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President’s Message

Spring is the perfect  me of year 
to regroup, refocus, and revitalize 
yourself for the coming year and 
the challenges and opportuni  es it 
brings.

As the 2019 President of the Santa 
Cruz County Associa  on of REAL-
TORS, I have chosen a theme for 
my term – “Building a Be  er Busi-

ness.”  The real estate profession 
is a challenging one; it is o  en 
said that 80% of new agents are 
out of business within fi ve years.    
Even REALTORS with decades of 

experience are today worried about a future where their 
business could be decimated by new disrup  ve business 
models and technologies.

The ques  on before us is, how can we as an Associa  on 
work to help our members – new and old – be successful, 
while also ensuring that our industry not only survives, but 
thrives in the marketplace of the future?

This ques  on is addressed by our recently updated mission 
statement:

“Fostering a collabora  ve community that enhances our 
professionalism and integrity while advoca  ng for home 
ownership, housing and private property rights.”

We have for years both defended and promoted private 
property rights and home ownership. However, we must 
recognize that California is on track to become a majority 
renter state in the next several years.  Adjusted for the cost 
of housing, Santa Cruz county now suff ers the second high-
est level of poverty in the en  re state of California.  

To build a be  er business, I believe we must advocate for a 
healthy housing ecosystem, one where safe, quality housing 
is available to greater numbers in our community at prices 
they can more readily aff ord.  

The solu  on is not rent control, which we know only serves 
to further restrict rental housing supply and increase rents 
overall.  

SCCAR President
Seb Frey
Realty World Virtuoso
broker@RealtyVirtuoso.com

However, it is not enough for us to simply fi ght rent 
control.  Rather, we need to also be in the vanguard of 
support for new housing projects throughout the county 
of every shape, size, and stripe.  What do we need?  Hous-
ing!  When do we need it?  Now!  We should be shou  ng 
that from every freeway overpass in town.

Greater housing supply should moderate rents; the fi nan-
cial relief will allow tenants to save for a down payment, 
easing their path to eventual home ownership.  Work-
ing as an Associa  on, and individually as prac   oners, 
to solve the imbalances in our real estate market is good 
business all around.  We enhance our brand, bring tre-
mendous value to our community, and create future and 
ongoing business opportuni  es for our membership. 

Building a be  er business goes far beyond the sales trans-
ac  on.  To ensure that our members, Associa  on, and 
industry enjoy a durable and vibrant business, we must 
strive to bring value to our clients and our community in 
new and unexpected ways.  We need to be cognizant of, 
and be able to clearly ar  culate, the value we bring not 
just to the transac  on and our clients, but to our commu-
nity as well.

I am confi dent that we are up to the task.  No app, bot, or 
website will be able to compete with our REALTOR mem-
bers, because we provide a level of service to our clients 
and community that can never be replaced by the click 
of a virtual bu  on.  You know it, I know it – and we need 
to make sure the consumer knows it as well.  That’s how 
we’ll build a be  er business and ensure it will be around 
for many years to come. 

Building a Better Business Goes Far 
Beyond the Sales Transaction
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Look no further. 
Having one special person for your car, home and
life insurance lets you get down to business with 
the rest of your life. It’s what I do.
GET TO A BETTER STATE™.
CALL ME TODAY.

1101201.1

State Farm Mutual Automobile Insurance Company,  
State Farm Indemnity Company, State Farm Fire and Casualty Company,  

State Farm General Insurance Company, Bloomington, IL

DEPENDABLE and 
KNOWLEDGEABLE  
agent seeks customers looking 
for real PROTECTION and 
long term RELATIONSHIP.

SINGSINGLE, LE, ASINGLE A
LADY SSS
SINGSINGLE AL RTSY
If you love e pp
decorating, bakakinn
knittingting w, we are a
Please be over 
willwillinging g to tto tto t kakeake artart c

GRANOLAA EATING, ,GRANOLAA EATING
CAMP LOVOVINGING,ING, WORWORLLD 
TRAVELER seeks woman of f 

spending dayyys ans and nid ghts outdoors 

know how too set up camp, pitch a 
tent and cattt hch youryour own ownown foodfood, we, we 

Laureen Yungmeyer ChFC, Agent
Insurance Lic#: 0B10216
230-F Mount Hermon Road
Scotts Valley, CA  95066
Bus: 831-423-4700
Fax: 831-426-0524

Our SCCAR Centennial Club launched its debut at this year’s 2019 Installa  on of Offi  cers 
and Directors at the Seascape Golf Club on January 16, 2019.

Over 55 members of SCCAR renewed their commitment to do their 
fair share by contribu  ng $197 or more to the REALTOR® Ac  on 
Fund (RAF).  

A special pin to commemorate our Centennial Club was made and 
those Club members in a  endance were asked to come forward to 
receive their pin and as a special perk they were escorted to the 
front of the buff et line.

In May we will send a delega  on of REALTORS® advocates to Sac-
ramento and again to Washington DC to lobby legislators and their staff  to support 
more housing produc  on, support fair housing for all and reduce barriers for buyers and sellers to make transac  on! We 
are gearing up for an more ac  on- packed events for 2019. Please join us in suppor  ng our industry and give what you 
can to the REALTORS® Ac  on Fund (RAF) today!  We hope to see you at one of our Local  Government Aff airs Commi  ee 
mee  ngs soon.

SCCAR Launches Centennial Club
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Nicholas Bailey, Bailey Properties, Inc.
Paul Bailey, Bailey Properties, Inc.
Robert Bailey, Bailey Properties, Inc.
Gloria Behman, Bailey Properties, Inc.
Debbie Bennett, Bailey Properties, Inc.
Candace Bradfield, Bradfield & Associates
Judy M. Brose, Century 21 MM
Randy Brown, Coldwell Banker Residential Br
Jodi Busick, Bailey Properties, Inc.
Betty Canfield, Coldwell Banker Residential BR
Edith (Kathy Choate, Choate Realty
Edwin Choate, Choate Realty
Frank Claiborne, Century 21 MM
Trina Coffman-Gomez, Integrity Lending
Pete Cullen, Bailey Properties, Inc.
Susan Draper, Community RE, Inc.
Pamela Easton, Century 21 MM
Celeste Faraola, Schooner Realty
John Flaniken, David Lyng Real Estate
Sebastian Frey, Realty World Virtuoso
Lisa C. Gerety, Bailey Properties, Inc.
Myriam Greene, Bailey Properties, Inc.
Russell Gross, Gross, Russell E. Real Estate
Janie Hanson, Sereno Group
Kathy Hartman, Santa Cruz Count AOR
Elena Hernandez-French, Keller Williams Realty
Danielle Huff, Bailey Properties, Inc.
Julie Jones, Gross, Russell E. Real Estate
Sandy Kaplan, Santa Cruz Properties
Stephen Karon, Karon Properties
Kathryn Kinerson, Bailey Properties, Inc.
Glenn Kramer, Burgstrom/Kramer, Inc.
Constance Landes, Sereno Group
Neal Langholz, Karon Properties

Geneva Lawless, David Lyng Real Estate
Gregory Lukina, David Lyng Real Estate
Morgan Lukina, David Lyng Real Estate
David Lyng, David Lyng Real Estate
Megan Lyng, David Lyng Real Estate
Sally Lyng, David Lyng Real Estate
Linda Lynn, Century 21 Lad Realty
Jayson Madani, Keller Williams Realty 
Rose Marie McNair, McNair Real Properties
Renee Mello, Renee Mello & Associates
Ted Mendoza, eXp Realty of California
Teresa R. Mendoza, Sereno Group
Diana Mercer, Sereno Group
Candie Noel, Bailey Properties, Inc.
Kathy Oliver, Oliver Property Management
Denine Pageau, Bailey Properties, Inc.
Barbara Palmer, Bailey Properties, Inc.
Stephen Pearson, Pearson Properties
Santiago Renteria, Aldina Real Estate, Inc.
Honora Robertson, Robertson Real Estate
Matthew Schwarzbach, Schwarzbach Assoc. 
Susan Seeger, David Lyng Real Estate
Rachel Shaffer, Bailey Property Management
Lauren Spencer, Coldwell Banker Residential Br
Dennis Stewart, Dennis Stewart, Broker
Jan Strawmyer, J. S. Properties
Joanne Thompson, Bailey Properties, Inc.
Randy Turnquist, Century 21 MM
Jo Ann Vear, Vear Properties
Marjorie Vickner, David Lyng Real Estate
Karen Wade, Bailey Property Management
Jennifer Watson, Sereno Group
Lela A. Willet, Anderson Christie, Inc.

Thank you to our Centennial Club members whose generous support 
helps us protect private property rights and your ability to do business.
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Kaiser Permanente Arena
140 Front Street, Santa Cruz,CA 95060

Tickets: $32
Buy tickets at:

www.groupmatics.events/event/SCCAR19
Deadline is March 20, 2019

REALTOR® Family 
Game Night!

K
140 Fr

www.gro

Join fellow SCCAR members, along with their family and friends 
for an exciting night of Warriors basketball. Ticket price also 

includes loads of fun activities!
 

Friday, March 22, 2019 - 7 PM
Warriors v. Aqua Caliente Clippers

 t: 831-464-2000 w: mysccarorg fb: /mysccar



SCCAR is now accep  ng applica  ons for service on the 2020 Board of Directors. The SCCAR Board is made 
up of volunteer members who live and work in Santa Cruz County. These individuals are elected annually 
and help guide the direc  on of the Associa  on. Join a dis  nguished group of professionals to support the 
mission of SCCAR: “Fostering a collabora  ve community that enhances professionalism and integrity while 
advoca  ng for home ownership, housing and private property rights.”  Being a part of this process provides 
a great opportunity to exercise your leadership abili  es or gain leadership skills!

Interested REALTOR® members of SCCAR are encouraged to complete and submit an applica  on no later 
than Monday, April 1, 2019. Use the link below to submit and applica  on: 
h  p://www.mysccar.org/upload/fi les/Appfor BOD2020_fi llable.pdf

If you have ques  ons, please contact Kathy Hartman at 831.464.2000 or email kathy@mysccar.org

Call for Board of 
Directors Nominations
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Congratulations to our 2018 
Santa Cruz County Pro Graduates! 
These REALTORS® have a  ended our SCCP Cer  fi ca  on 
Series and have obtained advanced skills about the 
workings and nature of Santa Cruz County communi  es 
that will allow them to be  er assist their clients. 

2018 SCCP Graduates
Amba Desjardins
Sheila Feddema
Amber Grewer
Rozanne Heitmann
Debbie Jelten
Richelle Maxwell
Emily McClin  ck
Nicole Myhrstad

Patricia Nelson
Caitlin Phillips
Joanna Phillips
Margaret Price
Connie Sanchez
Norman Turner
Sara West
Kelley Youmans
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REALTOR MEMBERS

AFFILIATE MEMBERS
Jennifer Curci, Nicola Training Group
David DeAngelo, Mighty Mite Termite Services
James Giuff re, Bank of the West
Rosemonda Gomes, Chase
Randi Le Blanc, Bay Federal Credit UnionNicole 
Myhrstad, Vista Proper  es, Inc

Nicholas Alaga Jr., eXp Realty
Robert Alarcon, David Lyng & Associates
Danielle Baker, Century 21 M & M
Brielle Bariteau, Vista Proper  es, Inc.
Michael Chiesl (secondary), Sentry Residen  al
Eliza Cole, Keller Williams Realty SC
Kiabeth Cook, Bailey Proper  es
Malcolm Crocker, Century 21 Showcase
Cynthia Cruz, Keller Williams
Kyle R Davenport, Century 21 M & M
Janine L De Rosa, Bailey Proper  es
Bradley T Evans, eXp Realty
Mina Fernandez, Keller Williams Realty SC 
Starle  e Gadomski-Sanchez, Ameri Star Brokers
Robert Harrison , Bailey Proper  es (secondary)
Stephanie Jacobs, David Lyng & Associates
Peter Jandula-Hudon, Century 21 M & M
Darryl Kenyon, Mid Coast Realty LLC
Jami M. Kumar,  Vista Proper  es
Helen Landry, Coldwell Banker
Carol Lezin, JR Parrish Commercial
Jon T. Lee, Jon Lee, Broker
Monique Lombardelli, Modern Homes Realty
Barbara Mar  nez, Sunrise Realty
Chris  ne Morrell, Morrell & Company
Kristen M. O’Neal, eXp Realty
Deborah Penny, eXp Realty
Stacie Power, Taylor Proper  es
Joe Wheaton Prather II, Coldwell Banker
Alexi Ritchie-Douvas, eXp Realty
Dean Rositano, eXp Realty
Kyle Schaeff er, Coldwell Banker
Jessica N Scha  enburg,  Sereno Group
Derek R. Scranton, Bailey Proper  es Scarle   Sheldon, 
Sereno Group
Rachael Shelton , JR Parrish
Ma  hew Shelton, JR Parrish -Monterey Bay Prop MGMT
David Silva, Coldwell Banker
Jeri Ann Skipper , eXp Realty
Kevin H. Tai, Keller Williams Realty SC
Joni Lynn Thomas, Coldwell Banker
Edward A Williams, Keller Williams Realty SC
Daniel Wolford, Sereno Group
Paloma D Zamora, Aldina Real Estate

LIFROS
Elissa Gaynor Boyd, Anderson Chris  e Inc.
Paul For  no, David Lyng Real Estate
Kevin Lohrey, David Lyng Real Estate
Dennis Nikolayenko, David Lyng Real Estate
Laverne Packer, David Lyng Real Estate
Joshua Starbuck, Keller Williams Realty SC
Micah Stevens Fox, Keller Williams Realty SC
Elizabeth Zappacosta,  Bailey Proper  es

TRANSFERS
Joanne Burton,  eXp Realty
Eleni Cavanagh, Keller Williams Realty SC
Shanne Carvalho, David Lyng Real Estate
Marcellina Catalano, Sereno Group
Ray Con  , Coldwell Banker
Rachel Daso, Modern Home Realty
Carol Gaidos, Classic Prop Management
Joseph Gianelli, Real Estate 831
Caitlin Grave, eXp Realty
Jill Hansen, Anderson Chris  e
Cole Kerby, eXp Realty
Jeremy Larson, eXp Realty
Paul Lazaga, Sentry Residen  al
Nick Locatelli, eXp Realty
Gregorio Magana, eXp Realty
Laura Lee Magana, eXp Realty
Nathan Mone  , Century 21 M & M
Chris Morphew-Clayton, Anderson Chris  e
David Morrell, Intero Real Estate-Los Gatos
Rhonda Obert, Anderson Chris  e
Jesse Reyes, eXp Realty
Sugaree Sands,  Coldwell Banker
Dawn Thomas, Compass
Kaelin WagnerMarsh, Keller Williams Realty SC
Sco   Webber, Sereno Group
Alison White, Investment Services Co
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Register for classes online at www.mysccar.org or call SCCAR at 831-464-2000. 
Unless specifi ed otherwise, all classes are held at SCCAR, 2525 Main St., Soquel, CA. 

MARCH EDUCATION CALENDAR 

Wednesday, MAR 20, 2019
The Smart Home Market
9:30 am - 11:30 am
Cost: $10 for members, $20 for nonmembers   
The presenta  on is a overall review of the Best of Breed Smart Home Technologies and Solu  ons, how 
to maximize top dollar for selling homes with this technology and how to reduce home ownership costs. 
Discussion Topics: - Home applica  ons in your hand , on your wrist, and on the wall - Voice based skill sets 
- Home automa  on - Smart Home Experience Center - Best of Breed Apps - Mature Products , Net Tech-
nology - Green Renewable Home Technology - How to posi  on and write up, in MLSLis  ngs, smart green 
home features to maximize top dollar for the seller - How solar technology integrated with ba  ery back 
up to reduce total cost of home ownership Speakers Gordon Van Zuiden, cyberManor Greg W. Weber, 
cer  fi ed appraiser David Stearns, Allterra Solar  

Friday, MAR 29, 2019
How Do I: Prepare for an Open House
10 - 11:30 AM
Cost: Free with RSVP   
In this course you will learn how to prepare for your next Open House with detailed neighborhood ac  ve 
lis  ngs and sold reports, market sta  s  cs and brand-able client tools. Be the neighborhood expert that 
consumers want to work with.  

Friday, MAR 29, 2019
Matrix 301
1 - 2:30 PM
Cost: Free with RSVP   
Flex your Matrix muscles by learning advanced search and report techniques. Take your Matrix profi ciency 
to a whole new level by learning the features, benefi ts, and limita  ons of each search tool. 

Friday, MAR 29, 2019
Learn the Lis  ng Agreement
1 - 4 pm
Cost: $10   
Instructor(s): Renee Mello, SCCAR President & REALTOR
Learn li  le known facts about the lis  ng agreement! Did you know that you can get paid even if escrow 
doesn’t close or if an off er is received and accepted a  er your lis  ng has expired? Also, that off ers re-
ceived are not confi den  al? Get the inside scoop on these  ps and more from one of the experts!   
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All SCCAR members are encouraged to join REALTORS® from around the state to meet with legislators and discuss 
important issues affecting California’s REALTORS® and property owners. Laws created in Sacramento have a tremendous 
impact on your ability to do business from point of sale mandates to taxes to housing opportunities. Attending Legisla-
tive Day is not only a great investment in your business; it also provides you with an opportunity to hear from California's 
most dynamic political leaders and the leadership of your state association.  

5:30 am: Meet at SCCAR office to board bus
2525 Main St., Soquel

8-9 am : Registration, Sacramento Conv. Center    
Must be seated by 9 am

9 - 11:30 am: Opening Session
Hear keynote speakers and be briefed on current and  proposed 
legislation that will affect your business.

11:30 am - 1 pm: Region 10 Luncheon

1 - 5:30 pm: Meet with legislators and attend a 
member director forum

5:30 - 7 pm: Capitol Reception; Optional to those who 
contributed $148 to RAF! Mix, mingle & network with fellow 
REALTORS & legislators.  (SCCAR bus leaves at 6:30 pm)

Name: _______________________________________________   Company: ______________________________________
Phone: ______________________   Email: __________________________________________________________________

 Visa      MasterCard      American Express     
Name on card: _______________________________   Billing Address: ____________________________________________
Account#: ____________________________________  Exp. date: __________  3 digit security code: _________

RSVP by Monday, March 22, 2019
Registration fee: $50 and is refundable upon event  attendance. 

A credit card is required to hold your seat.

 Register by completing the form below and submitting to SCCAR: andrea@mysccar.org or fax 831-464-2881 
 I understand that if I make a reservation and do not attend, my credit card will be charged $50.

Sacramento, CA

VOTE.       ACT.       INVEST.

LEGISLATIVE DAY 
Wednesday, May 1, 2019

Legislative day itinerary:
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Friday, April 5, 2019
11:00 AM - 1:30 PM

Ticket price includes a buffet lunch: 
 

Deadline to register is March 22, 2019

Update

This event 

will sell

out fast! 

Get your 

tickets!

Housing Market

SAVE THE DATE, May 22, 2019!AVE THE DATE, May 22, 20



What’s next for Housing in 
Santa Cruz County? 
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Santa Cruz County families are facing a severe 
housing aff ordability crisis. A vast majority of 
this issue is being caused by the lack of resi-
dential development units being built through-
out the county and state. Local elected offi  cials 
who approve residential allocations are feeling 
the pressure from anti-growth members of their 
community, putting additional pressure to deny 
residential developments that are in severe need. 
This in turn is driving up home prices and push-
ing buyers out of state. 

The Real Estate community understands that the 
biggest solution to this problem is a strategic 
approach to build as many residential units as 
possible over the next decade, with every com-
munity doing their part. 

But this is no easy task for local government….. 
so the state steps in.

State Senate Bill 50 (Wiener) was introduced last 
year by Senator Scott Wiener. Last year’s bill ran 
into many challenges and never made its way out 
of committee. Even though well intentioned, the 
legislation needed refi ning and additional input 
from Labor, Builders and many other stakehold-
ers. 

Last week, SB 50 reemerged. The bill has now 
been updated to attempt to address the obstacles 
it ran into last year. What would SB 50 do? Sen-
ate Bill 50 allows for building housing near ex-
isting job centers and public transportation and 
includes strong protections against displacement 
for renters and vulnerable communities in those 
areas. The bill is expected to help relieve the 
acute housing shortage and aff ordability crisis in 
California’s cities while reducing pressure to build 
in the wildfi re- exposed urban-wildland interface. 

It will also reduce climate pollution by greatly ex-
panding access to sustainable transportation op-
tions, like public transportation, and by allowing 
people to live closer to where they work. The bill 
waives apartment bans near high-quality transit 
and in job-rich areas to ensure that the ben-
efi ts of public investments in transportation are 
broadly accessible to Californians of all incomes. 

Victor Gomez
Government Affairs Director
gad@mysccar.org 

The bill also includes specifi c requirements to 
provide low-income housing in new develop-
ment to ensure that market-rate construction 
is always coupled with aff ordable units for the 
lowest income Californians.

Legislation to expedite residential develop-
ment in California is much needed, and even 
though SB50 has not been thoroughly vetted 
yet, we expect and hope that our state legis-
lature will consider housing legislation that will 
encourage driving the housing stock through 
the roof. 
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Big Brothers Big Sisters of Santa Cruz County is hosting it’s 36th Annual Bowl for Kids’ Sake at the 
Boardwalk Bowl. This fun event raises critical funds to support the mentoring services of Big Brothers 
Big Sisters programs in Santa Cruz County for at-risk youth. This year we are inviting all REALTORS and 
Affiliates to compete! The team that raises the most money wins!  

Saturday, April 13, 2019
9:15 - 10:15 AM*

Boardwalk Bowl 
115 Cliff Street, Santa Cruz

Get Your Bowling Team Together and Come 
Support Children in Our Community! 

 Visit www.santacruzmentor.org/bfks2019
 Click on REALTOR Rumble
 Click Register * It’s that easy!

Pledge sponsors can be managed online and/or you can pick 
up a pledge package at the SCCAR office, 2525 Main St., Soquel 
Bowling experience not required, but wanting to have fun is!

How to register your team: 

*When you register your team and team members, choose 
"company". On the next screen scroll down to choose "Group - 
Realtors' Rumble". This will ensure your team is included in 
the Realtors' Rumble lineup and will automatically reserve a 
lane during the Saturday, April 13th 9:15am time slot.

 

is!

ARE YOU READY TO 
RUMBLE??

*Please arrive 30 minutes early as bowling starts promptly at 9:15 am. 
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THE KEY TO MAKING SUCCESSFUL TECH DECISIONS
It’s amazing how simple some concepts appear but how complicated they are in practice. Here 
are some observations on how decision making at the brokerage level can improve.

Who’s the decision maker? Ul  mately, the broker-owner 
is the fi nal decision maker at 99 percent of brokerages. 
But, the size of a brokerage has an impact on how much 
involvement the broker-owner has in the due diligence and 
analysis of whether they should say “yes” or “no.”  

A smaller brokerage, generally up to 15 or 20 agents, may 
only have a single administrator and their agents. This 
would leave the broker-owner involved in nearly every 
step of the decision-making process. On the other hand, 
a medium-sized brokerage, between 20 to 50 agents, will 
start hiring management and administra  ve posi  ons. The 
management team could be dedicated to a specifi c func-
 on, like accoun  ng, or they could have more open-ended 

posi  ons that touch many diff erent aspects of the business, 
such as business development. Finally, a large brokerage, 
generally over 50 agents, will start hiring dedicated posi-
 ons for each management func  on. In most brokerages, 

decisions usually pass through the appropriate channels 
before reaching the broker-owners desk for a fi nal decision.

USER ADOPTION IS THE KEY
More importantly, user adop  on is the key to a success-
ful decision. Management should be asking the key ques-
 ons: Will my agents and staff  use this? If so, how many of 

them? The only way to get the answer to these ques  ons 
is to make sure stakeholders, such as agents and staff , are 
brought in to give their feedback. Not only will this infor-
ma  on be useful in making the fi nal decision, but if the 

This ar  cle originally appeared in the March 2019 issue of the REAL Trends Newsle  er is reprinted with permission of REAL Trends, 
Inc. Copyright 2019.

brokerage decides to move forward with the solu  on, 
the agents and staff  are much more recep  ve to using it 
because they were part of the decision-making process.  

As an example, in my role as vice president of business 
development, I’ve been tasked with moving all agent-
focused services to the cloud from a dedicated remote 
desktop server environment. Within a few weeks, I knew 
which vendors I wanted to work with. 

I hadn’t had  me to have one-on-one mee  ngs with all 
the fi rm’s agents and staff . I had a decision to make. Do I 
present my proposal to my broker-owner without stake-
holder feedback? Or, do I delay my goal and the job I’d 
been tasked with to ensure a successful migra  on? I end-
ed up calling a good friend and former business partner, 
Alex Camelio, for his take, and he said, “Your agents being 
a part of the decision is just as important as the decision 
itself.” I took his advice, and it’s made all the diff erence.  

You can have the best system in the world, but if no one is 
using it, it doesn’t make a bit of diff erence. 

My advice to vendors: Help your decision-makers pres-
ent your product and services to their teams; give them 
the assets to bring everyone into the process. To other 
brokerages, make your agents a part of the process; oth-
erwise, the success of your decisions are just a roll of the 
dice. 
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MAXIMIZE YOUR REFERRALS
It’s Still All About Relationships

Why do sales associates spend billions of dollars buying leads and chasing strangers? The research is clear. 
Buyers and sellers prefer to work with someone they know, like, and trust. That’s why, according to REAL 
Trends 2018 Consumer Study, some 92 percent of consumers say they look for a referral from a friend when 
selec  ng a real estate professional.

Thought-leader Simon Sinek was asked what he thought about our industry’s obsession with technology, 
disrup  on, internet leads, and e-transac  ons. Here’s his response: “Human beings are social animals and 
rela  onships will always win. There is a small percentage of people who want a transac  on. Most want a 
rela  onship. Invest in your rela  onships. They are your most valuable assets.”

So, back to our original ques  on, “Why do real estate professionals spend so much  me and money chas-
ing strangers when consumers prefer a rela  onship?” Two reasons: 

1. Because it works! Their real estate professional abandons most consumers shortly a  er closing. The Zil-
low Consumer Housing Trends Report of 13,249 consumers found that 74 percent of them never heard from 
their real estate professional again a  er closing! It’s clear most agents have a transac  on focus instead of a 
rela  onship focus. Because consumers are abandoned, they are ripe for internet lead genera  on, capture, 
and conversion. Even though consumers would prefer to work with someone they know or a referral, they 
end up working with strangers by default.

2. Most agents are commi  ed to providing the fi ve keys to maximizing referrals (see next page). Those 
who are commi  ed build both a large and smart business. A smart company is a business that is sustainable 
in all market cycles and has a high net income per hour. In contrast, most lead genera  on models have a low 
net income per hour due to the cost of buying leads.

By Larry Kendall, author of Ninja Selling & Chairman Emeritus of The Group, Inc. Real Estate
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1. Rela  onship & Referral Mindset. Every person in 
the United States knows at least four people who will 
move this year. Our mission is to access and earn those 
referrals. You do this by building rela  onships instead of 
chasing transac  ons. You build rela  onships through the 
frequency of interac  on. 

2. Your Appearance. People will refer you if you make 
them look good. How you dress refl ects on the person 
who referred you. Studies indicate that your appearance 
aff ects your income by at least 20 percent, and some 
studies say as much as 100 percent. Sloppily dressed 
agents may get the business, but they don’t get the re-
ferrals. A survey of sellers found their two biggest com-
plaints were that the agent was late for the appointment, 
and the agent didn’t dress for the interview.

3. Fabled Service. Can you deliver “Wow!” Is your 
service memorable? Does your customer feel they are ex-
cep  onal–or do they feel like they are just a transac  on? 
They are not transac  ons; they are people. 

4. Consistency. Do you deliver the wow consistently? 
Or is it by accident? Do all your customers receive the 

FIVE KEYS TO MAXIMIZING YOUR REFERRALS
wow? Or, are you selec  ve and only provide that level of 
service to high-end clients? Agents are notorious for this, 
and it’s not seen in any other industry. When you check into 
a luxury hotel, rooms may range in price from $300 a night 
to $5,000 a night, but all guests are treated with the same 
care at the check-in desk. They are not treated diff erently. 
Do the same.

A real estate friend of mine was referred to one of the 
richest men in the world by the man’s limo driver who had 
purchased a low-priced, two-bedroom condo. Even though 
he was buying a lower-priced home, the limo driver re-
ceived the wow and told the rich man about it. As a result, 
my real estate friend became the go-to agent for all of the 
corporate execu  ves at the wealthy man’s company—and 
consistently earns over $1 million a year. 

5. Follow-up and Flow. Have you ever sent a referral to 
an agent and never heard back? Unfortunately, this is the 
industry standard. When you follow up, you are diff eren  -
ated in our industry, and you get even more referrals. You 
need a follow-up system (mailings, emails, phone calls) that 
are driven by your calendar and keeps you in fl ow with your 
clients and referral sources. 

Maximizing your referrals is a simple fi ve-step process that pays big dividends. Why don’t more real estate pro-
fessionals do it? Because they would have to organize themselves and commit to their rela  onships. It’s easier 
for most of them to buy leads and chase strangers. If you follow the fi ve steps, you’ll have all the business you 
can handle, you’ll build great rela  onships, and you’ll have a high net income per hour. You will also be so dif-
feren  ated. You will be a Category of One! 

This ar  cle originally appeared in the March 2019 issue of the REAL Trends Newsle  er is reprinted 
with permission of REAL Trends, Inc. Copyright 2019.
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Santa Cruz County Market Statistics

City New Inventory Sold
Avg. 
DOM

Avg. Sale 
Price

Median Sale 
Price

Median 
$/Sqft

% LP 
Rec'd

Sale 
Volume

Avg. Home
Sq. Ft.

Avg. Lot 
Sq. Ft.

Months of 
Inventory

Aptos 13 50 11 57 $1,086,836 $1,095,200 $532 99% $11,955,200 1,930 77,066 3.5
Ben Lomond 6 10 4 18 $846,250 $947,500 $454 104% $3,385,000 1,713 68,531 1.8
Boulder Creek 3 20 7 83 $656,000 $702,000 $393 98% $4,592,000 1,751 20,613 2.1
Brookdale 0 1 0
Capitola 5 15 3 139 $1,520,000 $1,375,000 $745 95% $4,560,000 2,015 4,574 7.5
Corralitos 1 2 0
Davenport 0 1 0
Felton 7 14 4 47 $644,125 $637,000 $661 99% $2,576,500 1,198 14,484 2.2
Freedom 0 1 1 28 $410,000 $410,000 $586 96% $410,000 700 4,530 0.6
La Selva Beach 1 2 0
Los Gatos 1 17 2 38 $1,312,500 $1,312,500 $709 98% $2,625,000 1,814 65,732 5.7
Mount Hermon 1 1 1 43 $550,000 $550,000 $491 96% $550,000 1,120 12,676 0.8
Santa Cruz 45 96 22 48 $976,392 $902,500 $700 98% $21,480,645 1,450 14,304 2.7
Scotts Valley 3 13 6 33 $948,166 $947,500 $561 100% $5,689,000 1,710 38,761 1.8
Soquel 5 10 2 32 $1,007,000 $1,007,000 $599 100% $2,014,000 1,721 66,538 2.3
Watsonville 11 33 11 43 $647,909 $607,000 $352 97% $7,127,000 1,619 65,059 2.3
Royal Oaks 3 10 1 195 $375,000 $375,000 $470 94% $375,000 798 5,219 4.3

  Summary 105 296 75 62 844,629$               $902,500 $561 98.0% $67,339,345 1,503 35,237 2.9

City New Inventory Sold
Avg. 
DOM

Avg. Sale 
Price

Median Sale 
Price

Median 
$/Sqft

% LP 
Rec'd

Sale 
Volume

Avg. Home
Sq. Ft.

Avg. Lot 
Sq. Ft.

Months of 
Inventory

Aptos 13 36 4 29 $787,750 $726,000 $558 99% $3,151,000 1,238 1,031 6.8
Boulder Creek 0 1 0
Capitola 6 11 6 52 $514,666 $539,000 $496 98% $3,088,000 990 850 3.7
Freedom 0 0 0
Santa Cruz 6 24 6 57 $621,000 $590,000 $533 99% $3,726,000 1,280 6,142 2.6
Scotts Valley 7 11 8 36 $720,203 $749,500 $485 100% $5,761,631 1,495 1,960 2.5
Seacliff 0 1 0
Soquel 4 3 0
Watsonville 3 12 2 16 $645,000 $645,000 $625 98% $1,290,000 1,215 959 3.3

  Summary 39 99 26 38 $657,724 $645,000 $533 99% 17,016,631$        1,244 2,188 3.8

January 2019: Santa Cruz County - Single Family Residential

January 2019: Santa Cruz County - Common Interest Development

City New Inventory Sold
Avg. 
DOM

Avg. Sale 
Price

Median Sale 
Price

Median 
$/Sqft

% LP 
Rec'd

Sale 
Volume

Avg. Home
Sq. Ft.

Avg. Lot 
Sq. Ft.

Months of 
Inventory

Aptos 24 59 12 95 $1,386,708 $1,260,000 $726 96% $16,640,500 1,920 10,153 4.2
Ben Lomond 2 11 2 67 $594,500 $594,500 $488 97% $1,189,000 1,213 8,604 2.8
Boulder Creek 12 22 6 108 $714,033 $525,750 $502 99% $4,284,200 1,477 630,277 3.5
Brookdale 0 1 0
Capitola 5 17 4 49 $1,327,500 $1,387,500 $785 97% $5,310,000 1,654 4,489 6.4
Corralitos 0 2 0
Davenport 0 0 0
Felton 3 11 8 67 $619,812 $632,500 $435 102% $4,958,500 1,474 16,207 1.7
Freedom 1 1 1 77 $585,000 $585,000 $358 99% $585,000 1,633 4,138 0.8
La Selva Beach 0 1 0
Los Gatos 7 17 4 110 $1,149,375 $1,108,750 $560 94% $4,597,500 2,314 98,032 5.7
Mount Hermon 0 1 0
Santa Cruz 45 100 32 61 $1,162,380 $980,000 $609 98% $37,196,184 2,089 15,427 3.5
Scotts Valley 17 21 7 37 $901,642 $849,000 $455 97% $6,311,500 2,032 16,973 2.7
Soquel 10 13 4 53 $918,250 $949,000 $607 97% $3,673,000 1,724 30,917 3
Watsonville 16 38 4 62 $859,375 $777,500 $443 96% $3,437,500 1,742 17,054 3.9
Royal Oaks 4 8 4 96 $647,725 $637,450 $336 100% $2,590,900 2,083 95,070 3.4

  Summary 146 323 88 74 905,525$               $813,250 $495 97.7% $90,773,784 1,780 78,945 3.5

City New Inventory Sold
Avg. 
DOM

Avg. Sale 
Price

Median Sale 
Price

Median 
$/Sqft

% LP 
Rec'd

Sale 
Volume

Avg. Home
Sq. Ft.

Avg. Lot 
Sq. Ft.

Months of 
Inventory

Aptos 14 31 14 81 $713,428 $688,500 $502 98% $9,988,000 1,407 2,485 4
Boulder Creek 0 0 2 55 $401,000 $401,000 $349 98% $802,000 1,152 828 0
Capitola 3 8 3 51 $649,000 $762,500 $563 99% $1,947,000 1,104 1,597 2.2
Freedom 0 0 0
Santa Cruz 15 30 12 61 $560,820 $616,000 $515 97% $6,729,851 1,096 3,647 3.6
Scotts Valley 4 11 2 57 $602,000 $602,000 $490 98% $1,204,000 1,223 1,097 2.4
Seacliff 0 1 0
Soquel 1 4 0
Watsonville 5 11 4 69 $675,837 $413,175 $348 100% $2,703,350 1,352 980 4.1

  Summary 42 96 37 62 $600,348 $609,000 $496 98% 23,374,201$        1,222 1,772 2.7

February 2019: Santa Cruz County - Single Family Residential

February 2019: Santa Cruz County - Common Interest Development



MARCH 2019 

Sun Mon Tue Wed Thu Fri Sat 
 1 2 3 4 

Tour Marketing 
Meeting 8:30 - 9 am 
Oktoberfest 
4 pm 

5 
Local Government 
Relations Mtg. 830 am 
Housing Market  
Update 11:30 am 
@Seascape 

6 

7 8 9 10 
Education Committee 
Mtg. 9:30 am 

11 
Tour Marketing 
Meeting 8:30 - 9 am 

12 
Board of Directors Mtg. 
8:30 am 

13 

14 15 16 17 
Title & Underwriting 
Panel 9:30 am 

18 
Tour Marketing 
Meeting 8:30 - 9 am 
 

19 
SCCAR Office 
Closed 

20 

21 22 
Budget & Finance 
Committee 10 am 

23 24 25 
Tour Marketing 
Meeting 8:30 - 9 am 
 

26 
SCCP: All About ADU’s  
9:30 am 

27 

28 29 30     

APRIL 2019 

Sun Mon Tue Wed Thu Fri Sat 
     

 
1 
Local Government 
Relations Mtg. 8:30 am 

2 

3 4 5 6 
MLS First Class  
9:30 am 
Lunch & Learn  
11:30 am 
Custom Displays 
(MLS) 1 pm 

7 
Tour Marketing 
Meeting 8:30 - 9 am 
 
 

8 
Board of Directors Mtg. 
8:30 am 

9 

10 11 12 13 
Education Committee 
Mtg. 9:30 am 

14 
Tour Marketing 
Meeting 8:30 - 9 am 

15 
Duane Gomer License 
Renewal 9 am 

16 

17 18 19 20 
Smart Homes Seminar 
9:30 am 
 

21 
Tour Marketing 
Meeting 8:30 - 9 am 

22 
SCCP: Coastal  
Commission 9:30 am 

23 

24 25 26 27 28 
Tour Marketing 
Meeting 8:30 - 9 am 

29 
Prepare for an Open 
House 10 am 
Learn the Listing Agmt. 
1 pm 
Matrix 301 1 pm 

30 

31       
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