TH E FUTU R E IS NOWI and Soquel Avenue—everyone knows it as the old

Harley Davidson building. The space that Vanguard
acquired is in between The Crepe Place and Jerry’s

s " [veengard/ ) Sports. We are thrilled to be here.

Th ing the foremost i'on realv . . . .
0s€ occupying e Toremost posi'on, a Creave o ¢ o name implies, we believe that the future is
group ac!ve in the innovalon and applica!on of

new concepts, trends or techniques, at the forefront ~ OW- Our new o$ce is streamlined, visible, accessible,
of a "eld. technologically advanced and welcoming to all who
come to this gorgeous localon. We’ve completely

From its roots in a core group of experienced Santa replaced the old furniture and equipment. All these
Cruz brokers and agents who founded the company @anges in our appearance, localon and logo be%er

1988, Vanguard Real- re&ect our mission

tors has always exem- to set the standard

pli"ed innovalon and in real estate with

a cu#ng-edge future. the highest quality of
service. As a bonus,

Over the years, Van- our new space serves

guard has evolved as a gallery to host

into a leader in the rota!ng exhibits of

real estate communi- the "nest ar!sts in

ty. From the start, our Santa Cruz.

brokers and agents

were highly trained
and consistently
professional. As the

In addilon to all of
our other changes
and updates, we have

years have passed, these "ne agents have con!nuec@dded property management to our roster of ser-
to grow and thrive. Today, they are among the most Vices. Many clients have asked us to provide ongoing
adept and technically skilled professionals in the budielp managing their rental proper!es. We are proud

ness and con!nue to provide the best possible servide provide the same excellent, professional service
to their many clients. our clients expect from Vanguard Realtors.

For the "rst 22 years of its existence, Vanguard re- We hope you will come visit us soon to share our
sided at an out-of-the-way localon on Capitola Road€éXcitement about this new venture.

in Live Oak. Despite the localon, the o$ce was cozy
and comfortable for all who visited. We all felt at

home there, but current market and economic condi- A A

lons sparked a major change at Vanguard. We were

given an amazing opportunity to reinvent ourselves. 1142 Soquel A';\:f O/ILO rs
Because of the challenging economic condi'ons in Santa Cruz, CA 95062

Santa Cruz, an opening came up in one of the classic M-F 10:00 AM - 6:00 PM
Eastside buildings at the corner of Seabright Weekends 10:00 AM - 4:00 PM




THEY'RE BACKY4

Recent changes in appraisal practice have also
made things more difficult. Appraisals have always

Investors Return to the Market, Complicating Purchages; past market data, typically the last six months

for First-Time Buyers

After the recent tumult in the residential real estate
market, investors are beginning to return to the
market. The current trend is all-cash purchases,
generally for properties under $500,000. While the
re-entry of investors is helping to move housing
inventory, this situation, coupled with the banks’
continued reluctance to lend, means that first-
time home buyers are being shut out. Despite the
first-time home buyer tax credit, which has been
extended through April of 2010, for the most part,
the only loans available for first-time buyers are the
stricter FHA loans.

While first-time buyers are struggling with financing,

of sales. Beginning last spring, Fannie Mae and
Freddie Mac adopted reforms that require lenders
to use middlemen called “appraisal management
companies” to provide appraisals on new loans.

In mid-February of this year, the Federal Housing
Administration adopted the same policy, called the
Home Valuation Code of Conduct.

The Code is designed to insulate the appraiser from
influence of mortgage brokers; it also means that
many more appraisals are being done by out-of-
area appraisers or by computer, sometimes without
the appraiser even setting foot inside of the house.

In turn, appraisals are being pushed downwards,
sometimes below the value already agreed upon

investors are able to come in with cash, purchase théy a buyer and seller. In such situations, banks are
best bargains and, after doing minor cosmetic workrequiring buyers to come up with extra cash to

like carpeting and paint, put the properties back onmake up the difference. This may be difficult for
the market. Alternately, investors may choose to rentfirst-time buyers, and consequently, more sales are
out their investments, hoping for appreciation and afalling out of escrow than would have been normal

later sale rather than a quick turn-around.

in the past.




Dear Vanguardian
Q = My husband and | put in an offer on a short sale
" property two months ago.
We have not heard one
word from our agent since then.
What's going on? Why haven't

we heard anything?
A the lender accepts less
than the seller owes for
a property—are notorious for
taking much longer to get a formal acceptance than con-

Short sales—where

ventional property sales. The process requires the seller,

to agree to your offer, then the offer is sent to the lender
(or lenders—sometimes there is a first and a second
loan on the property) for their approval. Often there is
a third party negotiator involved. One thing is for sure,
the “short” in short sales does not stand for a short time

price. If you want to sell your home now, you cannot
consider its value based on what you paid for it. Your
Realtor should be able to provide you with comparable
values in today’s market to help determine what price to
list your home for that will help sell it. Pricing it aggres-
sively means listing it ahead of the market, below the
most recent sales of like homes. This may be a hard
thing to swallow. You must be motivated to sell and
price your home accordingly. If you're on the fence, you
might be better off waiting. Unfortunately, in today’s
market, “testing” the price for high-end properties is a
losing strategy. While there are buyers out there for
premier properties, they are savvy, know what they want
and are looking for the right bargains.

New Alternatives
to Foreclosure

to close. Your agent should be checking on the progress

of the negotiations and communicating with you at least
once a week. You should expect nothing less.

Under a new, federal program called the Home Afford-
able Foreclosure Program (HAFA), distressed home
owners may be able to avoid foreclosure through either

We are thinking about selling our home ourselvesa short sale or deed-in-lieu (DIL) of foreclosure. Current
because its value has declined so much that a cdmmig-owners who were (or are) eligible for the Home

sion to agents would leave us with less money thAQyeable Mortgage Program (HAMP) may partici-
need. What is the benefit to using a Reattaell our home?Pate. To benefit from the program, home owners must

A- It is a common misconception that selling your

* home without a Realtor will always save money.

In fact, it often leaves the seller getting less

for their home than they could. The current economic
downturn actually makes it imperative to have profes-
sional representation when selling your home. The
paperwork related to selling a home is extensive, and in
this litigious climate, it is best to dot every i and cross
every t. But the most compelling reason to have a Real-

be in default (or default must be reasonably forseeable),
the property must be a principle residence with a first
mortgage originated before 2009, unpaid principle of not
more than $729,750 and payments in excess of 31% of
the owner’s monthly income.

Ideally, this program will help sellers who are in a poten-
tial short sale situation in several ways. First, paperwork
which has already been submitted for HAMP will be

used for HAFA—additional paperwork should not be re-
quired. Second, home owners will be provided with pre-

tor assist in the sale of your property is the exposure youdPproved short sales terms before the property goes on

get by being on the Multiple Listing Service. Nintey
percent of property sold in Santa Cruz County is listed
on the MLS. The more exposure your property gets, the
better the odds you will get the highest possible price.
The key factor is listing with a real estate professional
with whom you have a trusting relationship.

Q

| paid over $3,000,000 for my home in 2006. My
agent is telling me that | cannot sell it anywhere cjpsg

the market. Third, the process requires that the borrower
(home owner) be fully released from future liability—no
cash contribution, promissory note or deficiency judg-
ment are allowed. Finally, the program provides finan-
cial incentives of $1,500 for the seller to relocate, $1,000
to loan servicers to cover administrative and processing
costs and up to $1,000 match for investors for allowing a
total of up to $3,000 in short sale proceeds to be distrib-
uted to junior lien holders (on a one-for-three matching
s—up to 3% of the unpaid principal balance of each

to that price. | am upset and don't know what to ggan after the first mortgage).
Should | wait for the market to come back or just to take the

loss and get rid of my house now?

The market dictates the value of a home at any
given point in time. You may have to wait for a
long time for the value to return to the 2006

While the short sale process is never a first choice, these
new options should help to make the process less painful.

For more information go to:
http://www.realtor.org/shortsales/




Vanguard Realtors

Successful...Vanguard is recognized as a profes-
sional, ethical, established, preeminent Santa Cru3
area real estate officéKknowledgeable... The
Vanguard team of experienced, full-time Realtors
is committed to remaining expert in all aspects of
residential Real EstateLocally Based... Our 13
Realtors live here and know our communities. We
know our resources and the benefits of living in
Santa Cruz County.Responsive...Because Van-
guard is local and independent, we can respond
immediately to market changes. Our advertising
and marketing programs are creative and flexible.
Committed... Our excellent reputation reflects the
strength of our commitment to our clients. A high

percentage of our sales result from repeat and refgr

ral businessFar Reaching... Vanguard listings are
on the MLS Infolink Service throughout the South
Bay, Santa Cruz and Monterey Bay area to South

San Francisco and on the Internet!

Ote & Sta" Information

10:00 AM - 6:00 PM
10:00 AM-4:00 PM

Hours: Monday - Friday
Weekends

Voice: (831) 462-3110
Fax: (831) 462-9583
Web: www.vanguardrealtors.com

Realtors® / Broker Associates:

Linda Bailey Ibailey@vanguardrealtors.com 465-7712
Linda Charman Ipcharm@pacbell.net 465-7700
Jim Crowley jesurfs@sbceglobal.net 252-7501
Ben Dunn bendunn@vanguardrealtors.com 465-7705
Loren Goodman loren@lorengoodman.com 465-7708
Kari Kelly karikelly@comcast.net 465-7711
Rick Miritz rick@rickmiritz.com 600-1086
Anne M. Murphy amurphy@vanguardrealtors.com 465-7703
Lisa Murphy lisa@lgmurphy.com 465-7719
Judy Phillips judy@vanguardrealtors.com 465-7713
I_3arbara Schatan bschatan@sbcglobal.net 465-7707
Woutje Swets wswets@aol.com 465-7710
Property Management:

Christopher Charman chris@vanguardrealtors.com 465-7718
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