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Leadership Message

A Message from Chris Anderson, 2025 SDAR President
By Chris Anderson, 2025 SDAR President, San Diego Association of REALTORS®

SDAR Members,

| am honored to share the announcement of
SDAR’s 2026 Board of Directors, elected at
our Annual Board Meeting during
Membership Appreciation Day on September
24. This incredible group of leaders
represents the very best of our profession—
dedicated REALTORS® and affiliates who
bring passion, experience, and vision to guide
our Association into the future.

2026 Officers
o Chris Anderson — 2026 President
« Karen Van Ness — President-Elect
» Rocky Rockhill - Vice President
« Denise Matthis — Treasurer
« Carla Farley — Immediate Past President
« Spencer Lugash — Immediate, Immediate
Past President

Newly-Elected Directors

Markus Feldmann ¢ Robert Kevane
Derrick Luckett ® Kimberly McKeag ®
Kay Merg ® Orr Olsen ® Alma Porras ®
Scott Vinson Il ® TJ Zane

Returning Directors

Cheree Bray e Jeff Brick ® Cheryl Chase-
Berkson e Lindsay Dunlap ® Kathy Mehringer
® Melo-de Savage ® Amy Spear ® Matias Susel

Together, these directors will carry forward
our mission of empowering REALTORS®,
strengthening our communities, and elevating
the industry we all love. Please join me in
congratulating and celebrating our 2026

Officers and Board of Directors—I| am
confident they will make this a year of growth,
innovation, and impact for SDAR and for all
our members.

In addition, the California Association of
REALTORS® has released the latest statewide
market data for September 2025, which
reflects both resilience and opportunity in our
industry. On average, we're seeing 502 closed
sales per day, 568 pending sales per day, and
nearly 700 new listings per day across
California. These figures highlight the
continued movement of buyers and sellers
despite broader market headwinds.

September 2025

California Latest MarketData

*Daily Average '
m for week ending '
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Last month, REALTORS® reported:
« 23.7% closed a sale (a slight dip of 0.9%)
» 23.2% entered escrow (up 9.4%)
o 27.3% listed a property (down 6.6%)

Looking ahead, optimism remains strong:
44.8% of REALTORS® believe listings will
increase, while 14.4% expect sales to rise and
7.5% predict price growth. While not without
its challenges, this data suggests that buyers
and sellers remain motivated, and our role in
guiding them is more crucial than ever.

At SDAR, we're committed to equipping you
with the tools, education, and advocacy you
need to thrive in today’s evolving market.
Continue to leverage your resources, stay
engaged with your clients, and know that your
Association is here to support your success
every step of the way.

Warm regards,
Chris Anderson

Chris Anderson - 2025 SDAR President
San Diego Association of REALTORS®
DRE# 01041297

Chris Anderson, a dedicated real estate
professional with nearly four decades of
experience, serves as the 2025 President of the
San Diego Association of REALTORS® (SDAR).
As a seasoned REALTOR®, Chris has built a
reputation for leadership, integrity, and
unwavering dedication to advancing the
profession.

With a deep-rooted commitment to the real
estate industry, Chris has served as a leader at
the local (SDAR), state (C.A.R.), and national
(NAR) levels, offering a unique perspective on
fostering strong relationships and advocating
for policies that support both REALTORS®
and homeowners. Her extensive experience
allows her to navigate the complexities of the
industry while championing innovation,
professionalism, and ethical standards.

Throughout her career, Chris has been a
steadfast advocate for homeownership, fair
housing, and professional standards. As SDAR
President, she is dedicated to empowering
members through education, resources, and
advocacy, ensuring they have the tools
needed to thrive in an evolving market.

Chris remains actively engaged in shaping the
future of real estate, leveraging her expertise
to create meaningful opportunities for
REALTORS® and the communities they serve.
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RESULTS
SERIES

The Results Series is a dynamic webinar series designed to help

real estate agents turn knowledge into action with expert insights,
proven strategies, and real-world tactics to convert more leads

and grow their business.

Each session delivers actionable marketing and branding
strategies, exclusive insights from top industry experts, and the

essential tools needed to stay ahead in a competitive market.

p “Greatinformation in managing marketing and the resources
available. Informative and inspiring.” - Glenda B.

P “Ifeel better prepared to improve my conversion rate.”
- Valerie L.

p “Information was real and practical.”
- Anne H.

SCAN TO LEARN MORE


https://www.realtor.com/marketing/resources/upcoming-webinars-events/




MARKET OUTLOOK

Despite Headwinds, Existing-home Sales Will Pick

Up Nationally

Financing & Credit, Mortgages & Home Financing, Buying vs. Renting By: Stacey Moncrieff

Fast-rising mortgage rates have hurt housing, but many factors show that when rates drop, the

demand will be there.

Speaking during the 2025 REALTORS® Legislative Meetings, NAR Chief Economist Lawrence Yun
said he expects rate cuts this fall will shore up sales.

Real estate pros know homeownership is the
dream of most Americans, and a recent
survey by the Federal Reserve Bank of New
York confirms it: A large majority of renters
say they would prefer to own a home—more
than 70%, compared with less than 15% who
say they prefer to rent.

At the REALTORS® Legislative Meetings in
Washington, D.C., this week, NAR Chief
Economist Lawrence Yun took a moment to

laud members of the National Association of
REALTORS® for their work: “Thank you, to
everyone here, for trying to shift this

aspiration into future reality.” Over the past
two years, it hasn't been easy.

Residential sales in 2023 and 2024 were the
lowest they've been in 30 years, Yun said at
Tuesday’s Residential Economic Issues &
Trends Forum. A range of factors are working
against would-be homeowners today—from
lack of affordable inventory to recent
indications the Fed will delay further rate cuts.

Still, with continued pent-up demand, more
inventory coming online, and rate cuts
expected in the fall,


https://www.nar.realtor/financing-credit
https://www.nar.realtor/mortgage-financing
https://www.nar.realtor/buying-vs-renting
https://www.nar.realtor/stacey-moncrieff
https://legislative.realtor/

Yun expects an upturn in the second half of
2025. He's forecasting a 6% increase in
existing home sales in 2025 and an 11%
increase in 2026. New-home sales, which have
been a bright spot thanks to generous builder
incentives, are expected to be up by 10% in
2025 and by 5% in 2026. And Yun predicts
the median price nationally will continue to
rise—by 3% in 2025 and by 4% in 2026.

Nationwide Forecast

Existing-Home Sales +6% +11%
New Home Sales +10% +5%
Median Home Price 3% 4%
Mortgage Rate 6.4% 6.1%
Job Gains 1.6 million 2.4 million

HATIGHAL
ASSDCATON OF
BeaLToRS:

What About Those Mortgage Rates?

When it comes to the housing market, “your
past clients are all happy,” Yun said, citing
sustained gains in home values. But for
prospective buyers, it's been another story as
mortgage rate hikes erode their purchasing
power—and uncertainty about the direction
of rates keeps them on the sidelines.

“Mortgage rates are the magic bullet, and
we're waiting and waiting until those come
down,” he said.

Inflation was at 2.3% in April, Yun said, slightly
higher than the Federal Reserve’s 2.0%
implicit target. “The Fed will cut interest rates
once inflation is fully under control. We're not
there yet, but we're very close.”

Homeownership as a Wealth Builder

In every state, as well as Puerto Rico, Yun said,
median home prices have risen significantly
over the past five years, increasing the gap
between the median net worth of
homeowners and that of renters. He estimates
a 45% gain in the median net worth of owners
starting in 2019. Renters’ median net worth
has increased by only 36% since 2019 and
stagnated over the past three years, Yun says.
And a staggering gap remains between the
two: The median net worth of owners is
estimated at 43 times that of renters.

Median Net Worth Between Owners and Renters
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What will it take to get more people on the
path toward wealth building?

Danielle Hale, chief economist for
realtor.com®, also spoke at the forum and
joined Yun in thanking NAR members for their
efforts to expand homeownership.

With the homeownership rate for younger
Americans slipping, Hale told forum
attendees, Realtor.com has analyzed the
inventory gap to address potential solutions.
She said the nation needs more homes priced
at $250,000 and below. Realtor.com is raising
awareness through its “Let America Build”
campaign. Hale invited real estate



MARKET OUTLOOK

professionals to download and share co-
brandable social media assets to spread the
word.

Reasons for Optimism

Despite economic risks, including an increase
in the national debt since 2018, there are
many reasons to be optimistic about the
future direction of home sales, Yun said. The
U.S. has added 7 million jobs since the
COVID-19 lockdown, and wage growth (3.8%)
is currently outpacing the consumer price
index (2.3%). Serious mortgage delinquencies
remain historically low—and recent increases
in mortgage applications indicate that interest
is strong, even if many buyers are in waiting
mode, he said. “There’s a light at the end of
the tunnel.”

View Yun's slide presentation: June 2025 Real
Estate and Economic Outlook.

Stacey Moncrieff

Stacey is executive editor of publications for the
National Association of REALTORS® and editor

in chief of REALTOR® Magazine.



https://www.realtor.com/marketing/campaign-hub/letamericabuild/
https://www.realtor.com/marketing/campaign-hub/letamericabuild/
https://www.nar.realtor/presentations/june-2025-real-estate-and-economic-outlook
https://www.nar.realtor/presentations/june-2025-real-estate-and-economic-outlook

AZTEC

PROPERTY
INSPECTIONS

Certified & Trusted in San Diego Since 2004

SDAR agents
Code: SDAR25



https://aztecpropertyinspections.com/
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SDAR Members!!

Free Listing Photos for New Clients
Click Here for More Info







MAIN EVENTS

Holiday House 2025: REALTORS® Opening Wallets
and Hearts for Military Families

The spirit of giving is alive and well at SDAR!

On Thursday, December 4, 2025, SDAR’s Ambassadors Foundation will once again host Holiday
House, our signature charitable event benefiting Operation Homefront — a nonprofit dedicated to
supporting military families across San Diego County.

Each year, Holiday House brings together REALTORS®, affiliates, and community partners in a
beautiful San Diego luxury listing (to be announced soon!) to collect toys and donations for military
families who make such great sacrifices for all of us.

It's an evening filled with warm holiday cheer, networking, and giving back, where members connect
with fellow professionals who share a charitable heart and a love for community.

Guests enjoy festive refreshments, entertainment, and the joy of knowing their generosity will help
brighten the holidays for military families.
Whether you bring a toy or make a donation, your presence makes a difference.

Save the Date: Thursday, December 4, 2025
Location: LUXURY San Diego Listing — To Be Announced

Join us as we open our hearts and homes for those who serve. Together, we can make this season
truly meaningful.

Stay tuned to SDAR.com for event details and registration information.
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REDS, WHITES
AND BREWS

SIP, SAVOR AND SUPPORT

SDAR’s Government Affairs Team hosted their annual Reds, Whites & Brews on Thursday, October
9, at our Kearny Mesa campus was a knockout success! We had a fantastic turnout of REALTORS®,
industry partners, and even VIP guests from N.A.R. and C.A.R. who joined us for an evening that
blended advocacy, community, and fun.

Guests enjoyed “ringside seats” for all the action — sampling local wines, craft beers, and hard
ciders, savoring bites from food trucks, and cheering each other on in the Heaviest Hitter Punching
Bag Competition. The friendly rivalry kept the energy high all night as attendees competed for
bragging rights and prizes.

The event was more than just a great time — it was a celebration of REALTOR® unity and the power
of our collective voice in protecting private property rights.

Thank you to everyone who joined us and made the night one to remember!



MAIN EVENTS
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GREATER SAMN DIEGD ASS0CIATION OF REALTORSES

Annual Membership Meeting and Member Appreciation Day

SDAR members came together on September 24 at our Kearny Mesa campus for
Member Appreciation Day, a festive block-party style celebration dedicated to saying thank you to
our incredible REALTOR® community.

The day featured delicious food from local trucks, backyard games, complimentary headshots, and
plenty of giveaways and prizes. Members enjoyed a presentation about the fire maps in San Diego,
celebrated the announcement of SDAR's election winners during the Annual Meeting, and explored
the future of real estate with an engaging session on Al insights from Kathy Mehringer.

It was a day filled with connection, learning, and fun—all in honor of our valued members.
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GREATER SAN DIEGD ASSOCIATION OF REALTORS®

Thank you to everyone who joined us at The Pathway to Homeownership on August 23!

We're especially grateful to our incredible SDAR leaders — Adam Manly, Denise Matthis, Carla

Farley, Wayne Woodyard, Alma Porras, Scott Vinson Il, and David Martin — for dedicating their
time, expertise, and leadership to connect future homeowners with the resources, REALTORS®,
and community leaders they need.

Together, we're helping more families achieve the dream of homeownership and strengthening
communities across San Diego.



MAIN EVENTS

REIMAINE' ﬁONFERENGE & EHPO

Last month, SDAR members joined REALTORS® from across California and the nation at
REimagine! Conference & Expo in Chula Vista.

The three-day event featured dynamic keynote speakers, timely education sessions on topics such
as Al, brokerage leadership, and compliance, plus a packed expo hall showcasing the latest tools
and resources for REALTORS®. Members also enjoyed opportunities to network, exchange ideas,
and strengthen professional connections. The conference delivered practical takeaways to help
REALTORS® adapt, grow, and thrive in today’s evolving real estate market.

| = NEW MEMBER JUMPSTART
. NEW MEMBER .
Are you a newly licensed real estate agent? If

J U M PSTART ; -l you are fresh out of real estate school, you are

probably thrilled that you passed the test and
found a great broker, but have no idea what to
do next!

Join us for our New Member JumpStart at our
Kearny Mesa office featuring training on what
you need to know to get started, the benefits
of your SDAR member products and services,
and lunch provided by the top real estate
affiliates.

Arrive 15 minutes early for registration, have your SDAR Member # with you, and bring a
government-issued ID for verification.

THE DEADLINE TO SIGN UP FOR THIS CLASS IS 2 DAYS PRIOR
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COMMITTEE

CORNER

Marcom and Events
Update Provided By: Chris Anderson, Event Chair

4-16

#NARNXT

Join us in Houston for NAR NXT,
The REALTOR® Experience
NAR NXT combines real estate

marketing, expert education, and
real estate networking opportunities.

Join fellow REALTORS® at NAR NXT, The REALTOR® Experience, November 14-16, 2025, in
Houston, TX. This national conference offers cutting-edge education, market insights, and
networking — and gives SDAR members the chance to bring fresh ideas home to San Diego.

Register here.

Government Affairs

SDAR's Government Affairs Team hosted their annual Reds, Whites & Brews on Thursday, October
9, at our Kearny Mesa campus was a knockout success! We had a fantastic turnout of REALTORS®,

industry partners, and even VIP guests from N.A.R. and C.A.R. who joined us for an evening that
blended advocacy, community, and fun.

Guests enjoyed “ringside seats” for all the action — sampling local wines, craft beers, and hard
ciders, savoring bites from food trucks, and cheering each other on in the


https://registration.experientevent.com/ShowNAR252
https://www.sdar.com/about/committees.html#tab-66d745389584c

Heaviest Hitter Punching Bag Competition. The friendly rivalry kept the energy high all night as
attendees competed for bragging rights and prizes.

The event was more than just a great time — it was a celebration of REALTOR® unity and the power
of our collective voice in protecting private property rights.

Thank you to everyone who joined us and made the night one to remember!

Housing Opportunities

Thank you to everyone who joined us at The Pathway to Homeownership on August 23!

We're especially grateful to our incredible SDAR leaders — Adam Manly, Denise Matthis, Carla
Farley, Wayne Woodyard, Alma Porras, Scott Vinson Il, and David Martin — for dedicating their
time, expertise, and leadership to connect future homeowners with the resources, REALTORS®, and
community leaders they need.

Together, we're helping more families achieve the dream of homeownership and strengthening
communities across San Diego.

Advocacy, Commercial, and International Strategy

w

ADVOCACY
COMMERCIAL, AND
INTERNATIONAL STRATEGY

0:00 / 1:42




Risk Management

Local Area Disclosures - Time to Update

Each year, the Risk Management Committee reaches out to SDAR members asking if they have any
new issues to report that should be included in the updated LAD.

Your suggestions and new information are essential to the success of the LAD. We could not do this
without your help. Please email your information and comments to: riskmanagement@sdar.com.

Thank you!

Since 2003, SDAR has been producing the LAD, which has brought greater disclosures to
transactions in the county and has proven to be of significant benefit to buyers, sellers, and
REALTORS®.



Young Professionals Network

Adam Manly

REALTOR® | GL Realty & Investments
2025 Board of Directors

Chair of Young Professionals Network

Membership

SDAR members came together on September 24 at our Kearny Mesa campus for Member
Appreciation Day, a festive block-party style celebration dedicated to saying thank you to our
incredible REALTOR® community. The day featured delicious food from local trucks, backyard
games, complimentary headshots, and plenty of giveaways and prizes. Members enjoyed a
presentation about the fire maps in San Diego, celebrated the announcement of SDAR's election
winners during the Annual Meeting, and explored the future of real estate with an engaging session
on Al insights from Kathy Mehringer.

It was a day filled with connection, learning, and fun—all in honor of our valued members.




EMS RESTORATION

4T EMERGENGY RESPINMEE FOR ANT FIASCO

PROFESSIONAL
MITIGATION
AND REMODELS

.= Call Us For More Info:

") (858) 737-5254

NO FEE FOR MOST INSPECTIONS AND
ESTIMATES DURING BUSINESS HOURS

@ Inspection and reports within 24 hours

Full service Construction
Company

CSLB Licensed, Bonded
and Insured General
Contractor

@ Full-Service Licensed General Contractor - From the first
call until it is ready for sale we are on your side! Most projects start within
24hrs and complete in 6 days

= lICRC Certified for Flood, Mold, Trauma and Hoarder
Mitigation

' Exclusive Benefits and Discounts for Realtor Referrals

@ Will handle any cemmunications and negotiations with

Insurance at the request of the insured. Offers 5 and 10 day guarantee

@ All work carries a 1 year workmanship warranty remodels at request

admin@emsrestorations.com | www.emsrestorations.com
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BANNER
BANK

There's no place like
your very own home.

When the time is right to build, buy or remodel your home, count on us for
financing suited to your needs. We listen, learn and help you achieve your

dreams with home, home equity, construction, lot loans and much more.

San Diego Balboa Branch San Diego Downtown Branch @
5508 Balboa Avenue 701 B Street =
858-751-2700 619-231-8500 Member FDIC  LENDER



500+

Reviews on

Google

' 0.0,

ONE TOUCH

Home Cleaning Service

SPECIALIZING IN MOVE IN

MOVE OUT CLEANING

619-618-4137
onetouchcleaners.com



http://onetouchcleaners.com/

_'-"San Dlego MLS is the offucual source of real estate ||st|ngs__"-'"§'_;_"
--_:__for the Greater San Dlego Assomatlen of REALT(DRSO el
' ':.",fofferlng the latest tools and resources fer real estate
:"'__i-.‘:i::':'_'professmnals AR S R s e




SDMLS

Introducing Paragon Connect:
Your ULTIMATE Real Estate Tool

Stay ahead in the real estate “game”
with Paragon Connect, the mobile
and web based solution designed to
simplify your real estate business.

Key Features You Will Love:
« Seamless MLS integration for up-
to-date property data
 Real-time client collaboration
with notes and saved searches
« Manage transactions and
documents on the go

Experience the power of the Paragon Welcome
Connect App ) Username*

Passwoard®
Download Now and sign up for your

FREE Training class today!
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MEMBER BENEFITS

Navigating your Member Benefits from C.A.R.

There are many benefits to membership, but once you're a C.A.R. member and there are
tons benefits to membership with C.A.R. - see the links and be sure to take advantage of
them all!

« Guide to Benefits

« C.A.R. Member Discounts and Partners

« NAR Member Discounts

+ Member FAQs

+ Login Assistance

+ Tips on using_the website

C.A.R. Education Benefits

C.AR. also offers a plethora of educational resources to invest in your professional
development.
« Reviewing your DRE License
70/30 DRE Continuing Education Exemption
Free 45 Hours CE for License Renewal

. Webinars

C.A.R.'s Online Store (purchase education courses, forms, and publications)
Outreaches



https://www.car.org/members/benefits
http://www.car.org/tools/partnerprogram
http://www.nar.realtor/realtor-benefits-program
http://www.car.org/en/members/new/faqs
http://www.car.org/help/loginhelp
https://www.car.org/help
http://www.dre.ca.gov/licensees/
http://www.dre.ca.gov/licensees/CEExemption.html
http://www.car.org/en/education/licenserenewal
http://www.car.org/en/knowledge/multimedialibrary/webinars/transactional
http://www.car.org/en/knowledge/multimedialibrary/webinars/transactional
http://store.car.org/
http://www.car.org/meetings/outreaches

From Dream We make first
to Reality. homes happen.

® 30-year loan designed with new buyers in mind

© First 3 years fixed with lower monthly payments

® One-time fixed rate adjustment after 3 years

® No lender fees" - appraisal, title & many other
fees are covered by MyPoint

/X\. Mypoin For more information:

Louis Palestini
MR  Dem 7309116

mypointcu.com LPalestini@mypointcu.com

*Borowers a'e "espont D for cortaln Costs and otrer Inra-party 1es. Loan 10rmMs anc condiions a% subiect @
to credt A0 OVAL ANTG MEMDErshD elgDilty g
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* OLD REPUBLIC HOME PROTECTION

Unexpected repair costs can devastate
a new homeowner’s budget.

Ensure all
yuur clients
get a home
”'i; . warranty!

Contact me for information today!
Mona Cimental

Senior Account Executive

800.282.7131 Ext. 1490
C:619.408.1144
MonaC@orhp.com
my.orhp.com/monacimental

g

b st



https://toolbox.orhp.com/




ELEVATE

YOUR GAME

Understanding the
BRBC: Protecting
Brokers, Buyers, and

Compensation Clarity
By: Jacqueline A. Oliver,

Attorney/Broker/Member of SDAR'’s Risk

Management Committee

Knowledge and understanding of the BUYER
REPRESENTATION AND BROKER
COMPENSATION AGREEMENT (“BRBC") is key
to avoiding disputes about Broker
compensation; however, a signed BRBC is only
part of the equation. Consistent standards of
practice by the agent help reduce the chance of
administrative actions as well as civil disputes.
This Article examines the mechanics of the
BRBC and best practices in using the BRBC.

Why is the BRBC a useful tool?

The BRBC is the best way to comply with both
the NAR Settlement Buyer Compensation rules
and with CA AB 2992. The NAR Settlement
requires agents to obtain a written
compensation agreement between a Broker and
a Buyer before showing any properties or
writing any offers. CA AB2992 requires agents
to obtain a written representation agreement
between a Broker and a Buyer “as soon as
practicable,” with a deadline no later than when
a buyer submits an offer.

Both the NAR settlement and AB2992 require
the representation agreement to include the
following terms:

« Written authorization for the Broker/agent
to act on the Buyer’s behalf

« Clearly defined compensation

« A list of services provided by the
Broker/Agent

« A termination date not to exceed 90 days.

Additionally, the BRBC can be Exclusive or
Nonexclusive. This distinction is addressed later
in this Article. Is there another written
agreement for the same purpose? The law does
not require the Broker to utilize the CAR BRBC.
Some brokers may choose to write their own
compensation agreements, but the BRBC
includes protective terms vetted by CAR
attorneys. While there is no guarantee that a
client will recall the same “facts” as the
Broker/agent, there are ways by which an agent
can significantly reduce their risks when
obtaining signatures on a BRBC.

Multiple signed BRBCs, by the same Buyer with
different Buyer agents, invite conflicts between
Buyers, Sellers, Listing Agents and/or Buyer
agents. Before showing property or writing an
offer, the Agents should confirm in writing that
the Buyer has not previously signed a BRBC with
another agent. If the Buyer signed a BRBC, the
Agent should inquire whether the prior BRBC
was Exclusive or Nonexclusive. As mentioned
earlier, an Agent should first ask whether the
Buyer is “working” with another agent before
asking the Buyer to sign any forms. Next, the
Agent should ask whether the Buyer signed a
BRBC agreement with the other Agent. In some
cases, a Buyer says they have seen other
properties with various agents, and they do not
know what they signed since there were so
many forms.



EXCLUSIVE BRBC, NON-EXCLUSIVE
BRBC & THE BCA TO ADVISE THE

PARTIES

The BRBC representation can either be
Exclusive or Nonexclusive.

Nonexclusive representation is the default on
the BRBC unless the Exclusive representation
box is both checked and initialed. The Buyer
might ask and often does ask, “What does
Exclusive or Nonexclusive mean?” The Exclusive
BRBC is an agreement that the Buyer will pay
the Broker compensation during the term of the
BRBC (not to exceed 90 days or any extension)
if the Buyer closes on a property that fits the
Buyer's parameters set out in the BRBC,
regardless of whether the Broker represents the
Buyer in the transaction. Parameters include the
type of property (single-family residence,
condominium, townhouse, vacant land, etc.),
the location of the property, and any Buyer’s
priorities (for example, with or without a pool,
stairs or no stairs, lot size, age, style).

The Non-Exclusive BRBC allows Buyers to view
properties with various Brokers, and if the Buyer
closes on a property that fits the criteria set out
in the BRBC and the Broker was “involved” in
the transaction, the Buyer owes compensation
to the Broker. Broker involvement is more than
simply providing a list of properties to a Buyer.
Broker involvement is established by the
Broker's specific acts in assisting the Buyer in
the purchasing process, such as finding
property, showing property and writing offers.
In either case (Exclusive v. Non-Exclusive), the
Buyer may owe compensation to more than one
Broker based on the BRBC. Whether the failure
to pay compensation becomes a dispute
depends on the Broker. Some Brokers will
negotiate lower compensation to settle a

dispute and resolve the matter. Other Brokers
might continue to battle in a “he said, she said”
fashion. Confirming client communications in
writing can reduce the risk of litigation and
possible administrative claims. Buyers often
claim ignorance, so, for risk management
purposes, Brokers/Agents should retain emails,
letters, or texts as proof of advice and counsel
to the Buyer.

To memorialize the Broker’s advice about the
BRBC, the agent can send an email or text such
as “This confirms our conversation today about
the Buyer Representation Broker Compensation
Agreement (“BRBC"). You told me you did (or
did not) sign an Exclusive BRBC with another
Broker/Agent. You understand that if your BRBC
is Exclusive, and you choose to work with
another Broker/Agent, you may be obligated to
pay compensation to multiple brokers. | also
advised you to consult an attorney if you need a
legal opinion.”

The Broker Compensation Advisory (BCA) offers
a convenient way to confirm the impact of the
BRBC. It all boils down to who pays the
compensation. Everyone knows that
“compensation is negotiable,” so Agents should
do their best to explain, confirm, and negotiate
well. Finally, when showing a property at an
Open House or when a Buyer wants the Listing
Agent to show a property, the Listing Agent can
avoid representation of the Buyer by using a
Buyer Non-Agency Agreement (CAR form
“BNA").

A good practice would be for an agent to not
only explain the BNA but also explain the BRBC
so that the Buyer can make an informed
decision on which form to sign. It is crucial to
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confirm that the Buyer understands both forms
and makes an informed and independent
decision on which form to sign.

Disclaimer: This article is designed to provide
accurate and authoritative information
regarding the subject matter covered. It is
offered with the understanding that the author
and publisher are not engaged in rendering
professional advice. If legal advice or other
expert assistance is required, the services of a
competent professional should be sought.
Articles that appear in this publication are an
informational service to members. Their
contents are the opinions of the authors alone
and do not necessarily represent those of SDAR.
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Get started
and find a list
of all offerings
at

nar.realtor/
designation

Take your
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with NAR Family certifications
and designations!

Boost Your Expertise
with NAR Designations &

Certifications

The National Association of REALTORS® and its
affiliated Institutes, Societies, and Councils

provide a wide range of programs and services
that help members increase their skills,
proficiency, and knowledge. Designations and
certifications acknowledging experience and
expertise in various real estate sectors are
awarded by NAR and each affiliated group upon
completion of required courses.

Real estate designations and certifications
through NAR are specialized credentials for
REALTORS®. Both designations and
certifications are forms of real estate agent
education that require real estate professionals
to be active members of NAR. The difference
between the two is that a designation requires
annual dues, but a certification only requires an
application fee without annual dues.

Designation and Certification Guidelines and

Promotional Materials for Associations

NAR Family Designations

Designations are specialized credentials for
REALTORS®. Designations offer extensive
benefits that are continually improved upon and
expanded. For this reason, maintaining a
designation requires annual dues and continued
membership in NAR

Accredited Buyer's Representative /

ABR®

ABR® designees work with home buyers at
every stage of the homebuying process. The
designation program establishes a foundation of
training, skills, and resources to help real estate
professionals succeed as a buyer's
representative.


https://www.nar.realtor/state-and-local-leadership/designation-and-certification-guidelines-and-promotional-materials-for-associations
https://www.nar.realtor/state-and-local-leadership/designation-and-certification-guidelines-and-promotional-materials-for-associations
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MILITARY
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your military clients save big on their home

purchase. .
)) Get FREE marketing and keep 100% of your @K
commission.
WELCOME HOME
San Diego’s Trusted Military Lender — We have $
)) a perfect 5-star rating on Google. Milltary Home mmp Program

REQUEST YOUR FREE ;;19—422—5900
MARKETING TODAY! @) Mil-Loans.com
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wABR

« See course information for U.S.
REALTORS®.

« See course information for International
REALTORS®.

Presented by REBAC (Real Estate Buyer's Agent
Council) and the Center for REALTOR®

Development

Contact REBAC at rebac@nar.realtor or
800-648-6224.

What Is the Digital
Marketing: Social Media
Certification, and Who Is
It For?

Rz RESIDEMTLAL
REAL ESTATE m
COUNCIL S

DIGITAL MARKETING:
SOCIAL MEDIA

CERTIFICATION®

The RRC Digital Marketing: Social Media
certification is for real estate professionals who

want to develop expertise with social media
resources and the sites that are an essential part
of today's digital marketing mix, whether you
are promoting your business or the properties
you represent.

Benefits of Becoming Digital
Marketing: Social Media Certified

« Distinguish yourself as an expert with your
clients and team members

« Practical plans for implementing and
managing your business's social media
strategy

« Guides for interpreting analytics and
engagement to help reassess and revise
strategies routinely

« Risk management recommendations to
incorporate into your social media strategy

« Earn credit toward the Certified Residential
Specialist designation

How to Earn the Digital
Marketing: Social Media
Certification

Education

Complete the following programs for a total of
12 credit hours:
« Digital Marketing: Establishing a Social

Media Brand live and virtual classroom
course (8 credit hours)
« Navigating_the Social Media Maze on-
demand elearning course (2 credit hours)
« The Real Estate Social Media Marketing
Planner on-demand webinar (1 credit hour)
« Making Social Media Work on-demand
webinar (1 credit hour)

Exam

« Pass the exam at the end of each course
with a 70% or better score.

Professional Affiliation

« Member in good standing of the National
Association of REALTORS®


https://www.nar.realtor/education/designations-and-certifications/accredited-buyers-representative-abr#abrused
https://www.nar.realtor/education/designations-and-certifications/accredited-buyers-representative-abr#abrused
https://www.nar.realtor/education/designations-and-certifications/accredited-buyers-representative-abr#abrnonused
https://www.nar.realtor/education/designations-and-certifications/accredited-buyers-representative-abr#abrnonused
https://www.nar.realtor/education/designations-and-certifications/accredited-buyers-representative-abr#abrnonused
https://www.nar.realtor/education/designations-and-certifications/accredited-buyers-representative-abr#abrnonused
https://learning.realtor/diweb/catalog/item?id=9073014
https://learning.realtor/diweb/catalog/item?id=9073014
https://learning.realtor/diweb/catalog/item?id=9073043
https://learning.realtor/diweb/catalog/item?id=9073047
https://learning.realtor/diweb/catalog/item?id=9073047
https://learning.realtor/diweb/catalog/item?id=9073049

Application

There is no application form to submit for this

certification. Once you have completed all of
the necessary course requirements, please email
CRSHelp@crs.com so that we can review your
Education History and process your certification.
Cost
« Step 1: Self-Paced Bundle: $120 for non-
members and $100 for members
« Step 2: Option A: Live Classroom course —
Registration fee varies by host
o Option B: Self-Paced Learning — On-
demand 8-hour course: $185 for non-
members and $150 for members

Annual Dues

* None
For more information, visit the Residential
Resource Council website.

Are you NEW to Real
Estate? The REALTOR®
Success Launch Kit is for
YOU!!

The REALTOR® Success Launch Kit provides
new agents with four essential digital resources
to confidently start and grow their real estate
careers.

Launch your real estate career with confidence
and the right tools from day one. The
REALTOR® Success Launch Kit is a curated
collection of four high-impact resources
designed specifically for NAR members in their
first few years of business — all instantly
accessible in digital format.

Inside this kit, you'll find:

+ Social Media for REALTORS®: Your Website
(Digital Download)

« Master the art of turning your website into a
lead-generating powerhouse. Learn how to
create a client-focused online presence that
builds trust and drives results.

«+ Social Media for REALTORS®: 101+ Dos
and Don’ts (Digital Download)

« Avoid common mistakes and maximize your
reach with this essential social media
playbook for real estate professionals.

« Survive the “Al Apocalypse” With Your
Relationships (Webinar)

« Discover how to leverage Al tools without
losing the human touch that sets you apart
— and keeps clients coming back.

« New Agent Success Secrets (Webinar)

« Learn proven strategies from top performers
to set goals, generate leads, and win more
business in your critical first years.

Whether you're looking to sharpen your
marketing skills, embrace technology, or build a
sustainable client base, this kit delivers the
actionable insights you need to accelerate your
success.

Format: 100% Digital — instant access upon
purchase.

Perfect For: REALTORS® with 0-5 years of
experience, or any member looking to boost
their marketing and client acquisition skills.

Get the discount here.



https://crs.com/learn/certifications/digital-marketing-social-media-certification
https://crs.com/learn/certifications/digital-marketing-social-media-certification
https://store.realtor/new-member-starter-kit-bundle-digital-download/?searchid=301882&search_query=realtor%20success%20launch%20kit#RTRN2023
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Regulation Nation:
Housing Edition

Welcome to the Advocacy Scoop, the only

podcast that takes you inside the advocacy work
of the National Association of REALTORS®.

% ADVOCACY SCOOP

Regulation Nation: Housing Edition
Buying or selling a home is one of the most
highly regulated transactions in a person'’s life.
In this episode, Shannon and Patrick unpack the
complex world of real estate regulations—
exploring what they mean for NAR members,
how they affect consumers, and the role NAR's
advocacy team plays in shaping them. Wherever
you practice real estate, chances are the
National Association of REALTORS®, along with
your state and local associations, has influenced
how your state’s real estate regulations are put
into practice.

Listen here.

Why REALTORS® Rely
on Technology

According to the NAR 2025 REALTORS®
Technology Report, REALTORS® are turning to
technology for two key reasons: to save time
(66%) and to improve the client experience
(64%). The good news? Clients are noticing.
Nearly 82% of clients responded positively to
technology integration, with 45% saying it
enhanced their experience very positively.
These insights confirm that technology isn't just
about efficiency—it’s about building stronger,
more satisfied client relationships.

WHY DO REALTORS®

USE TECHNOLOGY?

66% 0 TO SAVE TIME
64% TO IMPROVE
CLIENT EXPERIENCE
CLIENTS RESPONDED...

‘ 45% VERY POSITIVELY
37% POSITIVELY

2% NEGATIVELY

«.TO TECHNOLOGY INTEGRATION

N
A
R

Source: NAR 2025 REALTORS" Technology Report


https://na01.safelinks.protection.outlook.com/?url=http%3A%2F%2Flinks.nar.realtor%2Fu%2Fclick%3F_t%3Dc5b1fb62997f4706a5deeffd263175b4%26_m%3D87854fdd81ba490b8f1ef4ecb4be6131%26_e%3DjdcieD8vScwjsh3hLLJKznma-RnREta3Yamk0TVxc9IKP_pNa-Po59_4bE7Fi0T4IdNqjn_33Z2nhBRf4UHLi8HVkwpy9qlGThwKvm4piBzAlqZnoSZaA5uoUH_OFLzhSM5ycEEy9EIC6hqY2l4t9SGumdsc9gsPoaqSQAlwRG32CKeOKOHQDsfocZUGErSFlJ13daz7TPQxMG4n0f1MmG5A-aSlcaNouQmtpHkvp7pw7PQ1dgtIul-TrgOLGBGfq48LJCIfGAX154DgKchZv4sOD_CRmZzDvOqtBq8E6q6U9HZKXtq8Q7yw6d3-WboW&data=05%7C02%7C%7C82b5b2d6392346b74a5e08dc715dea1b%7C84df9e7fe9f640afb435aaaaaaaaaaaa%7C1%7C0%7C638509895395261948%7CUnknown%7CTWFpbGZsb3d8eyJWIjoiMC4wLjAwMDAiLCJQIjoiV2luMzIiLCJBTiI6Ik1haWwiLCJXVCI6Mn0%3D%7C0%7C%7C%7C&sdata=zJ1kPfvAU9daRZIwNl9ofxt0EdcKfg5SSFJMzOoAOaM%3D&reserved=0
https://www.nar.realtor/advocacy/advocacy-scoop-podcast/regulation-nation-housing-edition

WE KNOW, WE KNOW...

YOU’VE GOT A

LENDER.

: IF WE AREN’T IT, WE’'D
LOVE TO BE YOUR

SECOND CALL!

FEATURING:

>>> BRIDGE LOANS

To help you close on time in a pinch.

>>> CONSTRUCTION LOANS

Where your client doesn't have payments until
the home is complete.

>>> FLEX LOANS

Perfect for your self employed clients.

>>> SUNSTART

A unigue DPA system that gives funds for down
payment and closing, as well as puts solar on the
property.
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8954 RIO SAN DIEGO DRIVE, SUITE 102, SAN DIEGO , CA




INDUSTRY NEWS

YOU CAN USE

Younger buyers may be
banking too heavily on
refinancing in the future,
leading them to take big
financial risks, a new
study warns.

For years, the lending and real estate industries
have tossed around a catchy mantra: “Date the
rate, marry the house.” The idea is that you
shouldn’t let today’s higher mortgage rates stop
you from buying the home you want. After all,
someday, you can refinance when rates drop.

But according to the Truework 2025 Recent
Homebuyer Report, that approach is turning

into a risky financial bet, particularly for younger
buyers who may be counting too heavily on a
refinance “safety net.” Truework, a platform that
verifies borrowers’ income and employment,
conducted a national survey of 1,000 recent
home buyers and found that nearly two-thirds of
Gen Z buyers (64%) and millennial buyers (65%)
said refinancing to a lower rate is important to
their financial health—double the share of baby
boomers (32%).

“Younger buyers are betting their financial
future on the hope that interest rates will drop
significantly enough to make refinancing

viable,” says Ethan Winchell, co-founder and
president of Truework.

Yet forecasts show no major rate drops ahead.
Mortgage rates have stayed in the mid- to high-
6% range over the last year. The National
Association of REALTORS® projects average
rates of 6.7% in 2025 and 6% in 2026, barring
any major action from the Federal Reserve.

Mortgage expert Todd Carson explains why this
reliance on refinancing is risky. “The obvious
danger is that rates don't drop,” says Carson,
director of sales performance for Planet Home
Lending in San Francisco. “[Buyers] need to
understand that a future refinance is not
automatic. Life can happen. Circumstances
could change that might affect qualifying—
personally or in the market. As the proverb says,
‘nothing in life is guaranteed.’”

Why So Many Are Depending on It

The Truework report warns of a growing
“refinancing dependency crisis” or “refinancing
time bomb” that could even trigger future
defaults if the trend continues. Unlike past
generations who expected to keep their original
mortgage, many younger buyers are essentially
betting their financial stability on the hope that
the Fed will eventually lower rates, the report
cautions.

Carson says the trend is fueled by financial
pressure and inexperience. Many Gen Z and
millennial first-time buyers feel squeezed by
record-high home prices and elevated
mortgage rates. They may also be holding out
for the rock-bottom 2%-3% rates of 2020-2021
to return. But “2020-2021 was a perfect storm
for low rates, mainly due to historically low


https://www.nar.realtor/magazine/real-estate-news/economy/what-mortgage-rate-will-get-more-buyers-moving
https://www.nar.realtor/magazine/real-estate-news/economy/what-mortgage-rate-will-get-more-buyers-moving
https://www.truework.com/resource-center/blog/truework-2025-recent-homebuyer-report
https://www.truework.com/resource-center/blog/truework-2025-recent-homebuyer-report

How important is refinancing in the next 3 years?

25% 31%

Extremely important

Important

chart color coding
Gen Z
Millennials
Gen X

Baby Boomers

Silent

Fed rates and quantitative easing,” he says.
“Waiting for those exact conditions again could
mean waiting forever.”

The Truework report also points to an
information gap: Today's buyers have constant
access to real-time data and financial advice
online, but often without context. “These are
buyers raised on scrolling Zillow listings for fun,
and now they're getting mortgage advice
through TikTok and YouTube,” the report
notes. That combination of information
overload and lack of depth could leave some
overconfident in taking on riskier strategies.

This knowledge gap can also occur in loan
choices made without fully assessing potential
risks. Truework found that 11% of the 1,000
buyers surveyed admitted they don’t

N\
0y (1o

Slightly important Mot at all important

Important or extremely important

fully understand key mortgage terms. That's
especially true among younger buyers. That lack
of knowledge may be pushing more borrowers
toward adjustable-rate mortgages and
temporary buydowns, which offer short-term
relief but can carry long-term risks to
unprepared borrowers. If rates don't fall as
expected, ARMs can reset sharply higher,
straining borrowers’ finances. Earlier this month,
ARM applications jumped 25% to their highest
level since 2022, now making up nearly 10% of
all mortgage applications, according to the
Mortgage Bankers Association.



INDUSTRY NEWS

YOU CAN USE

The False Refi Safety Net

The report cautions that refinancing isn't always
a guarantee. Qualification requirements can
change, and Carson outlines three common
obstacles that could derail future refinancing
plans:

« Negative changes to credit
+ Reduced income
« Falling home values

“I've consulted borrowers who assume that just
because they have a mortgage now, they can
automatically refi,” Carson says. “But maybe a
spouse stopped working, they became self-
employed, or [they] developed credit issues.
Any of these can block a successful refinance.”
Plus, financial advisers warn that refinancing
doesn’t always make financial sense. They say it
usually only makes sense if you can lower your
rate by at least one percentage point, due to
the costs of closing fees in a refi.

A Safer Approach to Bank on the
Future

Carson stresses one simple rule: Buyers must be
comfortable with their mortgage payments now.

“If a refi materializes later, great,” he says. “But
if your financial stability depends on it, you
could be setting yourself up for serious
trouble.”

He urges agents to guide buyers with awareness

messages like:

« Don't overextend yourself. “What you
qualify for [on a mortgage] and what you're
comfortable with are probably different
amounts,” Carson says. Buyers should
consider their day-to-day lifestyle, not just
approval numbers, he notes—and not ...

« ...just hope for a future refinance for relief.

« Consider the full scope of homeownership
costs. Before you commit to a purchase, go
beyond mortgage principal and interest
costs, and factor in utilities, HOA fees,
insurance, and other monthly costs.

« Move beyond online information and
calculators. Have early conversations with
lenders so you have a full financial picture
before house-hunting.

« Go in financially prepared. Respondents to
the Truework survey listed “budgeting for
unexpected expenses and repairs” as their
top financial hurdle. Your buyer clients need
to be prepared for the expected, such as
closing and moving costs, and the
unexpected, like last-minute repairs. They
also need to have an emergency cushion in
place.

“Buying a home can be very emotional,” Carson
says, "but its crucial to understand your
personal budget ... and then stick to it.”

Melissa Dittmann Tracey
Melissa Dittmann Tracey is a contributing

editor for REALTOR® Magazine and editor
of the Styled, Staged §
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Think you need a new roof?

‘ Roof Maxx is a safe, easy, proven and affordable
alternative to a complicated, expensive and life-
disrupting asphalt roof replacement.

0 We offer free Asphalt Shingle Roof Inspections and
Estimates, call us today to see if roof qualifies for a
Roof Maxx Treatment, to help your customers avoid
an unnecessary and costly roof replacement

THAT WILL SAVE YOU THOUSANDS

760 815 9991 mcarr@roofmaxx.com
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ENROLLMENT

December 1-31, 2025

Discover your health plan

choices this Open Effective January 1, 2026
Enroliment season! « 60+ Plan Options (PPO
& HMO)
*Kaiser® Open Enrollment [RELEEE e L
PPO Network of
October 1-31, 2025 Physicians & Hospitals
Effective November 1, 2025 Statewide
Choose from 13 Grandfathered ‘ Includlngpggle Can
HMO Plans and 15 Affordable a""e?: W o
Care Act (ACA) Compliant plans prm'n er's 0
today! Nationwide and
Worldwide
Save Money with :
Y Click Here for
Better Coverage Free Quote

The Benefits Store

www.BenefitsStore.com
(800) 446-2663
| Info@BenefitsStore.com

CA Insurance License #0680704
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The San Diego Association of REALTORS®
VENDOR GUIDE

PENTIST FINANCIAL SERVICES

“FRANCHO ALLIN

4. DENTAL GROUP LENDING
A TEAM OF CLEAR MORTGAGE CAPITAL @

Dr. Mark Richey DDS
1442 University Avenue, San Diego, 92103
PHONE: 619-297-6104
WWW.DRMarkRichey.COM

Jose A. Hernandez & Marisol Flores

Teamhernandez@clearmortgagecapital.com
PHONE: 619-279-7424

FINANCIAL SERVICES FINANCIAL SERVICES
guaranteed m WEST
EFF INITY CAPITAL LENDING |
Ed Woolery - VP of Mortgage Lending Cameron Oxberry
ed.woolery@grarate.com | 858-922-3325 PHONE: 858-779-0151
888 Prospect Street, Suite 140, La Jolla, 92037 coxberry@westcapitallending.com

FINANCIAL SERVICES RCME IMPRSVEIMIENT

ranchoted B | § Hiowe

PREMIER CLOSET"
GARAGE ome, Organized.

Ted Przybylek

ted@ranchoted.com The Tailored Closet & Premier Garage

PHONE: 619-647-1999 Dana Nuesca - Owner

www.RanchoTed.com 760-546-8241
A
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fﬁ?i;tian Roofing Inc

S P~ REPAIR TECH

www.TheRepairTech.net PHONE: 619-401-9607
SO shgse -1l WWW.CHRISTIANROOFING.COM
mail@therepairtech.net 1226 Greenfield Drive, El Cajon, CA 92021

RCME WARRANY RCUSEKEERING
t****k /)’/\k\""
% OLD REPUBLIC HOME PROTECTION {:{Legﬁ’g LGQB
Mona Cimental 619 281-2532 office
PHONE: 619-408-1144 Paul@CleanologySD.com
Mona@ORHP.com www.CleanologySD.com

LEGAL MEDIIA

J¥K JOSEPH E KLATT Che Daily Transcript

1124 Wall Street, La Jolla, CA 92037

(858) 454-2500 $39 For the Year just for SDAR membetrs.

Jik@jfklatt.com www.sdtranscript.com/sdar
www.jfklatt.com

)



tel:+18779305844
mailto:Paul@CleanologySD.com
http://www.cleanologysd.com/
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The San Diego Association of REALTORS®
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MEDIIA MOVERS

SAN DIEGO A SMART
BUS!NESS .]()U RNAL Calm The Chaos Of Moving
858-790-8394
3525 Del Mar Heights
San Diego, CA 92130
WWW.a-smart-move.com

$49.95 For the Year just for SDAR Members.
PHONE: 847-504-8744
sdbj.com/subscribe
Enter code: SDBJ49

MQCVERS 1€31 EXCRHANGE

'HAULING JURK(& MOVING

Jason McMurtry
PHONE: 619-651-9687 Jason@103lIcapitalsolutions.com

www.collegehunkshaulingjunk.com/san-diego/ Phone: 800-445-5908
www.1031CapitalSolutions.com

IMCVERS 16371 EXCHANGE
) TWO MEN
AND A TRUCK. %+ OLD REPUBLIC EXCHANGE
Pedro Gallegos Laura Taylor
858-877-2100 PHONE: 415-987-0255
www.twomensandiego.com oldrepublicexchange.com
pedro.gallegos@twomen.com Itaylor@or103l.com
A

ﬂ



tel:858-877-2100
mailto:pedro.gallegos@twomen.com+
http://www.hmbdrealestatemarketing.com/

CARAVAN CONNECTIONS

TUESDAY

MISSION BAY
CARAVAN TOUR #G12

2:00AM PITCH SESSION

MISSION BAY YACHT CLUB

1215 EL CARMEL PLACE
SAN DIEGO, CA 92109

COLLEGE AREA - EL CAJON

CARAVAN TOUR #G18
2:004M PITCH SESSION
MARIE CALLENDER'S

6950 ALVARADO ROAD,
SAN DIEGO, 92120

WEDNESDAY

b L
CARLSBAD
CARAVAN TOUR #G701

2:30 AM PITCH SESSION

MIGUEL'S COCINA
5980 AVENIDA ENCINAS,
CARLSBAD, 92008

e ] : e
RANCHO PENASQUITOS

DEL MAR
CARAVAN TOUR #G702D1

11:00AM PITCH SESSION
HOTEL INDIGO DEL MAR

710 CAMIND DEL MAR
DEL MAR, 2014

SCRIPPS RANCH
CARAVAN TOUR #G10

2:00AM PITCH SESSION

SRCA COMMUNITY CENTER
11885 CYPRESS CANYON
ROAD, SAN DIEGO, 92131

SOUTH COUNTY

CORONADO
CARAVAN TOUR #G129 CARAVAN TOUR #G118 CARAVAN TOUR #G7
10:00 AM PITCH SESSION 2:00 AM PITCH SESSION 11:00 AM PITCH SESSION
PITCHERS SPORTS BAR CORONADO YACHT CLUB GALLEY AT THE MARINA
9920 CARMEL MOUNTAIN 1631 STRAND WAY, 550 MARINA PARKWAY

ROAD, SAN DIEGO, 92129

THURSDAY

DOWNTOWN
CARAVAN CODE #G8

:00 AM PITCH SESSION

WYATT IN EAST VILLAGE
1509 BROADWAY
SAN DIEGO, CA 92101

COROMNADD, 2118

CHULAVISTSA, 91910

=

SAN MARCOS

MIRA MESA PREA
CARAVAN TOUR #G126 CARAVAN TOUR #G16 CARAVAN TOUR #G78
10:00 AM PITCH SESSION %:00 AM PITCH SESSION 12:30 AM PITCH SESSION
LAKE SAN MARCOS
TOM CAT BAR & GRILL PORTUGUESE HALL COMMUNITY CENTER
2818 AVENIDA DE PORTUGAL 1105 A LA BONITA DRIVE

9388 MIRA MESA BLVD
SAN DIEGO, CA 92126

SAN DIEGO, 92106

THURSDAY

RAMONA
CARAVAN TOUR #G24/G25

15T/3RD THURSDAYS
2:30 AM - 12:00 AM

LEUCADIA PIZZA
7748 REGENTS RD,
SAN DIEGO, 92122

FOR MORE INFO:
WWW.RREA.ORG/CARAVAN

GOLDEN TRIANGLE
CARAVAN TOUR #G111

11:00 AM PITCH SESSION

BAY MESA
CARAVAN TOUR #Go

.00 AM PITCH SESSION

ELIJAH'S RESTAURANT
7061 CLAIREMONT MESA BLVD
SAN DIEGO, CA 92111

SAN MARCOS, CA 92078

FRIDAY

POWAY
CARAVAN TOUR #G64

2:00 AM PITCH SESSION

METRO
CARAVAN TOUR #G14

8:30 AM PITCH SESSIOM

ST. BARTHOLOMEW'S
16275 POMERADO ROAD,
SAN DIEGO, 92064

BANKERS HILL CLUB
3030 FRONT 5T,
SAN DIEGO, 92103

WWW.SDAR.COM/CARAVANS | 0@ @REALTORSSD | m‘GREATER-SAN-DIEGO-ASSOCIATION-OF-REALTORS
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GREATER SAN DIEGO ASSOCIATION OF REALTORS®

The Trusted Voice of San Diego Real Estate

Thank you for being a valued member of the Greater San
Diego Association of REALTORS®!

If you have any ideas, insights, or contributions you'd like to share with
your fellow members, we encourage you to reach out. Whether it's a topic
you'd like to see covered, an advertiser who'd be interested in reaching
members or content you'd like to contribute to the next editions of
Today’s San Diego REALTOR®, we welcome your input.

Please don't hesitate to contact membership@sdar.com with your
suggestions and contributions. Your voice matters, and we're here to
ensure that your needs and interests are met.

Thank you once again for being an essential member of the Greater San
Diego Association of REALTORS® community!



