modification Scams.” Find 
the guides at www.fanniemae.com/kb/index?page=home&c= 

fivesteps.

HUD’s “First Look” Program>> Nonprofit groups and state and local governments partici-pating in the Department of Housing and Urban Develop-ment’s (HUD’s) Neighborhood Stabilization Program will receive preferential oppor-tunity to purchase REOs from the agency’s inventory. The program, called “First Look,” grants these organizations the opportunity to purchase REO properties during the period from conveyance of the 
property to 14 days, when they 

are listed per HUD procedures. 
“First Look” buyers also will receive a 10-percent discount off of the appraised value. The program is effective through May 31, 2013.

[  B U S i n E S S  T o o L S  ]

These Apps Mean  Business
AgentnTouch™C.A.R.’s newest Smartphone applica-

tion, AgentNTouch™, is a consumer-
focused app that allows subscribers to 
share housing trends, real estate advice, 
and listing information with their clients. 
AgentNTouch™ features a daily newsfeed 
from Inman News, tips for buyers and 
sellers, real estate terminology, current 
mortgage rates, mortgage calculators, 
educational videos, and current real 
estate news. Subscribers can personalize 
the app and send neighborhood, open 
house, and listing information to clients, 
as well as brand the opening screen of 
the application with a photograph or 
logo and other personalized information 
including a map to the REALTOR®’s 
office; links enabling consumers to call, 
e-mail, or refer the REALTOR®; and a 
menu option allowing the REALTOR® 
to add personalized links, including 
links to the IDX search on his/her Web 
site. Once subscribed, REALTORS® can 
provide the app to an unlimited number 

[  r E S E A r C H  n E w S  ]

The Great Recession at 30ince the Great Recession began 
more than 30 months ago, 55 
percent of all adults in the labor 
force report that they suffered 
a period of unemployment, a 

reduction in pay or hours, or 
they became involuntary part-
time workers, according to The 
Great Recession at 30 Months, 
a new survey by the Pew Re-
search Center’s Social and 
Demographic Trends Project. This survey of 2,967 adults 

was conducted from May 11 
to May 31, 2010, on cellular 
and landline telephones. The 
study found Americans re-
porting a new frugality and 
a revised balance sheet, with 
many reporting it will take 
several years, at a minimum, for their family 

finances and house values to recover. Key 

findings include:• About half the public (48 percent) say 

they are in worse financial shape now than 

before the recession began; 21 percent say 

they are in better shape. • Of those who say their family finances 

have lost ground during the recession, 63 

percent say it will take at least three years 

to recover.

• About half of all home-
owners (48 percent) say 
the value of their home has 
declined during the recession. 
Of those who say this, nearly 
half (47 percent) believe it will 
take three to five years for the 
value to return to pre-recession 
levels, and 39 percent expect it 
will take six years or longer.• Sixty-two percent of re-

spondents say they expect their 
personal financial situation to 
improve in the coming year.To read the full report, 

The Great Recession at 30 Months, visit 

the Pew Research Center Social and 

Demographic Trends Project Web site: 

http://pewsocialtrends.org/pubs/759/ 

how-the-great-recession-has-changed-life-
in-america.

of clients at no cost to the consumer.
AgentNTouch™ is a subscription-based 

service for real estate professionals, with  
a one-time set-up fee of $200 and an 
annual subscription fee of $99. Each 
subsequent year is $99. REALTORS® 
who register for a free, 30-minute web-
inar about AgentNTouch™ receive $50  
off the set-up fee. The app, currently  
available for Android, Droid™, iPhone, 
iTouch, and iPad, with a BlackBerry® 
available by the end of summer.  
REALTORS® do not need a Smartphone 
to subscribe to AgentNTouch™. Pro-
duct and ordering information for 
AgentNTouch™ can be found at www.
agentntouch.com. 

zipForm® Mobile EditionzipForm Mobile for iPhone™ is an 
extension of your zipForm® 6 Profes-
sional (online version) account that 
allows you to keep important transaction 
information readily accessible. The 
industry’s first mobile application for  

The Dodd-Frank Act: A Cheat Sheet>> Buried within the Dodd-Frank Wall Street Reform and Consumer Protection Act (HR 4173) is language that requires 
regulators to create new ap-praisal independence regula-tions within 90 days. When this 

occurs, the Home Valuation Code of Conduct or HVCC will sunset. However, it is unclear what the new regulations 

will look like or if the infra-structure that was created by the HVCC (i.e., the increased use of appraisal management companies) will remain. If you want to understand the Dodd-Frank Wall Street Reform and Consumer Protection Act (HR 4173), but want a CliffsNotes version of the tome, visit  www.mofo.com/files/Uploads/Images/SummaryDoddFrank Act.pdf.

DRE Twitters en Español>> The California Department of Real Estate now has two Twitter accounts—English- 

language and Spanish-lan-guage—from which it sends updates, such as the depart-ment’s Summer 2010 Real Estate Update. See follow  @ca_dre_esp and follow @DRE_RealEstate.

Jumbo Loans Return>> Good news. According to a recent article on CNBC, jumbo loans are reemerging. The article reports the 30-year fixed jumbo at around 5.50 percent on Bankate.com, and notes that Bank 
of America’s applications and fundings for jumbo loans rose 10 percent from May to June.

newscannewscanBusiness Briefs & Bottom-line Boosters

 
real estate forms, zipForm Mobile is avail-
able for purchase in the Apple® iTunes 
store for $9.99. Search for the app called 
zipForm. More information is available 
at www.zipform.com/zfmobile/. Foreclosureradar™ iPhone AppForeclosureRadar™ recently announc-

ed a new agreement to provide C.A.R. 
members with discounted pricing 
and an extended trial period on the 
ForeclosureRadar™ service, including 
ForeclosureRadar™’s new iPhone appli-
cation. The first distressed-property app 
on the market, it allows users to review 
the status of a foreclosure property and 
update their distressed-property tracking 
analysis from their mobile device. The 
application makes information on 
properties in all stages of foreclosure, 
including daily auction schedules, 
available to users anywhere, at any time. 
The ForeclosureRadar™ iPhone app is 
free to ForeclosureRadar™ subscribers 
and is available for download through 
the Apple iTunes store. Through the 
special C.A.R. member-pricing discount, 
C.A.R. members who purchase a 
ForeclosureRadar™ subscription will 
receive a 10-percent discount on the 
subscription and an extended trial period 
of seven days. To receive the C.A.R. 
discount, visit www.foreclosureradar.
com/CAR. 

AgentNTouch™, above;  Foreclosure Radar™, below.

s
Say they are in better 
financial shape now than before the recession began.

21%

Everyone Wants a Piece of the Pie

Getting distressed sales to the closing table takes a 

concentrated effort that includes not only the buyer, seller, and 

REALTOR®, but also everyone else who stands to gain or lose 

money as a result of the deal. Because they know that they’re 

not going to walk away with the full amount owed, it’s often the 

second or third lien holders who hold up the transaction. 

“The biggest challenges right now are the seconds, who 

want 10 percent of what’s owed, but who are offered only 

$1,000 to $3,000 by the first mortgagors,” explains Amy 

Coleman, broker-associate with Keller Williams Realty in 

Sacramento. Recently, she dealt with a second lien holder 

who wanted $10,000 to settle the debt, but was offered only 

$4,000 by the first lien holder.

“That left us trying to find $6,000,” says Coleman. “Does 

the seller come in with it? Does the buyer come in with it? It’s 

like putting together a puzzle.” In this specific case, Coleman 

says both buyer and seller chipped in money to get the deal 

closed, and satisfy the second lien holder. 

“It didn’t happen overnight, and it was time-consuming 

and draining,” recalls Coleman, who spent many hours on the 

phone with the buyer’s agent trying to work out a favorable 

deal. “In most of these situations, it’s doable; you just have to 

stick it out and keep working at it.” 

Deals on the Side
Multiple lien holders can sometimes lead to unethical 

practices, namely the exchange of money “outside of the 

HUD-1 statement,” says Kathy Mehringer, director of risk 

management training for Coldwell Banker Residential 

Brokers, Southwest Region. She advises REALTORS® to steer 

clear of these “side deals,” and to inform their clients to do the 

same. “The bottom line is that no money can flow secretly 

outside of escrow,” says Mehringer, “and must be included on 

the HUD-1.”

Mehringer says she’s seen more than one junior lien holder 

attempting to negotiate directly with the buyer or other 

interested party without the senior lien holder’s knowledge. 

One senior lien holder negotiated with the seller for a set 

price, for example, and agreed to give a maximum of $7,000 

to a junior lien holder who was owed $150,000. Not happy 

with the small payoff, the latter approached the buyer about 

paying an additional $5,000 (outside of escrow) to get the 

deal closed.

The answer should always be “no,” according to Mehringer. 

“This situation can’t happen. The senior lien holder must know 

about every dollar that’s flowing in and out of the deal,” she 

says. “REALTORS® must be on guard about this at all times.” 

urn back the clock 

three years and you’d 

be hard pressed to 

find a real estate agent 

in California who was 

spending most of her 

time handling short 

sales and foreclosures. “Traditional” 

real estate deals were the name of 

the game at the time, with very little 

thought given to the ins and outs of 

selling distressed properties. • Times 

have changed. In December 2009 (the 

most recent numbers available), C.A.R. 

reported that the ratio of distressed 

sales to total sales was heavily tilted 

toward distressed sales. Solano County 

took the top spot at 76 percent, for 

example, while Marin County came in 

at 25 percent. REALTORS® who have 

educated themselves on the ins and 

outs of the distressed market take short 

sales snafus in stride. Here, four of them 

discuss their biggest challenges in that 

market, and how to work through them: 

Your Toughest Short Sale Challenges …

How some agents are getting these deals closed, despite the headaches

By Bridget McCrea

Solved!
ProblEm > Fickle short sale buyers 

who walk in the middle of a deal.

Solution > Require buyers to put 

skin in the game and put up option 

money for the right to buy the property 

within a minimum of 90 days.
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one 
Well-
placed 
Call 

When lenders are unresponsive to her calls about possible short sale 

negotiations, Carla Wilcoxen, REALTOR®, RE/MAX Gold in Plumas Lake, 

starts “calling around” the office building where that person works, knowing 

that large firms usually have phone numbers that are in sequential order.

“If I know their person’s extension is 5607, then I’ll try dialing 5606 and 

5605,” says Wilcoxen, who has used the strategy successfully, and on more 

than one occasion. 

“When I can get someone on the phone in the same department,” says 

Wilcoxen, “I can probably get a manager to pay attention to my call, and 

help track down the person I need to talk to for the short sale negotiations.” 

—Bridget McCrea

T
Continued on page 28

Illustration by Roger Chouinard / rogerchouinard.com
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2011 DISPLAY AD RATES

Print Ad Rates / Dates

All rates are published in gross.   Agency commission is 15% on display advertising. For ad specs, please see pages 22 and 23.

Standard Line:	 $30 per line

Size:	 5-line minimum

Enhancements:	 Additional $30 per line each:
	 Shading, Large Font, Color Font
 

Issue	 Space Closing	 Materials Due	 Issue Mails

	 Jan/Feb	 Nov 8 '10	 Dec 8 '10	 Jan 14

	March/April	 Jan 13	 Feb 14	 Mar 15

 May	 Mar 3	 April 1	 May 3

	June/July	 April 7	 May 11	 June 14

	August	 June 1	 June 30	 Aug 2

	Sept/EXPO	 July 1	 July 26	 Aug 30

	October	 Aug 1	 Aug 24	 Oct 4

	Nov/Dec	 Sept 9	 Oct 12	 Nov 15

	Jan/Feb ’12	 Nov 8	 Dec 13	 Jan 13

Classified Line Rates

Classified Display Box Rates

2011 CLOSING DATES

2011 CLASSIFIED AD RATES

Black & White	 1x	 3x	 6x	 8x

	1/2 Square	 $250	 $225	 $200	 $175

	Square	 450	 425	 400	 350

	Horiz./Vert. Box	 900	 825	 775	 700

	Large Square	 1,750	 1,650	 1,550	 1,375

Color	 1x	 3x	 6x	 8x

	1/2 Square	 $275	 $250	 $225	 $200

	Square	 550	 500	 475	 425

	Horiz./Vert. Box	 1,075	 1,000	 925	 825

	Large Square	 2,150	 1,975	 1,850	 1,650

Black & White	 1x	 3x	 6x	 8x

Spread	       $10,925	 $9,900	 $9,250	 $8,600	

Full Page	 6,100	 5,500	 5,150	 4,775		

2/3 Page	 4,250	 3,800	 3,550	 3,300		

1/2 Page	 3,350	 3,075	 2,800	 2,600		

1/3 Page	 2,275	 2,075	 1,900	 1,800		

1/6 Page	 1, 375	 1,200	 1,100	 1,050	

Two-color	 1x	 3x	 6x	 8x	 	

Spread	 $12,950	 $11,775	 $10,875	 $10,125		

Full Page	 7,200	 6,500	 6,050	 5,600		

2/3 Page	 5,050	 4,550	 4,250	 3,875		

1/2 Page	 3,975	 3,600	 3,350	 3,125		

1/3 Page	 2,750	 2,500	 2,350	 2,125	

Four-color	 1x	 3x	 6x	 8x	 	

Spread	 $14,200	 $12,900	 $12,000	 $11,150		

Full Page	 7,900	 7,150	 6,675	 6,200		

2/3 Page	 5,575	 5,050	 4,665	 4,350		

1/2 Page	 4,350	 3,975	 3,700	 3,450		

1/3 Page	 3,025	 2,750	 2,550	 2,350	

Covers	 1x	 3x	 6x	 8x	

2nd	 N/A	 $8,450	 $7,800	 $7,200		

3rd	 N/A	 8,275	 7,650	 7,100		

4th	 N/A	 8,500	 7,800	 7,200	

Broker/Manager Section (August Issue)		  1x

Full Page, 4-color				    $3,025

1/2 Page, 4-color				    1,800	
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