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About John

PRIMARY GOAL: Representing clients best interests at 
all times with professional habits  value-added tools  all times with professional habits, value-added tools, 
and strong contractual expertise

HIGHLIGHTS:  
• Director, Treasurer, Placer County Association of Realtors

• Director, California Association of Realtors

• Broker, Guidant Realty

• 2008 – 2011 Masters Club – Top Performing Realtors

• Member – Short Sale Masterminds

• Fortune-500 Sales, Contracts, and Collections Experience

• Now Applying Big Business Skills to Properly Represent You!

John Hughes Phone: 916 663 5959John Hughes
Broker / Owner
DRE License # 01726716

Phone:
Fax:
E-Mail:

916-663-5959
916-237-4477
John@GuidantRealty.com



Market Overview
There Is Always Humor Somewhere
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Market Overview
Month-to-Month Non-Farm Job Growth

Recession Job Losses: 8 8 million

600,000

Recession Job Losses: 8.8 million
Since Jan’10: +2.4 million
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Market Overview
Home Sales vs. Consumer Confidence

Sales Consumer Confidence
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Market Overview
Median Sales Price: California

P: May-07$700,000
$594,530 

T: Feb-09$500 000

$600,000

T: Feb 09
$245,230

-59% from
peak 
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Market Overview
California, December 2011: 4.2 Months
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Market Overview
Housing Affordability Index

CA US
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Market Overview
Trough vs. Current Price – August 2011

R i Trough Trough Aug-11 % Chg From Region g
Month

g
Price

g
Median

g
Trough

Monterey Region Feb-09 $241,130 $359,230 49.0%
Santa Clara Feb-09 $445,000 $595,000 33.7%
San Francisco Bay Area Feb-09 $378,520 $498,190 31.6%
Los Angeles May-09 $248,850 $312,900 25.7%
CALIFORNIA Feb-09 $245,230 $297,060 21.1%
Ventura Feb-09 $359,630 $424,400 18.0%
Riverside/San Bernardino Apr-09 $150,860 $173,670 15.1%
Orange County Jan-09 $442,170 $508,910 15.1%

$High Desert May-09 $106,210 $121,139 14.1%
San Diego Mar-09 $326,830 $369,390 13.0%
Palm Springs/Lower Desert Apr-09 $150,140 $158,253 5.4%
S L i Obi A 09 $338 890 $352 310 4 0%San Luis Obispo Apr-09 $338,890 $352,310 4.0%
Northern California May-11 $217,890 $223,891 2.8%
Northern Wine Country Feb-09 $324,418 $330,065 1.7%
S t A 09 $167 340 $167 040 0 2%
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Sacramento Apr-09 $167,340 $167,040 -0.2%



Market Overview
Proportion of First Time Home Buyers - California

Preforeclosure Scheduled for Sale Bank Owned
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Preforeclosure Scheduled for Sale Bank Owned

6 Month Average:

Preforeclosure: 109,200

150,000

Schedule for Sale: 89,029

Bank Owned: 100,887

100,000

50,000

0

Ja
n-

07

A
pr

-0
7

Ju
l-0

7

O
ct

-0
7

Ja
n-

08

A
pr

-0
8

Ju
l-0

8

O
ct

-0
8

Ja
n-

09

A
pr

-0
9

Ju
l-0

9

O
ct

-0
9

Ja
n-

10

A
pr

-1
0

Ju
l-1

0

O
ct

-1
0

Ja
n-

11

A
pr

-1
1

Ju
l-1

1

O
ct

-1
1

© 2012 Guidant Realty 

SOURCE: ForeclosureRadar.com

J A J O J A J O J A J O J A J O J A J O



Market Overview
Classes of Sales and Trade-Offs

Standard Sale REOAuctionShort Sale

+90 Notice of Default

+90 Notice of Sale

+16 Point of No Return

5 Days min. from
Point of No Return

~ 10 Days min. from
Auction Date

Foreclosure
Progression

Missed
Payment

Auction

+16 Point of No Return

~ 7 Months

PROPERTY

IDENTIFICATION
MLS / Drive-By

MLS Comments

Bank List

N  Di l

Bank List

Title Reports

N  Di l

MLS

TRANSACTION

RISKS

or

* PROTECTIONS

*Standard Contracts

*Set Timing

*Motivated Sellers

*C  R

No Disclosure

Bank Contracts

Passive Property Damage

No Disclosure

Full Cash Pmnt. at Auction

No Property Inspection

Frequently Rescheduled

Unstable Sellers

Bank Indifference

Unpredictable Process

Uninformed Agents

OPPORTUNITY

*Consumer Recourse

+5% => +10% MARKET PRICE!-15% => -25%

Uninformed Agents

-3% => -5%

PRICE

TRADE-OFFS

CHOICE
PREDICTABILITY

PROPERTY CONDITION
COMPETITION

PROPERTY CONDITION
LIENS!

WASTED TIME
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Market Overview
Foreclosure Leading Indicators

Counties: Placer, Sacramento, El Dorado, Yolo
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Market Overview
Inventory Split vs. Actual Sales Split

Counties: Placer, Sacramento, El Dorado, Yolo

Sales Split, December 2011
Active REO, 929, 

Inventory Split, January 2012

Standard, 975, 
39%

REO, 832, 34%

Active Standard, 
2505, 22%

Pending Short Sale, 
1110, 9%

Pending REO, 1115, 
10%

8%

Short Sales, 655, 
27%

Pending Standard, 
1126, 10%

Active Short Sale, 
1649, 14%Short Sale 

Contingent, 3126, 
27%

Source: Metrolist MLS
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Move-Up Sales
Marketing Considerations

• “Identification of Next Home” Contingency

• Shortage of “Good Homes”

• Professional Staging

• Open Houses

• Agent Accessibility

• Detail Your House Like You Would Detail Your Car

• Multiple Offers Are the Goal

• Smart Pricing

© 2012 Guidant Realty 



Buyer’s Checklist
Important Steps

• Identify Budget

• Obtain Pre-Approval

• Choose a Strategy

• Write Down Key Criteria (“Musts” vs. “Wants”)

• Initiate Electronic Searches – Don’t Be Too Stringent

• Drive Neighborhoods

• View Homes

• Don’t Sign In at New Construction!

• Adjust Criteria

• Make an Appropriate Offer

© 2012 Guidant Realty 



Critical Contract Elements
“Dials” You Can Turn In the Offer

• Price:  OK, this one is obvious.Price:  OK, this one is obvious.

• Escrow Period:  The shorter, the better, but make sure your lender can actually close in 
that amount of time.  This is a big hitter for foreclosure homes.

• Contingency Period:  Again  the shorter  the better  but be realistic   Consider a 10 Day • Contingency Period:  Again, the shorter, the better, but be realistic.  Consider a 10-Day 
Inspection Period Instead of 17.

• Deposit:  “Skin in the Game”, the amount you will pledge to prove you are serious.  1% -
3% is standard   Your deposit is not truly at risk until you remove contingencies (loan  3% is standard.  Your deposit is not truly at risk until you remove contingencies (loan, 
inspection, etc.).

• Pre-Approval Letter:  “Show me the money”, the biggest reason a home falls out of 
escrow is that the buyer does not get their loan.  Show them you have yours.escrow is that the buyer does not get their loan.  Show them you have yours.

• Proof of Funds to Close:  “Show me the rest of the money”, you are bringing some 
amount as a down payment and to cover closing costs, prove it exists.

• Pest Inspection:  Not asking for one is more attractive  but for the $100 you should still • Pest Inspection:  Not asking for one is more attractive, but for the $100 you should still 
do it on the side.

• Home Warranty:  Unless it is a standard deal, go hard on price and cover this your self.  
It is one of the most hated line items by the banksIt is one of the most hated line items by the banks.

© 2012 Guidant Realty 



Short Sales – Seller’s Perspective
Highlights & Tips

HighlightsHighlights
• All Fees Should Be Covered In The Transaction – No Out-Of-Pocket Expenses

• The Process Will Take Time Depending on Which Bank(s) Are Involved

• 2 Loans Add a Month to the Process on Average

• Price 3% - 5% Under Market

• Balance Contract Terms vs. Likelihood Of Buyer Waiting Until Approvaly g pp

• Manage Bank Expectations On Property Value

Picking the Right Offer
• The “Best” Offer Is Not Always the “Highest” Offer

• Beware “Lowball” Offers

• Buyer’s Agent Is Usually The Key – Do They Know Short Sales?• Buyer s Agent Is Usually The Key – Do They Know Short Sales?

• Keep the Buyer Engaged – Invite Them Back During the Negotiation Period

• Consider Not Signing Any Formal Backup Offers

© 2012 Guidant Realty 



Short Sales – Buyer’s Perspective
Highlights & Tips

HighlightsHighlights
• The Most Misunderstood and Improperly Conducted Transaction on the Market

• Can Be Interminably Long and Frustrating, Just to Blow Up in the End

• Often of the Safer and Best Deals on the Market

• The Owner Is Still Involved and Available to Provide Full Disclosure

• Seller Is Not Looking to Maximize Priceg

• Best Opportunities Are Short Sales that Have Lost Their Original Buyers

Write an Attractive Offer
• Offer to Put Deposit in Escrow While Waiting for Bank Answer

• Pay for the Pest Inspection Yourself, Leave It Out of the Offer Altogether

• Do Not Ask for a Home Warranty• Do Not Ask for a Home Warranty

• Reduce Escrow Period To 21 Days If Possible

• Allow “Seller Choice” for Title and Escrow (But Make Them Pay 100%)

• Offer to Over-Pay for Some Item on the Property

© 2012 Guidant Realty 



Short Sales – Buyer’s Perspective
Purchasing Process & Gotchas

ProcessProcess
• Make Your Written Offer

• Counter and Final Agreement in Writing (the Short Sale is a Seller Contingency)

• Contract and Seller Hardship Package Go to Bank for Review

• 2-6 Months for a Bank Approval

• Standard Escrow Ensues Once Approval is Delivered to Buyerpp y

Watch Out For
• Listing Agents that Do Not Know What They Are Doing• Listing Agents that Do Not Know What They Are Doing

• Sellers that Intend to Send All Offers to the Bank

• 2 Loans with Different Banks

• Loans in “Charge-Off” Status (3rd Party Collector Involved)

• Loans with Mortgage Insurance

• Being Asked to Proceed with Escrow on Approval Letters Requiring Close Dates Sooner than 
Contract Allows – Extensions Are Not Guaranteed and Are Not Always Free

© 2012 Guidant Realty 



Available Tools
Property Alerts

Radius Searches from a Radius Searches from a 
single midpoint address (ie., 
.75 miles around your 
current home)

Area Searches for a basic Area Searches for a basic 
neighborhood search

Polygon Searches for complex 
searches of several 
neighborhoods, or those 
bordering unusual land 
features

Deeper in the Search Criteria:  
Single Family, Multiple Units, 
Income Property, Commercial 
Property, REO, Short-Sale,
Marketing Comments, etc.

Searches also available at www.GuidantRealty.com

© 2012 Guidant Realty 



Available Tools
Pending Foreclosures

• Upcoming 
F lForeclosures

• Trustee Contact 
InfoInfo

• Timing of Auction

• Opening Bid• Opening Bid

• Delayed Auctions & 
ReasonReason

• Auction Sale 
Amounts

• Bank Properties
© 2012 Guidant Realty 



Available Tools
County Records

• Owner of Record

• Ownership 
Chain

• Mortgage 
HiHistory

• Registered 
Home StatsHome Stats

© 2012 Guidant Realty 



Available Tools
Property Tax Records

© 2012 Guidant Realty 



Available Tools
Foreclosure Lists

El Dorado County
Placer County - The Valley South: Roseville, Rocklin, Granite Bay

Updated daily at www.GuidantRealty.com:

y y , , y
Placer County - The Valley Southwest: Lincoln, Wheatland, Pleasant Grove
Placer County - The Valley Foothills: Loomis, Newcastle, Penryn
Placer County - Gold Country: Auburn to Colfax
Placer Co nt  High Country  Gold R n to the Ne ada Border  incl ding Tahoe and DonnerPlacer County - High Country: Gold Run to the Nevada Border, including Tahoe and Donner
Sacramento County North: Antelope, Citrus Heights
Sacramento County North: Orangevale, Fair Oaks, Folsom
Sacramento County North: Elverta, North Highlands, McClellan, Rio Linday g
Sacramento County North: Natomas
Sacramento County North: Carmichael, Arden-Arcade
Sacramento County: Downtown and Close-By
Sacramento County South: Pocket  Mack  Florin  ExcelsiorSacramento County South: Pocket, Mack, Florin, Excelsior
Sacramento County South: Rancho Cordova, Gold River, Rosemont, Mather
Sacramento County South: Elk Grove, Hood, Courtland, Walnut Grove, Delta/Isleton
Sacramento County South: Galt, Wilton, Sloughhouse, Herald

© 2012 Guidant Realty 



Available Tools
www.GuidantRealty.com / www.GuidantShortSales.com

G id t R lt  h  b ilt  it  t  Guidant Realty has built a site to 
help YOU learn more
• Listing searchesListing searches

• Property Alerts – Enter your criteria and be 
emailed listings when they hit the market!  
No more searching MLS every day to find No more searching MLS every day to find 
the new ones before they are gone.

• One-click lists of active Foreclosure/REO 
propertiesproperties.

• Investigate properties in the foreclosure 
process.

• Explanation of a short sale.

• A myriad of reports and advice for 
prospective Buyers and Sellersprospective Buyers and Sellers.

• Local community and schools information.
© 2012 Guidant Realty 


