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A welcome array 
of home loan 

options.

Apply today!
Call 1-877-822-5626, visit  

TriCountiesBank.com/HomeLoans 

or contact your local Home  

Mortgage Loan Specialist.

Member FDIC | NMLS #458732 

Tri Counties Bank provides a broad array of home loan options. Whether you’re 

a first time homebuyer or an experienced investor, we have local, knowledgeable 

Home Mortgage Loan Specialists offering personalized Service With Solutions. 

Call us at 1-877-822-5626, apply online or visit your local branch today.

At Tri Counties Bank We Offer the Right Home Loan for You:
• Portfolio Loan Programs 

Provides more flexible loans for non-standard situations with local underwriting
• Conventional & Government Loans 

Highly competitive loans, plus Tri Counties Bank continues to service 

conventional loans in most cases
• Lot, Land & Construction Loans 

For when you want to build your dream home, not just buy it

1-877-822-5626 | TriCountiesBank.com
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C V A R - M A N T E C A

CVAR Manteca 
Annual Fashion Show

CVAR Manteca Annual Fashion Show with 
everyone “Strutting their stuff”. Lots of fun and 
raised money for several charities.



C V A R - M A N T E C A

CVAR Manteca Scholarship Recipients

Loan products subject to credit approval. Other terms, conditions, restrictions and fees apply.

GOOD NEIGHBORS  
MAKE GREAT LENDERS

home lending

Umpqua’s home lenders are local experts equipped with an array of options for your purchase, refinance or 
new construction. Plus, we’ll stick with you every step of the way—because that’s what good neighbors do.

 

Loan Programs: First-Time Homebuyer Programs, Manufactured Home Programs, Residential Custom Construction,

 State Bond Programs / USDA Rural Housing, FHA / VA, Fixed and adjustable rate (ARMs)

 

 

Pat Driver
Home Loan Officer 

 
NMLS 234001 
CALL 209-257-5450

Carol Krawchuk
VP Home Loan Officer 

 
NMLS 472688 
CALL 209-588-2646

Patty McGowan
Home Loan Officer 

 
NMLS 1267295 
CALL 209-588-2642

Christina Machado
Home Loan Officer

 
NMLS 290694
CALL 209-548-3784

 umpquabank.com   Member FDIC   Equal Housing Lender    NMLS #401867

Contact your friendly, local Central Valley area home lending officer today about these loans and more.

HLD16Q1.120  2/16

CVAR Manteca Council’s annual scholarship to several deserving students.
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By Larry Kendall, chairman of The Group, Inc. and
author of Ninja Selling

Most salespeople have been taught the traditional three-
step sales presentation: 

1. Make a connection (build rapport); 

2. Make a presentation of features and benefits;

3. Close. 

My observation is that most managers use this three-step 
approach in their recruiting, as well. After building rapport, 
they immediately launch into their spiel: “Let me tell you 
about the exciting things we are doing in our company—
technology, lead generation, brand, staff systems, etc.”

There’s an old rule of selling, “Don’t try to be the answer 
to someone’s prayers until you know what they are praying 
for.” The traditional three-step sales presentation violates this 
rule. The manager (or salesperson) who is telling and selling 
never discovers what the recruit (or customer) is praying for. 
If you don’t accidentally hit a hot button, your presentation 
starts to sound like “blah, blah, blah.”

What would happen if the manager used the Ninja Four-
Step Consultation instead? This is the process we teach in 
our Ninja Selling classes, and it works great for managers 
who are recruiting. Let’s face it; a recruiting interview is a 
sales interview. Here’s how the four-step consultation works. 

Step 1: Connection
Recruits want to work with someone they like and trust. 

They decide this in the first two minutes. Do they feel a 
connection with you? Do they like you, trust you, and want 
to go down this path with you? They will feel the connection 
if you ask questions about them. We recommend you ask 
F.O.R.D. questions—Family, Occupation, Recreation, Dreams 
(goals). Most people are very comfortable talking about 
these four areas of their life, and you are building rapport 
and connection. 

Step 2: Information (Pain/Pleasure)
This is a critical transition step. In the traditional three-step 

sales process, you would now be at the presentation stage, 

where you launch into your pitch of features and benefits. 
Most managers love this step because they get a chance to 
strut their stuff on stage.

There are two problems with this approach: first, the 
manager is trying to be the answer to their prayers without 
knowing what they are praying for; and second, the manager 
has time of possession (is doing all the talking). After a few 
minutes, the recruit stops paying attention, drifts off, and the 
connection is lost. 

Instead of launching into your spiel, listen carefully to how 
the recruit answers your questions about F.O.R.D., especially 
about their business (occupation). Listen for pain and 
pleasure. This is what they are praying for. Here are my two 
favorite pain and pleasure questions: 

Pain: “What is your greatest challenge in your business 
right now?”

Pleasure: “If you could wave a magic wand and have your 
business just the way you want it, what would that look like?” 

Step 3: Solution (Create Potential Solutions) 
Now, formulate potential solutions that solve what they 

are praying for. How can you connect what you have to 
what they want? I once had a top producer tell me she was 
so busy, and the market was so hot, that she couldn’t make 
a move at this time. When I asked her about her greatest 
challenge, she said she was working all the time, and 
business was falling off her desk. 

Step 4: Proposal (Propose Solutions)
I showed her how our staff systems would save her time 

and make her money. We could dramatically increase her 
income per hour so she could have a life. She had also 
talked about a goal of having more time with family and 
this solution resonated with her. She joined us right away 
because she wanted the solution. 

Be a master recruiter. Stop selling and start solving. 

DON’T TRY TO ANSWER SOMEONE’S PRAYERS UNTIL 
YOU KNOW WHAT THEY ARE PRAYING FOR.

Stop Selling; 
Start Solving
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New Members and Affiliates

APRIL 2016
Wieda Akbari - REALTOR - Tracy - BerkshireHathawayHomeServices

Andreli Ancheta - REALTOR - Tracy - Aspire Hometown Realty

Marlon Austria - Secondary DR - San Bruno - Realty World Bay Area Estate

Robina Aziz - REALTOR - Modesto - Century 21/M&M Associates

Heather Balthazar - REALTOR - Lathrop - Fearrand Real Estate

Trever Balzer - REALTOR - Modesto - Re/Max Executive

Angelina Barrientos - REALTOR - Patterson - Century 21/M&M Associates

Shamiran Brown - REALTOR - Modesto - J. Peter REALTORS

Brandy Chase - REALTOR - Fair Oaks - Union Strong Home

Anthony Constancio - REALTOR - Stockton - PMZ Real Estate

Ryan Cook - REALTOR - Turlock - Turlock Realty Group

David Davis - REALTOR - Tracy - Century 21/M&M Associates

Guadalupe De Leon - REALTOR - Riverbank - Realty World Dominus Realty

Nancy Earhart - REALTOR - Stockton - PMZ Real Estate

Alexandra Erlich - Affiliate Member - Arvada - Continental Credit

Madelean Hayes - REALTOR - Modesto - Century 21/M&M Associates

Adolfo Hernandez - REALTOR - Oakdale - Allison James Estates & Homes

Patrice Hoffman - REALTOR - Manteca - Compass Real Estate

Elizabeth Howen - REALTOR - Turlock - Aspire Home Real Estate

Christopher Humphres  - REALTOR - Ceres - EXIT Realty Consultants

Joseph Keevil - REALTOR - Oakdale - Century 21/M&M Associates

Sunny Khatav - Secondary DR - San Ramon - Windemere Realty Inc.

Mina Khoshkbariie - REALTOR - Tracy - Century 21/M&M Associates

Mark Klebba - REALTOR - Manteca - EXIT Realty Consultants

Kelly Koch - REALTOR - Modesto - Castle Real Estate Group

Starla Lizotte - REALTOR - Stockton - Keller Williams Realty Central Valley

Taylor Lopez - REALTOR - Stockton - Keller Williams Realty Central Valley

Deborah Maciel - REALTOR - Rancho Cordova - California Property Experts

Catherine Malone - REALTOR - Stockton - Keller Williams Realty Central Valley

Margarita Martinez - REALTOR - Turlock - EXIT Realty Consultants

Marshallene McCrae - REALTOR - Stockton - Riggs & Associates Inc

Mark Mohan - REALTOR - Stockton  - Francis X. Mohan III

Janell Percey - REALTOR - Oakdale - Century 21/M&M Associates

Arnesh Raj - REALTOR - Ceres - EXIT Realty Consultants

Lisa Rangel  - REALTOR - Modesto - Century 21/M&M Associates

Emily Reyes - REALTOR - Newark - Alliance Bay Funding, Inc.

Salvador Rodriguez - REALTOR - Stockton - Riggs & Associates Inc

Bianka Saenz - REALTOR - Stockton - Grupe Real Estate

Amy Sanchez - Affiliate - Turlock - Stearns Lending

Kamaljit Sidhu - REALTOR - San Ramon - GD Properties

Parminder Singh - REALTOR - Ceres - Bella Casa Realty

Julia Speer - REALTOR - Ripon - California Real Estate Mart

Josephine Thompson - REALTOR - Ceres - EXIT Realty Consultants

Hope White - REALTOR - Modesto - 1st Chois Fine Homes

Jeffrey Wolfgang - REALTOR - Tracy - Aspire Hometown Realty

Miguel Lopez - REALTOR - Lodi - Century 21/M&M Associates

Breana Trigueiro - REALTOR - Modesto - Re/Max Executive

Josephine Thompson - REALTOR - Lodi - EXIT Realty Consultants
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MARCH 11, 2016
BY TOM SALOMONE
Published in NerdWallet

It’s that time of year when we all sharpen our pencils 
(or, more accurately, open our laptops) and get ready 
for tax time. If you were among the millions of first-time 
homebuyers in 2015, you’re in for a nice surprise this tax 
season.

Homeownership comes with some impressive tax benefits. 
Depending on your situation, there may be thousands of 
dollars coming back your way.

For renters, those benefits are off the table. That’s not to 
say that renting isn’t a viable option, and it’s true that renters 
enjoy some benefits that homeowners don’t. But if you’re on 
the fence about buying a home, these tax advantages might 

just tip the scales and put your dream home within reach.

The mortgage interest deduction
Homeowners know this is a big one. The mortgage interest 

deduction lets homeowners deduct the interest on home 
mortgage loans(link is external) valued at $1 million or less. 
This deduction is especially helpful in the first few years of a 
mortgage, when the monthly payment goes largely toward 
interest.

Here’s an example: Let’s say you have a $250,000, 30-year, 
fixed-rate mortgage with a 4.5% interest rate. You’ll pay 
roughly $11,000 in interest in the first year. Assuming you’re 
in a 25% income tax bracket, deducting that interest will 
save about $2,750 in taxes.

The same doesn’t apply to renters, as they don’t have 

Still Renting? You’re Missing 
These Tax Advantages
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mortgages. Instead, their landlord gets the benefit while the 
renter helps defray the cost.

Point deductions for homebuyers
Interest rates remain largely favorable for consumers, but 

there are still options for lowering those rates when you 
purchase. One is by purchasing what are known as “discount 
points.”

Typically a “point” costs 1% of the loan amount and results 
in a lower interest rate that can yield savings over the life 
of the loan. What many borrowers don’t know is that those 
points are usually deductible. For example, assuming again 
that you’re in the 25% income tax bracket, $1,000 spent on 
a discount point would yield a $250, one-time tax savings 
(calculated as $1,000 x 0.25).

Property taxes
Everyone knows that being a homeowner means paying 

taxes on your property to local government, whether that’s 
the city, county or local school district.

What you might not know is that these taxes are entirely 
deductible from your federal income tax. That’s good news 
for homeowners, and it’s another tax advantage that renters 
don’t enjoy.

Mortgage insurance premium deduction
It’s no secret that affordability is a major issue for 

prospective homebuyers. Prices continue to rise in markets 
around the country, while obstacles to saving — such as 
student loan debt — make it harder to build that down 
payment.

That makes low-down-payment options — available from 
the Federal Housing Administration and others — attractive, 
but it’s important to remember that the FHA requires the 
purchase of mortgage insurance on all loans. And even with 
a conventional loan, chances are if you put down less than 
20%, your lender will require mortgage insurance as well. 
Mortgage insurance is simply a means for lenders to protect 
against the risk of a default on the loan, but it means higher 
costs for the borrower.

The good news? You can deduct mortgage insurance from 
your federal income taxes as an itemized deduction up to an 
adjusted gross income of $109,000 ($54,500 if married filing 
separately), provided other conditions are met. That’s no 
small thing.

What about home sellers?
Homebuyers aren’t the only winners. Let’s imagine you 

bought a home back in 2010 for $250,000 but got a job offer 
across the country, and now it’s time to make a move.

Maybe you’ve done some home improvements, and 
the market has improved. Now, a Realtor thinks you can 

reasonably list your home for $300,000. You follow his or her 
advice, and boom, you receive and accept an offer for the 
listing price.

You just put a hefty profit in your pocket, but the benefit 
doesn’t stop there. Those capital gains are entirely free 
from federal income tax, up to $250,000 for individuals and 
$500,000 for joint filers. Is there another investment in your 
portfolio that can say the same?

What’s right for you?
These are just a few of the tax advantages for which 

homeowners are eligible. There also are incentives for 
“greening” a home, depreciation allowances for rental space 
or a home office, and more.

But it’s important to remember that these aren’t 
“loopholes.” These tax benefits reflect America’s long-
standing belief that homeownership builds and strengthens 
families, neighborhoods and communities.

Affordable homes can be hard to come by, and tight 
inventory means competition is stiff. Add on closing costs, 
insurance, maintenance, a hefty down payment and other 
challenges, and suddenly it can be daunting. These tax 
incentives keep the dream of homeownership alive for all 
creditworthy buyers.

Buying a home is a big decision(link is external), and for 
many people it’s the largest single investment they’ll make 
throughout their lives. Renting has its perks, and you have to 
decide for yourself when it’s the right time to buy.

Just know that when you do, there’s help in the tax code to 
get there.

Tom Salomone(link is external) is president of the National Association 
of Realtors.

Property Lines  |  11



10  |  Property Lines

Help Your Clients Buy or Sell a Green Home
We’ll show you ways to gain a competitive advantage and become your clients’ 
go-to resource for buying or selling a more efficient, money-saving, healthy home.

National Association of REALTORS® Green Designation Training
Wednesday, June 22 - Thursday, June 23, 2016 | 8AM - 5PM, both days
Central Valley Association of REALTORS®, Glenn Race Educational Center
16980 S. Harlan Rd., Lathrop, CA 95330 
Breakfast & lunch provided by imortgage - Tracy and Cutco Closing Gifts

A recent study from the National Association of Home Builders shows that potential home buyers increasingly 
and overwhelmingly rate energy effi ciency as an important part of their home buying decision. Are you 
prepared to address their questions about green features and improvements? 

Join us for a two-day training that teaches green real estate concepts, principles, practices and benefi ts from 
the ground up—in a way that makes sense to you and your clients. You  have the opportunity to stand out from 
the crowd by earning the only green designation for real estate agents conferred by the National Association 
of  REALTORS®.

The Central Valley Association of REALTORS® Education Committee and Pacifi c Gas and Electric Company present:

REGISTER TODAY!
https://become-a-NAR-GreenDesignee.eventbrite.com

FEE WAIVED
thanks to generous support 
from PG&E


