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SFARMLS is Getting Serious about Security
The last three years have been challenging for real estate data security. Cyber criminals have detected the weaknesses inherent
in numerous real estate and email systems used by agents, their vendors, and their support teams. Significant investments in
the development of tools and techniques for compromising the information shared between real estate agents, banks, title and
escrow companies, and their collective customers continue to be unlawfully made. Attacks have become very sophisticated.

Starting in 2016, SFAR responded with communication about common attack vectors, and increased training and awareness of
this problem threatening our industry. We added information to our core MLS training classes in 2017 and continued to talk

about this problem through our Brokerage Outreach Program. Unfortunately, none of these passive approaches to increasing our
protection have succeeded in slowing the onslaught of data breaches, often resulting in real theft.
It's time for SFAR to act swiftly and decisively to protect our customers and our businesses. Thankfully, SFARMLS has been laying
the groundwork for the critical change since early 2017. The Clareity MLS Dashboard supports increased security (which right
now is only partially enabled) and we've been field-testing a secure messaging platform called Agent Inbox since August of last
year. Putting these pieces completely into place will take some work, and some help, from our most important resource: YOU!
But once we make the transition we will have a more secure marketplace in which to safely transact with one another.

MLS Dashboard
We launched MLS Dashboard in 2016 so that we could begin to measure
login frequency, login location, multiple/shared login, and other metrics
relevant to the decision-making process regarding vendor integrations. It
contains advanced security features that we are now planning to fully
implement. This means that every user of the system will need to always
use their own login (never another user's) and that secure, real, passwords
will be needed in ALL cases. We will try to strike a balance between ease-ofuse and secure-complexity.

Closing Gaps and Holes
Earlier in April, a known exploit of a security hole in Rapattoni's authentication system was finally closed.
Many Agents were using this known loophole as a "bookmark" to bypass Clareity (and once upon a time,
bypass the member website at my.sfrealtors.com). This was never intended to be a login portal; it was in
place for developer use. That it bypassed important
security checks necessitated its complete removal.
Your immediate reaction may be "this makes me click more!" and we understand that sentiment. We
hope that you will agree that one additional click per login is a small price to pay for the increased
confidence that good security practices deliver. Start your day at www.sfarmls.com to make sure you
minimize your login steps. Check out Jay's video at the end of this article.

FAQ
What changed? And why?
Login security improvements. We have started the process of dramatically increasing the security practices for MLS and MLSrelated communication to restore consumer confidence in our industry. We will not be the Equifax of real estate.
Why did you change the login?
(Assuming you mean that we've removed the ability to bypass Clareity...) We have done this primarily for security reasons. The
past year has seen a dramatic increase in cyberattacks, and the more security we can offer, the better your chances of not being
affected. Keeping the bypass in place was a well-known security exploit, especially when combined with very weak passwords.
How does MLS Dashboard help with this?
The Clareity MLS Dashboard gives us information regarding the risk level of each user's account and will even alert us when a
member's account is accessed from overseas or accessed from two computers in vastly different areas simultaneously.
We understand that it can take an extra moment to log in this way, but if you just bookmark www.sfarmls.com and log in there,
you'll have access to all our member benefits as well as all reciprocal MLS's in the same place.

Click here to see this very short 2 minutes video by Jay Pepper-Martens from the MLS.

Will We See You Tonight?
There are still a few seats available for tonight's special YPN event taking place at Villa Fontaine (411 Vermont
St.), and we'd love to see you there!
Schedule of Ev ents
Networking: 5:30 to 6:00 p.m.
Program: 6:00 to 7:00 p.m.
Reception: 7:00 to 9:00 p.m.
Presenters:
Danielle Lazier , COMPASS, REALTOR®, Broker Associate - Top 1% of San Francisco REALTORS®
Connie Chung , Vanguard Properties, Winner of REALTOR® Magazine's 30 under 30, Class of 2016; Top
Producing Real Estate Team
Kenny Gong ,Vanguard Properties, Top Producing Real Estate Team
Kenny T ruong , CLIMB Real Estate, #FASTAGENT
During this dynamic event you will hear from leading young professionals in the real estate industry on how they built
their businesses. Learn the tools and tricks these high achievers use to stay on top of the market, provide a
competitive advantage and build a successful business. Plus network with other real estate professionals over a glass
of wine or refreshing cold beer, while nibbling savory appetizers and sweet treats.
Registration: $15.00 per person.

A SPECIAL T HANK Y OU T O OUR EVENT SPONSORS:

AND

Have you Seen This Guy?

He's 2018 SFAR President, Kevin Birmingham, and he wants to meet you!
Kevin Birmingham, SFAR 2018 President has been scheduling office visits to brokerages to introduce himself and the
dynamic SFAR business tools your agents may not be using, but are proving to be an effective tool for other
agents.
He'd also like to hear from your agents what SFAR can do to enhance services to you.
SFAR MLS staff are available to join Kevin for an MLS tech training at your meeting.
Please contact Esther Lee (esther@sfrealtors.com) in the SFAR Membership Department, to schedule time for Kevin
to visit you at one of your upcoming agent meeting's.

Featuring 2018 Member's Edge Annual Sponsor
Nancy Butera, Assistant Vice President for Fidelity National Home Warranty & Disclosure
Source, is your local San Francisco Fidelity National Home Warranty & Disclosure
Source expert. Nancy has been with Fidelity since 1998, and her dedication to providing
her customers with consistent, quality service has been the key to her success, as
evidenced by her 11 President's Sales Awards over the past 16 years. Let Nancy earn
Nancy Butera

your trust and friendship by taking exceptional care of you and your clients. Feel free to
reach out to Nancy directly at 415-244-6286 or nancy.butera@fnf.com

STANDARD FORMS UPDATE
Effective April 23, 2018 there have been subtle programming
changes to the SFCA library Multiple Counter Offer (MCO) and
Backup Offer Addendum (BOA) forms.

As you may know, zipForm® is designed to recognize just one pair of Sellers and one pair of Buyers in a
transaction. [If you have a 3rd, 4th, 5th, etc., name to add to one side of a transaction, the CAR form ASA
(Additional Signature Addendum) is available.]
But many listings today generate more than one offer and a strategy available for Sellers is to issue a counter offer
to more than one set of buyers at the same time. To accommodate this, the SFCA library has, for several years,
included six copies of our Multiple Counter Offer (MCO) form, numbered 1 through 6. The programming for those
forms has now been rationalized, so that the Competing Buyer names on all copies of the MCO form are always

entered at the top of the form. However, as far as zipForm® is concerned, none of them are the actual Buyers in
the transaction. The Competing Buyers have been given different internal zipForm® field names. So when the
Listing Agent finally knows who the successful purchasers are, those successful Buyer names will still need to be
entered as the Buyers into (any) form in the Listing Agent's transaction.
The SFCA library has, for several years, included four copies of our Back-Up Offer Addendum form, numbered 1
through 4. Those are now being renamed as BOA (B), BOA (S1), BOA (S2) and BOA (S3). In each case, the
Buyer Names are entered at the top of the form.
For the BOA (B) form, the names entered at the top of the form are the actual Buyer Name 1 and Buyer Name 2
in that transaction, the presumption being that the form has been selected by a Selling Agent who is attaching the
form to an offer, knowing that the Property is already in contract with other buyers. So, as far as the Selling Agent's
zipForm® transaction is concerned, they are the actual Buyers.
The BOA (S1), BOA (S2) and BOA (S3) forms are intended for Listing Agents. The Back-Up Buyer names at the
top of the form are not the actual Buyer Names in the Listing Agent's transaction. Internally, in zipForm®, think of
them as First Back-Up Buyers, Second Back-Up Buyers and Third Back-Up Buyers. So a Seller and Listing Agent can
agree to place more than one of the unsuccessful competing Buyers in Back-Up positions 1 through 3, while keeping
all of their names in the same zipForm® transaction.
If you have any questions or comments on these changes, please e-mail them to forms@sfrealtors.com.

MEMBER SPOTLIGHT
Ask anyone at the San Francisco Association of REALTORS® what makes it such a wonderful Association, and most
often you'll hear "it's the people" both our extraordinary members and our friendly staff.
We thought it would be nice to get to know each other a little better, both personally and professionally, so each
month we feature a current member or a staff person in our In the Spotlight interview. If you are interested in being
highlighted or nominating another member for the spotlight, please email deborah@sfrealtors.com.
For this newsletter, we chatted with SFAR Past President Richard Sax.

Meet Richard Sax!
How long hav e y ou been inv olv ed with SFAR?
I have been a member since 1977!
W hat was y our path into real estate?
I have a background as a psychiatric social worker. After this, I was in the
military as a Captain. I was President of the Haight-Ashbury free medical
clinic, board member of the American Conservatory Theater and board
member Curry Senior Center. I ran the consortium on higher education in SF
which brought the eight universities and colleges in SF to work together. I
obtained a doctorate in criminology at Berkeley. After that, I was assistant
dean at the business school in Berkeley for 4 years.
I started my real estate career with Hill & Company in my own office, then I
joined McGuire Real Estate, and in 1985 I joined Pacific Union.

I was president of the San Francisco Association of REALTORS® in 1985, and also served as a C.A.R. Director. I
also served as a NAR Director, and was awarded the Distinguished REALTOR® award by the CAR in 2004.
W hat is y our fav orite m om ent in y our career so far?
In 2004, I was selected as Distinguished REALTOR® of the Year by the California Association of REALTOR®.
W hich is y our fav orite neighborhood?
North of California Street in San Francisco-the upper end.
W hat is y our fav orite thing about being a real estate professional?
Helping people find their dream.
W hat are y ou passionate about?
I have always felt strongly about equality. Born in West Virginia, a segregated state, I never had the opportunity of
meeting anyone who was not Caucasian, until I went to graduate school at the University of Pittsburgh. Since then,
I have tried to champion the less fortunate. As a youngster, I went to Birmingham, Alabama to support Martin
Luther King.
If
A.
B.
C.

y ou could giv e new REALT ORS ® three tips for success, what would they be?
Be honest and fair in all your transactions
Have respect for your Buyers, Sellers and Colleagues
Educate yourself so you optimize how to be a professional REALTOR®

MLS Releases New Custom Report Writer
The MLS's Custom Report Writer has been completely redesigned and includes an intuitive new interface
coupled with more features and options than ever before, allowing you to design and customize reports to
suit your needs.
The new Custom Report Writer features will include:
Easily Create Professional Looking Flyers
New Report Management Interface
New Report Designer Interface
Report Preview
Accessing Custom Reports
To learn about all of the changes and upgrades, there is a quick "Overview" video.

Join us for a Soiree and Fundraiser
for the Welcome Home Project!

THURSDAY, MAY 10, 2018
5:00 to 7:00 PM
The Great Northern
119 Utah Street | San Francisco

RSVP NOW
Join your real estate colleagues for a FREE Networking and Fundraising Soiree.
Enjoy savory appetizers and adult beverages while giving back to the community and
learning more about the SFARMLS Agent Inbox.
Charitable Giving
Attendees are requested to participate in charitable giving by
bringing a household item (kitchen and/or bath) for the Welcome
Home Project, which provides household goods to formerly
homeless individuals who will be moving into a home in San
Francisco.

Agent Inbox
In conjunction with the festivities, the SFARMLS team will be on hand to show you secure Agent-to-Agent
communication, transactions, lookups, showings -- all in one place. Agent Inbox - what a REALTOR'S®
inbox should be.
Sponsored by

RSVP HERE
RSVP INCLUDES DRINKS AND APPETIZERS

REGISTRATION WILL OPEN SOON FOR THESE EVENTS:
San Francisco Building Boom
T hursday, June 21, 2018
Program: 2:30 to 4:30 p.m.
Reception: 4:30 to 6:30 p.m.
Holiday Inn Golden Gateway
3rd A nnual REA LT O R® Give Back Day
T hursday, July 26, 2018
Various location around the city
San Francisco Real Estate EXPO | Mem ber A ppreciation Day
T hursday, O ctober 4, 2018
9:00 a.m. to 5:00 p.m.
Holiday Inn Golden Gateway
Econom ic Update by Leslie A ppleton Y oung
Covering San Francisco Bay Area, California, and the Global economy
T hursday, Novem ber 15
11:30 a.m. to 1:30 p.m.
Lunch will be served
Event Center at St. Mary's Cathedral

THURSDAY THINK TANKS
Class / Topic

Date / Time

Location

Disclosures as a Competitive
Advantage

May 17
3:00 to 4:30 pm

Class will be held at SFAR
301 Grove Street

Learn best practices with disclosures.io!
We will cover the best way to use
existing features and walk through newly
released features as well.

REGISTER
Commissions/IRAs
REGISTER

July 19
3:00 to 4:30 pm

Class will be held at SFAR
301 Grove Street

Blockchain and Crypto Currency
(Registration will open soon)

August 18
Time TBD

Location TBD

Business Planning with Kitty Cole
REGISTER

September 20
3:00 to 4:30 pm

Class will be held at SFAR
301 Grove Street

New Member Orientation
Friday, May 11, 2018 | 9:00 a.m. to 12:00 p.m.
San Francisco Association of REALTORS®
301 Grove Street, San Francisco
SFAR m onthly in-person M em ber Orientations for SFAR REALT OR® m em bers.
New REALTOR® members are strongly encouraged to attend these Orientations.
Current REALTORS® are also invited for a refresher of new services or to satisfy the REALTOR® Code of Ethics.
Orientations will cover:
Intro to the REALTORS® and from SFAR Leadership (including overview of benefits from SFAR/CAR/NAR)
Intro to SFAR MLS from SFAR MLS Staff
Overview of Professional Standards and REALTOR® Ethics Training Requirements
Intro to SFAR Professional and Social Networks
MLS Fundamentals Class offered by SFAR MLS Staff
This Orientation also covers the REALTOR® Ethics Training Requirements for the 2017-2018 Biennial Cycle.
Thank you to our Orientation Sponsor:

SFARMLS Listing Management
Friday, May 18, 2018 | 9:00 to 10:15 a.m.
San Francisco Association of REALTORS®
301 Grove Street, San Francisco

The SFARMLS Listing Management class will give you all of the information you need to enter your listing property
and accurately, and manage that listing through the lifecycle from Coming Soon to Active, Active to Pending, and
Pending to Sold. We will cover photo upload, compliance questions, property type concerns, and ways to avoid data
entry errors.

SFARMLS Searching & Organizing
Friday, May 18, 2018 | 10:30 to 11:45 a.m.
San Francisco Association of REALTORS®
301 Grove Street, San Francisco

The SFARMLS Searching & Organizing class will show you how to use the MLS as a search tool and take advantage
of the features such as FOLDERS. Search types, saved searches, and working with results are all covered. Come
learn how to get started searching the MLS and organizing your results. You will also get a preview of how to find the
member benefit Infosparks from 10k.

Attend the 5-Day 2018 C. I.P.S. Institute at the San Francisco Association of REALT ORS®
This course will help teach you all you need to know to pass the C.I.P.S. Designation
EXAM and start your international real estate business. When you become a
C.I.P.S. designee, you gain immediate access to business-enhancing products and
services that are offered exclusively to C.I.P.S. designees.
Set yourself apart as a Global real estate professional, get more listings & referrals, expand your business and your
wallet with the ONLY International Designation recognized by NAR.
Click here for more information on the benefits of becoming a C.I.P.S.
Click here to Register for C.I. P.S. now.
DAT ES & COURSES
May 21 - Global Real Estate: Local Markets
May 22 - Global Real Estate: Transaction Tools

May 23 - Europe and International Real Estate
May 24 - Asia/Pacific and International Real Estate
May 25 - The Americas and International Real Estate
T IM E
8:30 a.m. - 5:00 p.m.
Continental Breakfast and Lunch included daily
W HERE
San Francisco Association of REALTORS®
301 Grove St., San Francisco, CA, USA
FEES
$169/day (includes an electronic version and a photo copy of the manual)
$599/week* (includes electronic copy of manual only)
$649/week (includes an electronic version and a photo copy of the manual)

*Only an electronic version of the manual will be provided for this rate. A link will be given to download and print your
own C.I.P.S. Manual.

Ethics Classes on Video
Video classes are held each Friday | 1:15 to 3:45 p.m.
San Francisco Association of REALTORS®
301 Grove Street, San Francisco
New members of the San Francisco Association of REALTORS® are required to complete an orientation course on
the Code of Ethics within 25 days of their acceptance as a REALTOR® member in accordance with the Association's
bylaws. If a new member fails to take the course within the 25-day time frame, he or she will have their
membership placed on inactive status until the requirement is filled.
The National Association of REALTORS® also requires continuing members to complete the NAR Code of Ethics
course once in every 2-year Biennial period. The current Biennial period is from January 1, 2017 to December 31,
2018.
The two and a half hour DVD course is presented at the Association's headquarter offices every Friday afternoon at
1:15 p.m. The cost is $15 for all SFAR members. Payment is required at the time a reservation is made. To
register, please click the button below and you will be prompted to provide your credit card information. Or, you may
call (415) 431-8500, extension 1130. Please note that the $15 fee is non-refundable and non-transferable
to future courses .
Parking is available across the street at the Performing Arts Garage.
FYI: If you would like to take the ethics class online for free instead you can do so by visiting www. realtor. org
selecting the "Education" tab, and then clicking on the "Code of Ethics Training" button.
You can also submit a completed Ethics Self-Certification Form .

You're invited to attend the
SFAR TOASTMASTERS Group
Mondays at noon to 1:00 p.m.
held at San Francisco Association of REALTORS
301 Grove Street, San Francisco
Do you want to becom e a confident public speaker and strong
leader? If so, Toastmasters is the place for you. You'll find a
supportive learn-by-doing environment that allows you to achieve your goals at your own pace. Learn
how Toastmasters has changed the lives of members.
By being a part of a Toastmasters Club and honing your public speaking skills will help you when you find
yourself in a place where you may be:
Accepting Awards
Delivering Eulogies
Delivering Technical Briefings
Giving Sales Pitches
Introducing Speakers
Preparing a Speech
Presenting Awards
Speaking to Diverse Audiences
Giving Successful Speeches
Using Visual Aids and Props
Using Gestures and Body Language
We invite all SFA R m em bers to visit our T oastm aster Club as our guest, and see if our club is
right for you. T o RSVP, please em ail Deborah Morgan at deborah@sfrealtors.com .

The Tech Helpline is a member benefit offering
support for hardware, software, networking and
digital devices. The best part is you have the
choice of contacting their friendly and
knowledgeable analysts via phone, e-mail, and
online chat. They troubleshoot problems and offer
solutions, often by connecting remotely to your
computer and fixing it while you relax. They can
advise you on hardware and software purchasing,
and most importantly, they understand your
needs as a REALTOR®.
Instruction for installing and configuring new
hardware and software.
Diagnosis and repair of computer hardware
and software issues.
Advice for purchasing hardware, software
and services.
Basic instruction with major software applications.
Recommendations for upgrades and updates.
Advice for performance optimization.
Troubleshooting network issues.
No limits on the number of calls or on the length of time per call.
Experienced, reliable, professional and courteous assistance.
Assistance in English or Spanish.
U.S. based analysts located in Orlando, Florida.
Support is available Monday through Friday 6:00 am to 5:00 pm and Sat. 6:00 am to 2:00
pm Pacific Time, toll-free at 866.610.8941 or via live chat.
For chat support, click here: http://chat.techhelpline.com
Email us: support@techhelpline.com
For a complete list of computer support, please visit: http://www.techhelpline.com/computersupport

