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Can you believe it… fall is here, and before we 
know it the holidays, then a brand-new year 2027 
with our new Board President Nick Bailey.

The months have flown by. We’ve had so much 
going on: education, community outreach, and 
our Committee Camp. One thing I’m most proud 
of is how our Board members have stepped up 
as leaders, mentors and friends by reaching out, 
getting involved, and increasing enthusiasm for 
leadership to our next generation of REALTORS®.

Our Committee Camp is a real success; we’re not 
stopping there. This October we kick off Commit-
tee Camp 2! Everyone who attends will be entered 
into a $100 drawing, those that join a committee 
will be entered into a drawing to win their 2027 
SCCAR local membership dues.. 

Having the opportunity to serve as Association 
President and meet other leaders has opened my 
eyes to how honored we are to serve our commu-
nity and its housing needs. This year has brought 
its challenges: rising interest rates, low supply, and 
clients waiting for the right time. As REALTORS®, 
we must keep a positive attitude and stick with 
the basics: listen, hear, and educate our clients 
through their adventure in property ownership.

Celebrating Our Progress, 
Looking Ahead

I’ll keep doing my part for the best region around, 
and I encourage every one of you to get active in 
our community and in SCCAR and to use the tools 
your association offers.

One more thing: remember to vote this Novem-
ber. There are always plenty of propositions per-
taining to housing.

I’d also like to congratulate Senator John Laird (D) 
and Senator Shannon Grove (R) on establishing 
Dolly Parton Day, SB 931, on September 25. (9-2-5) 
I appreciate all you do, John, for Santa Cruz Coun-
ty and beyond.

Once again, our Board has been the best working 
together, leading by example, with energy and 
follow-up. And a special shout-out to Kathy Hart-
man, our AE, who keeps us in line, on point, and in 
balance. Additionally, her staff is always willing to 
assist with our needs and wants. 
I’m excited about where we’re headed. Thank you 
for being part of SCCAR and for everything you do 
out of your love for housing and each other

Warmly,
Carol Lerno
President, 2026, Santa Cruz County 
Association of REALTORS®
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Jennifer Alaniz, Western property Management
Stephanie Belmontes, Century 21 Masters
Ashlie Churchill, Bailey Properties Inc.
Eliza Cole, Trade-In Real Estate
James Davis, Intero RE Services
Edmund Ellis, David Lyng Real Estate
Jason Flynn, KW Thrive Santa Cruz
Kevin Gioia, Crux Real Estate
Samantha Gray, KW Thrive Santa Cruz
Jack Gross, Russell Gross RE
Olivia Hart-Saso, California Dreaming
Rosemarie Hopping, Bailey Properties, Inc.

Alan Hymes, Bailey Properties, Inc.
Ezra Leyton, Serhant California Inc
Seyedmojtaba Mansouripour,  
    Room Real Estate
Owen Mathys, KW Thrive Santa Cruz
Tom Moulding, Flat Rate Realty
Danielle Orlando, eXp of Northern CA.
Dylan Ramirez, Bailey Properties
Marc Rosenblum, eXp of Northern CA.
James Soper, KW Thrive Santa Cruz
Robert	Watson, Real Brokerage Technologies

Jessie Brumbaugh, Santa Cruz Lending Group

Whitney Burke, Perfectly Placed Home Organizing

Aaron Espe, WIN Home Inspection

New REALTOR® Members

New Affiliate Members
Find Industry Member Experts in our Online 

Affiliate Service Directory!
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Diversity
Equity
Inclusion
Calendar
OCTOBER 
October is Breast Cancer Awareness Month 
and includes key religious and cultural 
observances around identity, respect,  
and community.

NOVEMBER
November is Native American  
Heritage Month, celebrating the 
cultures, traditions, and histories  
of Native Americans. This month  
also includes observances that  
honorveterans and promote gender 
equality and remembrance.

UN: International Day  
of Older Persons
Recognizes the contributions 
and rights of older adults.

World Inclusion Day
Encourages people to practice 
inclusion in everyday  
interactions.

LGBTQ+: International  
Pronouns Day 
Promotes respecting, sharing, 
and using correct personal  
pronouns.

1   

21   

10

US Veterans Day 
Honors US military veterans.

International Men’s Day
Focuses on men’s health, pos-
itive male role models, and 
gender relations.

LGBTQ+: Transgender Day  
of Remembrance
Memorializes those killed due 
to anti-transgender violence.

UN: International Day for  
the Elimination of Violence  
Against Women 
Calls for action to end violence 
against women and girls.

US: Thanksgiving Day 
Observed on the fourth 
Thursday in November.

11   

19

20

25

28
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December is Universal Human Rights Month, pro-
moting the protection and advocacy of human 
rights for all. This month also includes diverse re-
ligious and cultural celebrations that encourage 
unity and peace

DECEMBER

UN: International Day  
of Persons with Disabilities
Promotes the rights and well-being 
of people with disabilities.

UN: International Human  
Rights Day
Marks the adoption of the Universal  
Declaration of Human Rights in 1948.

Pagan and Wiccan: Yule
Celebrates the winter  
solstice and the return of 
longer days. In 2026 the  
solstice falls on December 
21 in many locations.

Christian: Christmas
Celebrates the birth of  
Jesus Christ in most Western 
Christian traditions.

US: Kwanzaa Begins
A week-long celebration  
honoring African heritage 
and culture, focused on  
seven guiding principles.

3

10

21

25
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Yes on Prop 37 
REALTOR® Talking Points

n �As�REALTORS®,�we�see�California’s�homeownership�challenges�firsthand. We work every day with people who want to buy a home 
but are struggling with the down payment and a shortage of homes available to buy.

n �Prop�37�tackles�both�challenges. It helps qualified middle-class Californians overcome the massive down payment while helping 
spur construction of more new homes across California.

n �For�many�Californians,�the�monthly�mortgage�payment�isn’t�the�biggest�hurdle�—�it’s�saving�enough�for�the�down�payment. 
With California’s median home price at $930,000, a traditional 20% down payment is nearly $186,000. Prop 37 provides down 
payment assistance that allows qualified buyers to purchase with as little as 3% down.

n �Buyers�and�homes�must�meet�eligibility�requirements. Buyer must be a California resident and have a household income up to 
200% of the Area Median Income (AMI). Buyers must also contribute at least 3% of the home’s purchase price, occupy the home as a 
primary residence within 60 days of closing, and make monthly loan payments. The price of the home must not exceed 125% of FHFA 
conforming loan limit ($1.5M cap) and the home must be eligible new construction.

n �Prop�37�will�help�spur�construction�of�new�homes�in�California. Prop 37 financing is only available for the purchase of newly 
constructed homes – not existing homes – helping to create demand for new construction and increase California’s housing supply by 
an estimated 190,000 new homes.

n �Prop�37�has�no�cost�to�taxpayers. Prop 37 is funded through revenue bonds financed by private investors — not taxpayer dollars. 
Participating homeowners repay the bonds, not California taxpayers.

n �Prop�37�includes�strong�accountability�and�consumer�protections. The program will undergo independent annual audits to ensure 
funds are being used properly. Homebuyers also receive protections including fixed-rate loans, limits on lender fees, protections 
against unfair lending practices and bias, and no penalty for paying off their loan early.

n �At�its�core,�Prop�37�is�about�giving�more�working�and�middle-income�Californians�a�fair�shot�at�homeownership. Homeownership 
helps families build stability and generational wealth, but that opportunity is becoming increasingly difficult to reach in California.

n �That’s�why�C.A.R.�sponsors�Proposition�37. REALTORS® are advocates for homeownership, and we have an opportunity to use our 
voices to help pass Prop 37 and expand homeownership opportunities in California.

VoteYesOn37.CAR.org

Sample REALTOR® Script
As REALTORS®, we see every day how difficult it has become for working and middle-income Californians to buy a home. Prop 37 tackles 
two of the biggest barriers we see: the down payment and the shortage of homes available to buy. Prop 37 helps qualified Californians 
purchase with as little as 3% down while generating 190,000 newly built homes across the state. Homebuyers repay their loans, not 
taxpayers. That’s why C.A.R. sponsors Proposition 37 and why I’m voting YES this November.
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By: Sandra Deravil

Breaking into the real estate industry was not easy for me. Like many agents, I entered a compet-
itive space while also trying to find my place and my voice so I could build a business for myself. 
Early on, I knew that I did not want my business to feel transactional. I wanted it to feel personal 
and genuine, and I needed to figure out how to make sure the people I would eventually work with 
knew that as well.

It can be overwhelming to try to figure out your voice when you enter into a space that feels like 
everyone is already succeeding. The real estate industry can move fast, and it can feel like you’re 
behind, but you’re not. Remember that in the beginning, it’s all about setting the right foundation. 
This is a relationship-driven business, and the earlier you start building relationships, the better. 
That takes some time and effort, though. Here’s what worked for me.

Authenticity Online
Instead of trying to fit into what I thought a real estate professional should look like online, I fo-
cused on just being my authentic self. I started sharing my real life alongside my real estate journey. 
I posted the open houses, but I also posted the deeper, more human parts of being a real estate 
professional as well, like the reality of balancing business and motherhood. I also posted behind-
the-scenes moments, personal experiences and family life. That authenticity helped people connect 
with me beyond just buying or selling a home.

Social media became one of the biggest tools that helped me grow my brand. I learned that people 
are drawn to consistency and connection. I stopped focusing on perfection and started focusing on 
showing up. Over time, clients began to trust me because they saw someone they could relate to 
who was hardworking and genuine.

These Three Strategies Helped Me  
Build Relationships in Real Estate
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Focus on Community
Networking and community involvement also played a huge role in my growth. I focus on attending 
events, building relationships with other professionals and staying active in my community. I treated 
every interaction as an opportunity to connect with people and build trust.

Getting Started: Build Relationships From Day One
Figuring out your voice and building relationships in real estate doesn’t have to be overwhelming if 
you keep it simple. You can begin with a few simple steps:

1 Decide what you want people to know about you. Think beyond real estate. Identify the experi-
ences, interests and values you’re comfortable sharing that can help people get to know the person 
behind your business.

2 Show up consistently on social media. If you wait until you have the perfect post, you won’t post 
at all. Share your real estate journey, open houses, behind-the-scenes experiences and appropriate 
parts of your life that reflect who you are. It doesn’t have to be perfect, because that wouldn’t be au-
thentic anyway.

3 Choose a few community events to attend. Look for local events, professional gatherings or causes 
you genuinely care about, and make a point to participate regularly.

4 Focus on connecting, rather than selling. When you meet someone online or in person, approach 
the interaction as an opportunity to learn about them and build a relationship rather than immedi-
ately looking for business.

5 Follow up and stay connected. A first interaction is only the beginning. Continue engaging with 
the people you meet so those connections have an opportunity to develop into genuine relation-
ships.

Breaking into the relationship-driven real estate niche taught me that success is possible when I stick 
to being authentic rather than looking at what everyone else is doing and trying to emulate that. It 
is about embracing your story, staying consistent, and building genuine connections. That is what 
helped me carve out my place in real estate, and it continues to shape the way I serve my clients to-
day.

Sandra Deravil is a South Florida Realtor with Keller Williams Realty

10        REALTOR®



NEW AFFILIATE SPOTLIGHT

Meet Whitney Burke
Perfectly Placed Home Organizing
SOQUEL, CALIFORNIA • SERVING SANTA CRUZ, MONTEREY & SANTA CLARA COUNTIES

The Person Behind the  Business

Whitney Burke is the owner of Perfectly Placed 
Home Organizing, a women-owned and-operated 
business based in Soquel.Whitney moved to  
Santa Cruz about ten years ago, fell in love with 
the ocean and the people here and never left.  
For years she has been helping local families 
make sense of their homes during some of the 
biggest moments of their lives.

How Perfectly Placed Helps

GETTING A HOME READY

Perfectly Placed specializes in pre-listing de-
cluttering, packing, move preparation, unpack-
ing, and full-home organizing. The team works 
alongside agents to get homes photo-ready and 
show-ready, and to take the overwhelm out of 
moving for sellers and buyers alike.

A PARTNER FOR REALTORS®

For REALTORS®, that means a partner who 
helps clients feel supported rather than rushed, 
and homes that are ready to list sooner. A 
smoother, calmer selling experience leads to 
happier clients, stronger reviews, and more 
referrals.

COMPASSION THROUGH CHANGE

What sets Perfectly Placed apart is its approach. 
Whitney is a Certified Grief and Trauma-in-
formed Organizer and a member of NAPO, 
ASPO, and ICD. 

Many home sales come on the heels of major 
life transitions: the loss of a loved one, divorce, 
downsizing, or a move into assisted living. 
These clients often face decades of belongings 
along with deep emotion. Perfectly Placed is 
specifically trained to support people through 
these moments with patience, compassion, and 
zero judgment.  
 
Whitney believes clutter is a byproduct of 
our culture, not a personal failing, and her 
team meets every client exactly where they are.

Connect with Whitney
perfectlyplacedcalifornia.com | info@perfectlyplacedcalifornia.com | 831-288-2966
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U P C O M I N G

SCCAR CLASSES & EVENTS
SCCAR CLASSES

O C TO B E R
Fri., Oct. 2 Appraisals What’s Changing & What Agents Need to Know

Wed., Oct. 14 Disclosures & Contracts

Mon., Oct. 19 Tax Smarts for REALTORS - Top 10 Tax Essentials

Wed., Oct. 21 The Closing Table: An Escrow Expert Panel

Fri., Oct. 23 California Coast Property Rights (SCCP)

N O V E M B E R
Wed., Nov. 11 Build Your Brand with AI

SCCAR EVENTS
Fri., Oct. 16 Committee Camp

Wed., Nov. 4 Second Harvest Volunteer Day

Wed., Nov. 18 The Power of Technology and Influence

View our Google calendar
for class & event details

Fri., Dec. 18 Holiday Open House
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https://www.scaorhf.org/
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Early bird 
member 

tickets $65

Join us as we celebrate incoming President Nick Bailey, our new 
O�cers and Directors, and the connections that bring SCCAR 
together. We will also be shining the spotlight on this year’s amazing 
award winners!

We’ll be honoring standout achievements with awards for REALTOR® 
of the Year, A�liate of the Year, Community Service, and Lifetime 
Achievement. Come cheer on your colleagues and enjoy the 
excitement!

Your ticket includes a delicious bu�et lunch with beautiful beach 
and boardwalk views at The Grove. 

Please reach out to SCCAR if you would like to purchase a table.
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City New Inventory Sold
Avg. 
DOM

Avg. Sale 
Price

Median Sale 
Price

Median 
$/Sqft

% LP 
Rec'd

Sale 
Volume

Avg. Home
Sq. Ft.

Avg. Lot 
Sq. Ft.

Months of 
Inventory

Aptos 27 74 16 44 $1,594,375 $1,472,500 $782 99% $25,510,000 1,889 27,780 3.4
Ben Lomond 8 20 3 6 $871,416 $926,250 $630 102% $2,614,250 1,349 13,688 4.6
Boulder Creek 18 49 7 56 $760,428 $810,000 $482 99% $5,323,000 1,683 19,210 4.1
Brookdale 3 6 0
Capitola 5 19 3 18 $1,533,510 $1,470,000 $1,688 103% $4,600,531 1,268 5,640 3.2
Corralitos 1 5 2 38 $1,525,000 $1,525,000 $522 99% $3,050,000 2,852 48,983 3.8
Davenport 0 2 0
Felton 11 24 7 14 $1,065,142 $986,000 $633 102% $7,456,000 1,668 18,700 2.7
Freedom 0 0 1 51 $780,000 $780,000 $837 99% $780,000 932 10,324 0
La Selva Beach 0 3 0
Los Gatos 7 37 10 32 $1,538,695 $1,609,975 $603 95% $15,386,950 2,511 195,911 5
Mount Hermon 1 1 0
Santa Cruz 48 104 31 32 $1,682,973 $1,550,000 $935 103% $52,172,190 1,750 8,436 2.6
Scotts Valley 9 29 10 28 $1,641,050 $1,585,000 $663 98% $16,410,500 2,366 61,956 2.4
Soquel 10 23 7 16 $1,561,428 $1,575,000 $699 99% $10,930,000 2,557 50,735 4.3
Watsonville 21 66 14 67 $976,035 $737,500 $599 98% $13,664,500 1,381 48,520 5.1

  Summary 169 462 111 34 1,294,171$            $1,471,250 $648 100% $157,897,921 1,851 42,490 3.4

City New Inventory Sold
Avg. 
DOM

Avg. Sale 
Price

Median Sale 
Price

Median 
$/Sqft

% LP 
Rec'd

Sale 
Volume

Avg. Home
Sq. Ft.

Avg. Lot 
Sq. Ft.

Months of 
Inventory

Aptos 8 32 6 37 $1,037,166 $1,081,500 $878.00 97% $6,223,000 1,116 1,684 5.6
Boulder Creek 0 2 0
Capitola 4 15 2 34 $730,000 $730,000 $689.00 97% $1,460,000 1,046 915 3.8
Freedom 0 0 1 75 $610,000 $610,000 $588.00 102% $610,000 1,037 1,525 0
La Selva Beach 0 1 1 14 $1,080,000 $1,080,000 $1,038.00 100% $1,080,000 1,040 3
Santa Cruz 21 40 9 53 $884,000 $803,000 $750.00 99% $7,956,000 1,211 1,080 2.7
Scotts Valley 2 12 5 56 $838,200 $799,000 $559.00 100% $4,191,000 1,510 1,825 2.8
Soquel 1 3 0
Watsonville 2 21 1 4 $789,000 $789,000 $759.00 100% $789,000 1,040 2.9

  Summary 38 126 25 39 $852,624 $799,000 $750 99% 22,309,000$        1,143 1,406 3.0

Data provided by MLS Listings, Inc. and compiled by the Santa Cruz County Association of REALTORS®

Santa Cruz County Housing Statistics
August 2026: Santa Cruz County - Single Family Residential

August 2026: Santa Cruz County - Common Interest Development

September 28, 2026 - Recent housing data point to a market that may undergo further 
adjustments in the coming months as borrowing costs rise and economic uncertainty 
persists. Mortgage rates have reached a 30-month high, purchase demand has weakened, 
and new home sales remain volatile despite an increase in August. Foreclosure filings have 
also risen from a year ago, suggesting that more homeowners are facing financial strain. 
Affordability constraints, elevated energy prices, and tighter monetary policy will likely 
create additional headwinds in the months ahead. Despite these challenges, solid home-
owner equity, disciplined lending, and continued interest in homeownership should help 
the market weather these pressures. Read more

Market Minute
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STAY CONNECTED
mysccar.org
facebook.com/mysccar
instagram.com/santa_cruz_assoc_of_realtors
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