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More States Regulate Subdivision Sales

Interstate and international merchandising of new and sometines questionable
tand developments is a mateer of concern not only in California but nationally.
The National Association of License Law Officials, during Assistant Comnais-
stoner Donald McClure’s presidency, was successful in stinulating remedial legis-
fation in some states, bringing more effective regulation and contro) to such

operations.

The following seates now have laws
or rules regulating in some degree this
type of land sales promotions: Ari-
zona, California, Worida, Flawaii, In-
diana, lowa, Michigan, Minncsota,
Nebraska, Nevada, New Jersey, New
York, and Wisconsin, British Colum-
bia also moved to protect its citizens
from exploitation by land promoeters.
In addition to these, the Ohio Legis-
lature was asked to consider regulation
of out-of-state land offerings and offi-
cials of Washington and Missouri have
indicated strong public support for
control.

These Taws are far from uniform
and indications are that many, if not
all of them, will be ultimarely strength-
ened for greater protection of the
public interest.

Typical of widespread concern
about current practices are the pres-
ent mvestigation being conducted by
a California legislative interim com-
mittee (see first page, Sept.-Oct. Bul-
letin) and the following allegations
set forth in a resolution recently di-
rected by the Nevada Real Iistate
Commission to that state’s governor
and his legislative commission:

“l. The Nevada Real Estate Com-
mission has, through ity Investgative
officers, determined that over 225,000
acres of fee lands in Nevada have been
and are being sold through the mails
as residential, commercial and prime
agricultural lands to persons residing
outside the state of Nevada; and

“2. The great majority of such sales
are made by unrecorded contracts of

sale offering low monthly payments
and other inducements; and

“3. Purchasers are led ro belicve,
in many cases through exaggerated
claims, that said Jands are valuable
now and will appreciate in value; and

“4. It appears that the great ma-
jority of such sales are speculative in
natare and not based on proven land
values; and

“5. Tt appears that improvements
such ag streets, cm‘hs, gurters, sewers,
power and water, which usually ac-
company orderly development of real
property, are absent in most instances
in such sales, and

“6. This area of real estate activity
if uncontrolled lends itself to the per-
petration of frawd and deceit upon the
general public.”

Regulations Changed; No
More Preliminary Reports

Preliminary public reports on sub-
divisions will not be issued after De-
cember 21, 1961, in consequence of a
change in the Commissioner’s Regula-
tions effective that date. The decision
to discontinue them was based upon
evidence that the preliminary reports
were no longer serving a useful pur-
pose and in some cases were being
abused.

At the public hearing called in ac-
cordance with the law to consider the
several changes in regulations, not a
protest was registered against the
dropping of the preliminary report by

Greetings to
All Lirengees

This issue of the Real Estate
Bulietin spans the two months
having important holidays when
gratitude is expressed--Thanks-
giving and Christmas.

The commissioner and his staff
extend their thanks to Hcensees
for the spirit of co-operation
usually displayed, and offer to all
licensees a concerted and earnest
wish for a vear full of the satis-
factions accompanying success in
their endeavors.

the amendment of Sections 2794 and
2795 of the regulations.

Also effective December 21 are the
following changes in regulations:

a. Added is Section 27951 which
requires the owner, subdivider or
agent of a subdivision to use a pre-
scribed approved form on which to
obtain the purchaser’s receipt for the
Commissioner’s Subdivision Public Re-
port,

b Under new Section 2795.2 the
subdivider of lands withowt on-site
mnprovements being offered for sale
in California must deliver a copy of
the public report to the management
of any advertising medium which will
carry advertising on the subdivision.

¢, Section 2818 is amended to lmic
escrows acceptable to the commis-
sioner in connection with subdivision
offerings to thosc escrow companies,
banks, savings and loan associations
and title companies gualified to do
business within the State of California.
This proposes to protect moneys paid
to out-of-state subdividers.

( Coutinued Page 519, Col. 1)
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FHA-VA SUBDIVISION
QUESTIONNAIRES

Disciplinary Action—September, October, 1961

NOTE: Aoy person whose license has been suspended or revoked,
has the ug,]\l ta seck a court review.

commissioner’s decision.

or whose license application has been denied,
This must usually be done wninn 30 days after the eftective date of tllc

Therefore a list of actions is not published in this Balletin untit the periad allowed for court appeal has ex-
pired; or, if an appeal is taken, until a final determination of the court action, Names of persons to whom
ficenses are denied upon application are nat published.

Llcenses Revuked During Septembet, Bctober 1961

Name

Roach, Hiltard Torrance..o.oooo..
Real Estate Salesman

Kanight, C Bdgar. ..o ...
Real Estate Broker
Business Opporumity Broker

Timber, Frances Helen. oo
Real Fstate Broker

Bell, John Jerome.. .

Real Estate Salesman

Davis, € nee Wilham

tate Salesman

'\: feton Clement, ..

ate Hroke

(:lllils (n 1<<, Fisher.
dba Atkins l’mpt‘rm‘
Real Estate Broker

Biohm, Carl Henvev_ ..o .
dba Phileonn Co.
Real Estate Broker
Business Opportunity Broker

Sharp, Willis Adelbert_.. ...
Real lstate Broker

Woll, Woodrow Wilsen. ...
Real Vstate Broker
Reat Lstale Salesman
Dillare, Theatrice
Restricted Teal

THapvey, Hurlen Gooooovanaiian o

dba Harvey Realty
Restricted Real Fst,

s
Leahy, Charles Francis ... o,

Business Opportunity Salesman

Langley,
dba Jack Langley
Real Estate Broker

Lo S3B W, Compron Blvd,,

John Waltero oo o

Address

5. Palm Canyon Di, Borrego
Springs
1465 Burlingame Ave., Burlin-

gamo

4320 Santa Rosalia Dr., Los An-

geles
. 1277 Oberlin, S8an Leandro__ ...

400035 244k St., Sucramentoo_..
1425 W. Andrews Ave, Presno. .

373 W, Adams Bhvd,,
geles

Lot Au-

1207 Wishon Ave, Fresno.ooo ..

5660 Franklin Blvd,,

Sacramenta

134 N, Fuelid Ave., Ontario. ...
G603 W, 1) &, Ontario

Comp-
ton

1135 F Su., Fresno...

4721 Mission 81, San Francisco.

222 Washinglon Ave., Santa

Monica

Effective date Violation

§/19/61 Sees. 10176 {a), () 10177 (d)
{Late entry) . of

D161 Sees. 10176 {o), {1); 10177 (d) !

{Granted right 10
restricted licenses
on terms and con-
ditions}

9714 /61

971861
97£8/61
9,21 /61

10/ 261
(Granted right w
restricted  license
on terms and con-
ditions)

10/ 3761
{Granted right to
restricted licenses
on terms and con-
tions)

10711461
{Stayed dor five
yearson conditions)

J11/61

10/12/61
10716761

10/17 /61
{Gramed right to
restricted license)

10/26/61

(), (f}; 10302 (c}; Secs. 2830
2832 of R Comm, Ru}(‘s
and Ru,ulduons

See, 10177.6

Seos. 10130 & 10177 (f)

Seos, 10176 (e}, () & 10177 (1)
0176 G, ()
Secs. 1017(,((2) G 10177 () &

{3 See. 2831 of R.E. Comm.
Regulations

i()i?(;
L) &
2795 uf 115,
tions.

Sees, 10177 (b) & (I

{a), (i)). iy 10177
0302 {e); Sec.
Comm, Regala-

":«.'CS. 10176 {e), (19; 10177 (b) &
{f); Sves, 2431 & 2812 of R.E.

Comm. Regulatio

Sees. 10176 (), {i); l()l?? {d) &
{f); See. 28‘5() of R Comm.
Regulations

Sees. G176 (¢}, () 10177 (d} &
(f): Sce. 2832 of R, Comm.
Regulations

Sees, 10302 (b} & ()

Sees. 177 () & (f)

Llcenses Suspended During Septemher Uctoher 1951

Name

Address

Effective date
and term

Vielation

Wnight, €. Bdg:
Restricted Re:
Restricted Bush
Broker

Rarone, Anthony Joseph... ..
Reat Estate Salesman

ate Broker
Opporwnity

Morgan, Idwin Henderson
Restricred Rea Ey
Barnoli, Sitvio Ma

465 Burlingame Ave., Burlin-
game

841 N. Fulton 8t,, Fresno.__.._

1481 Burlingame Ave., Burlin-

game

5365 Mission 8§, 8an Francisco.

DISCONTINUED

Subdivision filings using the FHA-
VA short form questionnaire are no
longer acceptable by the Division
of Real Estate. The short forms were
to be used only on tracts where all
sales utilized FHA or VA financing.
In today’s market, subdividers who
have avaoiled themselves of the
short form filing have found it ex-
pedient to broaden financing pos-
sibilities, sometimes without notify-

Member Dinl Associates
Real Fstate Broker
Real Fstate Salesman
Campbell, Robert Randolph. ...~
Reat Estate Broker
Deming, Robery Mervitl oo oo
Real Estate Salesman
Hapgerman, Krnest Witliamo.o. .o
dba Big 4 R
Real Fstate Broker
Kelso, Charles Clayton. .o oovuun
Real Estate Broker
Rusiness Qpportunity S‘\Ic»m.m
Splude, William YFdward..
Real Estate Salesman
Wilson, Leo James oo
dba New City Realty
Real Estale Broker
Business Opportunity Broker
Real Estate Salesman
Stone Bros. o .o caeaaceeiiaaos
Merrill LaVar Stone

10756 Washington Blvd., Culver

5302 Mission St., San Francisco.
calty

1020 Eighth 5t

102034 Lighth St,, Bakersficld
231 I Weber Ave., Stockton_ .

iy
Ri. 1 Box 263, Yueaipa. oo ...

1651 Churcl: St., San Francisco .

5392 Mission St,, San Francisco.

Bakersfield. ..

ing the Commissioner of the “ma-
terial change” entailed.

Member Real Kstate Partnership

Price, Charles Fugenc oo«

Restricted Real listate Salesman

4121 Eagle Rock Blvd,, Los An-

geles

9/11/61
60 days

0/ 3/61
90 days

10711761
30 days
10/12/61
30 days

10/12/61
30 days
103/12/61
60 days
10/12/61
30 days

10/12/61
6 days

10/12/61

10/16/61
120 days

10/18/61
30 days

10/26,/61
30 days

Sees. 0176 fe), () HUTY (d),
(f) (.’) HRZ {e); Secs. 2830
2 of R.E, Comm. Regu-

]{)I?T

!'mon
Scc« 10176 (2}, (b), (I)
) & () Sec. 2795
(.mnm Regulations

Secs, 10156,5: LO156.6; 10156.7
& 10177 (d)
Scf?.) 10176 (4), (), (i) & 10177

Secs. 10177 (b) & ()

Secs. Y0177 (b) & (£}

SL%;) 10176 (a), (b), (1) & 1MH77

Bees, 10177 (I} & 10302 ()

Secs, 10176 a), (b, (@) & 10177

Sees. 10142; 10176 (a3, (b)Y, ()
10177 (), F); 10263 & 10303

¢
See. 10177 {f)

Secs, 10177 (d} & ()




CHARLES H. BROWN
CREA President Elect

Junior College Workshop
Plans Real Estate Major

On October 19-20, 1961, Chaffey
College, in co-operation with the Cali-
fornia Division of Real Israre, held
the first curriculun conference for the
development of a recommended uni-
form pattern of real estate courses
leading to 2 junior college A.A. degree
with a major in real estate.

Administrators and instructors rep-
resenting most of the State’s junior
colleges which now offer real estate
subjects in their departments of busi-
ness education were present.

The conferees developed a sug-
gested curriculum for statewide usage
by those colleges offering or choosing
to offer a real estate major.

Prelintinary Reports

{Continued from Page 517)

d. Added Scction 2978.2 bans any
real estate broker from using the term
Real Property Securities Dealer in his
advertising unless he is so endorsed
and is in fact soliciting for or offering
for sale real property sccuriries,

e. Sections 2767 and 2849.8 are re-
pealed as no longer needed due to
changes in the law,
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CREA 1o Install New President

Charles H. Brown, prominent Pasadena Realtor and civic leader, was named
1962 president of the 35,000 member California Real Iistate Association during
the course of the group’s 37th annual convention held this vear in Los An-
geles. The new president-clect will succeed the incumbent, Kennech H. Smitten
of San Francisco, following formal installation ceremonies in carly January.

My, Brown began his well-rounded career in real estate as an employee in his
father’s Pasadena office in 1915, taking over the ownership and management of
the business In 1920 when the company’s founder, C. G, Brown, dicd.

As s typical of successful brokers throughout the State, President-clect
Brown has been active in both real estate and communicy service organizations.
He is presently Viee President of the National Association of Real Estate Boards
and has served CREA in many capacitics through the vears, including nine
consecutive terms as treasurer. In 1938 he was honored by being chosen a
United States delegate to the International Real Fstate Federaton’s convention
m Madrid, Spain. He is past president of the Pasadena Board of Realtors and
served as state inheritance tax appraiser from 1942 to 19359,

Among the new executive’s many civic interests may be listed: memberships
in the Pasadena Tournament of Roses Committee, the Chamber of Commerce,
and the Pasadena Civie Association; past president and charter member of the
Kiwanis Club, with 27 years of perfect attendance; member and trustee of the
Pasadena First Methodist Church; member of the Y's Mens Club and Camp
Committee of the Pasadena YMCA; member of Omega Tau Rho, honorary
realtor’s fraternity; member of Altadena Masonic Lodge and a Scottish Rite
Mason; member of the board of divectors of the Pasadena Boys Club.

To Charies H. Brown, and to his wifc and family, we extend the congratula-
tions of the State’s license law agency.

Commissioner Takes Over Mortgage Loan Operatid‘ﬁw

On Qcrober 20, 1961, the Real g
tate Commissioner took over the busi-
ness and assets of allied O. W, Curran
mterests including The Curran Com-
pany, The Curran Insurance Agency,
Inc. and The Capital Gains Invest-
ment Company, Sacramento.

in so doing, the commissioner ¢x-
ercised for the first time the conserva-
torship powers granted by the 1951
Legislature through the enactment of
A B 1344, designed to curb undesir-
able mortgage loan opcrations more
effectively.

The takeover operation was accom-
plished with the advice of the At
torney General and was based on the
ground that the affiliated companies
were conducting their business in such
a manner as to render further oper-
attons hazardous to the public. An
audit performed by the Division of
Real Estate had revealed that the assets
of the companies were so impaired as
to prevent their meeting outstanding
obligations.

The Curran Company had received
over three million dollars in the past

five years from the public for invest-
ment in real estate and trust deeds.

The Real state Commssioner, in
taking possession, is obligared to con-
duct the company to protect as far as
possible the interests of Investors,
home purchasers and creditors. Among
other steps, a letter has been sent o
all investors in the companics advising
them of the situation and suggesting
they consult the local office of the
Division of Real Istate for further in-
formation.

Marshall S. Mayer, Deputy Corpo-
rations Commissioner, has been ap-
pointed by Real Estate Commissioner
W, A. Savage as acting conservacor
and custodian, and a deputy real
estate conmnissioner has been assigned
to assist bim in counsecling investors as
to advisable procedures in the light of
their individual situations.

DID YOU KNOW

That the average fee for o broker's
license in the United States is
$28.76, The average fee for a
salesman’s license is $14.75.
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GOVERNOR BROWN’'S MESSAGE TG REAL ESTATE GROUP

Governor Edmund G. Brown, in his
address bLefore the 1961 California
Real Fstate Association convention in
Los Angeles, pointed up a quality pe-
culiar to the real estate industry when
ne told the assembled delegares:

“More than any otber group of
businessmen in our State, you are
aware of the close tie ~ohich exists be-
tween the property vou sell and the
woants and needs of those who buy.
Your concerns are many and wide-
spread. You wnay be developing 4 niew
shopping cenier—or an industrial proj-
ect—gr o block of residential incoine
units—or you wmay be selling single
family vesidences in a burgeoning sub-
division, In cvery case, you st
airsaver wany wmore questions thamn the

basic one: “What is the selling price?

community affairs,

“Your buyers want 1o know about
the culiural and other advantages of-
fered in the commmmity. They will
ask: How are the schools? What are
the employment  opportunities now
and iz the future? What about public
wtilities—eleetric porwer, warer, naturail
gas? Are there emergency supplies?
Whar abouwt transpovtation? In short,
they aoant to know wwhether the com-
ity i achich vou are doing busi-
gess is o good place to live”

This is definitely so and because li-
censees must answer such questions
accurately, and because the probabil-
ity of a sale is dependent to a great
degree upon those answers bemg posi-
tive, he has a hard, down-to-carth,
bread and burter reason for being a
creative citizen  vitally involved in

BOMB SHELTERS-
CLAIM OR FACT

Paul S, Visher, Assistant Secretary
of Defense for Civil Defense, has an-
nowmeed the determination of federal
agencies to crack down on those con-
tractors who have sought to capitalize
on worries abour thermonuclear war-
fare and nuclear fallout by selling
shelters that offer litde or no actual
protection. He stated further that
there have been instances of unscrupu-
lous promwocers talking payment for
sheleers which they have no intention
of constructing.

In connection with this widespread
public concern about bomb and fall-
out protection, some licensees, the di-
vision has been inforined, are adver-
tising properties as being adequate
as bomb shelters.

Possible Misvepresentation

This raises a very strong question as
to possibic misrepresentation because
it is generally understood that the
essential clements of a satisfactory
bomb shelter have not yet been deter-
mined. Certainly, licensees should not
indulge in this type of advertising
unless a clearance of a particular prop-
erty has been obtained from the Civil-
ian Defense office, if such a clearance
can be obtained from that agency.

University Appoihtsnentun
As Extension Co-ordinator

John H. Denton has been appointed
Statewide Co-ordinator of the Real
Fstate Certificate Program and lecturer
in real estate appraising in the School
of Business Administration at the Uni-
versity of California, Berkeley, Den-
ton comes to California from the Uni-
versity of Arizona where he was major
professor in real estate. Previously, he
had been a lecturer at Adelphi Col-
lege, the New York Business Institute
and at Seton Hall University in New
Jersey.

My, Denton is an attorney, a mem-
ber of the New York and Arizona
Bars, and since 1956 he has been a
senior member of the Society of Resi-
dential Appraisers and a member of
the American Institute of Real Estate
Appraisers.

Numerous articles have been pub-
lished by Mr. Denton and he is the
aathor of two recent books. One is
Legal Aspects of Doing Business in
Arizong (Bureau of Business Research,
University of Arizona, Tucson) which
provides basic information about Ari-
zona law in language comprehensible
to any informed businessman. "The
other book is Buying or Selling Your
Home which has been described as an
understand-it-yourself but not as a do-
it-vourself book.

Problem Solving

The true mark of a successful man
in any field is his capacity for prob-
lem solving. Problems cannot be es-
caped; they are mastered or they
master. J. M. Wedemeyer, Director
of California’s Deparment of Social
Welfare, recently outlined the follow-
ing problem solving process:

(1) Here is the nature and extent of
the problems we are charged
with domg something about.

(2) Here are the things that are keys
to the situation and to  the
achicvement of a goal.

(3) Here is what we have done and
what we are doing about prob-
lems. Here is where we suc-
ceeded,

(4) Here is where we failed and,
most important, why.

{5} Here is what we should do in the
future,

{6) Here is whar it will take to do
what we plan to do in the future,

Two Kinds of Wisdom

Wise is that agent who is aware of
his potentials for growth and continues
to cultivate them. But also wise 1s he
who knows his limirtations and stays
within them.

A “gucsstimation” of value is not an
appraisal, neither does the ability to
b in a ser form qualify onc to prac-
tice faw. Knowing the definition of
capital gain does not make one a tax
attorney.

When these services are calied for,
refer your elients to those qualified to
give them or—in many cases, betrer
vet—call in the experts yourself.

It will make you friends, make you
money, and lessen che risk of disci-
plinary action.

WHY WOMEN SUCCEED

References are often made to
the demonstrated effectiveness of
women in the real estate indusiry.
The reason is now clear. A recent
world language study by the
National Geographic Society un-
covered the fact thot the American
female outspeaks the American
male 175 syllables per minute to
his 150, She has a 25 sylloble
head start in the race to escrow,




Change in Partnership
Requires New Application
And License Fee

“Will the surviving partner have to
file a new license application with fee
when a licensed partership adds or
loses a member or members?” The an-
swer is “yes.” Each of the new and
remaining partners must file a new
application and pay the full fee.

As previously reported in the Bul-
letin, the Attorney General has said,
“a pavinership is nor considered an
entity  but an  association  of indi-
viduals and exists as long as sueh
individuals  remain  associated.  The
death, increase or decrease in the
sy of individuals so associated
terminates the partnership, Any con-
tinwance of the association by the sur-
viving, increased ov decreased individ-
wals  of the tevmiinated  partnership
creates a mew partnership.”?

Since applying this ruling to part-
nrership licenses, there have beery a few
instannces  in - which  members  have
questioned paying the full license fee
due to the fact their prior lcenses as
members of the old partnership had
some time to run. Unfortunately, no
part of any fee paid for a license
under the terminated partnership
can be transferred toward payment
for a new license.

To Continne in Business

If a broker whoe is a member of the
terminated partnership desires to con-
tinne as an individual broker (pro-
vided he docs not have a concurrent
active or inactive individual broker
Hicense), he must file an application
with the full fee in order to secure the
individual broker lcense. Salesmen
who were employved by the termi-
nated partnesship must submit a trans-
fer application and §1 fee if they want
to continue in business.

DON’'T SEND CASH

When making a remittance for
any publication or service provided
by the Division of Real Estate,
please dont send cash. Personal
checks or money orders are accept-

able.
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ACRES AND AGENTS

The office gremlin looked up from
a sheaf of data sheets, put his tongue
firmly in check, and exclaimed, “Well,
Pheaven’s sake! Have you noted this
National Association of License Law
Officials’ summary of national license
statistics which says that California’s

creal estate licenses represent approxi-

mately 21 percent of all such licenses
outstanding in all the states and British
Columbiaz”

“And just take a look at this agen-
cy’s fiscal year report,” he continued.
“Did you know that if we divided all
California land area—including deserts,
mountaing, rangeland and  athletic
stadin—into squarc-mile units, there
would be alhnost one real estate license
for each square miler”

“If you think that is interesting,”
he rattled on before anyone could so
much as gulp, “let’s ook at regulatory
area figures. The predominantly agri-
cultural region served by the Division
of Real Esrate’s Iresno office would
have one license to each I0-square
mile scgment of vineyard, figs, na-
tional parks, or whatever. The north-
ern land expanse administered from
Sacramento would have a license for
each six-mile area of variegated rice-
land, hopland, residential and commer-
cial property with mountain ranges
thrown in.”

Licensees on the Landscape
“Ar this point the picture really
¥ ] I A 3
verks up,” he continued, hopping with
pers P - _ pping
excitement, “The Qaldand district of-

fice would supcrvise an arca where
one license would service each 3944,
of a peaple-packed mile, That part of
the State serviced from San Francisco,
which includes the comparatively
sparsely popuiated north coast area,
would bravely face the sales efforts of
one Heense to every 5% 44 of a mile
Although their area includes a ot of
desert and mountain country, Los An-
geles based deputies would range over
a portion of the State having one li-
cense to every congested half square
mile. And each 9%,, of a sun-
drenched San Diego square mile would
have to bear up under the sales in-
pact generated by one California real
estate ficense.”

Ordinarily the gremlin gers little at-
tention, but this time his statistical
comments were well based, After ex-
cluding all types of business oppor-
tunity and mineral, oil and gas licenses
and out-of-state licenses issued by its
Division of Real Iistare, California
had, ar fiscal year’s end, 134,955 total
real estate Heenses in effect. These,
and not the total of all licenscs, are
used to ger the ratios here cited,

I'ven though allowance might be
made for the 31,8746 inactive real es-
rate Jicenses, which are included in
the above ratios, there are a lot of ag-
thorizations to practice now m efleet,
particularly  when we consider the
fact that licensees are not scactered
evenly aver the landscape but con-
centrated largely in metropolitan cen-
ters.

LICENSE 10 SOUARE MILE RATIOS BY REGULATORY AREAS

Land Aron License to
District Offices {Square Mile Unils) | Real Estate Licenses | Syuare Mile Batios

Sacramento.. .. 47,850 §.381 T1656.7
Fresno... ... 36,393 3,517 116 10.4
Qakland_ .. . 4,064 10,661 110 .39
San Frantist. o oo s o e v 17,149 20,995 1t0 .82
Northern Cajifornia 105,456 - 43,444 1402.4
Los Angoles. . Cazets 1 82413 | 1052 i
San Diego___. 8,542 9,138
Southern Cafifornia 51,357 91,551 1to .66
SEAMCWIC. .- 156,813 134,995 w8
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SUBDIVISION ACTIVITY
A Fiscal Year Comparison
{(For courties having 15 or mare final Public Reports
in either of past two years)
i i
' Final reports issued Acres | Lots
i
County 1959-60 1960-61 § 1959-60 196063 ‘ 1959-60 1960-61
Alameda_ . 93 92 | 1,382.9§ | 1,498.35 5,454 5,561
Amador. __. 11 4l 1,640.2% 270.00 641 161
Butte_ ... 21 28 i178.80 197.25 486 534
Contra Costa. 38 70 - 1,251.25 | 1,089.75 3,501 3,172
¥l Dorado. ... 12 35§ 200450 | 1,087.00 2095 1,942
Fresno.. ... . 47 36 ¢ 1359050 | 54550 3715 1814
Imperial.. 24 3 : 2,886.20 1311 4 4,654 57
Kern... 60 &0 ; 1,333.50 | 2,930.25 4 2,960 2,677
Kings...... R 10 15 P 89.00 261.00 ¢ 159 962
Los Angelos. . 463 £0 | 923r79 |n302.52]l 21,779 | 18,073
Madera........_...% 16 14 i 1,583.75 1 1,242.00 || 1,480 1,345
Marin..cooonoowaondf 26 43 Y 457.50 655.25 ] 1,238 1,580
Merced. ... . 18 14 f153.50 115.00 I 551 293
Monterey._ .. P20 24 © 67955 335.00 4 577 923
Nevada. . | 13 17 PO681.25 1 1,046.00 E 571 767
Orange. ... io2st 286 1| 3,231.01 | 3750045 1 11,994 | 14,249
Placer.... | 29 22 | 1,259.00 699.50 |l 1,504 1,386
Riverside. ..o 152 101 13,986.90 | 1,843.72 | 8,179 4,779
Sacramento.._ ... 208 185 P3,133.35 | 475251 11,420 6,152
San Bernardino. . ._ 130 293 E5,066.06 | 13,786.48 ‘ 6,674 15,577
San Dicgo. .. ... i 293 189 ¢ 4,985.03 | 3,159.35 1 15,907 9,771
San Joaguin. . 27 21 . 316.52 182.25 1,309 GO6
San Luis Obispo.. ; 20 36 g 336,11 | 10,885 50 1,401 5,605
San Mateo. .. ... | 66 48 o175 635,76 2,722 1,873
Santa Barbara 85 74 CL617.19 | 1,076,995 3,714 3,338
Santa Clara_. io251 203 i 4,184.33 | 2,597.57 13,290 4,776
Santa Cruz_ - | 28 40 : 438.75 433.00 753 920
Shasta. ..o _......k 19 9 ;o 417,00 148. 50 484 172
Solano. e ____.__| 28 14 v 447,50 134.50 1,604 546
Sonoma. ...t 33 47 629.50 544.00 ¢ 1,022 1,369
Stanislaus. ... .- i 17 26 [ 232 50 275.00 ¢ 859 1,090
Tulare. . . i 31 27 E396.50 604 .00 1,154 962
Ventura | 84 85 CL160.63 | 1,466.05 4,204 5,528
Yoloo oo 14 16 29975 261.75 607 064
Totals_... ... 2,589 58,082.67 | 66,853.81 | 139,262 | 124,364
- - SRR SNSNIE | MUY URUEPRR T [ISTDORSSPR §
Percentage change. .. .|} [ A A~ 15,39 -—10.7%,
i
EDITOR'S NOTE: Similar data for counties unreported above is available upen request,

T.V. Antenna . ..

Fixture or Personal Property?

Fixtures are items of personal prop-
erty which arve attached to the land
or improvements in such a manner as
to be considered a part of the real
property itself. Depending on the
circumstances, personal property may
or may not become so integrated with
the land that it is regarded as part of
the real property, belonging to the
owner thereof, This can become a
delicate question on the sale of a
property.

Posed the question: Does the T.V.
antenna go or stay? There is no fixed
rule that determines the antenna as
veal or personal property. The law of
real property and fixtares is complex
and indefinite in such a case. There is
no cut and dried answer, so protect
your clients by spelling out the dispo-
sition of the antenna. The best pro-
tection to your seller and your buyer,
as well as to your co-operating broker,
is to settle this matter when you take
the listing. Have the listing stipulate
that the antenna remains a part of the
realty, or, if the seller wants to keep
the antenna, have the listing state that

Commissioner’s
Tour of Duty

Over and above his official responsi-
bilities as Real state Commissioner
for the State of California, W, A. Sav-
age receives many calls to address pro-
fessional bodies as an authority in the
field of real estate values and property
management. For example, in his pri-
vate capacity and at no expense to the
State, he flew to Washington, D.C,,
October 26 to address the National
Conference of Section 608 apartment
owners on the subject “Multi-family
Dwelling Renral Market — Now and
Furure.” The close rapport established
and maintained with national and state
leaders of the real estate industry and
with the publie, through this and a
continuing series of talks and get-
togethers throughout California, are of
great value to him in dirccting the
policies and operations of the Division
of Real Estate.

The commissioner’s heavy schedule
of speaking engagements throughout
the State is designed to acquaint civic
and real estate industry leaders at first
hand with the program of the Di-
vision of Real Estate, the eflorts to
curb abuses in the mortgage loan field,
the present impact of new legislation
upon the practice of real cstate and
the problem of out-of-state subdi-
visions.

The commissioner’s special emphasis
necessarily falls upon clarification of
the real property sccurities dealer’s
controls hammered out by the 1961
Legislature and  designated urgency
legislation,

it shall be considered personal prop-
erty and not pare of the home. These
same provisions should also be in-
cluded in the deposit receipt for the
protection of all parties and to pre-
vent misunderstandings.

From a practical viewpoint, it
might be well to persuade your prop-
erty owner to leave the antenna.
When one considers the cost of taking
it down and putting it back up, to-
gether with wear and tear on the
roof, it seems it might be cheaper to
feave the antenna regarding it as a
fixture.



(EDITOR'S NOTE: So many guestions are con-
Tinually being posed about pros and cons of
fand contracts that the “Bulletin” asked and re-
cefved permission to reprint this article hy Frank
E. Good, Associate Counsel and Law Department
Manager for the Union Title Insurance Company
of San Diego, Mr. Good's commentary otiginally
appeared in the September issue of Union Title
Tepics under the heading “Legafly Speaking.'}

“A contract is an agreement to do
or ngt to do a certain thing”; as de-
fined in California Civil Code 1549, A
land contract then would relate to the
sale of real property; and would there-
fore have to be in writing to be en-
forceable. California Civil Code 1624
(4) (7).

A “land contract” is often used as 2
security device as well as a marketing
one. It is these two uses that have led
to the confusion surrounding this ve-
hicle; and brought it to its present
questionable position,

The installment sales contract, so
successful since 1940 in the personal
property area despite the enactment
of various regulatory scatutes such as
the Unruh Act designed to protect the
consumer, has application to the sale
of real property as well; the first case
of importance being the now famous
Glock v. Howard & Wilson Colony
Company i 1898 (123 Cal, 1. 55 p.
713).

The Glock case established various
remedies all to the benefit of the ven-
dor. The vendor could stand on the
confract and sue for the breach, or
retain the moneys theretofore paid
and remain in a pose of quietude. In
addition to the foregoing, he could
state a cause of action in specific per-
formance or agree to a mutual can-
cellagion, in which case the vendee
would be entitled ro a return of his
noney.

The result of the establishment of
this harsh rule of forfeieure led ro a
number of strict foreclosures which
conrinued until 1949 when the case
Barkis v. Scorr (34 Cal. 2d 116, 208 p.
2d 367) was decided. The decision
simply  stated that California  Civil
Code 3275 was itself sufficient to pre-
chide a forfeiture.

Policy Against Fovfeitures
The Barkis decision established that
a nonwillful defaulter could reinstate
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SIGNIFICANT FACTS ABOUT LAND CONTRACTS

the contract or recover excess pay-
ments. The next step followed when
the court ruled that a willfully de-
faulting purchaser was entitled to res-
titution when the amount he would
forfeit exceeded the amount that
would be the vendor’s damage under
California Civil Code 3307.

The Ninth Circuit Court then relied
on the Freedman and Barkis cases and
reasoned that the general policy of
the law is against forfeitures, They
ruled in effect that the willfully de-
faulting vendee could compel specific
performance of the contract he had
breached, Ward v. Union Bond and
Trust Co. (243 T, 2d 476, 9th Cir.
1957). The decision has been subject
to considerable criticism; nevertheless,
for the present, a wise vendor would
consider the Ward v. Union Bond, and
Freediman v, The Rector (37 Cal. 2d
16} to represent the California law,

The land contract still remaing ae-
tractive to some vendors, particularly
developers of large areas of unim-
proved property. They find that the
low or nothing down installment
payments enabie them to obtain pur-
chasers and they have no practical
problems as the vendee is seldom if
ever in possession. The only risk they
assume 1s that of a cloud on the title,
but this is more than offsec by the
financial return.

The conchusion to be reached is
that, except in certain special areas, the
fand contract today as a security de-
vice is poor competition to the deed
of trust with power of sale exten-
sively employed in California,

Selling Improved Property

One of the said special areas in
which the land contract is advanta-
geous is where a large and reputable
builder uses the land contract to sell
improved real property as distin-
guished from unimproved real prop-
erty. It is in this fleld where the
buyer, not having sufficient means
with which to qualify for a loan, but
otherwise carning a large monthly
salary is enabled to purchase a home
which would otherwise be beyond
his reach. It is in these specific arcas
where the land contrace has been util-

ized to the advantage of both buyer
and seller.

The disadvantages that the land
contract offers to the seller include
the time and expense of reacquiring
possession, of bringing a quiet title
action, and the now probability of
having to make restitution, an in-
creased investment in property likely
already overencumbered. The lack of
an easy, certain, fast and inexpensive
solution of these problems leaves little
to recommend the Jand contract. The
contract does not ofler any deficiency
judgment advantage over the purchase
money deed of trust, such a judgment
not being proper.

Disadvantages to Buyer
The disadvantages to the buyer are:
1. The transfer of his interese fre-
quently s restricted by cov-
enants  against  assignment  or
transfer of the land contract.

2. Conservative opinion among
financial institutions that his in-
terest is poor collateral because
it is subject to a more rapid ver-
mination upon default.

. After full performance by the
buyer he may receive defective
title or no title at all, although
normally the contract will re-
quire delivery of a policy of title
insurance for which the buyer
may find he will have to pay the
premium.

4. The seller may not have good
title at the time the contract is
made and prior to full perform-
ance by the buyer the latter may
not rescind the contract on such
grounds.

5. If during the interim from the
exccution of the contract to full
performance by the buyer, the
seller should be adjudicated a
bankrupt, die and title pass to his
heirs, be adjudicated an incompe-
tent or have a conservator ap-
peinted, the buyer can with rea-
sonable certainty anticipate time
consunting, frustrating, and ex-
pensive litigation before he ob-
tains his deed and policy of title
surance.

e



November-December 1961—Page 5247

Real Estate Research Ar Berkeley

PROBLEMS OF URBAN RENEWAL

During those first 100 days Presi-
dent Kenmedy signaled a rencwed
attack upon an unfinished and neg-
lected probiem that has long plagued
our national houschold—the blighted
urban area,

“Pwelve long years after Congress
declared our goals to be a decent home
and a suitable envirenment for cvery
American family, we still have 25,-
000,000 Americans living in substand-
ard homes,” asserted the President. In
its 1960 report the Bureau of Census
estimated 171,400,000 dwelling unirs in
the United States as cither deterio-
rating or dilapidated.

Before cefforts and  programs of
attack become ceffective, there must
be careful analysts, especially by real
estate licensees, of this major domestic
problem—squalor mn our cities. The
investor must have an overview—some
certam knowledge that participation
m an wrban renewal project will pay,
and that there will be sufficient return
on money invesced.

A recent report, Beonontic Aspects
of Urban Rewreaval: Theory, Policy,
and Area Analysis, by A, Il Schaaf
of the University of California Real
Fstate Rescarch Program, Berkeley,
focuses on the economic feasibility of
urban residential rehabilication under-
taken with local and federal approval
and assistance,

Tear Down or Tach On

In terms of federal assistance, con-
tained mamly in the Federal Housing
Acts of 1940 and 1954, the Schaaf
study considers rehabilitation and re-
placement aspects of urban renewal—
whether it is better to tear down the
old and build anew or rehabilitate by
repair and renovation.

To attract private Investors to
urban renewal in the first place, there
must be profit incentive fostered by
implementing policies of federal and
tocal governments. So the report an-
alyzes two main approaches in gov-
ernmental policies.

Resale

The first approach, developed in the

Housing Act of 1949, is onc in which

the local government, using eminent
domain powers and subsidized by fed-
eral grants, acquires propertics in an
area, clears cxisting stractures, and
resells the land to private developers
at a price chat msures them profit.

The second, contained in the
Housing Act of 1954, uses environ-
mental improvements such as land-
scaping, increased maintenance and
protective services, limited replanning
of streets, and spot clearance of non-
conforming structures to enhance the
seclusion and residential character of
an area. Inducement to the developer
is provided by liberal financing, wnder
Section 220 of the National Tdousing
Act, in the form of insurance and
FNMA  takeouts for mortgages se-
cured by cither rehabilitaced or newly
constructed properties.

Other Questions

To what extent will code enforce-
ment, environmental improvements,
and liberal financing attrace the pri-
vate investor? To what standards will
properties be renewed? What will be
the initial losses faced by current
property owners as a result of code
enforcement? And what will be the
relative roles of rehabilication and re-
placement as the two methods through
which renewal is carried our? These
are some of the questions probed by
the Schaaf report.

The Schaaf study and the Thomp-
son Shopping Center study may be
obrained by writing the Real FEstate
Research Program, University of Cali-
fornia, Room 208, Stephens Memorial
Ihall, Berkeley 4, California. Price
£1.50 cach. Ocher reports and reprines
from journals arc available.

Metropolitan Finance

Though most of the nation’s wealth
is centered m metropolitan areas, many
of our citles face crivical financial
problems. Why? The stady, Metro-
politan Finance Problems: Territories,
Functions, and Growth, by Iulius
Margolis investigates these problems
and the reasons behind them.

Professor Fred E. Case, right, assisiing George
K. Schaeffer, {left), Property Manager, in selecting
an item from the Real Estate Library on the
UCLA Campus.

Shopping Centers

What talents of planning, develop-
ing and management are behind the
modern shopping center—that group
of commercial esmablishinents where
cach vear more Americans arc congre-
gating and buying? Gathering data
for his recenc report, A Srudy of
Shopping  Centers, Richard Grant
Thompson of the Universicy of Cali-
fornia, Berkeley Real Estate Research
Program talked with developers, own-
ers, architects, appraisers, engineers,
real estate agents, and market ccono-
mists to uncarth some intriguing faces
about the well designed center.

There are “older” and “modern”
centers. The modern ones Thompson
divides into chree classes: The largest,
the regional center, should have one
or more major department stores as
key tenants. Sometimes called a com-
munity or district center, the suburban
center is usually built around a variety
or junior department store, while the
neighborhood center is built around a
core of food and drug stores, the
supermarket being its main draw.

Enlightened developers of the mod-
ern center, according to Thompson,
no longer rely upon rule of thumb to

{ Continued next page, Col. 1)



Professor A, H. Schaaf (eft) discusses his
recently published study, Economic Aspects of Us-
ban Renewal, with Professor Roland Artle in the
U.C. Real Estote Research Program library in
Berkeley.

{ Continued {rom page 524)
determine location, Today such fac-
tors as consumer’s spendable income,
competition in  the area, drawing
power of the proposed center, and
traffic patterns determine the eco-
nomic feasibility of a proposed ven-
ture. Ample parking, as well as free
flow of waffic both within and with-
out the center, are necessities in this
age when shopping thrives on traffic,
Advice—Tips

To the developer Thompson offers
these suggestions: Smaller stores should
be located to rake advanrage of foot
traflic generated by larger key tenants,
Balanced retail representation geared
to the trade area discourages competi-
tion, while proper grouping of stores
makes the center an easy place to
shop. Long-term leases with key ten-
ants furnish adequate financing for a
center, and shore leases for smaller
tenants facilitate relocation as  the
center expands. Caution in negotiating
leases prevents misunderstanding as to
what landlord and tenant supplics,
warns Thompson.

There is no best method of develop-
ment, no blanket plan for the creation
of a successful shopping center, be-
cause each problem remains unique.
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Real Estate Research—UC L. A

The Real Istate Research Program
at UCLA has moved from its former
quarters on Westwood Boulevard in
Los Angeles to the sixth floor of the
new Graduate School of Business Ad-
ministration Building on the Los An-
geles campus of the university. As in
the past, the offices arc open to anvone
who wishes to visit and study in the
real estate library.

The move did not interrupt research
at UCLA and further progress can
be reported. Two major studics en-
titled The Secondary Mortgage Mar-
ket—Its  Purpose, Performance and
Potential and The Cal-Ver Program—
A Study of State-financed Housing in
California have gone to press and will
be available by the end of the vear.
Conclusions from these studies were
discussed in the May-June Bulletin.
The following are some of the ongoing
and recently completed projects.

Management in the Light
Counstruction Industry

More than 6 percent of all civilian
employment in California has been
provided by construction acrivity in
every year from 1947-1959. The direct
inipact of the industry on local ¢ccono-
mics, however, varies from area to
arca. In 1960, as few as one out of
every 17 wage and salary workers
was in construction m the Los An-
geles metropolitan areas, and as many
as one out of every 11 workers in the
Sacramento arca,

Clearly, the industry’s contribution
to cconomic activity goes beyond
direct construction operations.  For
every person directly employed in
construction, approximately 1.35 per-
sons are employed in the production
of materials and services wtilized in
construction. While the real gains to
the State’s economy associated with
an effective construction industry are
almost impossible to measure, ir is
quite evident that the large influx of
persons into Califormia could not have
been accommodated without an effec-
tive construction industry capable of
expanding cfficiently in the face of un-
precedented demand.

Very little is known as to individual
construction firm’s structure and be-

havior in the market. Conscquently,
James Gillies and Frank G. Mirtelbach
of UCIL.A have studied the problem of
management decision-making in con-
struction, by analyzing in detail the
operations of a selected group of
firms, The study is someswhat similar
to Professor Case's previous report on
real estate brokerage firms.

A number of conclusions are devel-
oped from the study. The process of
subcontracting together with the smail
size of the typical construction firm
and the instabilities of the market
creates unique organization problens,
Fludity in erganizational structure is
of key Importance for successful op-
crations, Highly centralized authorivy
relationships predominate among con-
straction firms primarily  because of
concern about market instabilitics, fear
of logs of key personnel, and unwill-
ingness to delegate the making of key
decisions involving large expenditures,
The complex and highly structured
organizations so common in other in-
dustries have not developed in con-
struction. However, the difficulties
and risks so ofren cited as imiving the
need for more complex organizations
are overemphasized,

Significantly, it was found that con-
struction firms, ac least in Southern
California, enter and leave various
types of markets with relative ease.
Many firms build a wide variety of
types of buildings both residential and
nonresidential. 1f this holds for other
parts of the country, a national policy
to stabilize any onc type or portion of

{ Comtinnued on Page 526, Col. 1}

Dr. Fred E. Case of U.CL.A. has re-
cently received the $1,000 George
L. Schmutz Memorial Award of the
American Institute of Real Estate
Appraisers for Technical Papers in
the Field of Real Estate Valvation.
The award, the purpose of which is
fo recoghize outstanding new con-
tributions to knowledge in the field,
was granted to Dr. Case for his
study entitled los Angeles Real
Estate—A Study of Investment Ex-
perience—a  study sponsored by
the Real Estate Research Program.
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EDUCATION FOR
PROGRESS

Brochures outlining courses, sched-
ules, locations, and all other facts
pertaining to University of Califor-
nia extension real estate certificate
courses to be offered throughout
the State beginning between lJan-
vary 29, 1962, and February 19,
1962, are being readied for mailing
te all licensees, Further information
may be had by visiting, writing, or
phoning University Extension, 2441
Bancroft Way, Berkeley 4, Cali-
fornia |TH ornwall 8-89401 or 813
South Hill Street, Los Angeles 14,
California TMA dison 3-61231. Plan
now for professional growth!

Canadian License Official
Commends California Progress

A recent communication from Colo-
nel Herbert R. Fullerton, President,
Canadian Association of Real Estate
Boards and Chairman of Britush Co-
lambia’s Real Fstate Council, containg
the following commendatory para-
graph:

“The progress that you in Cali-

fornia have made in the field of

real estate license law and real es-
tate cducation is an example and
inspiration to all concerned with
these subjects on this continent.”

Such praise might unduly inflate the
ego, except that mose of us here con-
cerned arc painfully aware of the dis-
tance between where we are and that
high degree of regulatory cffective-
ness and educational attainment to-
ward which we strive.

A Broker’s . . . .
. . . . Achievement

“A man of vision” is a characteriza-
tion which seems made to order for
real estate broker Clarence “Bud”
Simpkins of Auburn, California, and
ver Mr. Simpkins has been totally
hlind since 1954,

“Bud” opened his real estate office
in 1947 and by 1954 had ateained suf-
ficient recognition that he was elected
president of the Placer County Real
listate Board. Then fate dropped the
barrier of blindness acress his path.

To a less determined man  this
would have marked the end of a
promising carcer, but not so with Mr.
Simplkins, With the aid and encour-
agement of his wife he faced the chal-
lenge and n 1961 remains the active
head of a going concern,

Asked for a word of counsel to
those considering real estate as a life
work he sald, “Give service first and
the commissions will take care of
themselves. . . . Be real!  Artificial
friendship isn’t worth a whoop!”

SUBDIVISION MANUAL

The Third Edition of the Subdivi-
sion Manual (1962), revised in
terms of latest changes in legisla-
tion and practice, is now available
at alt offices of the Division of Real
Estate at 78 cents including tax.
Address mail orders to the Sacra-
mento office, 1015 L Street, with
check or money order. No cash,
please.

Creed for a

Real Edlate Broker

Contributed by a licensee

My state has licensed me to
practice the brokerage business
of real estate,

I deem that Heense a privilege
and a trust which 1 shall safe-
guard with all my diligence, my
integrity and my honor,

I am aware that 1 occupy an
important position in the eco-
nomic life of my community and
shall therefore akwayvs strive for
status of trust and confidence,

In cooperation with my fellow
real estate brokers, 1 pledge my-
self to maintain and improve the
standards of our profession,

Because of the personal rela-
tionship that exists between my-
self as agent and my principal
who may be the buver or seller,
I am aware that obligations are
imposed which add grave re-
sponsibiiities.

I am the procuring ageny
through whom homes are cre-
ated.

I facilitate the sclection of
commercial property where mer-
chants can best offer their wares,

I am the instrwmentality
through whom manufacturers
select the most suitable site to
turn the wheels of industry,

[ am an important factor in
the creation of comnumities, the
building of citles, the develop-
ment of our nation.

I am a real estate broker.
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