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Editor’s Note: This is the second in
a series of articles based on a research
project requested by D. D. Watson,
State Real Estate Commissioner, and
directed by Sherman J. Maisel and
Albert H. Schaaf as staff members of
the Real Estate Research Program of
the University of California at Berke-
ley (project financed by legislative
appropriation from Division of Real
Estate funds). It continues the sta-
tistical description begun in the first
article on the California real estate
industry as of May, 1954. The series
is being presented in the Bulletin in
.he belief that all licensees, having in
a sense provided the money for the
research, should be informed of the
results.

About 26,000 brokers were active
in California in May, 1954, but their
status in the industry varied. Nearly
13,000 headed full-time real estate
firms, another 8,000 had part-time
offices, while the remaining 5,000
worked as employees of firms, 3,500
full time and 1,500 on a part-time
basis. About half of the full-time, self-
employed brokers had employees,
while the other half, and the great
majority of the part-time, self-em-
ployed brokers worked alone without
even secretarial assistance.

Real estate salesmen, of course, par-
ticipate in the business as employees
of firms and about 10,000 were active
on a full-time basis in May, 1954,
while another 8,000 worked part time.

The Important Position of
Women in the Industry

The survey found that about 20
percent of active brokers and 30 per-
cent of active salespeople are women.
Contrary to what one might expect,
there is very little difference between
the sexes in the percentages working

full and part time. Also, as high a per-
centage of women as of men are heads
of firms with employees. Similarly,
there are few significant differences
between the sexes in age or in the
length of time they have been in busi-
ness.

The principal difference between
male and female licensees occurs in
the type of work performed and the
resulting incomes. Men are more ac-
tive in the specialized aspects of the
industry. For this and perhaps other
reasons, their incomes are roughly 25
percent higher.

Age and Years in Business

The California real estate industry
has appealed primarily to the middle-
aged up to the present time. Only a
small percentage of the people in it
have been recruited at the start of
their business career. The average
broker is 49 vears old and has been
in the business nine years. Only 10
percent of all brokers entered the busi-
ness when they were 25 or younger
and 12 percent were between 26 and
30, the average age of entry being
over 39.

Similarly, the average salesman is 44
and has been in real estate for three
years, less than 18 percent entering at
30 or younger. Less than 3 percent of
all brokers are currently 30 years of
age or younger and less than 10 per-
cent of salesmen fall in this age
bracket.

Experience
Experience appears to be extremely
important among brokers. It is found
that the longer brokers have been en-
gaged in the real estate business the
higher their incomes, the larger their
(Cont. on Page 256, Col. 1)

RETURNS INDICATE
12-PAGE BULLETIN
IS APPRECIATED

Hundreds of letters and postcards
were received from licensees ex-
pressing their approval of the in-
crease in the size of the Bulletin
from 8 to 12 pages to accommodate
such features as the results of the
University of California survey on
"Characteristics and Performance of
Real Estate Brokers and Salesmen”
(continued in this issue), the Com-
missioner’s Forum, and similar edu-
cational and informative items.

However, as was pointed out in
the July Bulletin, the commissioner
must justify the increased expendi-
ture incident to a 12-page Bulletin.
Justification depends on the reac-
tion of you, the licensees, to the
question: “Is the Bulletin serving a
worth while purpose as a medium
of education and information and
is that purpose better served by the
increase in size?”’

The commissioner wants to know
what you think about it and, if you
have not already done so, send a
postcard or letter addressed to the
Editor of the Bullefin, Division of
Real Estate, 1021 O Street, Sacra-
mento 14, giving your opinion. The
commissioner would also welcome
any questions you might have for
answer in the Commissioner’s Forum.

NOTE: Some who wrote express-
ing their approval of the 12-page
Bulletin asked just what extra cost
is involved in the added four pages.
The answer is: Per licensee, the
extra cost of printing is about 1
cent per issue, or 6 cents per licen-
see per year.

The commissioner realizes that
this seems like an inconsequential
amount per licensee, but he still
must justify the expenditure if the
12-page Bulletin is to be continued.
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Small Claims Court Process
For Tenant Evictions

Some Judges Noi Accepfing
Jurisdiction Pending Clarificafion

Eviction of a tenant in residential
property for nonpayment of rent by
action in the small claims court was
provided for by the Legislature in 1955.
The procedure is comparatively sim-
ple and inexpensive, but jurisdiction
is limited to cases involving not more
than $100 and where the tenancy is
not greater than month to month in
a residential property.

The first step in the procedure
when the tenant is behind in the rent
is the service of a notice “to pay rent
or quit.” Then the landlord or plain-
tiff goes to the justice or municipal

DISCIPLINARY ACTION—JUNE AND JULY, 1956

NOTE: Any person whose license has been suspended or revoked, or whose license application
has been denied, has the right to seek a court review. This must usually be done within 30 days
after the effectwe date of the commissioner’s decision.

Therefore a list of actions is not published in this Bulletin until the period allowed for court
appeal has expired; or, if an appeal is taken, until a final determination of the court action. Names
of persons to whom licenses are denied upon application or to whom a restricted license is granted
after suspension or revocation are not published.

LICENSES REVOKED DURING JUNE AND JULY, 1956

Name Address Effective date Violation
Armistead, Herbert Jonathan______ 1043 Ventura St., Richmond.. .. 6/ 5/56 Sec. 10177 (b), (f)
Real Estate Salesman
Enﬁlish. Clarence Osborne. ... _.__ 1867 W. Jefferson Blvd., Los 6/ 6/56 Secs. 10176 (a), (e), (i); 10177
eal Estate Broker Angeles (f) & Secs. 2830, 2831 & 2832
f R, Comm. Rules and
Re ulations.
Douglas, Dorothy Leone.._..__.__ 1269 E. Second St., Norco...... 6/27/56 Sec. 10177 (b), (f)
Real Estate Salesman
Sprague, Edwin James_._...__..._ 415 W. Elm St., Lodi.......... 7/13/56 Secs. 10176 (e), (i) & 10177 (d),
dba Sprague Realty f)
Real Estate Broker
Silva, Evodia Elizabeth___________ 11940 San Pablo Ave., El Cerrito 7/25/56 Secs. 10176 (a), (b), (i) & 10177
Real Estate Salesman f
Silva, Carl Arthur..._...oo oo 11940 San Pablo Ave., El Cerrito 7725756 Secs. 10176 (a), (b), (i) & 10177
Real Estate Salesman
Mitchell, Hanson Alleaman 1807 Alcatraz Ave., Berkeley ... 7/25/56 Secs. 10176 (e), (i); 10177 (d),
dba Mitchell Land & Dev. Co. (f) & Secs. 2830 & 2832 of
Restricted Real Estate Broker R] E. Comm. Rules and Reg-
ulations
Myers, _Ma?ie Louise. . .___._.... 900 American Ave., Long Beach 7/27/56 Secs. 10156.5, 10156.6 & 10156.7
Restricted Real Estate Salesman
Lans, Mark.....ocueimsemmasais 17105 Clark Ave., Bellflower..._ 7/31/56 Secs, 10176 (i) & 10177 (f)

Real Estate Salesman

LICENSES SUSPENDED DURING JUNE AND JULY, 1956

Effective date

Name Address and term Violation

Thornhill, Howard Ronald_ _ -- 711 N. Azusa Ave., Azusa______ 6/ 4/56 Sec. 10177(b), (f)
Limited Real Estate Sale days

Manchan, Gloria__...__.___.___._ 4701 W. Adams Blvd,, Los An- ({24/56 Secs. 10176(a), (i) & 10177 (f)
dba Hillerest Drive Real Estate geles days
Real Estate Broker

Schy, Ted H....ooooooo . 4061 W. Washington Blvd., Los ?/24/56 Secs. 10176 (a), (i) & 10177 (f)
Real Estate Broker Angeles

Lachman, Irwin. o cocouaibovsan 4412 Whltsett North Holly- 7(420/56 Secs. 10176 (a), (i) & 10177 (f)
Real Estate Broker

Lachmian, Tewin.. cooeoonmsesvss 4412 Whntsetz. North Holly- 620/56 Secs. 10176 (a), (i) & 10177 (f)
Treasurer of 8i Collins and Asso-  wood days

ciates, Inc.

Real Estate Broker

Thompron; Jack:o o cuaiccuicianaa 418-420 G St., Eureka......... 7/27/56 10176 (a), (i); 10177 (d),
Real Estate Broker 30 days () & 10302 (e)
Business Opportunity Broker (last 20 days stayed

permanently on terms.and conditions)

court nearest the property involved,
pays a $1 filing fee, plus a fee of 75
cents for each defendant to whom a
copy of affidavit is to be mailed by
the clerk, and completes a simple affi-
davit.

The plaintiff then attaches to the
affidavit his copy of “notice to pay
rent or quit” which had previously
been served, and the clerk gives the
plaintiff an order which directs de-
fendant to appear at a certain hour
and day not more than 30 days nor
less than 10 days from date of order.
On the date of appearance, the judge
decides the case.

Small claims court hearings are in-

formal. Attorneys are not permitted
to represent clients, but witnesses may
be called. Any papers or instruments
relating to proof of case may be intro-
duced as evidence.

Important Note: We wunderstand
small claims courts in a number of
counties are presently refusing juris-
diction in eviction action cases, pend-
ing clarification of the status of the
pertinent statutes. A Los Angeles
municipal court judge disclaimed ju-
risdiction, holding the law unconsti-
tutional in his opinion, and an action
has been filed in a higher court press-
ing for performance in the municipal
court.



Subdivision Deposit Moneys

Method for Use of Bond fo Protect Purchasers’ Deposifs

A method has been developed within the framework of existing law whereby
many builder subdividers can, by the proper use of a bond, use purchasers’
deposit moneys in their business without restriction and at the same time afford
protection to the purchasers and effect a savings to the builder subdivider in

his operations.

In developing the method, the com-
missioner and his staff worked in con-
junction with members of the Home
Builders and Subdividers Advisory
Board to the Real Estate Commis-
sioner, with the assistance of Floyd B.
Cerini, Executive Vice President of
Land Title Insurance Company.

(Note: The Home Builders and Sub-
dividers Advisory Board is an unoffi-
cial body appointed by the Real Es-
tate Commissioner, and is comprised
of Mark Thoreson, President of the
Home Builders Council of California;
Frank E. Oman, immediate past pres-
ident of the council; Stetson Shuey,
chairman of the legislative commit-
tee of the council; and Messrs. Paul
L. Burkhard and Henry Stoneson, all
representing the home building and
subdividing industry. The board
meets regularly with the Real Estate
Commissioner and his staff, together
with Messrs. Edward M. Loftus and
Maurice G. Read, members of the
State Real Estate Commission, to con-
sider, discuss and solve problems rel-
ative to the administration of the
California Real Estate Law as such
pertains to subdividers and subdivi-
sions. )

The method referred to involves a
combination of the use of alternative
methods of protecting purchasers’ de-
posit moneys, which is explained be-
low preceded by some background
material, (See also “Subdivision Laws,”
page 205, Sept., 1955, Bulletin.)

Background of Statutes Protecting
Purchasers’ Deposit Moneys

At the 1955 Session of the State Leg-
islature, laws were enacted, with the
support of the Home Builders Coun-
cil, to provide alternative methods for
the protection of purchasers’ deposit
moneys taken by a subdivider on sale
or lease of subdivided lands that might
either be subject to a blanket encum-

brance (Section 11013.2 of the Busi-
ness and Professions Code) or not be
subject to a blanket encumbrance,
i.e., individual construction loans with
no secondary blanket encumbrance
(Section 11013.4 of the Business and
Professions Code).

Under the law now in effect, a sub-
divider must certify to the Real Estate
Commissioner on a supplemental ques-
tionnaire the appropriate method by
which he will protect purchasers’ de-
posits. The method chosen is set forth
in the public report issued by the
commissioner.

One of the methods that may be
selected by a subdivider is to furnish
a bond to the State of California for
the benefit and protection of pur-
chasers or lessees of lots or parcels
in the subdivision. One type of bond
is provided where the property is sub-
ject to a blanket encumbrance (Sec-
tion 11013.2(c)) and another type is
provided where the property is not
subject to a blanket encumbrance
(Section 11013.4(b)).

Combination of Two Alternative
Methods

It is proper under existing law for
a subdivider, if he so desires, to use
a combination of two of these alter-
native methods of protecting pur-
chasers’ deposits. For example, where
property is subject to a blanket encum-
brance, the builder subdivider may
determine that he will handle such
deposit moneys by either depositing
such moneys into an escrow deposi-
tary, approved by the commissioner,
or protect such deposit moneys for

- the purchasers’ account by furnishing

a bond to the State pursuant to the
provisions of Section 11013.2(c). If
the property is not subject to a blanket
encumbrance, he may determine that
the deposit moneys will be deposited
into a designated escrow depositary
or trust account, o7 protected by
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a bond furnished pursuant to Section
11013.4(b).

Also, with the approval of the Real
Estate Commissioner, other methods
or combinations of methods, includ-
ing those not specified in the statutes
may be employed by a builder sub-
divider so long as protection is af-
forded to purchasers’ deposit moneys.
But if a method not specified by stat-
ute or involving the combination of
deposit in escrow or trust account or
protection by a bond is to be used,
it must first be approved by the com-
missioner pursuant to authority given
by the law. (Section 11013.2(d) or
11013.4(f).)

Use of Bond in Combination
With Alternative Method
Considerable benefits may accrue to
a builder who determines to use the
combination method of providing for
protection of the purchasers’ deposit
moneys by having the public report
state that such deposit moneys will be
deposited either into a designated es-
crow or trust account or a bond be
furnished to the State of California.
If this procedure is followed, the
builder subdivider should be aware of
the fact that it may never be necessary

- for him to obtain and file a bond un-

less he determines that it is to his ad-
vantage to do so. In licu of a bond
the deposit moneys are retained in
escrow or a trust account. When a
bond is furnished, he is then entitled
to withdraw from the escrow or trust
account all deposit moneys placed
therein up to the amount of the bond.
To illustrate, let us assume that a
project of 100 homes is intended to
be built. The sale price is to be
$15,000, the purchasers’ deposits or
down payments to be $1,000 on each
house. If sales contracts are entered
into and purchasers’ deposits taken on
the first 25 homes on which construc-
tion is started but not completed, total
deposits will amount to $25,000. These
deposits will not, in any event, be
available for the subdivider-builder’s
use until sales are completed and title
transferred on the house for which
the deposit was taken unless a bond
is furnished covering the deposits.
Let us assume, further, that prior to
completion of sales and transfer of

(Cont. on Page 258, Col. 1)
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Survey of Licensees’ Characteristics and Work

{Cone. fronr Page 253, Col. 2}

firms, and the more specialized the
work they perform. Such results are
to be expected in a personal service
business such as real estate brokerage.
People who are less successful drop
out. Those who continue build up
know-how and reputation. This en~
ables them to do the more specialized
higher-paying jobs or to do a larger
basic brokerage business.

The effect of experience is not as
clear in the statistics regarding sales-
ment, primarily because so many be-
come brokers soon after they have
gathered the necessary training. Some
who are competent and successful do
prefer to remain as salesmen, and this
accounts for a high-income group of
salesmen with considerable experience.
Another group of salesmen with the
longest service, however, earns very
lietle income even though doing full-
time real estate work.

Type of Work

The predominant real estate activity
of licensees is the listing and selling
of residential property, primarily sin-
gle-family houses. For salesmen and
for brokers who are employees of
firms it iy almost exclusively this, and
even the most advanced brokers who
are heads of irms with employees av-
erage 80 percent of their time in resi-
dential selling. Only about 4,000 bro-
kers, less than 8 percent of those
licensed, are significantly engaged in
such nonselling activities as leasing,
appraising, property management, land
development or financing, or handle
appreciable amounts of nonresidential
property.

Education and Training

The average real estate licensee in
1954 was a high school graduate, The
two groups with the most education
(averaging two years of college) were
full-time heads of firms with em-
ployees and the part-time, self-em-
ployed. The part-time, self-employed
group averages higher in education
because it includes professionals in
other areas such as lawyers who use
a real estate license to participate in
special situations,

There are three important ways of

obtaining specialized real estate edu-
cation, The first is experience on the
job. This is by far the most common.
Nearly half of the people actively en-
gaged in the industry have had no
other training. Next most common is
the taking of a short course either in
person or by correspondence to aid
in preparing for the license examina-
tion. Between 30 and 35 percent of
those active have had this additional
training, Finally, about 20 percent
have had other specialized courses in
real estate. The largest number of k-
censees taking specialized courses
have done so through the University
of California Certificate Program in
Real Estate. The next most popular
advanced training has been from col-
lege courses, frequently of the gen-
eral business type. A small percentage
have had advanced instruction from
the industry’s professional institutes,

In general, although the salesmen
with the highest income do show both
more general and more specialized ed-
ucation and a somewhat larger per-
centage of specialized brokers have
had extra training, no significant dif-
ferences exist in income or type of
activity between those whose educa-
tion has been achieved in the separate
ways. Thus to date, education cannot
be shown to have had any very signif-
icant impact differentiating those who
have had it from those who have not.

It 15 well to note, however, that
these results are not conclusive. The
Certificate Program in Real Estate of
the University of California, which
offers a unique opportunity for ad-
vanced professional training in real
estate, has only been in operation for
six years, Thus the results of a similar
study made 10 years from now might
well be different. Furthermore, al-
though those who have gained their
training primarily from practice have
been as successful as those with for-
mal education, it is impossible to esti-
mate the degree to which prior train-
ing would save time and avoid costly
mistakes made while trying to learn
the business by experience only. Ad-
ditionally, nothing is known about the
educational attributes of those who
left the business prior to 1954, It may

be that a lack of education is more
frequent among those who are unsuc
cessful in their attempt to engage |
real estate practice,

Incomes Earned

The average full-time broker earned
$5,500 in 1953, The amount received
varied, depending on the job or posi-
tion in the industry. Heads of firms
with employees averaged $8,250 in
net income compared to $4,500 for
those operating alone, and $4,200 for
those employed by others. These same
differences occurred among part-time
brokers who averaged $1,900 in 1953.
Salesmen’s earnings differed widely,
with the average full-time person malk-
ing $3,500 compared to an average of
$600 for the part-time worker.

A more complete distribution of in-
come is presented in Table 1. It shows
that about 7 percent of all brokers
made over $20,000 in 1953 while a
third or more of those who reported
that they worked part time in real
estate actually received little or no in-
come during the year,

Professional Organizations

According to the survey, about 5%
percent of the full-time and 36 per-
cent of the part-time brokers in Cali-
fornia arc affiliated with the California
Real Istate Association. About 80
percent of all firms with employees
are members but the ratio for the self-
employed brokers without employces
is only 33 percent.

It is interesting and somewhat sur-
prising to note that, when considering
only the firms with employees, CREA
membership does not appear to affect
the firm’s amount of business, number
of employees, or type of work. Those
firms not affiliated with the associa-
tion are just as large in terms of net
incomes, gross volume of business, and
personnel and do as much specialized
work as those that are affiliated. This
result reflects the fact that some large
downtown brokers specializing in com-
mercial properties and offices dealing
with sales to minority groups are often
not affiliated with local boards, It is
important to note, however, that the
largest size classification in the study
was of firms with over 25 employees

{Comnt. on Next Page)



TABLE 1

Net Real Estate Brokerage Earnings of Active California
Brokers and Salesmen in 1953 *

{Percentage Distribution)

Broker Salesman
Net earnings All active
in dollars licensees
Full-time Part-time Full-time Part-time
Under— $500_ ... .. ... 6% 339, 139, 47%, 219,
500- 2,499 ... 13 23 25 37 22
2,500~ 4999 ... 27 n 30 11 24
5,000~ 9,999 ___......... 31 15 27 3 22
10,000-19999__ . .. .._. 17 6 4 2 9
20,000 and over. .. ... ...__. 6 1 i 2
Fotal ... ... 100 100 160 100 100
Number in Group__ ... .. e 15,590 9,840 10,375 8,175 43,980
Median Earnings. ... ... $5,500 $1,500 $3.500 $600 $3,200

* Earnings before taxes but excluding business expenses, income from operations for one’s own account, and

income from nonreal estate husinesses or sources.

or a gross 1953 volume of over $100,-
000, This tends to lessen the statistical
effect of the very largest firms and
most of these are members of the
CREA.

When considering all full-time, self-
mployed brokers as a group, both
with and without employees, the pic-
ture shifts somewhat, CREA-affiliated
brokers comprise only 65 percent of
this group but receive 77 percent of
its income.

Within the CREA group, slightly
more than one-quarter are affiliated
with additional specialized institures.*
This quarter has the same number of
years of experience as the ather CREA
brokers, but its income averages nearly
40 percent higher. As might be ex-
pected, they are also the group with
the most specialized training and the
one which performs the most special-
ized tasks.

Summary Composite Picture of the
Typical Broker, Salesman, and Firm

The typical broker is a male who
works full time and works on his own
without employees (although almost
as many self-employed brokers have
employees). He spends at least 40
hours per week or 95 percent of his

* Includes the American Institute of Real
Estate Appraisers, Institute of Real Estate
Vianagement, Institute of Farm Brokers, So-
ciety of Industrial Realtors, Society of Resi-
dential Appraisers, National Institute of Real
Estate Brokers, and Urban Land Institute.

total working time on his real estate
husiness. He is 49 years old and has
been in the business nine years during
which time he worked for another
firm for several years and then opened
his own office. He has had a year of
college education, but little special-
ized education in real estate. Many
brokers spend all of their time listing
and selling single-family houses, and
all brokers on the average spend 85
percent of their time in this activity.
The remaining time is spent in han-
dling other types of properties or in
doing specialized work such as lend-
ing, appraising, leasing, or manage-
ment. The average active broker who
worked full time received $5,500 in
nct earnings in 1953, His business ex-
penses were an additional $1,500 to
give a gross income before taxes of
$7.,000,

The typical salesman does not differ
greatly from the average broker ex-
cept that he is younger (44) and has
been in real estate only three years.
After getring this amount of experi-
ence many take out a broker’s license.
The salesman’s time is almost entirely
spent on listing and selling residential
property. If he worked full time, he
earned $3,500 in 1953, and the average
income of all who worked during the
year was $1,900.

The typical firm consists of a bro-
ker and three employees, two of
whom are primarily salespeople. It is
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Advance Fee Amendment
May Be Tesfed in Courl

As this Bulletin went to press, results
of the first court test of the so-called
advance fee amendments to the Busi-
ness Opportunity Chapter of the Real
Estate Law were still pending. These
statutes require persons to have a busi-
ness opportunity license when solicit-
ing advertising of real estate or busi-
ness opportunities for sale in catalogs
or other publications issued primarily
to promote the sale or lease of busi-
ness opportunities or real estate. The
“advance fee” refers to the charge
made of the owner at the time he signs
up to “list” his property for publi-
cation.

The license requirement holds even
though the solicitors are not actually
engaged in the business of personally
negotiating sales. It does not apply to
employees of newspapers or maga-
zines of general circulation,

Certain corporations have taken legal
action in an endeavor to stop the ap-
plication of these statutes to their
businesses. In the case referred to,
Superior Court Judge Frank Swain.
of Los Angeles signed an order to
show cause and set a hearing for two
local firms, both representing them-
selves as national advertisers. Under
the order these corporations are re-
guired to show cause why they should
not be dissolved, why a receiver
should not be appointed to take over
and conserve their assets and why a
preliminary injunction should not be
issued to restrain further violation of
the advance fee amendments to the
Real Estate Law.

engaged full time I the real estate
business and has been operating for
eight years. Eighty percent of its ac-
tivities consist of listing and selling,
with the bulk of the remaining 20 per-
cent devoted to property manage-
ment, leasing, and the nonreal estate
activity of insurance. The average
firm had a gross income of $19,000
in 1953 before deducting any ex-
penses, taxes, or commissions.

(The next article based on the
analysis of the survey now being
studied is scheduled to appear in the
November Bulletin—Editor.)
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Protection of Subdivision Deposit Moneys

{Cant, from Page 255, Col. 3)

title on the first 25 houses, and giv-
ing consideration to the deposits to be
taken on the sales of the remaining
75 houses to be constructed, the
builder estimates he will continue to
have an average balance of $25,000 or
more of purchasers’ deposit moneys
in escrow or in a trust account for
a period of at least six months, Under
such circumstances, he may well de-
termine that he should obtain and file
a $25,000 bond with the Real Estate
Commissioner, If the cost of such
bond is 1Y% percent {or $375), the
putting up of the bond and the with-
drawing of all deposit moneys up to
$25,000 in the escrow or trust account
will mean he has the use of §25,000
at the equivalent of a 3 percent an-
nual interest rate (six months at 14
percent), H this method is employed,
as prior sales are completed and pur-
chasers’ deposit moneys released, any
butld-up of purchasers’ deposit moneys
in the escrow account by reason of
new sales can be withdrawn and be
covered by the bond up to the $25,000
limit thereof.

There is only one premium for the
bond (no annual premium). There-
fore, to the extent that the builder
has purchasers’ deposit moneys cov-
ered by the bond for a period in
excess of six months, less than a 3
percent annual interest rate on such
moneys Is paid,

Amrended Public Report to Provide
for Alternative Use of Bond

When the Real Estate Commis-
stoner’s Public Report does not ini-
tially provide for the use of the bond,
as well as for deposit in escrow or
trust account of such purchasers’ de-
posits, this procedure cannot be fol-
lowed effectively in its entirety. If the
public report first secured provides
only for placement of purchasers’ de-
posits in escrow or a trust account
and then subsequently an amended
public report is obtained from the
commissioner (which can be done)
authorizing the alternative use of the
bond for protection of deposit moneys,
this will not permit the withdrawal
from the escrow or trust account of
deposit moneys taken in prior to the

date of the amended public report
unless the written consent of the pur-
chaser making the deposit is ob-
tained. It will, however, permit with-
drawal of deposit moneys taken in
after the date of the amended public
IEpPOrE.

An increasing number of builder
subdividers are finding that by the
use of a sharp pencil and proper esti-
mates, the selection of this combina-
tion of alternative methods is afford-
ing to them the use of money at a
lower cost than it would be necessary
to pay for borrowed funds. And the
best feature is that if money cannot
be saved the bond need not be fur-
nished because there is no obligation
so to do if the purchasers’ deposit

morneys continue to be held in escrow
Or trust account,

The obtaining of a bond is, «.
course, a matter up to the individual
builder and the bonding company, ex-
cept where some arrangement may
have been made through a local asso-
ciation. The average cost of the bond
to a builder qualified with the under-
writing bonding companies seems to
be 1% percent, although it has varied
from 1% percent to somewhat higher
than 1% percent in some instances.

All offices of the division have avail-
able a new simplified supplemental
questionnaire which is for the purpose
of determining how the subdivider de-
sives to handle purchasers’ deposit
moneys. This new questionnaire is re-
produced below except for portion
devoted to signature and notarization.

SUPPLEMENTAL QUESTIONNAIRE (Revised July, 1956

This sepplemental questionnaire is to determine how you will bandle deposit and pur-
chase money. If any method not specified liere is to be used, file a derailed statement of ir
instead of this form,

A. If there is a blanker encumbrance, please check which one of the following will apply.
{Note: See Section 11013 for the definition of a blanker encumbrance. All sections men-
tioned here are in the Business and Professions Code. Reprints of these sections ar
attached herero.)

1.

2

=R

All money will be impounded in the following escrow per Section 11013.2(a), and
the title contracted for will be delivered av the same time releases from the blanket
encumbrances are obtained,

Escrow:

T (Name and addressy
Title will be held in trust per Section 11013.2¢{b) and will be held in trust unril the
title contracred for is delivered.

A bond providing for return of deposits per Section 11013.2(c) will be filed, and
the ritle contracted for will be delivered at the same time releases from the blanker
encumbranee are obtained.

. All money will be impounded per Scction 11013.2(a) in the following escrow,

except for such amounts as may be covered by a bond which may be filed with
and approved by the Real Estate Commissioner per Section 11013.2{c) or Section
110134 (D) as applicable at the time.

Escrow:

C(Name and addressy

B, If there is mo blanket encumbrance, please check which one of the following will apply:

0oL

0.

3 3
0O 4.
O s

J 6

All money will be impounded in the foliowing escrow or trust account per Section
11013.4(a).

Eserow or Trast ACCOUNT! oo
{MName and address)

A bond providing for return of deposits per Section 11013.4¢(b) will be filed.
An association bond will be filed per Section 11013.4(c).
Off-site and on-site lien and completion bonds will be filed per Scerion 11013.4(d).

All money will be used in the construction of residences or other structures per
Section 110134 (e).

All money will be impounded in the following eserow or trust account per Section
11013.4{a) except for such amounts as may be covered by a bond which may be,
filed with and approved by the Real Estate Commissioner per Section 11013.4(b)
or Section 11013.2(c} as may be applicable ar the rime,

Escrow or Trust ACCOUNE: oo oo
(Name and address?



Stafistics Show Trends
. Division’s Acfivifies
License Rise Compared fo Population

State of California budgeting is on a
fiscal year basis, from July Ist to June
30th, and most state agencies, includ-
ing the Division of Real Estate, keep
major statistical compilations on that
basis. Readers may be interested in 2
comparison of some of the division’s
activities for the vear ending June 30,
1956 (the 1955-56 year), and the pre-
ceding year.

License Total Rises

Percentagewise, the number of k-
censces increascd at a rate slightly
more than twice the estimated rate of
California’s population growth during
the past year. Licenses were up 9.13
percent; population 4.3 percent

At the end of fiscal 1955-56, the
total of all licenses issued by the Real
Estate Commissioner during the year
stood at 130,303, compared to the
119,399 the previous year. Real estate
salesman licenses increased 8,713; real

state brokers wente from 56,207 to
57,822, limited real estate salesmen
from 928 to 1,199, and the total in-
crease in business opportunity licenses
was 317,

Inactive licenses went from 34,569
to 36,989, a smaller rise relatively than
in total licenses.

Practically all the increase in licenses
issued occurred prior to the opera-
tional date of the 1955 amendments
to the Real Estate Law, which provide
for an additional examination to estab-
lish eligibility for a rencwable license.

Complaints and Disciplinary Action

The division received 4,245 com-
plamts against licensees and subdi-
viders during 1955-56 as compared to
4,051 the preceding year, resulting in
345 informal and 449 formal hearings,
the latter comparing with 370 in the
preceding year. Licenses denied rose
from 145 to 157 and suspensions and
revocations were practically even for
the two years,

Subdivisions

. Total subdivision filings were 3,265,
off 3.2 percent from the record high
in 1954-§5 when 3,373 subdivisions
were filed.

Lenders Subjeci fo
Provisions of Realfy
Loan Brokerage Law

The Legistature’s intent in estab-
lishing tighter controls over certain
loans secured by real estate and erad-
icating “balloon payments” in specified
brackets was that the legislation would
apply to all persons lending money
under the conditions set forth in the
law. So declared the Attorney General
in an opinion requested by the Real
Estate Commissioner regarding the
provisions of the real property loan
brokerage law passed by the 1955
Legistature. (See Real Estate Bulletin
September, 1955.) Although most sec-
tions of the real property loan broker-
age law obviously apply only to agents
who are negotiating real property
loans there was some question as to
the lender’s position when not repre-
sented by a broker. Specifically the
question arose on the language pro-
hibiting excessive “balloon payments.”

Balloon Payments

In discussing his conclusion that ex-
cessive “balloon payments” are pro-
hibited even when the lender makes
the loan directly, the Attorney Gen-
cral said the statutes were amended to
protect “citizens of small means who
are in need of borrowing money
through loans secured by liens on real
estate, especially, but not entirely, on
deeds of trust, representing equities
in home properties.” The 1955 statutes
specifically bar excessive “balloon pay-
ments” where the loan is muade for a
period of less than 3 years,

In these cases installment payments
over the period of the loan shall be
substantially equal and no installment,
including the final one, can be greater
than twice the amount of the smallest
installment, This, according to the
Attorney General’s opinion, applies to
the lender whether or not the loan is
negotiated by a loan broker.

Intent to Curb Unfair Practices

The opinion quoted the language of
the Legislature as indicative of the
lawmakers’ intent to curb unfair prac-
tices on the part of some lenders when
making small loans secured by real
property. The Legislature declared
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IMPORTANT

New Application Forms
Available; Destroy 0ld Ones

The application forms for real cs-
tate and business opportunity brokers
and salesmen have been revamped and
use of the old forms results in delay
and extra correspondence for the ap-
plicant and the division. The many old
forms mow in brokers’ and local
board offices should be destroyed.

Obsolete forms are any that show
a printing date prior to June, 1956.
The printing date appears in very
small type on the last page of the
application.

The new application forms will be
sent from the Sacramento office on re-
quest, and will be available at any of
the division’s branch offices.

The most important change in the
new form relates to the question about
any violations of law on the part of
the applicant. The number of recom-
mendations required for the broker
license applicant has been cut from
five to two, but more space is devoted
to other details should subsequent in-
vestigation of the applicant be neces-
sary.

“there is also evidence that the charges,
costs and expenses are indirect means
by which money lenders may secure
rates of interest beyond those au-
thorized * * * and that persons * * *
are being required and induced to pay
exorbitant and excessive fees and
charges to persons negotiating said
loans in the form of brokerage com-
missions and costs and expenses.”

In other words, the legislation was
designed to limit indirect charges in
the form of brokerage fees and inci-
dental costs, but the lender cannot
evade any specified limitations pro-
vided in the law by making the loan
direct to the borrower.

The Attorney General also gave his
opinion that Civil Code Section 3081.5
applied equally to all loans secured
by real estate with a maturity date of
less than three years, which would
bring purchase money mortgages
within the intent of the Legislature.
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Commisdioners Glorum

We continue this month to publish a series of questions on real estate
licensing presented by those who attended the Commissioner’s Forum meetings
held recently, These meetings were very popular and were attended by over
15,000 licensees. As a result, the Commissioner and his panel could not possibly

answer all of the questions submitted.

If you like this question and answer section let the Commissioner know as
he must justify the additional expenditure, Send all questions to Editor,
Real Estate Bulletin, 1021 O Street, Sacramento.

The Commissioner reserves the right to select those questions which he
believes to be of general interest, Names of those submitting questions will
not be published, and the right to re-phrase questions for the purpose of

clarity is reserved.

1. Q. Please clarify the matter of a licensed
broker acting as a salessman for another
broker, that is, license fees, display of signs,
ete,

A, Licensees, as far as the commis-
sioner is concerned, are either brokers
or salesmen. He keeps no record of
brokers who act in the capacity of
salesmen for other brokers. If the
broker who employs other brokers
wishes to impose any restrictions upon
them, it must be done by private con-
tract. All brokers must display their
licenses and the required signs, except
that, if one broker is working under
written contract with another broker
exclusively, the commissioner will rec-
ognize the display of his license as
complying also with the sign require-
ment. (See Rules and Regulations.)

2. Q. A salesmman of wtine wmust return East
to attend to some personal business and will
be gone for a few months. Can be keep bhis
license active with me and be my contact
with persons with whom | am negotiating
in the East?

A. Tt is not necessary for the sales-
man to inactivate his license if you
do not insist upon it. As to represent-
ing you in the East, he may run afoul
of the license laws of eastern states
where such laws exist. Better check
with the license agency of the state in
which you want him to represent you.
No doubt he would have to secure
license in the states where he nego-
tiates.

3. Q. A broker bas inactivated bis license
because of iliness. How long can be be inac-
tive and retain the right to be active when
be recovers?

A. At present, a broker may keep
his license inactive indefinitely by re-
newing his license at the proper time.
He may then reinstate it at any time.

4. Q. Must every employee in g real estate
office have a veal estate lcense even if their
activity is purely clerical?

A. Any employee who does not
perform any of the services listed in
the deftnition of a broker or salesman
in the Real Estate Law need not be
licensed. As a practical matter, how-
ever, it is often difficult for an office
employee who is unlicensed to refrain
completely from slipping into a situa-
tion where there may be technical
violation of the law, Qccasions will
arise where he is put in a position of
selling or soliciting in some capacity.
The safe thing to do is to have such
employee properly licensed. Some
time ago we ran an article in the
Bulletin on this subject, discussing the
position of the office secretary.

5. Q. Am I correct in asswoming that li-
censes issued prior to October 1, 1955, are
exempt from further examination requirve-
wrents?

A. Yes. As long as the license is kept
renewed and not allowed to expire,
the holder is not subject to any further
examinations unless such is required
by the commissioner as the result of a
violation of law.

6. Q. How do you justify the difference
in the lcense fees for the newer and older
licensees?

A. All will eventually pay the same
fees; namely, $30 for a four-year sales-
man license, and $50 for a four-year
broker license. Fees were raised due to
increased costs of administration and
because of additional duties wvested
with the division by the Legislature,
This is the first increase since 1919.

7. Q. I bave applied for wzy first broker
license and requested that it be issued July

Ist. At present I am a selesnan and will be
transferring to another broker about Mav
25th. Do I need to rransfer my salessian
cense, a5 I will be on vacation during 1
month of June?

A. Any salesman transferring his
employment must immediately arrange
to transfer the license, even though
the expiration date is approaching. It
is illegal for the salesman to work for
a new broker until the proper transfer
form is submitted to the division with
a fee of $1.

8. Q. May a salesan apply for an orig-
inal broker license, pass the emtrance exami-
ination, and then inactivate the broker k-
cense and continue as a salesman? Or, wust
he act as o broker as soon as he bas obtained
the broker license and continue as a broker
until he has passed bis final examination?

A. A salesman may apply for a
broker license, qualify by the entrance
examination and immediately inacti-
vate the broker license. He may there-
after continue to work as a salesman
under his present salesman license. Of
course, if he expects to secure his re-
newable four-year broker license, he
must qualify by the final examination
toward the end of the year,

9. Q. When a broker working as an ass
ciate changes to another office, is there .
particular form to wuse?

A. No. The commissioner takes no
official notice of any employment
agreement between brokers. You
merely notify the division in writing
that you are changing to a new ad-
dress, and pay the $1 transfer fee.

10. Q. If an original broker who bad a
renewable salessnan leense fails the final
broker examiation, does he autowmatically
get bis renewable salesman license back?

A, No. He must request reinstate-
ment and send in the reinstatement fee
of §1. If he reinstates under a different
broker, there would also be a §1 trans-
fer fee. This is assuming that he re-
guests reinstatement during the period
for which the salesman license was
issued.

1. Q. 1 have had a real estate salestman
license since 1954 and want to make it inac-
tive. How long may I keep it inactive before
I Bave to take another examination,

A, The present law does not limic
the time a license may be kept inactive
as long as the license is kept renewed.

12. Q. Does evervone who takes the fin
nwritten exantination also take an oral e
arzination?

{Cont. on Next Page)



A. No. Those who receive a passing
~~ore in the written test will not be

led in again,

13. Q. 1 write cxmmination papers wvery
quickly, When I take wiy examination for
four-year venewable license, may I start in
on the second afternoon section as soom as
I finish the morning section?

A. No. You must come back for the
afternocon session.

14. Q. As a salesman, how long afrer I
file @ complete transfer application at one
of your offices before I can go to work for
the new broker?

A. At once, if you have your ap-
plication checked and secure receipt
for the fee.

15. Q. A recent “Bulletin” article stared
the new broker license would cost 850 and
be issued for four years, Please explain.

A. The law has been amended to
require all “permanent” brokers and
salesmen to renew their license for
four years after next July Ist, and pay
higher fees. These will be $50 for the
four-year broker license and $30 for
the four-year salesman license. How-
ever, the law also permits the commis-
sioner to issue licenses for various

riods up to four years to begin with.
she fees in such cases will be pro-
rated.

16. Q. If I pay $50 for my four-year
broker license and decide to quit the busi-
ness at the end of siv months, will there be
a refund?

A. No. “Unused” fees are not re-
funded. The same would be true of a
salesman who has paid a $30 fee.

17. Q. Can unlicensed officers of a corpo-
ration which holds a real estate broker license
sell the corporation’s property if they arve
not paid a conmnission?

A, Yes, if they do not receive
special compensation. This i true
whether or not the corporation holds
a license.

18. Q. Is an inactive salesmian  wnotificd
when jt is thne to rewsit bis vemewal appli-
cationr and fee on an inactive basis?

A. Yes, the inactive salesman is sent
a renewal application at the proper
time to permit him to again renew
and cancel his license, provided he has
kept the division informed of his mail-
ing address,

19. Q. As a broker agent for the sale of

subdivision, I keep a desk in a wmodel

omre, but do not have buyers sign con-
tracts there, Do I need a branch office li-
cense?

A. If you use the model home as an
office where you talk with customers
and interest them in the property, you
must secure a branch office license,

20. Q. As a subdivider and builder, |
work on the construction project and have
an office in a model home. Do I need
branch office license there?

A. Not if you are the owner and
there are no salesmen using the office.

2L Q. Would it be legal for me to loan
@ saleswan, with the salesman’s consent, ta
another broker to work on « tract if 1 bave
a listing on the tract? The salesmian would
be working under the other broker's branch
office license.

A. No. If your salesman is working
out of any office other than your own,
you must establish a branch at the
office,

22. Q. If a salesman’s license bas been can-
celed because be bas received an oviging
broker license, can it be reinstated or pur on
an inactive basis?

A. Yes. He can reinstate or inacti-
vate it any time before it normally
would have expired, and during a one-
year period thereafter by payment of
a penalty fee,

23, Q. I bave a regular veal estare salesinan
license awhich I have carried for several
years. If I atremipz 1o secure a broker license
and fail the emrance examination twice, do 1
jeopardize w1y saleswan license?

A. No, providing you have not al-
lowed the salesman license to expire.

24. Q. 1 held a real estate salessman license
for three years and then took and passed niy
first broker examination in Ocrober, 1955, If
[ showld fail to pass wry examination for re-
newable broker license, will I be able to
keep mry salesinan license? Do | have to keep
wy salesmran license alive?

A. Your salesman license expired
last June 30, 1956. However, you can
reinstate it by paying a double fee
($4) any time up until June 30, 1957.
In the meantime, you will know
whether or not you can pass the
renewable broker license examination.
We suggest keeping salesman licenses
renewed and inactivated until a re-
newable broker license has been ob-
tained.

25, Q. In the application for the renew-
able broker license, the gquestion is asked:
“Have you been convicted of any violation
of lnew?” Does this apply to a minor traffic
violation?

A. The question is worded to re-
quire you to disclose all law violations.
The commissioner will determine

[September 1956-—Page 261

whether or not they are minor viola-
tions. If they are only minor they
should not interfere with the issuance
of a license,

26. Q. If a salessnan bas inactivated bis
license, and then later vequests that it be re-
instated with another broker do you write
the old broker asking for a recommmenda-
tion?

A. No. The broker is presumed to
comply with the law and report to the
commissioner whenever the salesman
is guilty of any violation, in his opin-
won

27, Q. In cvent a woman licensee warries,
cair she continue ro use her former nawe
until the end of the license year?

A. Yes, but the rules require that
she notify the commissioner giving her
married name for the record. Ac-
tually, she would be permitted to con-
tinue operating under her old name
under these conditions, should she so
desire.

28. Q. In the sumvner of 1955 1 sent in an
application for a salesan license for my
busband, and & broker license for niyself, He
received notice to take the salesman exanii-
natiown in a short thne and was licensed prior
to October 1, 1955, veceiving a renewable
license. | was nor notified wntil late in No-
vewtber and came under the amended law,
finally receiving an ovigingl license. Now |
must take a final exavination for the broker
license. Why was this?

A. There may have been a number
of causes for the delay in your case.
In the first place, if 'you submitted
an experience claim to qualify for
broker license, this would take ad-
ditional time to clear. Other things
may have arisen during the investiga-
tion which also caused the delay.

29. Q. Is a “mobile veal estate office” per-
whitted? We have one in our town now.

A. The conunissioner will not li-
cense an office moved from place to
place. A license issued to a trailer, for
instance, is good only at a certain
specified location and not elsewhere.

30. Q. A new license was issued to Mary
Jones Doe {a divercee). Jomes was the
maiden nane, Could I use the name of Mary
fones on business cards, etc., as long as any
legal documents are signed “Mary Jones
Doe’?

A. You must be licensed under a
definite name and use. that name on
all business cards, advertising, etc.
You might, of course, apply for a
“dba” if you are a broker.
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THE BUYER WANTS
TO KNOW

According to the Minneapolis
Realtor, the sales force of a major
real estate brokerage organization
made a tabulation of the hundreds
of questions asked by potential
buyers of residential property. The
questions most commonly asked and
which the salesman should be pre-
pared to answer were:

1. How much are the taxes?

2. How many square feet of liv-
ing space?

. What size is the lot?

. How old is the house?

. Who built it?

. How much does heat cost
per year? Electricity? Gas?
Water?

7. What school district is it in?

. What transportation is avail-
able?

9. Where and how far is major
shopping area?

10. Who lives next door?

And finally, “What is the minimum
down payment | must make?”

oW

o]

Real Estate Education

University Extension Program
Offered in Many California Cifies

Real estate courses offered by Uni-
versity Extension, University of Cali-
fornia, started in numerous cities
throughout California during Septem-
ber, too early for the full fall program
to be published in this Bulletin.

The certificate program in real es-
tate is presented by the University Ex-
tension in cooperation with the Cali-
fornia Division of Real FEstate; the
Educational Committee; the National
Association of Real Estate Boards, and
the California Real Estate Association.
The Extension Division announces it
has recruited a staff of competent in-
structors, some of them well-known
not only locally but throughout the
State for their expert knowledgeé of
the subjects assigned them.

The program of continuing educa-
tion leading to a certificate in real es-
tate is designed to aid individual bro-
kers and salesmen in broadening their
knowledge of their profession and so
be a force in raising the standards of
the real estate business. Also offered

Federal Legislation

Law Changes Affecting FHA and Gl Insured Loans

Public Law 1020 approved by the President on August 7, 1956, and iden-
tified as the “Housing Act of 1956” amends various sections and titles of the
National Housing Act. Following is a summary of some of the principal changes
as reported by the Federal Housing Administration.

Ratio of Loan to Value—Section 203

The ratios of loan to value for exist-
ing properties have been changed to
correspond with the ratios applicable
to properties proposed for construc-
tion except for properties which have
been completed less than one year and
were not approved prior to the be-
ginning of construction. The ratios
for properties less than one year old
and not approved prior to beginning
of construction remains at 90 percent
of the first $9,000 of appraised value
and 75 percent of the value in excess
of $9,000. There has not been a change
in the currently applicable increase in
down payment requirements. With
certain minor exceptions statutory
percentages continue to be reduced
by 2 percentage points for Section 203
cases.

Housing for the Elderly—Section 203

To assist elderly persons in obtain-
ing either an existing or proposed con-
struction property, Section 203 has
been amended to provide for the
mortgagor to enter into a contract or
an agreement with a person or corpo-
ration satisfactory to the FHA Com-
missioner in obtaining funds necessary
to meet the down payment and cost
of settlement and prepaid expenses.
The amendment requires that the
mortgagor be at least 60 years of age
as of the date a commitment for in-
surance is issued. It also requires that
the aggregate amount of the insured
mortgage and any uninsured loan
made to the borrower shall be in an
amount not in excess of the estimate
of the appraised value of the prop-
erty, plus the closing costs incidental
to the transaction.

Home Improvement and Repair

The Title I program is extended for
three more years and FHA is given
discretion in waiving requirement
that house must be occupied for six
months before a loan may be obtained.
The maximum loan amount is in-
creased from $2,500 to $3,500 and
maximum period from three years to
five years on individual homes (at dis-
cretion of FHA) and from $10,000
to $15,000 ($2,500 per family unit)
for multi-family properties. Permitted
discount rate remains at 5 percent, but
for that part of the loan in excess of
$2,500 the discount rate is 4 percent.

GI Program Extended
The Congress also approved H. ™

9260 which extends the GI Hon..
Loan Program for veterans of World
War II from July 25, 1957, to July
25, 1958, and provides that any loan
being processed by the VA on or be-
fore the latter date may be guaranteed
if approval is granted and the loan
closed by July 25, 1959. The bill also:
(1) provides entitlement to be re-
stored to a veteran who while on ac-
tive duty was forced to give up his
home because of official transfer; (2)
releases a veteran obligor on a current
loan from liability when he disposes
of residential property to a transferee
who qualifies and is approved by VA;
(3) requires that the veteran must cer-
tify at the time the loan is closed that
the residence is for his own occu-
pancy; and (4) clarifies the responsi-
bility of the administrator in regard
to appraisals.

is the opportunity to keep abreast of
economic trends affecting real estate
transactions.

This is a state-wide and continuing
program and preparations are already
under way for the winter sessions. For

particulars, write to your nearest Field
Program Coordinator, Karl F. Venter,
University Extension, 813 South F
Street, Los Angeles 14, or Duncan
Campbell, University Extension, 14v
Montgomery Street, San Francisco 4.



1e-year Licensees Are Nofified of Eligibility
For Examination for Renewahle Four-year License

Holders of original one-year li-
censes are notified when they are eli-
gible to apply for examination for
renewable four-year licenses. Numer-
ous inquiries have been received on
this point, and this is an explanation
of the procedure.

Suppose you hold an original one-
year broker or salesman license which
expires sometime in the month of Feb-
ruary, 1937, In the last week of Qcto-
ber, 1956, your name and the names
of all others whose licenses expire in
February come to the top in a special
file. Notices of eligibility for examina-
tion for rencwable license are immed-
iately sent to you and the rest of the
group.

In other words, the holder of an
original one-year license may expect
to get his notice from 12 to 16 weeks
prior to the expiration of the license,
The notice referred to is simply a
strip of three cards with a red edge

» one side, When filled in by the ap-
- pticant and returned to the Division

of Real Estate with the §5 fee (either
broker or salesman), it constitutes the
application for renewable lcense ex-
amination,

Notices to salesman licensees are
sent in care of the employing broker,
There is always the possibility these
may go astray or there may be other
slipups along the line. Any holder of
an original license who does not re-
ceive his application for renewable li-
cense examination within ten weeks of
the expiration date of that license, is
advised to pick up an application at
one of the division’s offices or write
to Sacramento for an application.

Note: The division has received nu-
merous premature inquiries about ap-
plications for renewable license exam-
ination. Unnecessary correspondence
can be avoided if all affected will give
the above-outlined procedure an op-
portunity to operate before making
ingquiry.
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California Grows
State Population Reaches 13.6 Million

California’s total population on July
1, 1956, is estimated at 13,600,000, re-
ports the State Department of Finance.
With a gain of 3,014,000, this State has
accounted for one-sixth of the Na-
tion’s growth since the last decennial
census of April 1, 1950. California’s
growth rate over this period has been
28.5 percent as compared with 11 per-
cent for the Nation,

In the past 12 months, the popula-
tion of California has increased by
365,000—the largest amount ever re-
corded in peacetime and a figure only
moderately below the peak war infly-
enced movements of 1942-43 and
1951-52.

With an excess of more than 200,-
000 births over deaths, natural Increase
provided 35 percent of last year's pop-
ulation growth while 65 percent came
from net migration. A continued high
level of economic activity, a sustained
birth rate, and a lower mortality ratio
are expected to bring a total popula-
tion of 14,620,000 by july 1, 1958,

llegal Subdividing Costs Broker His License and Fine

Dividing a parcel of land into a
sufficient number of lots to constitute
a subdivision and selling them without
observing the requirements of the sub-
division laws not only subjects a li-
censee to disciplinary action against
his license, but can also be a criminal
offense.

Recently a Butte County real estate
broker, while acting as an agent, sold
off six lots from a single parcel of

Division of Real Estate

property without filing a notice of in-
tention or obtaining the Commijs-
sioner’s Public Report, As a result of
a formal hearing on an accusation of
being in violation of the sections of
the Business and Professions Code giv-
ing the Real Estate Commissioner juz-
isdiction over the offering of subdivi-
sion property, his license was revoked.

At about the same time, the broker
was charged by the dictriet attorney

DIRECTORY ORDER

1021 O Street, Sacramento, California
Please reserve o copy of the 1956-57 Director
me postpaid when books are received from printer.

Price to licensed brokers._... .. . $1.04 (inc. sales tax)
Price to nonbrokers.

with violation of the Map Act and
the county ordinances relating thereto.
Specifically the charge was failure to
file a map of the same six parcels. The
case was heard by a jury and the
broker pleaded ignorance of the
law, whereupon the district attorney
pointed out that the accused had been
m the real estate business as a broker
for 2 number of years.

The broker was convicted of a mis-
demeanor and the judge sentenced him
to a fine of $300 and placed him on
probation for two years.
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Urban Renewal

Licensees’ Responsibilities in Programs Defined

In many California cities, real estate men and women are giving generously
of their time, talent and knowledge to promote vigorous urban renewal or
“Build America Better” campaigns to arrest or eliminate blight conditions.
In these same areas on the other hand, a few licensees have generated complaints
as they sold or attempted to sell properties, known by them to be subject to

urban renewal programs, without in-
forming purchasers of this fact.

Last month the Real Estate Com-
missioner, in an effort to bring the ser-
jousness of the matter quickly to the
attention of all licensees, issued a gen-
eral news release defining the selling
agent’s position. It was pointed out
that it is the duty of real estate licen-
sees to make known to purchasers all
facts where a property being sold may
be materially affected by the opera-
tion of a renewal program. In essence,
failure to disclose pertinent informa-
tion could be termed misrepresenta-
tion by omission or concealment.

Problem Faced in Different Ways

California communities are tackling
the problem of urban renewal in sev-
eral different ways. A common ap-
proach consists merely of the enforce-
ment of laws which are already on the
books; that is, insisting that property
owners comply with all building reg-
ulations set forth in the State Housing
Act and in local ordinances, with spe-
cial attention given to safety, fire and
health standards.

Thus when dealing in properties in
an area where such a program is con-
templated, the prospective buyer is en-

42705 9-56 125M

titled to know that he may have to
spend considerable sums in repairs or
improvements to meet the code stand-
ards when and if enforced, or else find
himself with a property he cannot use
as he had intended. Obviously failure
to disclose such information to a pur-
chaser could be extremely damaging.
The real estate licensee is expected
to be reasonably familiar with the
property he is offering for sale and
with its environment. If it is located
within a proposed urban renewal or
slum clearance project and the possi-
bility exists that it does not meet the
minimum health and safety standards,
full information can and should be ob-
tained from the proper authorities.
When the property is substandard
indicating a possible future forced
repair or alteration expense, the pur-
chase contract should reflect this pos-
sibility to avoid misunderstanding.
The Real Estate Commissioner em-
phasized that properties in the path
of a contemplated renewal or slum
clearance program often represent ex-
cellent buys, but the buyer is entitled
to know what obligations he may be-
come liable for. Offers to purchase
can provide for full investigation.

printed in CALIFORNIA STATE PRINTING OFFICE

DIRECTORY OF LICENSEES
AVAILABLE ONLY
ON ADVANCE ORDER

The 1956-57 Directory of Licensed
Brokers and Salesmen is now in
preparation. If you want a copy,
you must place your order now.
We will not be able to take your
order after November 1st because
at that time our final order must
go to the printer.

Each broker is entitled to one
copy at a cost of $1.04, including
sales tax. The price to anyone not
a licensed broker is $3.64, including
sales tax. Use the order blank
on page 263 of this bulletin
and remit check or money
order. Please do not send cash.
Place your order now; the book will
be sent to you postpaid upon publi-
cation.

If additional copies are wanted
for branch offices, the regular price
—$3.50, plus sales tax—must be
charged in accordance with the
law. However, if an individual is
licensed both as a business oppor-
tunity and a real estate broker, he
is entitled to order two copies at
the lower price.

The printing cost of each direc-
tory is far more thanjits selling price
to brokers. Reservations are neces-
sary to assure no wastage. A nom-
inal price is charged so that the
directory will not be ordered unless
there is a genuine use for it.

Directories will not be sold in the
division’s branch offices, but will be
available to anyone for reference
purposes.
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