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Summer might be wrapping up, but 
there’s still plenty of warm days ahead, 

so take advantage of them as much as 
you can! Remember to be safe, hydrate, 
and keep up with your safe practice!  If you 

have any questions regarding buying or selling during this 
pandemic, give us a call! We’d be happy to help! 
 
Speaking of helping, if you’re rebuilding and are not quite 
excited about your options, give me a call! I have a “Plan 
C” that you’d love to hear about! It’s affordable, energy  
efficient, and comes together quick!  
 
 
Sincerely, 
 
 
Cindy Haskett
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This Month, we’ll discuss:

A Word from Cindy, 
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Call your Blue Team Realty Agent Today to See How We Can Benifit You! 

We at Blue Team Realty, love our Active Duty, Reservist and Military Veterans. We are in awe 
of the contributions made by these brave men and women. We also respect those family mem-

bers at home and the sacrifices they’ve made waiting for their loved ones to return home.

Our Veterans Advantage Program is simple and offers a cash reward program at closing, when 
you Buy or Sell your home through one of our certified MRP-Military Relocation Specialists.

This is one of the many ways we want to say “Thank You”.

Monthly Market Report
Chico, Paradise, Magalia and Oroville

Active/ 
Pending

Total 
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Listings
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Expired 
This 

Month

Sold 
This 

Month

Chico 128 1 6 11 22 34 23 31

Pending 182 0 12 14 51 59 27 19

% Ratio 59% 0% 67% 56% 70% 63% 54% 38%

Paradise 19 0 0 3 4 1 6 5

Pending 22 0 3 4 4 5 3 3

% Ratio 54% 0% 100% 57% 50% 83% 33% 38%

Magalia 23 1 4 6 6 3 1 2

Pending 24 4 6 8 5 1 0 0

% Ratio 51% 80% 60% 57% 45% 25% 0% 0%

Oroville 92 4 12 29 24 10 7 6

Pending 90 0 19 33 21 12 3 2

% Ratio 49% 0% 61% 53% 47% 55% 30% 25%

9 76

2 7

3 18

BLUETEAM Market Snapshot:  July 31st, 2020

Single Family Residences (Home, MHL, Condo) Excluding Multi-Family Monthly

11 136

 6141 Center St, Paradise CA 95969
(530) 961-3400

www.BlueTeamRealty.com

 BRE #01950098
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MEET A LOCAL REALTOR
ALLAN MACDONALD

Email: Cresults4u@aol.com  
BRE# 01320729 

Cell/Text: 530-514-5163  
Office/eFax: 530-762-164 

* EXCLUSIONS APPLY. CALL FOR DETAILS 

LIST OR BUY WITH BLUE TEAM & USE 
OUR MOVING VAN FOR FREE!*

As a full time Realtor since 2001, I take pride in helping my 
clients achieve their goals from purchasing the home of their dreams or 
selling the home they have held for many years. I try to go above and  
beyond making that happen for all my clients as smoothly as possible. I 
have a background in new construction and land development working 
with many local contractors and land developers. I have experience in 
short sales and foreclosure sales. I have vast knowledge of the entire 
Butte county area, being raised in Chico and moving to Paradise in 
1990 to raise my family. I enjoy the satisfaction of giving the first 
time buyer the keys to their new home, and also the investor who 
just obtained another property in their portfolio. I work with 
many sellers to get their homes or properties sold in the most 
reasonable time and for what the market will pull for them. Its 
greatly important to be in touch with our local market on a 
daily basis to give the best advice possible to my clients when 
the time is right to either sell and move up, or sell  
and downsize

Ca Licensed Realtor 2001
Ca Broker License 2006
2006 President Paradise Association of Realtors
2005 President Paradise Little League
2001-current Member of C.A.R and N.A.
2002-2015 worked directly with Physician  
Recruitment at Feather River hospital and  
Adventist Health Systems West as their sole Broker
2001-2006 Realtor Associate Century 21 Results
2006-2009 Owned and operated MacDonald Realty
2009 to 2017 Broker Associate Coldwell  
Banker Ponderosa
2017 to current Broker Associate Blue Team Realty Inc.
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Technology and good-old-fashioned creativity are 
helping agents, buyers, and sellers abide by COVID-19 
health and safety practices while getting deals done.

Some buyers are touring houses virtually. Others visit 
in person while remaining at least six feet from their 
agent. Sellers are hosting open houses on Facebook Live. 
Appraisers are doing drive-by valuations. Buyers are 
watching inspections via video call. Masked and gloved 
notaries are getting signatures on doorsteps.

“We have had to make some adjustments, for sure,” 
says Brian K. Henson, a REALTOR® with Atlanta Fine 
Homes / Sotheby’s International Realty in Alpharetta, 
Ga. “Everyone is trying to minimize face-to-face interac-
tions. There have been some delays, but mostly, deals are 
getting done, just with tweaks.”

Here’s what home buying and selling during the pan-
demic looks like.

Showings Go Virtual 
 
The rules around in-person showings vary by city, 
county, and state. Some allow them and some ban them. 
Check with your state, county, and local government to 
get the latest on business closures and shut-down rules.

Agents have conducted home tours via FaceTime and 
other similar tools for years. But these platforms have 
proven invaluable for home buying and selling during 
the pandemic. Real estate sites report a surge in the cre-
ation of 3D home tours. Redfin, a real estate brokerage, 
saw a 494% increase in requests for video home tours 
in March.

“I’ve done several FaceTime showings,” says Henson. 
He conducted virtual showings before COVID-19, too. 
He recently closed a deal on a home the buyers only 
saw on video, he says, but hasn’t yet done so during the 
pandemic.

In places where in-person showings are allowed, agents 
wipe down door handles, spray the lockbox with 
disinfectant, and open up the house, closets, everything 
for a client. “We leave all the lights on so no one touches 
switches, and we don’t touch cabinets or doors during 
showings,” Henson says.

Safe-Showing Guidelines
The NATIONAL ASSOCIATION OF REALTORS®, 
which produces HouseLogic, recommends only one 
buyer enter a home at a time, with 6 feet between each 

guest. NAR also recommends agents have potential buy-
ers wash their hands, or use hand sanitizer when they 
come in the door. They should also remove their shoes. 
No children should be present at showings, either.

“We’re living in extraordinary times and unusual cir-
cumstances. If you have the ability to work, you have to 
be creative,” Mabél Guzmán, a Chicago real estate agent, 
told NBC News. Guzmán, who is also vice president 
of association affairs for NAR, has put together a video 
offering tips and strategies for virtual showings during 
the pandemic.

Down Payment Help
Many organizations offering down payment assistance 
to first-time home buyers have temporarily suspended 
the programs or changed the rules. You can check the 
status of programs in your area at the Down Payment 
Assistance Resource site.

Desktop, Drive-By Appraisals
Appraisers are essential workers in many areas, so home 
valuations are continuing. But often remotely. New, 
temporary rules from the Federal Housing Finance Au-
thority allow drive-by and desktop appraisals for loans 
backed by the federal government.

In a desktop appraisal, the appraiser comes up with a 
home estimate based on tax records and multiple listing 
service information, without an in-person visit. For a 
drive-by, the appraiser only looks at the home’s exterior, 
in combination with a desktop appraisal. The Appraisal 
Foundation has put out guidelines for handling apprais-
als during the pandemic. Here’s the FAQ.

And here are specific new appraisal guidelines by 
agency:

Fannie Mae
Freddie Mac
FHA
Veterans Administration
USDA Rural Development
On the other hand, some private lenders still require 
in-person appraisals, which are allowed even in areas 
with shutdown orders. Private lenders hold about 35% 
of first-lien mortgages, according to the Urban Institute

When appraisers come to your home, they should 
adhere to Centers for Disease Control guidelines, 
including wearing gloves and a face mask, keeping at 
least 6 feet apart from anyone in the home, and asking if 
the homeowners have been sick or traveled recently to a 

COVID-19 hotspot.

Inspections Via Live Video
Inspectors are now often working alone, no buyers in 
tow, and using hand sanitizer and alcohol wipes. The 
National Association of Certified Home Inspectors ad-
vises inspectors to videotape their inspection so clients 
can watch it at home later, or to use FaceTime or other 
live video chat apps to take their clients along on the 
inspection, virtually. They can also call clients with their 
findings after they’re done.

The American Society of Home Inspectors has also 
issued guidelines for inspectors so they keep themselves 
and the homeowners safe while providing an accurate 
assessment of a home’s condition.

Mortgage Rates and Locks
With mortgage rates fluctuating quickly and closing 
times taking longer than usual, some lenders are extend-
ing mortgage rate lock periods. You can grab a good rate 
and hang on to it even if your lender takes longer than 
usual to process your loan.

But the protocol depends on the lender and the loan. 
Some lenders are offering this for all loans; others for 
refis. Check with your lender about its policy.

Related: How to Get Home Financing

Employment Verification
An important step in getting a mortgage is proving the 
borrower has a job. In pre-coronavirus days, lenders 
called the borrower’s employer for a verbal verification.

The Federal Housing Finance Authority, which oversees 
Fannie Mae, Freddie Mac, and federal home loan banks, 
has relaxed the rules for loans backed by the federal 
government because so many businesses are closed.

Lenders for federally backed loans now accept an email 
from an employer, a recent year-to-date paystub, or 
a bank statement showing a recent payroll deposit as 
proof of employment.

Walk-throughs
Home buying and selling during the pandemic means 
real estate agents can conduct the final walk-through via 
video with their clients. Or they can just open the home 
and have buyers walk through on their own. Henson 
says he still accompanies his clients, but stays six feet 
away and has them wash their hands when entering and 
exiting the house. Everyone’s wearing masks, too.

And, of course, when the buyers take possession, they 
should disinfect.

Remote Notarization Depends On Where You Live
About one-half of states have permanent remote online 
notarization (RON) policies. These allow a notary and 
signer in different locations to sign electronic document, 
usually by use of video apps like Zoom or FaceTime. 
Notaries will watch you sign either a paper document or 
do an electronic signature on an e-doc, via camera.

Some states have rolled out temporary rules allowing 
RON. Here’s a state-by-state list of notary law updates, 
and the type of remote notarizations allowed. The num-
ber of states allowing remote notarization could grow as 
federal and state pandemic legislation expands.

Closings Get Creative

Home Buying and Selling During the Pandemic: What You Need to Know 
By Leanne Potts • House Logic

Continued on next page
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RECIPES FOR SUMMER

Print these recipies, or save them to your computer. 
 Control + P and selecting current page, or page 5. 

Traditional closings, where everybody gathered around 
a big table to sign the final papers, are no longer possible. 
Title companies and banks are getting super creative in 
dealing with the limitations.

A Minnesota company, Legacy Title, rolled out a drive-
thru closing service at one of its offices in an old bank 
branch building. The title company rep sits in a bank 
teller window and handles the closing papers while the 
customer sits in their car. Legacy completed 14 closings 
in the first week it offered drive-thru service.

Then there are drive-by closings, where the entire 
transaction takes place in cars. Masked and gloved no-
taries meet buyers in parking lots and pass documents 
through car windows.

“I had a closing where the buyer sat in her car the whole 
time. The attorney came out to her car, gave her paper-
work, had her sign in her car, and my buyer never got 
out of her car,” Birmingham, Ala., agent Isaac McDow 
told WBRC television.

Says Georgia-based agent Henson, “I’ve had closings 
the last three weeks [that] I’ve been asked not to attend. 
There was one where the seller signed two days before 
buyer. Then the seller came back two days later and 
signed.”

Henson, who is also licensed in New York, has had to 
extend closing dates on two sales there since. Co-op 
boards won’t let non-residents into buildings    – not even 
an electrician who needs to make repairs as part of an 
issue that came up in the inspection. He left the closing 

with an open-ended date.

“It’s all about being really flexible right now,” he says.

TIP: Find out if your county recording office can com-
plete the deal online.

Student Loan Relief
Finally, if you’re also trying to swing your student loan 
payments, know that federal student loan borrowers 
get an automatic six-month break in loan payments 
from April 10, 2020, through Sept. 3, 2020. Thanks to 
the Coronavirus Aid, Relief and Economic Security 
(CARES) Act, they also won’t be charged a dime of 
interest in that time.

Learn more at the Consumer Finance Protection 
Bureau’s site.

Keep in mind that payment suspension only applies to 
federal loans owned by the Department of Education. 
Some help may be available to borrowers with private 
student loans and other loans (like Perkins Loans and 
Federal Family Education Loans) that aren’t covered. 
But it’s not automatic. Reach out to your student loan 
servicer for information.

So, Should You Buy or Sell?
The real estate industry is creatively and safely respond-
ing to the situation, and mortgage rates remain low. 
Your agent is a great source of information about home 
buying and selling during the pandemic to help you feel 
comfortable. But, ultimately, it’s a question only you can 
answer.

1 c merlot or cabernet
3/4 c red wine vinegar
1/4 c sesame oil
1/2 c olive oil, extra virgin
4 Tbsp garlic, chopped
3 Tbsp fresh ginger, coarsely 
chopped

3 tsp thyme, leaves  
(substitue 1 tsp. dried)
1 tsp cracked black pepper
1/2 tsp coarse sea salt
2 lb beef flank steaks

• Combine all marinade ingredients in a bowl, whisking 
to emulsify. 
• Place the marinade in two separate gallon-sized Ziploc 
bags. Add one flank steak to each bag. Zip bags closed 
and shake to evenly coat the meat. Then place in a metal 
pan and into the fridge. Marinate the steak overnight 
turning several times to evenly coat the meat. 
• Preheated the grill to medium-high heat (375 F). 
• First sear the flank steak on each side, approximately 
1-2 minutes per side. 
• Continue cooking 6 minutes per side, turning once. 
• When the internal temperature reaches desired done-
ness, remove from grill and rest of at least 8-10 minutes 
under a piece of aluminum foil tented over the top. Rest-
ing allows the juices to pull back into the meat before 
carving. 

For this recipie you’ll need: Directions: 

Grilled Sesame Flank Steak
By Scott Anderson 

We hope you enjoy our recopies! Keep 
watching out newsletters for new  

recopies every month!  
 

All recopies used can be found at 
www.justapinch.com

ASK US ABOUT OUR  
FREE MOVING TRUCK!* 

Our rental Truck is 
available for: 

•  Our Buyers/Sellers 
• Local Charity  

• Community Organizations 

*Some restrictions Apply, please call for details!



PLAN A: Stick Built-Too Expensive, Above Your Budget, 
     Surprise Fees, Long Wait Times 
PLAN B: Manufactured- Hidden & High Costs, Long Wait   
     Times, Higher Insurance, Lower Resale Value

ARE YOUR REBUILDING PLANS  
LOOKING SOMETHING LIKE THIS?

GREAT NEWS! WE HAVE PLAN C FOR YOU!

One of many plans available! Call for more details! 

CALL YOUR FAVORITE AGENT FOR MORE DETAILS!
Not rebuilding? Please share this with friends/family or neighbors who may be! We would love to 

save them time and money as well. P.S. Did we mention they are building a home for us? 

6141 Center St • Paradise, CA 95969 
530-961-3400 • www.BlueTeamRealty.com 
Across From Dutch Brohers, Behind The US Bank 

DRE#01950098

PLAN C: Quick Turnaround, Higher Energy  
Efficiency, VERY Cost Effective, HIGH QUALITY  
Site Built Home! Variety Of Sizes; Choose A  
Pre-Designed Floor Plan, or Create Your Own  
Custom Home! Financing Available!


