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As we embrace the spring season, | wanted to make sure the

membership is aware that NAR provided an update regarding the

Clear Cooperation Policy (CCP) and a new policy titled
“Multiple Listing Options for Sellers” at the end of March.

' These updates are designed to provide sellers with more

flexibility in how they market their properties while
| ensuring fair access for all buyers.

NAR has introduced a new policy, “Multiple Listing Options
for Sellers,” that will work in conjunction with the Clear
Cooperation Policy. This new policy gives sellers and their
agents more flexibility when marketing a property while
continuing to support fair housing practices and equal access
to MLS property information.

2025 NBAOR President
Natalie Shaw

What’s New with “Multiple Listing Options for Sellers”?

e Delayed Marketing Exempt Listing: Sellers now have the option to delay the public
marketing of their listing. This means that the listing can be kept off IDX and syndication
for a period of time, allowing the seller to market the property privately or according to
their specific needs.

e Access to MLS Participants: Even during the delayed marketing period, the listing will still
be available to other MLS participants so they can inform their buyers.

e Local MLS Discretion: Each MLS can determine the appropriate length of the delayed
marketing period based on their local market conditions.

e Seller Consent: Agents must obtain a signed disclosure from the seller, confirming their
informed consent to waive the benefits of immediate public marketing. This applies to
both delayed marketing exempt listings and office-exclusive exempt listings.

Important Dates:

o Effective Date: The new policy will be effective March 25, 2025, and must be
implemented by September 30, 2025.

e Local Consultation: Prior to local implementation, MLSs are encouraged to consult with
brokers and stakeholders to determine the appropriate time period for delayed
marketing.



NAR has also clarified that one-to-one, broker-to-broker communications about a listing do
not trigger the Clear Cooperation Policy requirements. However, multi-brokerage
communications about a listing will constitute public marketing and must comply with the

CCP.

We encourage all members to speak with your brokers and familiarize themselves with these
updates and prepare for the implementation of the new policy. The association is here to
assist with any questions or clarifications regarding these changes.

Best Wishes,
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Multiple Listing Options for Sellers FAQs
Last Updated: March 27, 2025

The following questions will help NAR members and consumers understand Multiple Listing
Options for Consumers Policy announced on March 25, 2025.
Delayed Marketing Exempt Listings

Overview

1. What was the result of NAR's evaluation of Clear Cooperation Policy (CCP)?

+  After extensive analysis, NAR has created a new MLS policy, the Multiple Listing
Options for Sellers Policy.

The Multiple Listing Options for Sellers Policy will work alongside CCP and other
MLS policies to provide sellers and their listing brokers more options and choice
when marketing a property, while also supporting fair housing by providing
buyers and their listing brokers with equal access to important MLS property
information.

. NAR is also clarifying its policy interpretation of CCP that one-to-one, broker-to-
broker communications do not trigger the requirements of CCP. However, multi-
brokerage communications about a listing will constitute public marketing under
CCP.

2. What is the Multiple Listing Options for Sellers Policy?
+  The Multiple Listing Options for Sellers Policy introduces a new category of
listings called “delayed marketing exempt listings.”
This means a seller can instruct their listing broker to delay the marketing of their
listing by other brokers outside of the listing firm through IDX and syndication for
a period of time as determined by the local MLS.

. During the delayed marketing period, the home seller and the listing broker can
market the listing in a manner consistent with the seller's needs and interests. At
the same time, the delayed marketing listing will still be available to other MLS
Participants and Subscribers through the MLS platform so they can inform their
consumers about the property.

Listing brokers representing sellers who choose to delay the public marketing of
their listing must secure from the seller a signed disclosure documenting the
seller's informed consent to waive or delay the benefits of immediate public
marketing through IDX and syndication. Seller disclosure is required for both
delayed marketing exempt listings and office exclusive exempt listings.

Please note, the new policy does not change an MLS'’s local mandatory
submission deadlines or CCP and CCP’s requirement to file a listing with the MLS
within one (1) business day from public marketing.

3. Has CCP changed? Is it still in effect?
CCP itself remains unchanged and in full effect.
*  The Multiple Listing Options for Sellers Policy will work alongside CCP and other
MLS policies to provide sellers and their brokers more options and choice when
marketing a property, while also supporting fair housing by providing buyers
and their brokers with equal access to important MLS property information.

4. Is a delayed marketing exempt listing the same thing as an office exclusive?
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. No, an office exclusive listing is an exempt listing where the seller has directed
that their property is not disseminated through the MLS and is not publicly
marketed.

* An office exclusive listing may require submission under local MLS rules but is not

+ disseminated to other MLS Participants and Subscribers.

The Multiple Listing Options for Sellers Policy requires listing brokers to obtain a
certification from sellers for an office exclusive listing.

5. Who benefits from the new delayed marketing listing option and the clarifying
interpretation of one-to-one, broker-to-broker communications?
. Each works towards providing a home seller the choice and flexibility to
determine how they and their listing broker will market and sell the property
pursuant to the seller’s interests. (Added 3/27/2025)

6. Who has the authority to decide whether to delay marketing of a listing?

* Aseller must authorize their listing broker to delay marketing of their property.

. Listing brokers representing sellers who choose to delay the public marketing of
their listing must obtain from their seller a signed disclosure documenting the
seller's informed consent to waive the benefits of immediate public marketing
through IDX and syndication.

«  Seller disclosure is required for both delayed marketing exempt listings and
office exclusive exempt listings.

7. How long is the delayed marketing window and who determines it?
. Each MLS has discretion to determine a delayed marketing time period that is
most suitable for their local marketplace.

8. Why is NAR not mandating a specific length for the delayed marketing window?

. MLSs are best positioned to establish a delayed marketing time period that
reflects the business practices for their brokerage commmunities and the needs

of their local marketplaces.
. Prior to formal implementation, we encourage MLSs to consult with brokers and

stakeholders in their market to get their input on the allowed time period for
delayed marketing exempt listings to determine how stakeholders in their

marketplaces will be best served by this policy.

9. How is “days on market” defined?

The MUtiple Listing Options for Sellers Policy does not define “days on market” or
require MLSs to track or report time on market information.

This is a matter typically addressed within local MLS business rules.

10. Does the time period during which a listing’s marketing is delayed count toward

days on the market?
. Each MLS has discretion to determine whether to track days/time on market

information for a delayed marketing exempt listing and how to report it.

11. Does an MLS have to show price change history of a delayed marketing exempt listing
while in this status?
* An MLS is not required to track or report price change information other than the
most recent increase or decrease in the price of current listings.
Each MLS has discretion to determine whether to track change history for a
delayed marketing exempt listing and how to report it.
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12. How does the new delayed marketing exempt listing time period impact the
mandatory submission requirements of the local MLS?
*  The new policy does not change an MLS's local mandatory submission deadlines
or CCP and CCP’s requirement to file a listing with the MLS within one (1) business
day from public marketing.

13. Is a delayed marketing exempt listing available for other MLS Participants and
Subscribers and their consumers to view and access during the delayed marketing
period?

*  Yes, a delayed marketing exempt listing will still be available to other MLS
Participants and Subscribers through the MLS platform so they can inform their

consumers, arrange showings, and/or submit offers like other active listings in the
MLS.

14. Can a broker share information about a delayed marketing exempt listing with their
consumer during the delayed marketing period?
*  Yes, a delayed marketing exempt listing will still be available to other MLS

Participants and Subscribers through the MLS platform so they can inform their
consumers about the property.

15. Can an MLS share delayed marketing exempt listings through a Brokerage
Backoffice Feed or through consumer-oriented vehicles (email, list sheet)?
*  Yes, subject to local MLS rules and procedures, a delayed marketing exempt

listing can be shared by MLS Participants and Subscribers through means that
are not IDX and syndication so they can inform their consumers about the

property.

16. Can an MLS show a delayed marketing exempt listing on their public-facing
website?

. No, an MLS'’s public-facing website would be considered syndication.

17. Can an MLS repurpose an existing MLS field or function to satisfy the requirements of
the new delayed marketing exempt listing?
*  Yes, MLSs have local discretion on how to best implement the Multiple Listing
Options for Sellers policy.
MLSs must ensure their implementation meets all the requirements of the policy
and that their governing documents are updated accordingly. (Added 3/27/2025)

18. Can an MLS prohibit showings for delayed marketing exempt listings?
. No, delayed marketing exempt listings are considered an active listing.
*  The showings of a delayed marketing exempt listing are subject to the seller’s
instructions and applicable law. (Added 3/27/2025)

19. Can a seller and listing broker advertise their delayed marketing exempt listing on
other websites, portals, social media, or elsewhere on the internet, in addition to
the listing broker's website?

*  Yes. During the delayed marketing period, the home seller and the listing
broker can market the listing in any manner that is consistent with the seller's
needs and interests subject to applicable law. (Revised 3/27/2025)




20. Can a listing broker for a delayed marketing exempt listing put a yard sign on the
property?
*  Yes, the seller and listing broker may market the property in any manner
consistent with the seller's needs and interests subject to applicable law. (Added
3/27/2025)

21. Can an MLS Participant or Subscriber obtain an MLS data feed of their listing
information and use it to display a delayed marketing listings on other websites or
portals?

*  Yes, pursuant to Policy Statement 8.3, Right of Participant to MLS Data Feed of
Listing Content, an MLS must, upon request, promptly provide an MLS Participant
or their designee a data feed containing, at minimum, all active MLS listing
content input into the MLS by or on behalf of the Participant, subject to any
delivery changes reasonably related to the costs incurred by the MLS. (Added
3/27/2025)

22. Can an MLS Participant or Subscriber use the MLS’s CRM software or other consumer-
oriented vehicles?

*  Yes, subject to local MLS rules and procedures, a delayed marketing exempt
listing can be shared by MLS Participants and Subscribers through CRM software
or other means that are not IDX and syndication to inform their consumers about
the property. (Added 3/27/2025)

23. How is the delayed marketing exempt listing different from the option to opt-out of
IDX and/or syndication?

. Under existing policy, a seller could opt-out of IDX provided that the property
does not appear on the Internet or on other forms of electronic display,
including display by the listing firm.

. With a delayed marketing exempt listing, while others will not be able to
advertise the property via IDX and syndication, the seller can authorize their
listing broker to advertise the property online, such as on the listing broker’s
website or elsewhere.

. Also for delayed marketing exempt listings, the listing broker must secure a
signed disclosure from the seller documenting the seller's informed consent to
waive the benefits of immediate public marketing through IDX and syndication.
(Added 3/27/2025)

24. Can a seller still choose to market their property as an office exclusive?

:  Yes,a home seller can choose to have their property marketed as an office
exclusive exempt listing.
This means the property will not be disseminated on the MLS to other MLS
Participants and Subscribers, and that the listing will not be publicly marketed.

25. Can a seller choose to convert an office exclusive exempt listing to a delayed
marketing exempt listing?
*  Yes, the seller can decide to change their marketing strategy from an office
exclusive exempt listing to a delayed marketing exempt listing.
The listing broker needs to ensure they have secured from the seller a signed
disclosure documenting the seller's informed consent to waive the benefits of
immediate public marketing through IDX and syndication. (Added 3/27/2025)

26. Can a delayed marketing exempt listing be shown on a VOW display?




*  Yes, VOW display is not for advertisement but rather to help with the provision of
brokerage services to consumers with whom there is an established broker-
consumer relationship.

+  AVOW display must meet all the requirements set forth in NAR MLS policy. For
more details go to, online VOW resources available at nar.realtor.

27. Can an MLS exclude delayed marketing listings from VOW data feeds?
: No, an MLS cannot exclude delayed marketing exempt listings from appearing as
part of VOW data feeds.
A VOW display is not for advertisement but to help with the provision of
brokerage services to consumers with whom there is an established broker-
consumer relationship. (Added 3/27/2025)

28. Should a delayed marketing exempt listing be considered an active listing?

*  Yes. While a delayed marketing exempt listing will not be available for others to
publicly marketing through IDX and syndication during the delayed marketing
period, the property can be marketed by the listing broker and will be available
for other MLS Participants and Subscribers so they can inform their consumers,
arrange showings, and/or submit offers like other active listings in the MLS.
(Added 3/27/2025)

Disclosure Requirements

29. What terms are included in the disclosure certification required by the Multiple
Listing Options for Sellers Policy Statement?
*  The seller disclosure certification must include:
* * Adisclosure about the professional relationship between the Participant and
the seller;
Acknowledgement that the seller understands the MLS benefits they are
waiving or delaying with the exempt listing, such as broad and immediate
exposure of their listing through the MLS; and
«  Confirmation of the seller’'s decision that their listing will not be publicly
marketed and disseminated by the MLS as an office exclusive listing or that
their listing will not have immediate public marketing through IDX and
Syndication as a delayed marketing listing.

30. Does the disclosure certification have to be included in the filing of a delayed
marketing exempt listing?
. Seller disclosure is required in order to file a delayed marketing exempt listing.
. However, each MLS has discretion in how to enforce their policy and rules, which
may or may not include the requirement to file the disclosure form with the MLS.

31. Who is responsible for developing the seller disclosures required for both office
exclusive and delayed marketing exempt listings?
. MLSs are responsible for enforcing the seller disclosure requirements like other
MLS rules.
An MLS can develop and require the use of a particular disclosure form or allow

the use of any disclosure form if it meets the policy requirements. (Added
3/27/2025)


https://www.nar.realtor/handbook-on-multiple-listing-policy/virtual-office-websites-policy-governing-use-of-mls-data-in-connection-with-internet-brokerage
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https://www.nar.realtor/handbook-on-multiple-listing-policy/virtual-office-websites-policy-governing-use-of-mls-data-in-connection-with-internet-brokerage
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Timeline for Implementation

32. When does the delayed marketing exempt listing option take effect?
*  The Multiple Listing Options for Sellers Policy is effective March 25, 2025, and
must be implemented by September 30, 2025.

33. When will local MLSs announce the time period for marketing delays?

. Local MLSs can announce and establish their delayed marketing time period at
any time, but no later than September 30, 2025.

34. Can an MLS implement the new MLS policy before September 30, 2025?
:  Yes, MLSs can implement the new MLS policy at any time, but no later than
September 30, 2025.
Prior to formal implementation, we encourage MLSs to consult with brokers and
stakeholders in their market to get their input on the allowed time period for
delayed marketing exempt listings.

35. What action do brokers who are REALTORS®, brokerage firms, and MLS executives
need to take to comply with the new changes?

. MLSs will need to adopt policy language as part of their local MLS rules at any
time but no later than September 30, 2025.
MLSs will also need to create the necessary functionality and support that allows
for listing brokers, with authority from their seller, to delay the marketing of a
listing by other brokers outside of the listing firm through IDX or syndication for a
set time period.

. Prior to formal implementation, we encourage MLSs to consult with brokers and
stakeholders in their market to get their input on the allowed time period for
delayed marketing exempt listings.

Implications for Members

36. What do these changes mean for sellers’ brokers who are REALTORS® and/or MLS
Participants?

. Sellers' brokers who are REALTORS® and/or MLS Participants will be able to offer
additional marketing options to their clients in a manner consistent with the
clients’ needs and interests.

. Brokers representing sellers who choose to delay the public marketing of their
listing must secure from their seller a signed disclosure documenting the seller’s
informed consent to waive the benefits of immediate public marketing through
IDX and syndication.

37. What do these changes mean for buyers' brokers who are REALTORS® and/or MLS
Participants?

. Buyers' brokers who are REALTORS® and/or MLS Participants will potentially see
more listings on MLSs that can be shared with their clients from sellers who want
greater control over the marketing of their property due to the sellers’ personal
preferences.

38. What do these changes mean for brokerage firms?

. Brokerage firms will be able to offer additional marketing options to their
consumers in a manner consistent with their needs and interests.
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39. What do these changes mean for MLSs?

. MLSs will continue to serve as a reliable, transparent, and accurate data source for
available properties for sale while continuing to meet the evolving needs and
interests of the selling and buying public.

*+  The Multiple Listing Options for Sellers Policy does not change an MLS's local
mandatory submission deadlines or CCP and CCP’s requirement to file a listing
with the MLS within one (1) business day from public marketing.

«  We encourage MLSs to consult with brokers and stakeholders in their market to
« gettheirinput on the allowed time period for delayed marketing exempt listings.
The Multiple Listing Options for Sellers Policy will ensure that consumers have

additional optionality as to how and when their property is marketed.

40. How will real estate professionals, consumers, and the industry as a whole benefit
from these changes?

* These changes empower real estate professionals, consumers, and the industry
with additional consumer choice that meets buyer and seller expectations while
maintaining the benefits of MLSs, including through transparency and the
cooperation that leads to benefits for home buyers and sellers.

Implications for Consumers

41. What do these changes mean for home sellers?

. Home sellers who want to limit the marketing of their property through IDX and
syndication will have more options and choice when marketing a property.

42. Can any home seller choose to delay marketing of their listing?
. Yes.

43. Why might a home seller choose to delay marketing of their listing?

. Home sellers may have many different reasons for deciding to choose the
delayed marketing exempt listing option. For instance, somme homeowners want
to limit the market exposure of their property due to privacy and/or other
personal reasons.

44, Can brokers choose to delay marketing of a listing on behalf of the seller without
seeking a seller's consent and disclosure?

. No. Listing brokers representing sellers who choose to delay the public
marketing of their listing must secure from their seller a signed disclosure
documenting the seller's informed consent to waive the benefits of immediate
public marketing through IDX and syndication.

45. What do these changes mean for homebuyers?

. Buyers will potentially have more access to important property information about
listings in their marketplace.

46. Can a delayed marketing exempt listing be shown to potential buyers during the
delayed marketing period?
*  Yes, MLS Participants and Subscribers may arrange showings and tours of the
property subject to the seller's instructions. (Added 3/27/2025)




Evaluation of the Clear Cooperation Policy

Background on CCP
47. What is CCP?

. Under the Clear Cooperation Policy (CCP), the listing broker must submit the
listing to the MLS for cooperation with other MLS Participants within one (1)
business day of marketing a property to the public.

. Public marketing includes, but is not limited to, flyers displayed in windows, yard
signs, digital marketing on public facing websites, brokerage website displays
(including IDX and VOW), digital communications marketing (email blasts), multi-
brokerage listing sharing networks, and applications available to the general
public.

48. When was CCP originally implemented and why?

+ CCP was originally adopted in November 2019 and implemented by MLSs in May
2020.
The policy was implemented because brokers and MLSs from across the country
asked NAR to consider policy that will reinforce the consumer benefits of
cooperation.

+  The MLS creates an efficient marketplace and reinforces the pro-competitive, pro-
consumer benefits that REALTORS® have long sought to support.

49. Who is subject to CCP?

*  All MLS Participants and Subscribers who participate in a REALTOR® association
owned MLS.

50. What does it mean to publicly market a listing under CCP?

Public mnarketing includes, but is not limited to, flyers displayed in windows, yard
signs, digital marketing on public facing websites, brokerage website displays
(including IDX and VOW), digital communications marketing (email blasts), multi-
brokerage listing sharing networks, and applications available to the general
public.

NAR is also clarifying its policy interpretation that one-to-one, broker-to-broker
communications about listings will not trigger CCP requirements.

51. Do one-to-one, broker-to-broker communications trigger the requirements of the

Clear Cooperation Policy?
. No. One-to-one, broker-to-broker commmunications about listings will not trigger
CCP requirements.

Evaluation Process and Rationale

52. Why did NAR evaluate CCP, and why now?
: NAR continually reviews its MLS policies to ensure that they best serve its
members and consumers while also mitigating and avoiding potential legal risks.
The Multiple Listing Options for Sellers Policy is the culmination of many months
of analysis and deliberation across the agency, including MLS leadership,
Association Executives, brokerages of all sizes, brokers, multi-cultural partners,
and fair housing, policy, technology, and legal experts.

53. What feedback did NAR receive on CCP?




* NAR greatly appreciates the feedback it received from stakeholders across the
entire industry, including members, MLS leaders, association executives,
brokers, multi-cultural partner organizations, and fair housing, policy,
technology, and legal experts.

. NAR believes this outcome balances the needs and perspectives across the
membership as well as benefits both sellers and buyers.

54. What are the consequences for not complying with national mandatory MLS
policies?
. If a REALTOR® Association-owned MLS fails to comply with national mandatory
MLS policies, the association will be ineligible for insurance coverage through
the NAR Insurance Program.
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Heidi Aronoff — Arbor Real Estate

Katelyn Bakos — Pacific Sotheby’s International Realty
Elaine Bowie - Pacific Sotheby’s International Realty
Don Filice — Balboa Realty

Miguel Hernandez — Real Broker Technologies
Madison Kelley - Real Broker Technologies

Jake Lee - CalSo Homes

Jon Marble - Compass

Pedram Rahbar - UNQ Realty

Travis Watkins — Arbor Real Estate

DESIGNATED REALTOR® MEMBERSHIP

Jason Lee

Pacific Keystone, Inc

AFFILIATE DESIGNEE

Natalie Wytrzmalski- Escrow Technologies
Stephanie Dorr- Ticor Title

Thomas John Lieb, IlI- America’s Choice
Lending Group, LLC

MEMBER TRANSFERS

Andrew Azer - from HomeSmart to eHomes

Blake Barber — from Arbor Real Estate to — Engel & Volkers Dana
Point

Austin Criss - from Arbor Real Estate to Re/Max Tiffany

Marisol De La Torre - from Diamond Key Realty to LPT Realty, Inc
Tracy Heffelman - from Corona Del Mar Properties to Coldwell
Banker Realty

Whitney Kimball - from Fiv Realty to Compass

Katrina Lanckoronska - from Keller Williams Newport Beach to
Keller Williams Irvine

Laura Larsen - from Fiv Realty to Compass

Robert Mackertichian - from Fiv Realty to - Compass

Tania Mackertichian - from Fiv Realty to Compass

Andrew McGinnis— from Keller Williams Newport Beach to Keller
Williams Irvine

Ryan McMillian - from Fiv Realty to Coldwell Banker Realty
Kandy Petillo - from Surterre Properties to Abrams Coastal
Properties

Jing Sun - from eXp Realty to Keller Williams Realty Irvine
Samantha Virk - from Corona Del Mar Properties to Douglas
Elliman of California

MLS ONLY MEMBERSHIP
Jon Martino, Broker
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We had a fantastic Lunch & Learn session,
and we want to extend our gratitude to Tim
Smith for sharing his expertise in an insightful
Q&A discussion. The conversation was packed
with valuable takeaways, and his knowledge
truly made a lasting impact on everyone who
attended.

Newport Beach

A special thank you also goes out to our generous
sponsors:

Fidelity National Home Warranty -

Robyn Price & Mia Beatificato.

Wells Fargo Home Mortgage — Morad Raheb.

The energy in the room was incredible, with
engaging discussions and great connections made.
It was an excellent opportunity to learn, grow, and
strengthen our professional network.

Thank you to everyone who joined us—we ook
forward to the next one!

Click Here to Watch the Event


https://youtu.be/2n1_8sv_Knc?si=rYbYa31Pw9KUEAxV
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Thursday, April 10,2025 Updated TDS/AVID disclosure
930 M. — 10.30 a1, strategies for 2025

 How to apply risk management
principles in a changing market

« Social media risk reduction

With Litigation Consultant, Robert Brand

Presenter of California’s leading seminars on property :
condition disclosure strategies, Robert Brand is a high *

content speaker with a unique ability to take what works in

court and apply it to the real-world experiences of real , (e 3
estate professionals. Mr. Brand was a Licensed General i
Contractor and has personally inspected thousands of

residential properties. For the past 3 decades, he has

worked as a litigation consultant, a contributing author to

REALTOR magazine, a speaker on effective disclosure
strategies, and Robert has shared the seminar stage with

Gov Hutchinson of CAR.
P ' 401 OId Newport Blvd., Suite 100
Call to Register: (949) 122-2300 Newport Beach, CA 92663




STAGING ART

Enhance Your Listings with
Stunning Original Artwork

We understand the transformative
power of high-quality artin a
staged environment and want to
bring that impact to your listings.

Orange County real estate agents
can feature two original works by
John Morton Thomas-at no cost
per listing! With 10 striking
paintings to choose from, simply
have your staging company
contact Monica Gioeli.

NO.1082 “48"X60"JMT

For non-staged homes, our sizable,
original pieces are the perfect way to
leave a lasting impression. Let us
elevate your listings today.

We’'ll handle delivery, installation, and
pickup. And if your buyer falls in love
with the art, it's available for purchase!

CONTACT: MONICA M. GIOELI 949.378.3303
INFO@JOHNMORTONTHOMAS @GMAIL.COM

NO.1146 48"X48"JMT WWW.JOHNMORTONTHOMAS.COM



NEWPORT BEACH ASSOCIATION

OF REALTORS®
AFFILIATE ROSTER
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NEWPORT RESOURCE MGMT. RUSH HILL IRUSH@NRMSERVICES.COM 49-939-2570
JULIE LAUGHTON DESIGN BUILD & JLGC JULIE LAUGHTON JULIE@JULIELAUGHTON.COM (714) 305-2861
( Escrow

EEEEEEEEERENR
CHARTWELL ESCROW DIANE ANTHONY DANTHONY@CHARTWELLESCROW 949-354-1892
FREEDOM ESCROW AILOR SLONAKER ISAILOR@FREEDOMESCROW.COM 949-734-2313
FREEDOM ESCROW | JEFF TAYLOR JEFF@FREEDOMESCROW.COM 714-655-7816

ENERATIONS ESCROW BRANDI RIVERA IBRIVERA@GENESCROW.COM 714-746-3024

GRANITE ESCROW DEE ANNA POPE DPOPE@GRANITEESCROW.COM 949-720-0110
MARINERS ESCROW FA KARAMZADEH FA@MARINERSESCROW.COM 049-412-4650
PROMINENT ESCROW DEVON COHEN DCOHEN@PROMINENTESCROW.COM 949-870-7200
ESCROW TECHNOLOGIES NATALIE WYTRZYMALSKI INATALIEQESCROWTECH.NET 847-651-1974

Health Benefits )

IBENEFITS STORE, INC.

|ROGER SMITH

IAFFILIATE@BENEFITSSTORE.COM

Jo25-855-9500

( Home Warranty__l )

FIDELITY HOME WARRANTY ROBYN PRICE ROBYN.PRICE@FNF.COM 714-726-9171
FIDELITY HOME WARRANTY MIA BEATIFICATO MIABEATIFICATO@FNF.COM 14-1497-5837
FIRST AMERICAN HOME BUYERS PROTECTION [ROSIE POOLE RPOOLE@FIRSTAM.COM 949-400-7789
HOME GUARD HOME WARRANTY DAWN NEARY DNEARY@HGHW.COM 49-842-7921
HOME WARRANTY OF AMERICA CORTNEY KELLER CKELLER@HWAHOMEWARRANTY.COM 714-707-0149
(Legal )
EEnR EEEEEEN|
[LAGUNA LEGAL MEDIATION SERVICE & DOC.  [ELLIE ORTIZ |ELLIE@LAGUNALEGALHELP.COM [ouo-u97-9800 |
|GOLDEN WEST MOVING [cHAD scoTT |cHAD@GOLDENWESTMOVING.COM [714-213-1581



mailto:rush@NRMservices.com
tel:+1(714)%20305-2861
mailto:lsuzanski@gmail.com
mailto:danthony@chartwellescrow
mailto:jeff@freedomescrow.com
mailto:bmccarville@graniteescrow.com
mailto:fa@marinersescrow.com
mailto:dcohen@prominentes%20row.com
mailto:rpoole@firstam.com
mailto:ckeller@hwahomewarranty.com
mailto:AFFILIATE@BENEFITSSTORE.COM
mailto:jsrusso@russoandduckworth.com

(Mortgage/Lending

)

BMO LENDING ERRIN REEDER EKELLYR@GMAIL.COM 626-664-7437
ITIBANK STEVE GLASS |STEVE.GLASS@CITI.COM L49-809-2561
CITIBANK NICHOLAS PETRONIS NICK.PETRONIS@CITI.COM 9u49-374-3744
MONARCH COAST FINANCIAL KEVIN BUDDE |[KBUDDE@MONARCHCOASTFINANCIAL.COM 49-422-2075
MUTUAL OF OMAHA MORTGAGE SEAN SKAGGS SEAN.SKAGGS@MUTUALMORTGAGE.COM 714-875-7979
REVERSE MORTGAGE EDUCATORS RYAN KLEIS |IRYAN@REVERSEMORTGAGEEDUCATORS.COM 4-609-0196
UNITED AMERICAN MORTGAGE CORP. MARK SIMON MARK@MARKFORMORTGAGE.NET 949-246-5880
ELLS FARGO HOME MORTGAGE MORAD RAHEB MORAD.RAHEB@WELLSFARGO.COM 10-467-4411

WELLS FARGO HOME MORTGAGE

MATTHEW DIDIER

MATTHEW.DIDIER@WELLSFARGO.COM

949-371-9718

Natural Hazards )

FIRST AMERICAN NATURAL HAZARD DISC. CANDY BABCOCK CBABCOCK®@FIRSTAM.COM 714-309-6447
MY NHD ROBERTA CURLENDER IROBERTA@MYNHD.COM 49-322-5220
MY NHD LINA KING LINA@MYNHD.COM 049-945-3526
P hotog
EEEEEERN HEEEN I
IPREVIEWFIRST IPAOLO BIANCALANI IPAOLO@PREVIEWFIRST.COM |9'+9-527-'|702
Sta and Design )
AEEENR l llllllllll EEEEER

PACIFICSTAGING

CASSIDY WILLINGHAM

CASSIDY@PACIFICSTAGING.NET

949-200-7745

STUDIO 33 DESIGN CONCEPT/HOME INPROVEMENT [MONICA GIOELI IMONICA@GIOELICO L9-378-3303
Title_,,
CHICAGO TITLE PETER NOURSE PETERNOURSE@CTT.COM 949-1463-3999
FIRST AMERICAN TITLE INSURANCE GEORGE SINES GSINES@FIRSTAM.COM 714-250-4951
FIRST INTEGRITY TITLE COMPANY CARTER GASKILL CARTER.GASKILL@FIRSTINTEGRITYTITLE.COM  [949) 923-7584
LAWYERS TITLE MARTHA GEWERTZ IMGEWERTZ@LTIC.COM 149-500-588L
ORANGE COAST TITLE SHELLEY ALLARD SALLARD@OCTITLE.COM 714-553-7377
PACIFIC COAST TITLE COMPANY CHRISTY COFFEY |CCOFFEY@PCT.COM 149-887-0338
STEWART TITLE BRYON BASHORE BRYON.BASHORE@STEWART.COM 714-975-1773
ICORTITLE STACEY ANGSTEAD TACEY.ANGSTEAD@TICORTITLE.COM 60-214-3211
TICOR TITLE NICOLE LEGRAND NICOLE LEGRAND@TICORTITLE.COM 939-933-7009
USA NATIONAL TITLE LISA RUNYON |LRUNYON@USA-NTC.COM 149-933-0693
WFG TITLE HOPE CARR HOPE@WFGTITLE.COM 949-400-76L2
FG TITLE ROBERT TOFFEL |ROBERT.TOFFEL@YAHOO.COM 149-702-3027
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mailto:lina@mynhd.com
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mailto:gsines@firstam.com
mailto:gsines@firstam.com
mailto:mgewertz@ltic.com
mailto:sallard@octitle.com
mailto:nicole.legrand@ticortitle.com
mailto:lrunyon@usa-ntc.com
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mailto:cassidy@pacificstaging.net
mailto:mark@markformortgage.net
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mailto:ryan@reversemortgageeducators.com
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Empower Communities
While Boosting Your Career

#FairHousingMatters #BeTheChange
#ChampionEqualitylnHomeownership

April is Fair Housing Month, and a great time to unlock your
potential to transform lives and communities. As a real estate
professional, you're not just selling houses — you're building dreams
and helping to dismantle barriers.

Why Fair Housing Education Matters to You:

+ Stand out in a competitive market with specialized knowledge

* Attract diverse clients and expand your business reach
— #» Protect yourself from costly discrimination lawsuits

* Be a trusted advisor and community leader

¢ Shape the future of equitable housing

Invest in Your Success: Where Ethics Meets Opportunity

ave 35%

on Exam Prep, Pre-Licensing, FH35

Post-Licensing, Continuing Education,
and Professional Development courses.

Promo Code

Enroll today at https://NBAOR TheCEShop.com )

Ciffer valld 417525 - 453042 5 on all real estate, mortgapge, and professional development products, Excludes

ibject to change without notice. Discount also applies to OH package features, Exam Prep Edge, and Post-Licensing only. Affiliate has an agreement with The CE Shop t

promaote or ine course information to consumers and real estate licensees. Affiliate is not the developer of these courss
provided by The CE Shop and any questions regarding course content or course technolog


https://nbaor.theceshop.com/

WELLS
FARGO Home Mortgage

The home financing your buyers need,
with the personalized service they deserve.

Learn more about how our local market knowledge and jumbo
loan options can help your affluent buyers bring their plans to life.

Give me a call anytime.

Matthew Didier

Private Mortgage Banker
949-371-9718
matthew.didier@wellsfargo.com S

ocmortgagelender.com & v 0,
NMLSR ID 463518 % am &
dQ”Moa"c’?

This information is for real estate, builder and not-for-profit professionals only and is not intended for distribution to consumers or other third parties
Information is accurate as of date of printing and is subject to change without notice. Wells Fargo Home Mortgage is a division of Wells Fargo Bank, N.A.
© 2023 Wells Fargo Bank, N.A. NMLSR ID 399801. AS5893879 Expires 12/2024 IHA-7708704

EQUAL HOUSING
LENDER
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Social Skﬁ' S A , ’ yuide to Visual

Content On Y_our Socials

Visual content—meaning photo and video content, and not graphic design—is essential to having a successful social media account,
especially in real estate.

In real estate, the content you create for your social media is entirely focused around housing. Your socials won't be able to survive
and attract followers—or potential clients—if you aren't sharing photos and videos centered around housing.

While visual content is essential, the question is how to get started in creating this content. Here's a quick guide on how to effectively
create and incorporate visual content into your social media marketing:

THE SUPPLIES

To effectively create visual content on social media one of the first things you're going to want to invest in is a good camera. While cell
phones have amazing camera capabilities nowadays, the quality of a good camera will never be beat (and any photographer or
videographer will tell you that). Don’t worry, your fancy cell phone camera will still be amazingly helpful for quick, on-the-go content.

To go with your camera are a few accessories for you to choose from to elevate your content creation. A small, handheld tripod will
help you to stabilize your camera for better video content. You can also get a larger tripod and a remote shutter release to stand your
camera for different angles and take photos that include you in them. Purchasing a few different lenses will also give you more
options for your shot and zoom ratios. Depending on your budget, a camera drone may even be something to pursue to be able to
take aerial photos and videos.

Lastly, while this isn't a tangible supply, a good editing software will take your content to new heights. Purchasing high-quality photo
and video editing software will allow you to edit the content you create as if you were a professional photographer or videographer,
elevating your content above others.

THE CONTENT

So you have the supplies, but now you're wondering what kind of content should you be creating? When it comes to real estate,
there’s a few different kinds of visual content you can create to share across your socials.

The most basic type of content you can create is home tours. This is such an essential cornerstone of having successful socials in real
estate. People love to watch well shot, visually engaging home tours, even if they have no intent to buy anytime soon. Using a
handheld tripod to shoot home tour videos edited with just a little bit of music and some captions will absolutely attract attention.

Another type of content that is highly important to share is testimonials. Client success stories and their testimonials or your work are
so important to share in order to attract new clients and grow trust with them. You can simply share photos of clients and the home
you helped them sell/buy with their testimonial as the caption, or do a video testimonial with successful clients and include a little bit
of the home tour aspect in there.

You can lean into the hyperlocal expert angle of real estate by sharing visual content of local highlights. You can take photos of a local
highlight and give a quick story on it in the comments, or take a video tour including some interviews with locals on why the highlight
is beloved. This will showcase your local knowledge to potential clients and increase their trust in you.

You can also go a more informational route and share content like market updates and home-buying tips. While this type of content
would usually be graphically designed content, there’s a way to include photo and video. For instance, you can make a video breaking
down market insights by green-screening yourself speaking over a couple charts and graphs to explain the data.

Reprinted with permission of RISMedia



Monthly Market Report

Orange County
February 2025
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Monthly Market Report

Newport Beach, California
February 2025
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Monthly Market Report

Costa Mesa, California
February 2025
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CUSTOM HOMES AND REMODELING

A tremendous assel to the Real Estate Industry, Julie Laughton, CEO
of Julie Laughton Design Build and JLGC, provides an exclusive,
one-on-one, s-star service. A realtor’s dream for their clients, Julie
Laugton is the only person, the only phone call, they will have Lo
make to remodel or build their custom home ground up.

With over 30 vears of experience, Julie Laughton custom designs all
her projecls as a one-stop shop, working with her team of seven
engineers and her construction company. In addition, she handles
all landscapes and exterior leatures as the general conlractor.
Transforming people's living environments into their dream homes,
Julie Laughton remains the largest, female-owned, custom design
builder in America, living proof a woman can succeed in the
male-dominated world of construction.

Julie Langhton would like to meet with vou and discuss how best we

might collaborate on future projects. Please phone Denice
Garyv-Pandol at 661 747 1829 Lo schedule a meeting,

JULIE LAUGHTON | ik
DESIGN BUILD | Bngs

Sean for your review

Serving Laguna Beach, Corona Del Mar, Balboa Peninsula and Newport Beach.
714 305 2861 | juliclaughton.com | JLGC License #903819
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Newport Beach City Councilmembers, alongside state and county elected officials, gathered on Friday,
March 7, for a celebratory ribbon-cutting event to mark the launch of the groundbreaking Newport Bay
Trash Interceptor.

This cutting-edge system will remove much of the floating trash and debris from a major tributary, stopping
pollution before it reaches the pristine Upper Newport Bay Nature Preserve, Newport Harbor, and our
beloved beaches.

Strategically positioned in the San Diego Creek, just upstream from the nature preserve, this $5.5 million
system is designed to intercept up to 80% of floating debris from the creek. With rainfall bringing in
anywhere from 100 to 500 tons of trash annually through San Diego Creek, this innovative solution is set to
vastly improve our local waterways.

Inspired by a successful project in Baltimore Harbor, the Trash Interceptor operates on a floating platform
that adapts to tide levels. Anchored to the creek bottom with guide piles, it features a large, 14-foot
spinning wheel powered by river currents and solar energy, seamlessly driving a conveyor belt to collect
debris.

Here's how it works:

A boom system directs floating trash toward the Interceptor.

A spinning rake gathers debris and feeds it onto the conveyor belt.

The conveyor belt transports the trash into a collection container.

Once full, the container glides along a short rail system to be picked up by a standard trash truck.

The Trash Interceptor will work with the City's existing trash-reduction strategies, including floating
skimmers, trash booms, and catch basin collection systems. Together, these efforts will significantly reduce
pollution and help protect Newport Beach’s stunning coastal environment.

Thank you to everyone who attended the ceremony, and in particular the funding partners who helped
bring this project to life: the City of Newport Beach, the State of California, the State Department of Water
Resources, the Ocean Protection Council, the Orange County Transportation Authority, and Help Your
Harbor/Surfrider Foundation. Special thanks as well goes to Jilk Heavy Construction, Inc. for bringing this
vision to reality, and CR&R, which is donating pickup service.

With this state-of-the-art system in place, Newport Beach is taking a big step toward a cleaner, healthier
coastline.



After a successful 35-year career sermg Callfornla asa pollceprofessmnal with over a third of that time as the
leader of a department, Chief of Police Ronald A. Lawrence has announced that he intends to retire this
summer.

Chief Lawrence began his career in 1989 and promoted up the ranks with different law enforcement agencies in
California, including serving as police chief in the cities of Citrus Heights and Rocklin before his appointment as
police chief in Costa Mesa on Sept. 7, 2021.

While in Costa Mesa, he is credited with introducing innovative police technologies to assist crime fighting
efforts, building trust throughout the community, developing police personnel for future leadership positions,
and reducing crime in what was already a safe city.

Mayor John Stephens applauded Chief Lawrence’s commitment to Costa Mesa.

“During his time as the top leader of our police department, Chief Lawrence led the organization through a
staffing transition as a result of key retirements, and he has brought the organization to a whole new level,”
Mayor Stephens said, adding, “He introduced a responsive culture which is highly regarded in the law
enforcement profession, and became a trusted and respected professional and neighbor in our community.”

City Manager Lori Ann Farrell Harrison also expressed her sincere appreciation for Chief Lawrence.

“It is with mixed emotions that | accept Chief Lawrence’s intent to retire at the end of June after an amazing and
successful 35-year career dedicating his life to the service of others,” City Manager Farrell Harrison said. “He led
our remarkable police department, filled with dedicated professionals, who have built and earned the trust of
our community. Chief Lawrence will be missed, and | thank him for transitioning the police department to an
even higher level of performance.”

Reflecting on his time as police chief, Lawrence shared, “When | was hired for this position, | was asked to
transition the organization for the future, build a professionally diverse police department, and maintain the
already positive reputation of the Costa Mesa PD,” Lawrence said. “I could not be more pleased with what we
have accomplished together, and I have full confidence that our police staff is well positioned to guide the
department well into the future.”

Lawrence thanked the City Manager, Mayor, City Council, City staff and the police department for their support.
“I'have profound gratefulness for City Manager Lori Ann Farrell Harrison, who trusted me and gave me the
autonomy to lead the police department. | appreciate her leadership. | also have tremendous gratitude for our
Mayor John Stephens and the entire City Council for their faith and belief in me to lead the police department.
Our City Manager and City Council have done, and continue to do, remarkable work to maintain Costa Mesa as
a great place to live and work, and I know each one of them has a servant’s heart which makes our community
better in more ways than one. Costa Mesa is fortunate to have such quality leadership, including my colleagues
in other City Departments, who pour their dedication into our community. | am truly fortunate to have worked
with such outstanding professionals.”



Chief Lawrence lauded public safety in Costa Mesa, giving high praise to
the infrastructure and leadership put in place by the City Manager, City
Council, and Fire Chief Dan Stefano.

“Public safety in Costa Mesa continues to evolve into a really great place,
thanks to Lori Ann Farrell-Harrison, Fire Chief Stefano and his staff, our
Costa Mesa police professionals, and our City Council. Thanks to the
emphasis on public safety and the continued support from our City
Council, the safety and weII-bein§ of our public remains a top priority in
Costa Mesa,” Chief Lawrence said.

In addition to his years as a police chief, Lawrence has served on many
statewide boards and commissions, including the Western States
Information Network (WISN), the Public Policy Institute of California
(PPIC), and the California Police Chiefs Association (CPCA) — elected as
CPCA President in 2019 representing all 335 municipal police chiefs in
California as the liaison to the Governor, State Attorney General and
legislators at the Capitol.

Lawrence said he made his decision to retire to spend more time with his wife Jennifer, and to allow new police
leadership to grow.

“Itis difficult to leave a profession | love, but | look forward to spending more time with my best friend and supportive
wife Jennifer, and our family, who are always there for me,” Lawrence said. “I know | leave the City on great terms, and
after building upon a strong and diverse team | recognize that it's time to allow future leaders to push the organization to
even greater heights. | am so proud of Deputy Chief LaPointe, our Executive Staff, and our entire PD team for what we
have accomplished together.”

Chief Lawrence and his wife Jennifer will still call Costa Mesa home, choosing to continue to live in our community
because they consider Costa Mesa safe, vibrant, and friendly.

The decision to select a new chief of police to succeed Chief Lawrence will be made by City Manager Farrell Harrison in
the coming months. Chief Lawrence will remain as the police chief for the next three months, announcing that his last
day with Costa Mesa will be Friday, June 27, 2025.



Maximize Your Retirement Savings
with the NBAOR Solo(k) Solution!

As a Newport Beach Association of Realtors (NBAOR) member,
you now have access to an exclusive Fiduciary-Plus Retirement
Plan Exchange Solo(k) Solution—a turnkey 401(k) plan designed
to help business owners and their spouses optimize their
retirement savings while reducing administrative burdens.

Key Benefits:

[ Maximize Contributions - Take advantage of higher contribution limits
to grow your retirement fund faster.

[ Lower Costs - Minimize administrative expenses with a streamlined, cost-
efficient approach.
[ Expert Guidance - Backed by Marc DiDomenico & Erica Sylvia,
Transamerica, and TAG Resources to ensure expert support.
[ Smart Tax Strategies - Enjoy both pre-tax and Roth post-tax options
for greater flexibility.
| TRaNsAMERICA ()@

www.nbaor.com @ info@nbaor.com e (949) 722-2300



Interv1ew MoreAgént . 'ke' a Pro

. By Darryl Davis,CSP
=

Every real estate agent has heard it—the seller who says, “l want to interview more agents.” It’s frustrating,
especially when you nailed your listing presentation. Don’t panic. This is an opportunity. How you respond can
be the difference between securing the listing and walking away empty-handed.

Step 1: Stay calm and curious

The worst thing you can do is react defensively. Instead, get curious. Sellers don’t always mean what they say.
Sometimes, they just need reassurance: “I completely understand. Can | ask—what specifically are you hoping
to find in another agent that we haven’t covered today?”

This shifts the conversation from rejection to dialogue. Often, sellers aren’t looking for a different agent—they
just want to feel confident in their decision.

Step 2: Isolate the concern

If they hesitate, guide them: “Is it the marketing plan, commission, experience or something else?”

By pinpointing their concern, you gain clarity. If it’s commission, highlight your value. If it’s marketing, reinforce
your strategy. If they’re just overwhelmed, help them process their decision with logic instead of emotion.

Step 3: Use the power of the future-paced question

Sellers often second-guess themselves. Help them focus on results: “Let’s fast forward a few months. The
home is sold, you’re moving—what qualities in your agent made that happen?”

This shifts their mindset from doubt to decision-making based on outcomes—and subtly reinforces that you are
that agent.

Step 4: The ‘what if’ close

If they still want to interview others, don’t fight it—frame the decision strategically: “That makes sense. And |
want you to feel 100% confident. But let me ask—if, after interviewing others, you realize I’m the right fit, what
would the next step be?”

This keeps the door open and plants the idea that you might already be the best choice.

Step 5: The ‘interview reversal’ strategy

If they insist on speaking with other agents, flip the script: “l respect that—it’s smart to do your due diligence.
But instead of comparing agents, what if we compare marketing plans? Put mine side by side with any other
plan you receive. That way, you’re focused on what truly matters—who has the best strategy to sell your home
for top dollar.”

Most sellers haven’t considered this angle, and the realization that you have will impress them.

Step 6: End with confidence

If they still want to interview others, exit on a strong note: “l appreciate your time and respect your decision.
My goal is to help you sell your home for the best price in the shortest time. If you need anything after speaking
with other agents, I’d be happy to help.”

This keeps the door open—and more often than not, they’ll come back.

Sellers delay decisions not because they don’t want to work with you, but because they’re unsure. When you
stay calm, ask the right questions and keep the conversation focused on value, you position yourself as the

best choice—whether they interview one agent or 10.
Reprinted with permission of RISMedia



SOLO(k) SOLUTION

Newport Beach Association of Realtors RETIREMENT PLANEXCHANGE *©

The Fiduciary-Plus Retirement Plan Exchange Solo(k) Solution is a retirement plan solution for business owners
and their spouses who are receiving compensation from the business. The Solo(k) Solution allows you to
maximize your annual pretax and after-tax retirement confributions while reducing your administrative burden,
transferring certain risks, and potentially reducing costs. We understand that spongoring and maintaining a
retirement plan, particularly for small businesses, can be challenging. This program brings together a team of
professionals so you can focus on running your business — not your retirement plan.

b‘ Contributions:

Contributions may be made manthly,
quarterly, semiannually, or annually

« Conftributions may only be for buginess
owner and spouse, if receiving compensation

o 2023 maximum contributions
-Deferrals: $22 500
-Additicnal catch-up (if age 50 and older):
&7,500
~Discretionary profit shara: $43 5001

« Minimum $6,000 annual contribution

’ﬂ‘ Service Providers:
« Third Party Administrator: TAG Resources

* 316} Plan Administrator Fiduciany:
TAG Resources

«  402(a) Signatory Named Fiduciany:
TAG Resources

# 3(38) Investment Manager Fiduciany:
Fiduciary-Plus

« Recordkeeper: Transamerica

|| Fees:
ALL IN*: 0.65% (does not include financial
advisor compensation)

PLAN SERVICE FEES: ACH fee: $5 per
ACH draft or no cost if deferrals are uploaded
from payroll provider

AMNMNUAL FEE PER PARTICIPANT: 325

ADDITIONAL PARTICIPANT FEES
(IF APPLICABLE):

¢ Distribution: 5100
+« Loans
# [nifial setup: 5100
e Annual: 5100
« Hardship fiee: $100

To speak with
Wealth Management Strategies
Erica Sylvia or Marc DiDomenico
Call: 949-833-5846

*Asset-based fee includes TAG and Transamerica fees as well as the 3[3E) Investment Manager compensation.
Actual fees based on individual participant fund allocation. Asset fee does not include the flexible Financial Advisor compensation.

1 Maximuwm profit share is contingent upon income.

i

' NEWTPORT BEACH
- ASSOCIATION OF REaiTORS®

-8 Fiduciary-Plus
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INVESTMENT STRUCTURE - FIDUCIARY-PLUS

TARGET DATE FUNDS/ASSET ALLOCATION FUNDS

TARGET DATE FUNDS (QDIA) ASSET ALLOCATION FUNDS

Siate Streat Target Retirement Income Ret Acct TA Wanguard LifeStrategy Income Ret Acct

Stafe Streat Target Retirement 2020 Ret Acct Ta& Vanguard LifeStrategy Conservative Growth Ret Acct
Stafe Streat Target Retirement 2025 Ret Acct Ta& Vanguard LifeStrategy Moderate Growth Ret Acct
Siate Streat Target Retirement 2030 Ret Acct TA Vanguard LifeStrategy Growth Ret Acct

Siate Streat Target Retirement 2035 Ret Acct
Siate Streset Target Retirement 2040 Ret Acct
Stafe Streat Target Retirement 2045 Ret Acct
Stafe Streat Target Retirement 2050 Ret Acct
Siate Street Target Retirement 2055 Ret Acct
Siate Street Target Retirement 2060 Ret Acct
Siate Street Targei Retirement 2065 Ret Acct

PASSIVE CORE OPTIONS

INTERMEDIATE-TERM BOND SMALL CAP BLEND

Fidefity U.5. Bond Index Ret Acct Fidelity Small Cap Index Ret Accl
LARGE CAP BLEND WORLIVFOREIGH STOCK

Fidefity 500 Index Ret Acct Fidelity Total International Index Ret Aot
MID CAP BLEND

Fidedity Mid Cap Index Rel Acct

ACTIVE CORE OPTIONS

CASH EQUIVALENT SMALL CAP GROWTH

Transarmerica Stable Value Advantage Janus Henderson Trilon Ret Aot
INTERMEMMATE-TERM BOND REAL ESTATE

Metropolitan YWest Tolal Return Band Retl Aot OFA Global Real Estate Secunties et Acct

FIMCO ncome Ret Acct

WORLIVFOREIGH STOCK
LARGE CAP VALUE MF3Z International Diversification Rel Acct
BlackRock Equity Dividend Rat Accl

LARGE CAP GROWTH
JPMorgan Large Cap Growth Ret Acet

SMALL CAP VALUE
DFA ULS. Targeted Yalue Portioho Ret Acct

By providing information about the SoloK Plan, the Newport Beach Association of REALTORS® is not endorsing, recommending, or offering this plan as
financial advice. The information provided is for informational purposes only and should not be considered a substitute for personalized investment
advice from a qualified financial professional. Newport Beach Association of REALTORS® has not reviewed or evaluated the suitability of the SoloK Plan
for any individual member. Each member is solely responsible for conducting their own due diligence and investigation before decidin%to participate in
this program. This includes carefully reviewing the plan documents, understanding the fees and expenses involved, and assessing the plan's investment
options based on their individual financial goals and risk tolerance.

Newport Beach Association of REALTORS® specifically disclaims ane(/ and all liability arising from the use of the SoloK Plan. Members acknowledge that
their participation in the plan is their own choice and assume all risks associated with such participation.



Registered funds are available by prospectus only. Any mutwal fund offered under the plan is distributed by that parficular fund's associated fund
family and its affiliated broker-dealer or other broker-dealers with effective selling agreements such as Transamerica Investors Securities Corporation
(TISC), member FINRA, 440 Mamaroneck Avenue, Harrison, NY 10528, For maore information on any registered fund, please call Transamerica
Retirement Solutions at §00-T55-5801 for a free summary prospectus (if available) andior prospectus. All investments involve risk, including loss of
principal, and there is no guarantes of profits. You should consider the objectives, risks, charges, and expenses of an investment carefully before
inwesting. The summary prospecius and prospectus contain this and other information. Read them carefully before you inwest. All Transamerica
companies identified are affiliated.

The separate account investmant choices affered are exempt from regisiration with the SEC; theredare, no prospeciuses are filed for tham. However, certain of the
separate account investmeant choices, other than stable value imvestmend choice(s), invest in mutual funds which are subject fo SEC regisiration.

Target date oplions generally irvestin & mix of stocks, bonds, cash equivalents, and pobentially other asset classas, either directly or via undarlying investments,
and may bea subject o all of the risks of these asset dasses. The allocations become more conservative over time: The perceniage of assets allocated fo shocks
will dacraase whila the pemcentage alocated to bonds will increase as the target date approaches. The higher the allocation is i siocks, the greater the risk. The
principal value of fe investment oplion is never guaranieed, including at and after e target dale.

Stable value investmants seek capital praservation, but they do camy polendal risks. Siable value investments may be comprisad of or may imvast in annuity or
investment contracts isswed by 2 insurence companies, banks, and other financial institulions. Siable value invesimenis are subject to the risk that the irsurance
company or other financal institution will fail o meed iis commitments, and are also subject fo genaral bond market nisks, induding inerest rete risk and credit risk.

Contact Us Today

G CONTACT

TAG Resources

EMAIL

infoftagresources com
D CALL
BEBG-315-1463

This is provided for informational purpeses only and is not intended 1o cons#iute compliance with any applicable legally required disdosuras, including, but not
limited to, disclosures required undar ERISA Section 408{b)(2). Other fees may apply.

Refiremant Plan Exchangs® i & registared service mark of Transamerica. The plan is not a Mulfipla Emplayer Plan [MEP). Unlike a MEP, cartain plan
gualification and ERISA requirements are applied at the individual plan leval. An employer participating in the plan retains certain fiduciary
respansibiliias, including responsibility for rataining and monitoring the 3 16) plan administratar, for datermining the reasonablanass of its fees, and faor
periodically reviewing the plan as a whols.

Bafore adopding any plan, you should carefully consider all of the benefits, risks, and cosis associated with a plan. Information regarding redirement plans
is ganaral and is not intanded as legal or tax advice. Retiremant plans are complex, and the fedaral and state laws or regulations on which they ara
basad vary for aach type of plan and are subject fo change. In addifion, some products, invesiment vehicles, and senvicas may not be availabls or
appropriaie in all workplaca refirement plans. Plan sponsors and plan administrators may wish fo sesk the advice of legal counsel ar a tax professional fo
address their specific sifuations.

Liogees and trademarics ara the indallectual propariy of Seir respeciive cwnars. Administrative Group, LLC dba TAG i a wholly owned subsidiery of Transamerica,
but there are no other afilisiions babween the two and any other organizabion referenced.

Tha Fiduciary-Plus Irvastmeant Managar 3 8] sardices, when afferad, are providad by RPA Financial, LLC, a reqgisiered invesimeni advisor. RPA Financial, LLC
does nat provide legal or fax edvica.

By providing information about the SoloK Plan, the Newport Beach Association of REALTORS® is not endorsing, recommending, or offering this plan as financial
advice. The information provided is for informational purposes only and should not be considered a substitute for personalized investment advice from a
qualified financial professional. Newport Beach Association of REALTORS® has not reviewed or evaluated the suitability of the SoloK Plan for any individual
member. Each member is solely responsible for conducting their own due diligence and investigation before deciding to participate in this program. This includes
carefully reviewing the plan documents, understanding the fees and expenses involved, and assessing the plan's investment options based on their individual
financial goals and risk tolerance.

Newport Beach Association of REALTORS® specifically disclaims any and all liability arising from the use of the SoloK Plan. Members acknowledge that their
participation in the plan is their own choice and assume all risks associated with such participation.

RS3 207082R3 D623 L
2073 Transamerica Corporation. All Rights Riessred ;8 Fiduciary-Plus @ @ @ TRANSAMERICA
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Sun Mon

7
Affiliates
Meeting

1:00pm

13 14

21

Mastering Real
Estate
Representation

20

28

CRMLS Matrix
Training:
Searching 101

27

ENDAR OF EVENTS

Wed
2

Tue
1

Navigating Lone
Wolf
Transactions
(zipForm Edition)

- Basics
8 9

Supra eKey
Basic & Pro
Training
8:00am

15 16

CAR Growing Green:
Environmental
Fair Housing Awareness and
Your Real Estate
Day Practice

22 23

Real Estate
Kickstarter

30

CRMLS Matrix
Training:
REImagine Home

29

Fri
4

Thu
5

Explore )
Advanced Tools 4 Hour License
in Lone Wolf Renewal Course

Transactions 9:00am

(zipForm Edition)

10

Staying Out
of Court
9:30am

17

11 12

18 19

45 Hour License
Renewal Course
9:00am

24 25 26

Join us for committee meetings, educational offerings, and
great community and charity events!

THURSDAY 11:00 am - 2:00 pm Broker Open House, areas 9, 11, 12, 25-27

FRIDAY 11:00 am - 2:00 pm Broker Open House, areas 1-8, 10, 14-17

Sat



