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COMMISSIONER DEFINES CALIFORNIA'S MANY PHASED LEADERSHIP

In his message to the Governor’s Council for September, Commissioner
W. A, Savage presented an imposing list of areas relating to real estate
whercin California either pioncered or has gained and maintains eadership.

1. There can be no doubt or quibbling about population. Before the end of
this vear we will have passed up New York to become first,

2. California is saluted throughout the United States—and even beyond—as the
unchallenged pioneer and present leader in the scope and effective enforcement
of its Real Estate License Law.

3. We became license law pioneers more than 40 years ago when our forward-
looking legishators enacted the first Real Iistate License Law in the United
States. Now all 50 states have such laws, a number modeled on the California
law.

4. We have by far the largest number of real estate and related licenses issued
and in force of any state in the union—as of June 30, 1962,

5. California was among the first states to enact subdivision laws and is
acknowiedged as the leader in enforcement of statutes protecting the public from
objectionable practices in this phase of our economy. Further illustrations of
progressive legislation were those statutes designed to eliminate abuses of public
trust through: (1) rental agency malpractice; (2) mortgage loan and 10 per-
center defalcations, (3) advance fee rackets; (4) land location rackets, mostly
involving federal land; and (5) most recently the promotion—particularly in
interstate trade—of misrepresented subdivision properties.

6. The examinations for licensure,
given by the Division of Real Estate,
are among the most comprehensive
anywhere i the United States. They
are constructed by the staff with due
regard for law and practice, enlisting
the co-operation of industry and aided
by research conducted by the Univer-
sity of California and other public in-  realized from license fees for the sup-
stitutions of higher learning in the  port of the broadest and most produc-
State. tive professional real estate educa-
tional program at the college level
under way anywhere inside or muside
of our national borders.

Finally, the report concluded,
“These licensees are contributing to-
wards the training of a licentiate
which will have higher standards of
knowledge and competence than ever

7. Probably most unique and out-
standing of all facets of our license
law leadership is the creation and ad-
mumistration of the Education and Re-
search Fund made possible by the al-
location of one-fourth of the money

THE OFFICE SCRIBE S5AYS:

“T see where the National In-
stituce of Real Fstate Brokers is
conducting a contest for real
estate salesmen. ‘Tell your most
interesting sale or trade in ap-
proximately 500 words,” their

mm(m?ce’{]\?nt ,I.‘C?adS. Why 5.0[0 before known in this field. . . . T am
?{;8] dsr,, e hat's wrong with proud to be associated in this under-
ow! -
taking . . .17

COMMISSIONER W. A. SAVAGE

SEMINAR FOR LICENSEES

A “real estate investment semi-
nar” for real estate brokers and
salesmen will be presented De-
cember 7 and 8 on the Univer-
sity of California Berkeley cam-
pus by U.C. extension and the
California Real Estate Associa-
tion, The ali-day mectings will
be held in the new Associated
Students’ Union Building.

All agpects of California real
estate investment will be con-
sidered, among which will be:
impact of taxation, competition
for the investment dollar, legal
and ethical aspects of broker
participation.

Further information and en-
rollment forms may be obrtained
from University of California
Fxtension, Berkeley 4, California.
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Disciplinary Action—July, August, 1962

NOTE: Any person whose license has been suspended or revoked, or whose ficense application has been denied,

has the :lgimt to seek a court review, This must usuaily be dome ‘within 30 days after the effective date of the

cemntissioner®s decision,

Therefore &« list of agtions is not published in this Bulletin untif the period allowed for ceurt appeal has
expired; or, if an appeal is taken, uniil a final determination of the court action. Names of persons to whom

licenses are denied upon application arc not published.

Licenses Revoked During July, August, 1962

Name Address Effeciive date Viclation
Dawsen, Beverly Emeline. .ooooon 1396 Solano Ave., Albany. .. ... 7/10/62 Secs. 1CL76 {e}, (i); 10177 (d),
Real Estate Broker (Granted right to (f); Secs. 2830, 2831 & 2832 of
restricted  license RIS Comm. Rep,
on terms and con-
ditions)
Brookens, Willard. .. ... 5900 4th Ave., Los Angeles..._. 7717762 Secs. 10176 (e}, g), 101?? (d),
Real listate Broker ), (]), ecs, 2830 & 2831 of
R.E. Comm. Re
Johnston, lidward Henry o .___. 9015 Wilshire Blvd.,, Beverly 7/17/62 Sec. 10177 (d) & (Ff:)
Real Estate Broker Hitls {Granted right 10
restricted  license
on conditions)
Martia, James Edwin. . ovoooeenon 3330 Geary Blvd,, San Francisco. /62 See. 10177 (b) & (f)
Real Ystate Salesman
Pifer, Wallred Laundstrom. .. ... 15490 Wilbur M., Reno, Nevada. 7/11/62 Sec. 10177 ) & &)
Real Estate Salesman
Ramage, Kenneth Chades. oo ouon 1354 N. Harper Ave., Apt. 2i1, 7/17/62 Sec. 10177 (b}
Real Lstate Salesnran Los Angeles
Rosenfeld, Alan Leeooouon ool 495 Grandview, San Francisco .. 7/17/62 See. 10177 (f) & (5)
Read Fstiate Salesman
Perez, Paul John oo oanoo s 7425 W, Mauchester, Los An- 7/24/62 Secs 10176 (a), {i); 10177 () &
Real £state Salesman geles
Berdahl, John Richardaoaoooona. Circle Springs, Alaska ... S/ 1/62 Scc 10177 (b)Y & (F)
Real 1state Salesman
Jackson, Charles ¥dward. ... 1902 8. Lincoln 8t., Oceanside __ 8/ 1/62 Sec. 10177 (b), {f} & ()
Real istate Salesman
Shaype, William Hamitton. _...... 167434 Broadway, Vallcjo. ... 8/ 6/62 Sees. 10176 (), (i); 10177 (d),
dba Omega Real Istate Co, (Granted right to {f); Secs. 2830 & 2832 of R.I..
Real Estate Broker restricted  Lcense Comm. Reg.
on terms and con-
ditions)
Conway, Merritt Voo oo o .. 4128 Wilshire Blvd., Los An- 7/62 Secs. 10176 (a), (b), (e), (i);
Real Iistate Broker geles (Granted right to 1017.7 ((l (j); 10242 {a), {c),
restricted  ficense {d); 2 Secs. 2837: 295
on ccnd:uons) {d & (f) of LI, Comm. Rc
Conw-ay Moriga gc Company._ ... 4128 Wilshire Bivd, Los An- Secs, 10176 (a), (L), (e}, (S

Mortgage Credit  Corporation peles
Reorganization Corporation
Redevelopment Corporation

(Grapted sight to
restricted  license
on conditions)

10177 {d), {i); 10242 (a), (c)
02; Secs. 2832; 2950

(d);
(d) & () of R.E. Comm, Reg.

A Salute to Oldtimers

EFrom time to time the Bulletin
salutes pioneers in California real estate
who are still active in the industry,
not just because they have endured,
but because they have been creative
contributers to their vocation and its
public image during their years of
pracrice. This issue commends:

H. V. Briggs

3181 Glendale Bivd.
Ltos Angeles

Howard 1. Nicholsen
125 E. Victoria §i.
Santa Barbara

Fred E. Reed
100 Grand Ave.
Qakland

Frank B. Crissman
2942 W, Coast Hwy.
Newport Beach

Ferne C. Criswel!
747 New York 5t.
teng Beach

J. Carl Seulberger
498 Lake Park Ave.
Qakland

Reinvestment Corporation
President, Mernt ¥. Conway

Flanagan, Sam Houston. . ... 4645 Hidalgo Ave., San Diego..

Restricted Real Jistate Salesman

Greyson, Jack Alan_ oo oo 3921 Wiishire Blwvd,,

8/ 7/62
8/ 7/62

See. 10177 (1)

Los An- Secs. l()USS 10176 (a) (c), &),

Real listate Broker celes (j) ( Y (), ecs.
§ A A
R L. Comm Reg.
IHerring, Willard Jodward. .- ... 1624 N. Il Camine Reai, San 8/ 7/62 Secs. 10160, 10162 10164;

Restricted Real Estate Broker Clemente

Brown, William Courney. oeoooo.. 2645 Imperial Ave., San Diego._

clbéWiilinm C. Brown Mortgage

0.
Real listate Broker
Business Opportunity Broker
President, Brown & Dodd Inc

Carnes, Edwin Josepho coonoanoas Ct. A, 1125 25th 8t., San Diego.- -

dba Carnes Realty

Real Estate Broker
Cansey, Roland Charles. o ooo.uoo 2204 T,
cal Estate Balesman Long Beach

Crow, Cecil Monroe. ..o _____ 31 Lamartine St., 8an Francisco.

Husiness Opportunity Salesman

DeMarcus, Clarence Celdeon. ... .. 1217 Bernal Ave, Burlingame ..

Real Estate Salesman

Duniap, Edward Lawrence. ... 14145 Venwra Bivd,,
Real Estate Broker Osks

3071 Imperial Ave., San Diego.

Sherman 8/23/62

10177 @), {f); Secs. 2771 &
3772 of RE. Comm, Re
8/23/62 Secs. 10177 (f), (3); 10302 al) &

{Granted right to G}

restricted  hicense

on conditions; said

licenses  shall be

suspended for 30

days upon effective

date of order)
8/23/62 Sees, 10176 {e), (i); 10177 (b),
{d}; Secs. 28]0 & 2832 of R,
Cormnm,
Pacific Coast Hwy., 8/23/62 Sc‘l:El?l'n’O%é ('\) B), (o), G);
8/23/62 ch{s(]}?t?? (b, (f); 10302 (b}
S/13/62  See 10177 (b) & ()

{Granted right to
restricted  ficense
on lerms and con-
ditions}

See, 10177 (b) & {0}

— — — — — - CHEERING COMMENT- — — — — -

Here is a quotation from President
Jim Idmonds of the Long Beach Dis-
trict Board of Realtors, typical of
similar comments in other board news-
letters, which obviously pleases by
bringing home the fact that improv-
ing industry standards is a co-opera-
tive task involving all of us.

“Did you take time to read the

article in the July-August issue of
the Real Estate Bulletin, entitled
*Anonymous Agent Short on Ethics,
Courtesy’? (p. 562)

*. .. a most enlightening approach
to a problem that seems to continue
occurring . . . to remind realtors
that Axticles 9 and 21 of our Code
of Ethics must be enforced.”
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Licenses Revoked During July, August, 1962—Continued

Name Address LEffective date Violation
Patterson, Elizabeth Dora. ... 2139 W, Balt Rd,, Ste, C, Ana- 8/23/62 Sec. 10177 (b) & (D)
Real Estate Salesman heim (Granted right to
restricted  Ticense
on conditions)
Kahn, evin o Ste. 5, 858¢ Sunset Blvd., Los 3/28/62 Secs. 10176; 10176 (a); 10176.1;
Real Estate Broker Angeles 10177 (&), (8); Sece. 3081.09
(b) & 3081, 096 of Tivil Code;
.Rec 2849.2 of R.E Comm,
Oclis, Florian Anton...ooooounoo.. 400 Dewey Blvd,, San Francisco 8/28/62 See. 101?7 (b} & (D
Real Fstate Broker {(Grapted right to
restricted  license
on terms and con-
ditions)
Roney, Gordon Ray. ... __. 30 Cebot Ave,, Santa Clara; 8/28/62 Sces. 10176 {¢), (1) & 10177 {f)
Real Estate Broker 20309 Silverado Ave., Cuper-  (Granted right to
Real listate Satesman tino restricted  Jicense

on terms and con-
ditions; said  li-
censes shall be sus-

pended for 30 days
UponR issuance)
Western Trust Deed Corporation .. 9606 Santa Monica Blvd., Bev- 8/28/62 Secs. 10176 10176 (a), (%
Real Estate Corporation erly [ills 10177 (d) (f) (3); Secs.
3081.09 b) & 3081 096 of
le Code; Scc 2849.2
COmm Sy
Iavens, W1yne James ... 2380 Sierrz Bilvd., Sacramento .. 8/29/62 Sccs §0176 (1) (b), ), (i}
Real Jistate Salesman 10177 (1) & (g)

Licenses Suspended During July, August, 1962

Effective date

Name Address and term Violation
Bailarln, Joseph Dowd. ... 3729 Mission 8t., San Francisco. 7/ 5/62 Sec. 10176 (a)
{ome Fn\/'cstmcm Co. days
Rcai listate Broker
Loawenstein, Matthew Joseph, Jr.. 2318 Mission St., San Francisco. 7/16/62 Bees. 10162 & 10177 (f)
Real Estate Broker days
{Stayed for one
year on condi-
tions)
Montgomery, Walter Eglinton...__ 588 N, Auusa Ave., Covina- ... 7/16/62 Sec. 10177 {d}, (f) & (k)
Restricted Real state Salesman 30 days
Bodziak, Brune Francis...._._.... 8731 South Western Ave., Los 7/19/62 Sces. 10176 (e); 1077 (d), (f),
dba Ben Bodiak Angeles 45 days 10240; 10242 (c): & Sec. 2
Real Estate Broker of R.E, C‘omm Reg
Boehm, . L. Co,, Inci oo 8733 South Western, Los Angeles 7/18/62 Sees, 10176 \’e) 10177 (d), {1’),
Real ¥state Corporation days 10240 2 {c); & Sec. 283
(Stayed for one of R.E. Com:n Reg
vear on condi-
tions)
Bochm, Ernest Lewis. ..o oo 8733 South Western, Los Angeles 7/19/62 Sees. 10176 (e); 10177 {d), (I),
President, I. L. Boelim Co., Ine. 45 days 10240; 10242 (c); & Sec. 283

Real Estate Rroker

Covina
Brown, Oswell Raymond..._._.._. 10045 Soutly Western Ave.,
dba 0. R. Brown Co. Ios Angeles

dba Keystone Realty Co,
Real Estate Broker

818 W. San Bernardine R4,

{Exccution of sus- of R.E. Comm. ch,
pension stayed for
60 days) -
Los 7/19/62 Sees. 10176 (e); 10177 (d), (f);
45 days 10240; 10242 (c); & Sec,
{Execution of sys- 2830 of R.E. Comm, Reg,
pension stayed for

Chairman of Board, It, L, Bochm 8733 South Western Ave,, Los 6 months en condi-

0., Inc. Angeles
Lundblad, Herbert Lewis._....... $1854° S, Normandie Ave., Los

Real Fstate Broker Angeles
Treasurer, E, 1, Boehm Co., Ine.

Fantz, Malven_ L ooooaiioal L 8733 Bouth Western, Los Angeles

Real Estate Salesman

Arwood, Floyd lGugene. ... ... 3941 Haven, Fremont...

Real EstateSalcsman and right o
Renewal Real Estate Salesman
License conditioned on passing
CKKI“II]'\UOH

Wade, James Raobert

Resticted Real 1

dba Joe Glass & Associates
Real Estare Broker

8733 Sc\nth Western, Los Angeles {Ixccution of sus-

6401 Jackson Dr., San Diego....
Glass, Joeuo oo I 3232 Fair Oaks Blvd., Carmichael

tiens)
7/18/62 Secs. 101?6 (c) 10177 (d), (f);
45 days 1024010242 (c); & Sec. 28 810
of R.E, Comm ch
pension stayed for

60 days)
1?[{:169/62 Secs. 10177 (d), {f) & 10242 (c)
30:day,
_______ 5/ 7/3652 Sec. 10177 {1}, (j}; & Sec. 2763
0 days of R.IE. Comm. Reg.
[
8/ 7/62 See. 10177 {d) & (D)
60 days
8/18/62 Sec, 10177 ()

4 months

Examination Failure Rates
Display New Pattern

September highlighted a change in
the statistical pattern of failure rates
which has been taking shape over the
past several months with 69 percent
of renewal salesman license applicants
p‘]‘"ﬂﬂg their CXHIT}[I]"IUOI]S as Ccom-
pfued with 68 percent of those apply-
ing for original licenses as salesmen.
While 75 percent of the applicants
for renewal real estate broker license
passed their examinations, only 42 per-
cent of the applicants for original
broker licensure were successful,

This would seem to be partly ex-
plained by noting that nearly all those
real estate salesmen who have failed to
qualify for their renewal license while
exercising the permissible alternative
of holding two successive original li-
censes, ultimately apply for and take
the original real estate broker license
examination as the only means of stay-
ing in business,

Prior to 1961 the original broker
examination was constructed in a mul-
tiple choice format, and many of
those who had been unsuccessful in
answering the more demanding essay-
type questions constituting the re-
newal salesman examination turned to
the less complex multiple choice test
for an original broker license.

This weakness in examination struc-
ture has been eliminated by provid-
ing a much more difficult essay-type
examination for original broker license
applicants. Not only does this account
partially for the statistical reversal of
pattern, it also illustrates the validity
of the commissioner’s contention that
the applicant who seeks permanent
licensure for the broader responsibil-
ities as a real estate broker should
prove himself to possess the knowl-
edge demanded by those responsibil-
1t1es,

e e e e e

In September the commissioner had
a letter from Frank K. Allen, Exhibit
Supervisor of the California State Fair
and Exposition, expressing apprecia-
tion for the co-operation of the divi-
sion’s Sacramento District office in
preventing questionable real estate

promotional  exhibits. M,
among other things, said:

“It was a genuine pleasure to have
the privilege of working with your
office and to receive the wholehearted
co-operation which you extended to
us. It was mainly through your ef-
forts, and that of your department

Allen,

Lebters Like This We Like to Receive . . . . . .

that our office was able to restrain the
participation of questionable appli-
cants for our exhibit space as it per-
tains to real cstate operations.”

This, we think, is a significant illus-
tration of the often repeated adage,
“an ounce of prevemntion is worth 4
pound of cure!”
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Unanchored Subdivision Promotions.....
.....Analyzed for National Conference

C. Edward Elias, Jr., working with
the U.CIL.A, rescarch program, at-
tached a new label to the type of
interstate land promotions which have
been troubling national and state li-
cense regulatory officials to a mount-
ing degree during the past few years
when, in a report to the National Con-
ference on Interstate Land Sales in
San Francisco, Qctober 2, he dubbed
them “wnanchored subdivisions.”

The title might relate to the fact
that many are “dream properties” un-
anchored in reality, as well as to the
fact that they have no relation to any
community or economy in being.
Their proclaimed value often is a fic-
tion existing in the carefully applied
inks of a mail order brochure, a full-
page newspaper display advertisement,
or colorful presentation in a national
magazine or a military service journal,
offering “all this and heaven too” for
%10 down and $10 per month,

Legitimate Land Developers Suffer
Not only has this offcolor mer-
chandising been accounting for the
siphoning of miilions of dollars of
California investors’ money into chan-
nels of no apparent return but, in the
process, it has cast a growing cloud
upon legitimate land developers who
constitute a basic segment of the real
estate industry. Moreover, the report
smtcd “Not only are the pmdmsus

losing money, but the states and coun-
ties where unethical promoters oper-
ate are also being burt.”

A Typical Promotional Property

Based upon a study of many such
offerings, Professor Elias painted the
following picture. The typical lot av-
erages 2,16 acres, has no fire protec-
tion, sewage disposal, roads or pro-
visions for maintenance, water, utili-
ties or public transportation. An aver-
age property is 12 miles from any
school and at least 12 miles to a shop-
ping center.

The average developer of this type
of offering pays $123 per acre, creates
an enticing picture through mislead-
ing illustrations and glib promises and
sells it to Investors at $731 per acre.
The buyer who purchases the prop-
erty as a retirement location, or as “a
good place in the county to raise a
family” faces the all but impossible
expense of adding nonexistent facilities
and amenities,

Although the commissioner’s subdi-
vision public report is issued on some
of these properties, setting forth these
disturbing facts (except for land
prices), buyers too often do not take
the time or trouble to either consult
with the proper authorities or check
the implications of the facts thus made
a\'aihblc o them.

Sales Contract Juggling Successfully Prosecuted

September 13 saw the culmination
of misdemcanor proceedings which
were initiated in the Municipal Court
of Riverside County against an indi-
vidual and a construction company as
the result of investigations conducted
by the Division of Real Estate. The
respondents were charged with viola-
tion of Section 11202 of the Business
and Professions Code, which spells out
the responsibility of those who sell
subdivision property using real prop-
crty sales contracts with respect to
payments thercon,

Sentence was: (1} rhree  years
bench probation under condition that
no law or ordinance be further vio-
fated; (2) placement in custedy of
Sheriff of Riverside County for six
months  (execution stayed pending
settlement  of hearing in  federal
court); (3) $1,000 fine, to pay or
serve; (4) submission to court upon
request of any and all reports con-
cerning business dealings; (5) further
co-operation with the federal court in
San Bernardine i straightening out
financial difficulties; and (6) stay of
execution granted until March 7,
1963,

Old English Wise

The Bulletin scissors clipped the
following quotation from an ancient
document of Merry Old England
from the pages of Title Insurance and
Trust Magazine and failed to note the
volume date and page, but we think
you will agree that those counselors
of an olden day were pretty sharp
and as current as today’s mail in their
advice.

“First see the land which thon intend’st
to buy, Within the seller’s title cleavly lie,
And that uo woman to it doth lay claime,
By dowry, joyuture, or some other name,
That may incumber. Know if bond or fee,
The tenure stand, and that from each
feoffe It be veleased, that th’ sellevs be
soe old, That he may lawful sell, then
lawful hold. Have special carve that it
not mortgag’d lye, Nov be entailed upon
posterity, Then if it stand in statute
bound or noe, Be well advised what quitt
rent must goe, What custome service
bath been done of old By those who
formerly the same did bold, Aund if «
wedded woman put to sale, Deal not with
ber nunless she bring ber male, Fov she
doth wnder covert barven goe, Although
sometimes some traffique soe (we kunow}
Thy bargain made and all this done, Have
special carve o make thy charter run To
thee, thy beirs, executors, assigns, For
that beyond thy life securely binds, These
things forehnown and done, you may pre-
vent Those things rash buyers many
times repent; And vet when you have
doue all you can, If youle be sure, deal
with an bonest man.”’

Yes, indeed, this is modern as well
as ancient wisdom, and especially that
last line. All of us would like ro think
that every possessor of a real cstate
broker or salesman’s license might
automatically qualify as that “honest

LR

man .

A DAILY QUESTIONNAIRE

Every licensee might ask himself
these questions every day:

(1) Would | eonsult an attorney
who hadn’t “hit the books” since
passing the bar examination?

(2) Would | go to a docter who
hadnt kept abreast of the latest
developments in medical practice?

(3) How current and authorita-
tive are the books on my shelf?
The journals on my desk? The
knowledge in my mind?

(4) Am | doing all | can to jus-
tify the foith [ ask my clients to
place in my professional compe-
tence?




BBB Fair Practice Code for
Advertising and Selling

The Association of Better Business
Burcaus, Inc., has published a copy-
righted Fair Practices Code which all
businessmen, including those in the
real estate industry, will find loaded
with words of wisdom that, closely
followed, will make for peace of mind
and greater assurance of that public
confidence which also pays dollar
dividends.

® “Serve the with honest

values.”

¢ “Tc]l the truth
offered.”

® “T'ell the truth in a forchright man-
ner so its significance may be
understood by the trusting as well
as the analytical,”

public

about whar is

e “Tell customers what they want to
know—what they have a right to
know and ought to know about
what is offered so that they may
buy wiscly and obtain the maxi-
mum  satisfaction from cheir pur-
chases.”

® “Be prepared and willing to make
good as promised and without
quibble on any guarantee offered.”

® “Be sure that the normal use of
merchandise or services offered will
not be hazardous to public health or
hife.”

® “Reveal material facts, the decep-
tive concealment of which mighs
cause consumers to be misled.”

® “Advertise and sell merchandise ar
service on Its merits and refrain
from attacking your competitors or
reflecting unfairly upon cheir prod-
ucts, services, or methods of doing
business.”

® “If restimonials arc used, use only
those of competent witnesses whao
are sincerce and honest in what they
say about what vou sell.”

® “Avoid all tricky devices and
schemes such as deceitful trade-in
allowances, fictitious list  prices,
false and exaggerated comparative
prices, bait advertising, misleading
free offers, fake sales and similar
practices which prey upon human
ignorance and gullibility.”
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and mineral, oil and gas licenses.

renewable four-year licenses.

the licenses ourstanding.

First Decrease in Licenses Since World War Il

For the first time since World War 11, there has been a drop from the
preceding year in the total of outstanding real estate, business opportunity

While the decline is minor in terms of percentage—1.8 percent from
June 30, 1961, to Junc 30, 1962—it becomes significant when compared to
the trend over the past [6 years, when each year saw a rise in the number
of licensees—a climb which averaged over 6 percent per year. Thus, until
the past year, the number of licensees had been growing at a ratio almost
twice that of the State’s population growth,

In the past year, a decline was registered in the number of original
licenses, but it was more than counterbalanced by an increase in active

The principal loss occurred in inactive licenses; a year ago these licenses
comprised 23 percent of the total, now they account for 21.9 percent of

Business opportanity licenses showed a slight drop while there was a
small increase in mineral, oil and gas licenses.

REAL ESTATE, BUSINESS OFPORTUNITY, AND MINERAL, OIL AND GAS LICENSES
Issued and in Effect June 30, 1962, Compared With Previous Years' Totals

Corporations | Partnerships Satosmen Brokers Limited Branches Total
Inac~ | Ac- | Fac- | Ace | Inac- | Aec- inac- | Ac- | lnace | Ac- Inag- | Ac-
Type of license tive | tive | tive | tive | ftive tive tive five | tive | tive tive tive
Real estate originals.{._._.. 76 1 87 | 1,785 {16,701 132 | 245 ... a7k 317 | 1,918 {19,765
Real estate vonowals.§ 3,389 71 1,623 {19,888 | 38,189 | 7,967 141,322 | .. | . ___ 8,356 | 27,926 {84,502
8. ... 3 30 228 4 191 . 14 34 428
256 5| 1582 566 681 536 | 4,880 . __ . 1. 537 | 1,107 | 5679
Minoral, oil and gas
[ALETHI R IUUNSN NN JRNN AU AU AU 1 4| 1 4
Minerai, oif and gas
renowals_ .o i 4. LI SR SO 32 51 32 56
L P R N 3733 | 77 11836 | 22,260 155777 | 8o 4B.609 | .. a0 | 10,225 | 31,018 110,425
st o T gt | e, - S ——
GRAND TOTAL
61-62). .. . 3,733 1,913 78,046 57,281 470 10,225 141,443
GRAND TOTA
960-61)____. 3,464 1,941 79,948 58,362 487 10,117 144,183
GRAND TOTA
T959-60) ... 3,165 1,934 73,485 56,342 713 §,485 135,647
1961-62 over 1960-51 o
Numericat change. .. +268 | - 28 --1,800 --T,081 -+3 --108 - 2,740
Percentage clange . . +7.8%, —1.4% —-2.4%; -1,8%, + .6%, 4-1.19%. -1, B0,
1261-62 over 1558-60
Numericai change. _. +667 —21 14,560 939 -~-243 --rd0 +-6,802
Percentage change. .| -+17.9% —1.1% -+6.2%, +1.7% —344% | 7.8% +4. 3%

. .. .. Division Personnel Given Commendation . . . . .

Commissioner  Savage received a
conmunication from Attormev Gen-
eral Stanley Mosk expressing his ap-
preciation and that of the Steering
Committee of the National Confer-
ence on Interstate Land Sales (held in
San Francisco, October 1-3, 1962) for
the valuable contributions of staff and
personnel of his agency to that gath-
ering.

Specific mention was made of: (1)
panel participation by staff members;
(2) the gathering and distribution of
informative materials; (3) the plan-

ning and building of a display of out-
of-state  subdivision brochures and
other types of advertising which was
“an outstanding factor in itlustrating
the problem with which the confer-
ence was concerned”; {4) and the
presentation of preliminary findings
of an cconomic and legal study of
out-of-state  promotions being con-
ducted by the University of Califor-
nia at Los Angeles at the instance of
this agency as a part of the continuing
rescarch program.
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QUESTIONS AND ANSWERS ABOUT EXAMINATIONS

Q. May the written examination
for renewal real cstate salesman li-
cense be postponed until after the
expiration date of my original sales-
man license?

A. No. Section 101535 vequires
qualifying for vemewal license during
the one-year period of the oviginal li-
cense (10th through 12th month).

Q. May an applicant who has
failed two successive examinations for
original real estate salesman license
immediately file for a third such ex-
amination?

A. No. Section 10153.8 provides
for a mandatory one-year waiting pe-
riod from the date of the last such
qualifying examination.

Q. Can an applicant who has
failed the original real cstate salesman
examination take an oral examination
in an effort to improve the written
score?

A, An applicant who fails o sec-
ond successive examination for orvig-
inal rveal estate salesman license ov
oviginal business opportunity salesiman
license, and awho has obtained a writ-
ten score beiween 72 percent and T4
percent is eligible for an oral supple-
IERTATY 1ESt.

Q. What are the written scores
that an applicant must obtain to be
eligible for an oral supplementary
test?

A. Originagl examinations—no orals

on first failire
Re-examination (salesimen)—72

percent to 74 perceint
Re-examination (brokers) — 65

percent to 14 percent

Renewal  examtination  (sales-
wien)—60 percent to 69 per-
cent

Renewal  exawmination  (“old

law™ Drokers)—65 percemt to
74 percent

Renewal  examination  under
second successive original Ii-
cense—65 percent to 74 per-
cenmt (as of December 31,
1962).

Q. Can I have an “extension” of
time on my original license while

awaiting the results of my oral exami-
nation?

A. No. There is no provision in
the Real Estate Law for the extension
of any license past the date of expira-
tion, for any veason whatsoever.

Q. Due to my extreme nervous-
ness [ was unable to think of the right
answers during my oral examination,
and I failed to obtain a passing score.
Can I have another oral examination?

A. No. The oral examingtion is
considered to Dbe part of the overall
exggmination. It is given only on the
re-examination for oviginal license and
the Real Estate Law provides for only
one re-examination for such license.
Section 2764 of the Rules and Regula-
tions of the Real Estate Commiissioner
alse provides for only one examination
for a venewal license during the time
an oviginal license is effective.

Q. Since I specialize in selling only
residential property, why do I have to
take an examination where the gues-
tions cover all the other types of real
estate transactions? I never use any of
that knowledge in my business.

A, Your veal estate license entitles
you to conduct any type of veal estate
transaction. There is no special license
for selling residential property only.
For this reason you must be tested in
all caregories of real estate, including
commmercial, industrial and agriculturgl
property.

Q. I filed an application for a
broker’s license a few weeks before
the new statutes became effective in
September 1961. 1T was not qualified
then, but I now have the necessary
experience to take the broker’s license
examination. 1 would like to qualify
under the “new law.” How do I do
thisp Can my original fee of $20 be
applied to my application under the
“new law’’?

A. Youmust file a new application
and pay an additional fee of $25 to
qualify under the present law. The fee
you sulmmitted with your first applica-
tion is not vefundable, noy is it trans-
ferable,

Disciplinary Hearings
Ruled by Fact

In the conduct of formal hearings
involving licensees, against whom ac-
cusations of unlawful acts have been
lodged, fair play and due process are
meticulously observed in order that
the rights and privileges of all parties
to the proceedings may be protected.

In the first place, the hearing has
been preceded by caveful investiga-
tion of all aspects of the original com-
plaint leading to the filing of a formal
accusation and the serving of a copy
thereof on the respondent who has
15 days in which to file a notice of
defense.

Ax Jeast 10 days, and usually more,
prior to the scheduled hearing the
respondent receives a ‘“Notice of
[Hearing on Accusation” which in-
forms him of the time and place of
hearing, that he “may be present at
the hearing, may be but need not be
represented by counsel, may present
any relevant evidence, and will be
given full opportunity to cross-exam-
ine all witnesses testifving against”
him. Furthermore, he is apprised of
his right to have subpoenas issued to
compel the attendance of witnesses
and the production of books, docu-
ments or other pertinent evidence.

The concern of the commissioner in
each of these hearings is that all rele-
vant aspects of the disputed activity
be screened for the actual facts and
that these facts be presented before
the hearing officer. The concern of
the hearing officer is that due process
shall be followed in the interest of
truth, and that the ultimate decision
recommended for the comunissioner’s
action shall be justified by the meas-
urement of these facts against the
Jaw. If disciplinary action ensues, it
comes because the facts warrant it!

THE OFFICE SCRIBE SAYS:

“Codes of ethics are never a
guarantee of ethical performance
by either those who draft them
or those who vocally swear by
them. They acquire validity only
when through usage they be-
come part of one’s way of life.”




s Child’s Wisdom Equal
To Give-away Tactics

“If some Californians had left their
land investment decisions to children
during the past few years, they might
have conserved a few of the millions
of dollars estimated to have been
siphoned down the drain of no return
by unscrupulous out-of-state land pro-
moters.”’

This remark by a concerned licensee
was prompted by a news report from
the San Diego Better Business Bureau
Reporter relating that, subsequent to
the recent Del Mar Fair, over 400 in-
quiries were received about the valid-
ity of a drawing for which the in-
quirers had registered. As a resule of
the drawing, each was informed that
he was the “winaner” of a lot in south-
western New Mexico {provided, of
course, he paid a $52 “closing” cost!)

Adding to their puzzlement was the
fact that each lucky (?) “winner” had
registered for a bouncy little puppy
at the land company’s fair bhoath and,
so far as anyvone was able to deter-
mine, although thousands of persons
had apparently won lots, no one had
won a pup.

The Better Business Bureau, as is Its
custom, urged inguirers as a first step
to obtain a copy of the commissioner’s
subdivision report on the property,
which would give them a factual re-
port on various value-affecting aspects
of their so-called prize. Those who
called found that the commissioner
had already issued a desist and refrain
order against the promoter, ordering
the offer stopped.

Dow’t Like To Have Dream Disturbed

The point of this article, however,
as indicated by the introductory para-
graph, is the caliber of public reaction
to this news. Although most expressed
gratitude for the bureau’s warning to
“proceed with caution” and to obtain
the official report before mailing any
money, one woman expressed the feel-
ing of many when she remarked, “Oh,
you people find something wrong with
everything.”

It remained for a child to demon-
strate possession of keen insight and
good judgment when an eight-year-

| September-October 1962—Page 575

Exam Cheater’'s
License Is Suspended

Most brokers and salesimen will recall
their license examinations and the proc-
tor's warning to all examinees, “¥You
are to have no papers or books of any
kind on your desk other than the ex-
mmination suaterials handed you. All
reference itenms of any kind ave to be
lefr awith the proctor wntil the exam-
nation is completed!”

The group taking the examination
may react with a slight titter of amuse-
ment and an occasional sorto wvoee,
“kindergarten stufft”

But a certain sakesman who failed to
heed this warning when taking his re-
newal salesman license test will testify
that the proctor’s admonition is to be
taken seriously indeed. The salesman
took notes to the examination room
and, as he surreptitiously referred to
them, the proctor detected him in the
act. A formal hearing was held at which
guiit was established beyond any reas-
sonable doubt, and the commissioner
suspended both his current license and
his right to take an examination for a
renewal license.

The regulation against cheating in
examinations (Sec. 2763, Regulations)
may seem “lkid stufl” to some, but this
salesman who saw fit to disregard it has
been out of business for some months;
and, although according to the record,
“he desires to continue as a real estate
licensee, and sincerely regrets his afore-
said conduct,” will remain out of busi-
ness unti] the termination of the sus-
penston period,

Honesty and a good reputation are
prerequisites to licensing, Regret, how-
ever sincere, is never an adequate rem-
edy for a breach of either!

old puppy-secker chuckled and said,
“I haven’t got the 52 bucks anyway!”
Then he added, “You know swhat!
I'm going to write them and tell them
to sell the lot I won and send me the
dough!”

Perhaps our concerned licensce was
right. Perhaps the innocenc insight of
a child is the best safeguard against
those who would capitalize upon the
gullibility of adult citizens,

When a Broker’s Joh Is Done

“Get the check in your hand,
sonny,” counseled the once-upon-a-
tmer, “and rhe name on the dotted
line, and your ~worries ave all owver!”

No real estate broker, possessed of
a modicum of commercial “lnow-
how” or ethical sensitivity, would
give such advice today, but there are
those who say, “Get them to escrow
and you've got it made.”

For those whose thinking and prac-
tice follow this pattern, let it be said
for the record that many a presum-
ably consummated tramsaction lhas
fallen apart, and many a commission
check gone glimmering because of this
and for no other reason. Moreover,
many a complaint has been submitted
to local board conmmittees on ethics
and to the Real Estate Commissioner
because of ramifications of this “grab
e, sell ‘em, forget ‘em” business
philosophy.

This is not the thesis inherent in
the Code of Krthics. This is not the
practice by which respected real es-
tate firms of long standing and de-
served reputation have built their pro-
fessional image in the public mind. No,
indeed. The concept implied in the
term “Licensed Real ¥state Broker,”
the point of view with which public
confidence has been and continues to
be won is that a broker’s responsibil-
ity to his clients ends when all facets
involved in their “meeting of the
minds” negotiated through his agency
are resolved—not one minute sooner.
This s a fact which must be reclkoned
with, a required element in the policy
foundation of any ultimately effective
real estate carcer,

MATCH THIS RECORD!

Division license files turn up
this personnel turnover record:
One salesman, who has worked
for 27 brokers in 3 vears, 314
months, is seriously considering
seteling  down. Stability where
art thou!
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WHY LICENSE CHANGES
TAKE SO MUCH TIME

“Vitaperation” s an  interesting
word meaning to censure severely,
but the division’s senior deputy di-
rectly responsible for licensing pro-
cedures would much prefer having it
kept in its place in the dictionary ra-
ther than being loosed in his direction
for presumed delays in processing
time-—delays which are inherent in the
nature of the request and hence im-
mune to expediting efforts,

A concrete, and fairly typical, ex-
ample should promote a clearer un-
derstanding of what is involved in a
request for what seems to the licensee
a simple change. Recently, a broker,
moving to a new location, sent in a
request for the change of his broker
license and 28 salesman licenses, to-
gether with a check for §30 to take
care of the §1 fee for each change of
address. He expected the processed li-
censes to come back forchwith and,
when this did not ensue, he addressed
a letter to Sacramento which would
have to be properly termed either
“severe censure” or “vituperation,”
whichever label comes most quickly
to mind.

Omne Regquest Means Many Operations

For the record, this is a summation
of the necessary actions which this
seemingly simple operation actually
demanded, First, a2 check of the files
showed 80 salesmien registered in the
broket’s employ at the time of the ad-
dress change, rather than the 30 for
which forms and fees had been sub-
mitted. The licenses of two additional
salesmen had expired prior to the re-

TODAY’S PROBLEMS—
—TODAY'S SOLUTIONS

Ameong the many conunents in an-
swer to the commissioner’s request for
constructive criticism  of the Rea/
Estate Bullerin, one that appears often
refers to complete back files of the
Bulletin kept for reference purposes
by licensees writing in.

This is good if—and this is a very
important if—the filer remembers that
laws, conditions, and acceptable pro-
cedures change from year to year,
even from month to month, and, con-
sequently, that which was law, regun-
lation or policy in 1956 may be differ-
ent in 1962, Above all, remember, that
counsel to be valid must be current,
Keep the Bulleting by all means. Con-
sult them by all means, but double
check your answers against those con-
tained in recent issues or the latest
Reference Book!

COMMUNICATION AND
BUSINESS

The American Telephone and
Telegraph advertises: “How many
business problems are really com-
munication problems?”’ A  good
question for any business executive,
but especially for one in real estate
where clear communication is the
essence of effectual negotiation
between buyer and seller, lessor
and lessee, the two or more parties
to a property exchange, or any
other transaction of two or more
parties for whom the licensee acts
as agent.

To communicate facts between
mind and mind to the point of
understanding and ultimate agree-
ment in such a way that its every
part shall hold against future chal-
lenge is the accomplishment of o
professional’s mind.

quested change. Fifty salesman li-
censes, therefore, had to be canceled.

T'his latter operation, itself, involved
farther essential but time-consuming
moves. Fach individual file had to
have a suspense note entered. A letter
had to be written to the broker in-
forming him these salesman licenses
were canceled and that, should he de-
sire to congmue them as employeces,
the required fees must be sent in. If
the answer was “no,”” a form letter
had to be mailed to each of these
salesmen, notifving him of cancella-
tiony of his license and that a fee would
be necessary to reinstate or place the
license on an inactive basis. If the an-
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swer was “yes,” the files had to be
checked again and 30 reinstatement
forms prepared for the careless, and
now quite unhappy brolker.

How much simpler it would have
been if the broker had Lknown the
number of salesmen actually charged
to his sponsorship and supervision, and
had sent in fees to cover all active em-
plovees, returning the licenses of all
mactive ones. “Vituperation” could
have remained in the dictionary. The
broker couid have mowved his office
with equanimity, and the sentor dep-
uty involved would now be possessed
of a much less noticeable tendency to
develop uleers.

oy



