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Patrick Panacci Position Scan and Growth Plan
Prepared by HAVENGAI in partnership with Patrick J Panacci

Assessment date September 12 2026 | Position Scan package $495

Patrick, your public record supports an established California real estate practice with experience across 
the foothill communities and higher-value Southern California transactions. The immediate opportunity is 
to make that experience easier to verify and turn interested visitors into tracked consultations. Correct 
the public identity and contact path first, then test a specific service that helps households make 
consequential property decisions. 1

Our recommended broader position is Family Home Options: helping owners compare keeping their 
home, adapting it, exploring an ADU, moving or selling, with the appropriate licensed specialists 
involved. An assumable-financing campaign is a narrower first acquisition test, conditional on confirming 
your prior transaction outcome, available properties and capable lending partners. These are proposed 
services to validate; the research does not establish an exclusive market or show which activities you 
already perform.

This combined assessment brings the professional position scan, deeper public research and execution 
plan into one current edition. It covers records and name attribution, reputation evidence, SEO and CRM 
status, university papers and theses, service niches, funding, training and outreach. Official records and 
directly inspected sources carry more weight than indexed excerpts. The detailed search scope and 
remaining evidence appear below.

Decisions to make first
1. Protect the intended private environment. Publicly discoverable Patrick-branded command pages 
contain internal-looking operational text. Confirm ownership and intended audience, then enforce server-
side access for private content and address mirrored copies. This finding establishes discoverability, not 
the accuracy of the page contents or misuse by an outsider.

2. Recover the direct contact journey. Choose one approved Patrick-specific destination, repair the 
outbound KW link, complete the matching Realtor.com profile and reconcile biography and contact 
routing. The defects are observed; lost inquiries and income have not been measured.

3. Choose the service and the first campaign. Use Family Home Options as the proposed broader 
position. Validate the historical Norco assumption claim and partner process before using assumable-
financing coordination as the first narrow campaign. If viable inventory or evidence is insufficient, begin 
with a small family-home options pilot instead.

4. Prove the existing CRM workflow. The September 3 handoff described Patrick's deployment as a 
scaffold with connectors disabled. Confirm the current state and test one complete inquiry-to-
appointment journey. Build on working components and establish one authoritative contact record.

5. Turn the findings into measurable work. The ninety-day plan assigns owners and completion 
evidence. Screen current funding and publicity programs during the first month; judge continued 
promotion by qualified consultations, actual costs and completed work.

1 California Department of Real Estate, Public license record for Patrick J Panacci 01892274; Zillow, Patrick Panacci agent profile. 
Accessed 12 Sep 2026.

https://www2.dre.ca.gov/publicasp/pplinfo.asp?License_id=01892274
https://www.zillow.com/profile/PatrickJPanacci
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Proposed professional introduction
The following baseline wording is for Patrick and brokerage review before publication. Confirm the 
preferred territory and every contact destination; add new specialties only after the service and 
supporting evidence are ready.

Patrick J Panacci is a California real estate salesperson with Keller Williams College Park, DRE 
01892274. Licensed since 2011, he has documented transaction experience in Upland, Claremont 
and surrounding Southern California markets. He helps buyers and sellers understand their 
property options and coordinate the next steps in a purchase or sale. 2

A possible service line, once validated, is: Explore your next property decision with a Family Home 
Options consultation covering staying, adapting, moving or selling, with appropriate 
professional guidance. The consultation invitation should lead to one working form or booking route 
with a clearly identified person responsible for follow-up.

Professional position and record findings

Check Verified finding Business implication

Licensed identity Patrick J Panacci, California salesperson, 
DRE 01892274

Use this stable identifier to distinguish 
namesakes and current profiles

License term First issued March 18, 2011; LICENSED; 
expires March 17, 2027

Approximately 15 years of licensure; no 
broker or franchise-owner title established

Responsible 
brokerage

H&N Realty Enterprises Inc, DRE 
02200120; Keller Williams College Park 
DBA

Corporate name and consumer brand are 
compatible

Public discipline 
display

Both DRE records display no disciplinary 
action and no other public comments

A bounded current-record finding, not a 
lifetime clearance

Brokerage renewal 
date

Corporate record expires October 27, 
2026

Confirm renewal with brokerage before 
that date; current record remains licensed

The DRE cautions that pending changes may not yet appear and some historical discipline can be 
removed under statute. A complete historical discipline determination would require additional DRE 
information. License status does not certify customer satisfaction, financial strength or every business 
activity. 3

An earlier scan reported Homes.com's five-year value at $29.8 million. The current page instead 
displays 37 closed sales, approximately $32 million total value and $865,900 average price. Its 
seller and buyer subtotals sum to $32,039,500. This report replaces the earlier figure for this snapshot; it 
does not infer the reason for the difference. These are platform-reported transactions with a defined 
window, not audited personal production or commissions. 4

2 California Department of Real Estate, Public license record for Patrick J Panacci 01892274; Zillow, Patrick Panacci agent profile. 
Accessed 12 Sep 2026.
3 California Department of Real Estate, Public license record for Patrick J Panacci 01892274; California Department of Real Estate, 
Public license record for H&N Realty Enterprises Inc 02200120. Accessed 12 Sep 2026.
4 Homes.com, Patrick Panacci agent profile. Accessed 12 Sep 2026.

https://www.homes.com/real-estate-agents/patrick-panacci/wc95pgj/
https://www2.dre.ca.gov/publicasp/pplinfo.asp?License_id=02200120
https://www2.dre.ca.gov/publicasp/pplinfo.asp?License_id=01892274
https://www.zillow.com/profile/PatrickJPanacci
https://www2.dre.ca.gov/publicasp/pplinfo.asp?License_id=01892274
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Adverse mentions and cross-state scope
No identity-confirmed adverse professional finding was established in the reviewed sources. That 
conclusion is deliberately narrower than saying Patrick has never been sued, complained about or 
disciplined anywhere. Open-web results can omit unindexed cases, paid court databases, pending 
matters and records held under an unknown business name. PACER and the Los Angeles, San 
Bernardino, Riverside and Orange County court party indexes were not searched.

Jurisdiction or 
channel Actual coverage Result and limit

California DRE Direct individual and brokerage records Licensed; public no-action displays 
verified

California entities and 
court mentions

Exact-name and official-domain indexed 
searches; entity portal attempts

No matched additional business/adverse 
case established; authoritative entity 
ownership and county court clearance 
remain incomplete

Texas TREC Interactive Broker or Sales Agent search, 
all statuses, surname Panacci

Returned a different first-name licensee; 
no Patrick match in that search

Florida DBPR Interactive surname search across 
categories, including historic licenses

Seven surname/prefix results; none 
named Patrick

Nevada and Arizona Targeted indexed searches plus portal 
access attempts

Portals rejected or blocked access; no 
authoritative negative result

New York, Oregon 
and Washington Targeted official-domain web searches No identity-confirmed additional entry 

surfaced; index-only coverage

Nationwide web 
mentions

Exact name, middle initial/license and 
adverse/business keywords

No independently attributable adverse 
finding established; not a 50-state docket 
or entity search

Texas and Florida results are reproducible search observations, not certificates that no relevant record 
exists. Other-state IDX websites displaying Patrick as listing agent for a California property do not 
establish practice or licensing in those states. The Texas namesake, an Italian student profile and 
unrelated same-surname litigation were excluded because professional identifiers did not match. 5

For higher-stakes due diligence, the next bounded step is a Patrick-supplied business-name/DBA list, 
followed by entity and court searches in the actual jurisdictions involved. Match at least two professional 
identifiers before assigning a record. A complaint is an allegation; it must be separated from any 
judgment or disciplinary finding.

Reputation and name attribution
Zillow currently displays 5.0 stars from two reviews, dated July 8, 2015 and January 15, 2016. This is 
favorable but old and small-sample evidence. The same profile's current KW heading and older 
NuHome biography require reconciliation. Its displayed business telephone differs from Homes.com; 
routing numbers may be intentional, so verify termination before removing either. 6

5 Texas Real Estate Commission, License Holder Search; Florida DBPR, License Search. Accessed 12 Sep 2026.
6 Zillow, Patrick Panacci agent profile. Accessed 12 Sep 2026.

https://www.zillow.com/profile/PatrickJPanacci
https://www.myfloridalicense.com/wl11.asp?SID=&mode=0
https://www.trec.texas.gov/license-search
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TEAM Referral Network lists Patrick with Keller Williams College Park, membership since 2026, and a 
third business contact variant. Its Pomona Chamber chapter also lists him as a real estate member. This 
is an existing relationship channel, with unmeasured production. Reconcile all three profile destinations 
before declaring any number incorrect; the published numbers may serve different routing purposes. 7

A further positive testimonial naming Patrick appears on Retire in Style, a site presenting KW College 
Park affiliation. Its origin, date and permission for reuse are unresolved; it cannot automatically be 
counted as an additional unique review. The same site carries an unattributed complaint about another 
agent's handling of a phone number. It does not identify Patrick as that agent. Brokerage-level Yelp 
excerpts were excluded from Patrick's rating, and the underlying Yelp page was inaccessible. 8

Indexed social posts identify a June Top Individual recognition and a July 2026 top-achiever mention. 
Treat these as leads for verification: request the original brokerage announcement, year, metric, territory 
and individual/team category. No current statewide ranking or independent award was substantiated. A 
congratulatory closing post is professional recognition, not a client review. 9

Public evidence readiness score
10 out of 20, equivalent to 50 out of 100: provisional analyst assessment. This measures how 
clearly a prospect can verify the public presentation. It is not Patrick's overall reputation, a service-
quality rating, a percentile rank or a prediction of trustworthiness. The five checkpoints have equal 
editorial weight; the rubric is not a validated statistical model.

Checkpoint Score Reason

Credential verification 4 of 4 Current identity, license and brokerage 
corroborated officially

Current professional 
consistency 1 of 4 Stale affiliation narrative and unresolved 

contact/profile differences

Independent review 
evidence 1 of 4 Favorable publicly displayed reviews, 

limited depth and recency

Transaction evidence 3 of 4 Dated, attributed transactions visible; 
platform coverage needs qualification

Public inquiry 
destination 1 of 4 Verified generic-site redirect and 

incomplete matching profile

Scoring anchors: 0 means verified absent or nonfunctional; 1 means materially deficient; 2 means partly 
ready; 3 means substantially evidenced with a remaining gap; 4 means fully evidenced for that 
checkpoint. Unavailable information is unmeasured, never automatically zero. Google local rank, 
advertising performance and CRM conversion are excluded. Re-score using the same rubric and dated 
evidence after corrections; a higher score would reflect stronger presentation, not proof of improved 
client service.

7 TEAM Referral Network, Patrick Panacci member profile; TEAM Referral Network, Pomona Chamber chapter. Accessed 12 Sep 
2026.
8 RIS Care Services, Retire in Style. Accessed 12 Sep 2026.
9 Instagram, Patrick Panacci Top Individual for June recognition; Facebook, Keller Williams College Park July top achievers post. 
Accessed 12 Sep 2026.

https://www.facebook.com/natalia.cruzescobar/posts/-congratulations-to-our-july-top-achievers-for-the-ie-we-are-incredibly-proud-to/38090188767246288/
https://www.instagram.com/p/C9TQchFySxt/
https://retirein.style/
https://teamreferralnetwork.com/chapters/ca/pomona-chamber-chapter
https://teamreferralnetwork.com/members/patrick-panacci
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Public exposure requiring attention
The publicly retrievable HAVENGAI command page returns internal-looking portfolio, tenant and pipeline 
text alongside an access-code screen. A mirrored command page and master registry also appear in 
search. This proves public discoverability of the text; it does not verify its underlying financial facts, data 
freshness, functional integrations or Patrick's control of the pages. Private details are not reproduced 
here. The registry's complaint-related navigation explains at least one misleading adverse-name result. 10

Recommended correction: identify the publishing owner, retain necessary evidence privately, remove 
unnecessary personal/operational data from public responses, and require server-side authentication for 
intended private content. Check mirrored copies, downloadable exports and cached public assets. 
Rotate any exposed value that actually grants access. Re-test that an unauthenticated request receives 
no private body content.

After restricting access or removing the content, the verified site owner can request search removal. Use 
a crawlable noindex directive for non-sensitive pages that should stay public but unlisted. Neither 
robots.txt nor an on-page access-code overlay is an access-control substitute. Noindex only directs 
compliant indexing systems; it does not make a page private. This is a concrete publication-control 
issue, not evidence of identity theft or professional misconduct. 11

SEO and lead generation status

Surface Current evidence Next action

Zillow outbound 
website

patrickp.kw.com redirects to the corporate 
KW homepage

Point the profile to the approved Patrick-
specific destination and verify mobile 
journey

Realtor.com Matching profile says it is not ready and 
routes toward generic agent matching

Confirm account ownership; complete 
identity, affiliation and contact path

LinkedIn and 
Instagram

Indexed old affiliation on LinkedIn; 
professional KW Instagram bio

Reconcile current details in the actual 
accounts; indexed snippets are 
provisional

Google Business 
Profile

No Patrick-specific managed profile or 
review count verified

Locate the actual profile and check 
ownership, eligibility and duplicates

Organic SEO
Branded portal discovery exists; traffic, 
map ranking and keyword volume 
unmeasured

Connect the correct Search Console and 
analytics properties; establish baseline

CRM and campaigns Production delivery and conversion 
unverified

Verify the existing system and account 
configuration before buying or building 
more

The KW redirect was reproduced by following the profile link. A failed retrieval of patrickpanacci.com or 
the prior HAVENGAI /patrick/ routes does not establish that those sites are down. Current destination 

10 HAVENGAI, Patrick Sovereign Command; HAVENSTONE, Master Registry v2. Accessed 12 Sep 2026.
11 Google Search Central, Block Search indexing with noindex; Google Search Central, Introduction to robots.txt. Accessed 12 Sep 
2026.

https://developers.google.com/search/docs/crawling-indexing/robots/intro
https://developers.google.com/search/docs/crawling-indexing/block-indexing
https://claims.havenstone-infra.com/HAVENSTONE_MASTER_REGISTRY_v2.html
https://havengai.com/PATRICK_SOVEREIGN_COMMAND.html
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ownership and access need operational verification. Historical sold-listing brokerage attribution may be 
correct and should not be rewritten merely to match today's biography. 12

Google allows eligible public-facing individual practitioners, including agents, to have a profile subject to 
its rules. First inspect an existing profile rather than creating duplicates or invented offices. Publish a 
truthful name, service area, license, brokerage and working contact route. Local ranking depends on 
factors including relevance, distance and prominence; paying for a guaranteed organic position is not 
supported by Google's guidance. 13

Build three useful pages first: the chosen specialty, a permission-cleared transaction case, and a 
geographic decision guide. Use original explanations, descriptive titles, internal links and current source 
dates. LocalBusiness markup may clarify applicable facts but does not guarantee a rich result. Google 
says no special AI file or additional technical requirement is needed specifically for its AI search 
features. Proposed search topics below are hypotheses, not measured keyword demand. 14

Competitive context
Brian DeMott already presents Claremont-area downsizing services and case studies. Laura Dandoy 
connects local information, credentials and consultation paths. Retire in Style offers retirement and 
legacy-oriented services through the same broader brokerage ecosystem. These examples demonstrate 
existing competition, not a market-share ranking or an endorsement of their self-published production 
claims. Patrick's opportunity is a better-defined client decision and a documented process, rather than 
another broad promise to help buyers and sellers. 15

CRM status and proof required
The September 3 operational handoff explicitly describes Patrick as an offline tenant/deployment 
scaffold until business-specific intake and launch requirements are met. It records communications and 
other connectors as disabled/unconfigured and requires business-specific data, credentials and provider 
authorization. That is historical project evidence, not a current server audit. It supports preserving the 
work already built while withholding claims of live acquisition or automation. 16

The minimum operational proof is one labeled, authorized test inquiry that creates exactly one correct 
contact/opportunity, records consent and source, assigns a responsible person, delivers the intended 
acknowledgement, supports a real reply, books the correct calendar and respects opt-out. Check repeat 
submissions for duplicates and failures for a visible retry/exception queue. KW affiliation alone does not 
establish Command use; similarly, a saved workflow ID is not proof an automation is enabled and 
delivering.

Use the existing operational system if it passes those checks. Add HAVENGAI intelligence, case 
preparation or niche workflows where they solve a measured gap. Designate one authoritative record for 
each contact and stage; avoid an ungoverned two-CRM arrangement.

12 Keller Williams, Patrick agent website destination; Realtor.com, Patrick Panacci real estate agent profile; LinkedIn, Patrick Panacci 
professional profile. Accessed 12 Sep 2026.
13 Google Business Profile, Guidelines for representing your business on Google; Google Business Profile, Tips to improve your local 
ranking on Google. Accessed 12 Sep 2026.
14 Google Search Central, Creating helpful reliable people-first content; Google Search Central, AI features and your website; Google 
Search Central, Local business structured data. Accessed 12 Sep 2026.
15 Brian DeMott, Claremont Homes for Sale; Laura Dandoy, Foothill Homes. Accessed 12 Sep 2026.
16 HAVENGAI project record, NDR_PATRICK_HAVENGAI_SEO_REPLICATION_FULL_HANDOFF_20260903.md. 3 Sep 2026, 
sections 5, 7, 9 and 11.

https://lauradandoy.com/
https://www.briandemott.com/
https://developers.google.com/search/docs/appearance/structured-data/local-business
https://developers.google.com/search/docs/appearance/ai-features
https://developers.google.com/search/docs/fundamentals/creating-helpful-content
https://support.google.com/business/answer/7091?hl=en
https://support.google.com/business/answer/7091?hl=en
https://support.google.com/business/answer/3038177?hl=en
https://www.linkedin.com/in/patrick-panacci-06b66137
https://www.linkedin.com/in/patrick-panacci-06b66137
https://www.realtor.com/realestateagents/5cfaa538448f050012417a05
https://patrickp.kw.com/
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University research and the business implications
The strongest public-university evidence supports information, financing and coordination problems. It 
does not establish Patrick's attainable revenue or prove a market has no competitors. Historical findings 
are useful for choosing a pilot; local rules, costs and availability must be refreshed for actual clients.

ADU ownership and financing
UC Berkeley's 2021 report by Karen Chapple, Dori Ganetsos and Emmanuel Lopez surveyed 752 
eligible California ADU owners following a 15,745-postcard recruitment effort; the final response rate 
was 4.8%. Sixty-two percent used at least some cash savings or money from family/friends. Approvals 
and project costs were recurrent obstacles. Respondents were not representative statewide, and the 
sample favored people who reached ADU ownership. Its construction costs are not 2026 quotations. 
Business inference: a client-specific options and professional-handoff service is more valuable to test 
than general ADU promotion. 17

UC Berkeley's 2022 ADUs for All study used four focus groups with 32 homeowners plus 30 practitioner 
interviews at 14 organizations. NHSIE hosted the Inland Empire sessions on January 11 and 13, 2022. 
Financing, reliable information and approvals complicated family-housing and rental-income objectives. 
This small qualitative sample, focused on underserved homeowners, does not establish prevalence or 
sales conversion. Business inference: an opt-in local home-options clinic with counselors and project 
specialists has direct regional grounding. 18

Additional California studies and theses
UC Davis researchers Volker and Handy studied 502 Sacramento-area detached-home owners in their 
2023 article. Among respondents open to an ADU, future housing for themselves, family or friends 
ranked ahead of rental-income motivation; construction costs and fees were leading obstacles. The 
online opt-in/prior-survey sample was not a simple random sample and cannot establish Upland 
demand. Business inference: ask the household's intended use first, then obtain a realistic specialist-
reviewed cost assessment. 19

Daphne Madrigal's spring 2025 Cal Poly Pomona master's thesis analyzed 2021-2023 ADU approvals 
across 122 Los Angeles and Orange County cities. Preapproved plans were not statistically significant in 
its model; the positive association for amnesty/legalization support met only the thesis's 10% 
significance threshold. Missing data and omitted factors limit the result, and Upland was outside its 
geography. Business inference: help identify local approval questions and professional dependencies; 
do not promise that a template guarantees approval. 20

Rebecca Elisabeth Crane's 2020 UCLA urban-planning dissertation combined Los Angeles permit 
research with 321 valid survey responses recruited around 2013-2018 ADU permits. Units served family, 
rental and other uses; an ADU did not automatically enter the rental market. Low response rates and 
income-selection limitations affect generalization, and question denominators differ. Business 

17 Karen Chapple, Dori Ganetsos and Emmanuel Lopez, Implementing the Backyard Revolution Perspectives of California ADU 
Owners. Accessed 12 Sep 2026.
18 Julia Greenberg et al., ADUs for All Breaking Down Barriers to Racial and Economic Equity. Accessed 12 Sep 2026.
19 Jamey M B Volker and Susan Handy, Exploring Homeowners Openness to Building Accessory Dwelling Units in the Sacramento 
Metropolitan Area. Accessed 12 Sep 2026.
20 Daphne Madrigal, The Contributing Factors to Accessory Dwelling Unit ADU Approvals in the Los Angeles Long Beach Anaheim 
Metro Area. Accessed 12 Sep 2026.

https://www.cpp.edu/env/urp/docs/daphnemadrigal.pdf
https://www.cpp.edu/env/urp/docs/daphnemadrigal.pdf
https://rosap.ntl.bts.gov/view/dot/67381/dot_67381_DS1.pdf
https://rosap.ntl.bts.gov/view/dot/67381/dot_67381_DS1.pdf
https://www.aducalifornia.org/wp-content/uploads/2022/08/ADUs_for_All.pdf
https://www.aducalifornia.org/wp-content/uploads/2021/04/Implementing-the-Backyard-Revolution.pdf
https://www.aducalifornia.org/wp-content/uploads/2021/04/Implementing-the-Backyard-Revolution.pdf
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inference: separate intended use from assumptions about rent, financing and value. Historical survey 
rents and construction costs are not current quotations. 21

The University of Michigan's 2022 National Poll on Healthy Aging surveyed 2,277 US adults aged 50-80 
using a weighted probability-based panel. Eighty-eight percent considered staying at home important; 
34% said their homes definitely had the necessary features. These are national self-reported 
preferences and preparedness, not a local listing forecast or an assessment of an individual client's 
health. Business inference: keeping and adapting the home must be real consultation options. 22

Cross-state lessons
Chapple, Wegmann and colleagues' 2017 public-university research compared Portland, Seattle and 
Vancouver. Of 1,837 contacted permitted-property addresses, 414 responded; 71% completed the full 
survey. Financing and construction expense were prominent barriers, supporting technical help and 
accessible guidance. Exclusion of owners unable to obtain permits may understate obstacles. 
Vancouver is Canadian, and historical rules cannot be transplanted to California. Business inference: 
adopt the service mechanism of coordinated assistance, not another jurisdiction's zoning or cost 
assumptions. 23

The Berkeley/UT Austin team's 2024 Missing No Longer report combines project data, interviews and 
illustrative financial modeling across California cities, with Oregon and Texas comparisons. Nominal 
zoning permission did not remove financing, fee, design and implementation problems. This is 
observational/scenario evidence, not a causal experiment. Business inference: a preliminary property-
opportunity screen should identify questions for planners and specialists, without certifying buildability, 
unit counts or returns. 24

A public university thesis on downsizing
Mareike Andert's 2025 master's thesis at Germany's public Leuphana University examines successful 
downsizing in Weyarn, Bavaria. The repository and methods material describe qualitative interviews in 
March 2025 and an interaction of motives, obstacles and attractive alternatives. One German setting 
and successful movers cannot establish California demand; the reviewed material did not provide a 
usable verified sample count. Business inference: explain the next-home and moving process, rather 
than assuming an owner simply needs encouragement to sell. 25

Financing friction and insurance
Julia Fonseca of the public University of Illinois and Lu Liu examine mortgage lock-in using a large US 
credit panel. Their estimates associate a one-percentage-point worsening in the locked/current-rate gap 
with 9% lower moving overall and 16% during 2022–2024. Identification relies on assumptions that 
cannot be conclusively tested. FHFA separately models substantial national sales suppression from rate 

21 Rebecca Elisabeth Crane, Is Granny in that Flat How Regulations Shape the Construction and Use of Accessory Dwelling Units in 
Los Angeles. Accessed 12 Sep 2026.
22 University of Michigan National Poll on Healthy Aging, Older Adults Preparedness to Age in Place. Accessed 12 Sep 2026.
23 Karen Chapple, Jake Wegmann, Farzad Mashhood and Rebecca Coleman, Jumpstarting the Market for Accessory Dwelling Units 
Lessons Learned from Portland Seattle and Vancouver. Accessed 12 Sep 2026.
24 Jake Wegmann et al., Missing No Longer Taking Stock of Local and Statewide Middle Housing Reforms in California. Accessed 12 
Sep 2026.
25 Mareike Andert, Sufficiency in the Housing Sector A Qualitative Exploration of Downsizing Practices in the Empty Nest Phase. 
Accessed 12 Sep 2026.

https://pubdata.leuphana.de/entities/publication/4c0f3e06-574a-485e-8caa-b6a8f8b4cb9e
https://www.aducalifornia.org/wp-content/uploads/2024/12/Missing-No-Longer.pdf
https://ternercenter.berkeley.edu/wp-content/uploads/pdfs/Jumpstarting_the_Market_--_ULI.pdf
https://ternercenter.berkeley.edu/wp-content/uploads/pdfs/Jumpstarting_the_Market_--_ULI.pdf
https://ihpi.umich.edu/national-poll-healthy-aging/national-findings/older-adults-preparedness-age-place
https://escholarship.org/content/qt2wh204vz/qt2wh204vz.pdf
https://escholarship.org/content/qt2wh204vz/qt2wh204vz.pdf
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lock-in. Neither study measures local assumable inventory or the revenue of Patrick's proposed service. 
Business inference: financing-aware transaction coordination addresses a demonstrated friction. 26

UC-affiliated researchers Boomhower, Fowlie, Gellman and Plantinga study insurer risk classification 
using property-level risk information and regulatory filings. Only the publisher abstract and metadata 
were available for this supplementary source; detailed quantitative claims are excluded. Business 
inference: bring insurance questions into the transaction early through licensed professionals. A public 
hazard map cannot quote a premium or guarantee that coverage can be bound. 27

Priority niches and practical offers

Priority Offer to test Why it fits Critical uncertainty

First campaign 
if validated

Assumable-financing 
property coordination

Documented prior Patrick 
listing; specific financing friction

Servicer-confirmed inventory, 
buyer cash gap and actual 
past outcome

Broader 
service position

Family-home options 
including ADU or move

Direct regional research; clear 
local public resources

Willingness to engage/pay; 
broker-approved scope; strong 
existing competition

Process 
improvement

Foothill insurance 
readiness

Current local hazard 
information and transaction 
relevance

Insurance availability and 
pricing remain carrier 
decisions

Channel 
experiment

Faculty/staff relocation and 
rental-to-ownership 
planning

Established local institutional 
housing programs

Approved access, institutional 
rules and actual demand

Later extension Small commercial move 
coordination

City business assistance and 
Patrick's broader portal 
categories

Commercial competence, 
broker support and economics

The broader position and the first campaign serve different purposes. Family Home Options defines the 
client decision Patrick can help organize; the assumption campaign targets a narrower financing 
question with existing listing evidence. Run one acquisition pilot at a time. These priorities are feasibility 
judgments, not calculated market rankings. An opportunity is only a missed opportunity after Patrick 
confirms that he is not already pursuing it.

Assumable financing property coordination
The Norco property at 2687 Corona Avenue retains listing copy advertising a 3.4% assumption and 
Patrick's listing attribution. The property sold, but public marketing does not prove the purchaser 
assumed the loan, the loan type or the realized savings. Retrieve the closing outcome before publishing 
a completed-assumption case study. The historical 3.4% must never be advertised as a currently 
available universal offer. 28

26 Julia Fonseca and Lu Liu, Mortgage Lock-In Mobility and Labor Reallocation; Ross M Batzer, Jonah R Coste, William M Doerner 
and Michael J Seiler, The Lock-In Effect of Rising Mortgage Rates. Accessed 12 Sep 2026.
27 Judson Boomhower, Meredith Fowlie, Jacob Gellman and Andrew Plantinga, How Are Insurance Markets Adapting to Climate 
Change. Accessed 12 Sep 2026.
28 Zillow and CRMLS listing attribution, 2687 Corona Avenue Norco California. Accessed 12 Sep 2026.

https://www.zillow.com/homedetails/2687-Corona-Ave-Norco-CA-92860/17789474_zpid/
https://www.nber.org/papers/w32625
https://www.nber.org/papers/w32625
https://www.fhfa.gov/research/papers/wp2403
https://lu-liu.weebly.com/uploads/1/0/5/6/105678691/fonsecaliu_jfcombined.pdf
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Proposed deliverable: a documented property-and-financing pathway, including the seller's authorized 
loan details, servicer confirmation, a buyer's lender review, equity-gap questions, transaction timeline 
and closing checkpoints. Patrick handles brokerage representation and coordination; the servicer 
approves the assumption and qualified lending professionals evaluate financing.

For VA transactions, liability release and entitlement restoration are separate. Where entitlement is not 
substituted, the original veteran's entitlement can remain tied to the loan. VA guidance also addresses 
secondary borrowing on assumptions; underwriting, lien priority and documented terms matter. A low 
rate therefore does not imply low cash needed. The current FHA handbook is the required authority for 
FHA files; detailed live underwriting must be checked by the servicer. 29

Pilot one service page answering cash-gap, approval and seller-release questions. Ask ten consenting 
past clients or existing contacts whether they need this service, confirm two genuinely eligible properties 
with the appropriate parties, and document the reasons interested buyers do or do not qualify. Those 
numbers are analyst-selected test sizes, not expected results. Continue only if viable inventory and 
qualified demand emerge.

Family Home Options and ADU decisions
Proposed offer: Keep the home, explore an ADU, or plan the next move. The client receives an 
options brief covering goals, property records, unresolved questions, professionals needed, next 
appointments and a decision timeline. The coordinator does not promise the ADU will be approved, that 
rent will cover costs or that selling is the correct answer.

The practical client deliverable is a short Family Home Options Brief with five parts:

1. Goals and authority. Record client-stated priorities, timing and who is authorized to make the 
property decision.

2. Options. Compare plausible stay, adapt, ADU, purchase and sale paths, including a no-immediate-
transaction outcome.

3. Records and unknowns. List relevant property records and unresolved permit, title, financing and 
insurance questions.

4. Costs and professional questions. Distinguish client-supplied figures from dated specialist 
estimates; identify who must verify each assumption.

5. Action calendar. Assign the next appointment, responsible professional, expected document and 
decision date.

Staying in the property can be a successful client outcome. Any separate planning fee or later 
representation must follow the broker-approved scope and professional boundaries described below.

Claremont currently supplies three preapproved ADU floor plans with exterior variations and directs 
owners to property-specific planning review. Upland already has an ADU guide, calculator and process 
resources. Their existence makes generic repackaged advice less distinctive. The service value is 
applying verified information to a household's choices and coordinating the appropriate professionals. 30

29 US Department of Veterans Affairs, Assumption Entitlement Acknowledgement; US Department of Veterans Affairs, Secondary 
Borrowing on Assumptions; US Department of Housing and Urban Development, FHA Single Family Housing Policy Handbook 4000.1. 
Accessed 12 Sep 2026.
30 City of Claremont, Accessory Dwelling Units Pre Approved Designs; Upland ADU, ADU planning and education portal. Accessed 
12 Sep 2026.

https://uplandadu.org/
https://www.claremontca.gov/Business-Development/Planning-and-Land-Use/Accessory-Dwelling-Units/Accessory-Dwelling-Units-Pre-Approved-Designs
https://www.hud.gov/hud-partners/single-family-handbook-4000-1
https://www.benefits.va.gov/HOMELOANS/documents/circulars/26-24-17.pdf
https://www.benefits.va.gov/HOMELOANS/documents/circulars/26-24-17.pdf
https://www.benefits.va.gov/HOMELOANS/documents/circulars/26-24-09.pdf
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Upland's separate city page supplies six preapproved designs ranging from 440 to 745 square feet, but 
requires a property-specific site plan and approval. Those templates cannot be used in high-fire-zone 
areas, where professionally drawn plans are required; the standard sets assume at least five-foot 
side/rear setbacks and do not include additional fire-separation design for closer placement. These are 
template conditions, not a statement that every ADU in California requires five-foot setbacks. A useful 
consultation identifies the parcel-specific questions for city staff and design professionals. 31

Claremont Census figures separately show 19.7% of residents aged 65+ and a 63.2% owner-occupancy 
rate; these are different populations and must not be multiplied into a count of older homeowners. They 
are context, not a lead list. For a move or inherited property, Proposition 19 questions belong with the 
assessor and qualified tax/estate professionals; do not assume every inherited property retains the 
parent's tax basis. 32

If the family-home service is the selected first pilot, conduct ten opt-in household interviews and three 
professional interviews, then prepare three written options briefs. Expand to five briefs only if the first 
clients find them useful. These are proposed pilot sizes, not demand forecasts. Track actual work time, 
useful decisions, follow-on representation and cases where keeping the property is best. A keep/ADU 
decision may produce no immediate commission; any separate coordination fee needs broker and legal 
review before launch.

Insurance readiness and institutional relocation
Add a dated insurance checkpoint to listing preparation and buyer due diligence: official hazard-source 
date, broker quote request, mitigation-document inventory and unresolved coverage questions. 
Claremont adopted its local fire-hazard map in July 2025; the city distinguishes hazard from risk. Avoid 
labeling every foothill property uninsurable or promising a discount. 33

The Claremont Colleges Services already offers housing assistance; Pomona's faculty rental program 
has limited eligibility and a maximum six-year period. Cal Poly Pomona's separate faculty/staff program 
uses employment, occupancy and resale conditions, and its page says the Fair Oaks Walk homes are 
sold out. These are established programs, not open contracts for Patrick. Propose a neutral orientation 
or approved resource-list submission to the designated office. Offer a rental bridge, remote search brief 
and eventual purchase plan without implying university endorsement. 34

For a broader Riverside relocation channel, UCR's Mortgage Origination Program applies to specified 
faculty and senior-management appointees and has employment, prior-loan and campus participation 
conditions. Its location rule is thirty miles or less from UCR, and its loans are not assumable. Do not 
combine this program with the assumption campaign or describe it as available to all university 
employees. A proposed relocation brief can instead organize temporary housing, client-selected 
commute criteria, campus eligibility questions and a purchase timeline. 35

31 City of Upland, Pre approved ADU Plans. Accessed 12 Sep 2026.
32 US Census Bureau, QuickFacts Claremont city California; California State Board of Equalization, Proposition 19. Accessed 12 Sep 
2026.
33 City of Claremont, LRA Fire Severity Zone Map. Accessed 12 Sep 2026.
34 The Claremont Colleges Services, Real Estate and Housing; Pomona College, Faculty Rental Program; Cal Poly Pomona 
Enterprises, Faculty Staff Housing Assistance. Accessed 12 Sep 2026.
35 UC Riverside Real Estate Services, MOP Information. Accessed 12 Sep 2026.

https://res.ucr.edu/mop-information
https://cppenterprises.org/commercial-services/real-estate/faculty-staff-housing-assistance/
https://www.pomona.edu/administration/real-property/faculty-rental-program
https://services.claremont.edu/realestate/
https://www.claremontca.gov/City-Services/Public-Safety/Fire/LRA-Fire-Severity-Zone-Map
https://www.boe.ca.gov/prop19/
https://www.census.gov/quickfacts/claremontcitycalifornia
https://uplandca.gov/development_services/building_safety/pre_approved_adu_plans.php
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Funding and support opportunities
The clearest direct funding lead is Verizon Small Business Digital Ready/LISC's competitive 
$10,000 program. Its 2026 page offers monthly June–December selections after two qualifying learning 
activities; the detailed FAQ sets December 7 as the learning deadline. Adult owners of qualifying for-
profit US businesses can apply, subject to business verification. Patrick's own entity/ownership eligibility 
is unverified. Complete accurate business facts and confirm the submission deadline in the application; 
no award or reimbursement should be budgeted as certain. 36

A secondary conditional option is NASE Growth Grants, up to $4,000. Applications are accepted 
year-round and reviewed quarterly. Members must remain in good standing; annual members can apply 
immediately, while monthly members generally wait ninety days. Ordinary plans cost $120 annually or 
$11.95 monthly. Eligible purposes can include website work, software, marketing and training; debt and 
rent/mortgage payments are excluded. Prepare the required business plan, grant-use statement and 
financial evidence. Assess membership for its own value, since selection is discretionary and Patrick's 
applicant business remains unverified. 37

Route Current status Appropriate use

Inland Empire SBDC 
through CSUSB

No-cost consulting; local Upland 
appointment route

Acquisition plan, CRM metrics and 
eligibility review

Discover Upland video Free city-produced business spotlight; 
eligibility conditional

Local authority and reusable professional 
video

CalHFA MyHome Current deferred junior-loan program, 
subject to lender qualification

Client education and approved-lender 
handoff; not a grant to Patrick

Dream For All Closed to new voucher applications March 
16, 2026

Existing applicant guidance or future-
round watchlist

CalHFA ADU grant Funds fully allocated; no reopened round 
established

Do not market the historic $40,000 as 
available

NHSIE assistance Current program information; funds must 
be confirmed

Counselor-reviewed buyer readiness; 
loans have repayment terms

Upland BAAP Targeted business assistance; current 
award/agent fit unconfirmed

Low-priority screening, especially for 
future commercial clients

Generic SBA 
startup/expansion 
grants

SBA says it does not provide these 
ordinary business grants

Use advising or evaluate suitable loans; 
do not promise free startup capital

SBDC provides a practical first consultation. Discover Upland requires a valid city business license, 
good standing and a qualifying physical business location; home/online-only businesses are excluded. 
Confirm whether Patrick's practice qualifies through its own identity and brokerage premises. A city 
video is publicity, not a professional award or guaranteed endorsement. 38

36 Verizon and LISC, Small Business Digital Ready 10000 dollar national grant. Accessed 12 Sep 2026.
37 National Association for the Self-Employed, Growth Grants; National Association for the Self-Employed, Annual Membership; 
National Association for the Self-Employed, Monthly Membership. Accessed 12 Sep 2026.
38 California State University San Bernardino IECE, Inland Empire Small Business Development Center; City of Upland, Discover 
Upland Video Series; City of Upland, Resources for Businesses. Accessed 12 Sep 2026.

https://www.uplandca.gov/development_services/economic_development_and_asset_management/resources.php
https://www.uplandca.gov/development_services/economic_development_and_asset_management/discover_upland_video_series.php
https://www.uplandca.gov/development_services/economic_development_and_asset_management/discover_upland_video_series.php
https://www.iece.csusb.edu/content/sbdc-team
https://www.nase.org/become-a-member/membership-options/monthly-membership
https://www.nase.org/become-a-member/membership-options/annual-membership
https://www.nase.org/become-a-member/member-benefits/business-resources/growth-grants
https://digitalready.verizonwireless.com/funding/details
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CalHFA MyHome assistance is a deferred loan; Dream For All is shared-appreciation financing. NHSIE 
lists CalHome and other assistance with interest, deferral or balloon terms and tells applicants to confirm 
funds. Treat a lender's dated eligibility decision as authoritative. A useful lead resource separates open 
intake, closed programs and funding-to-confirm, rather than advertising all assistance as free money. 39

LACDA's HOP80/HOP150 programs also merit a geographically specific client resource: they offer 
deferred second mortgages with shared equity in eligible Los Angeles County areas, including 
Claremont. The published maximum is $100,000 or 20% of purchase price, whichever is less, subject to 
income, price, occupancy and other conditions. A participating lender must submit the application; verify 
funds and the actual address. Upland's location alone does not qualify, and the assistance is not an 
operating grant to Patrick. 40

Training recognition and outreach

Learning route Published time and cost Practical result to require

SBDC consultation 
and Digital Ready No-cost advising/courses; timing varies One funnel, baseline metrics and a 

specific improvement project

Seniors Real Estate 
Specialist

Two-day course; online $310 
member/$620 nonmember; active NAR 
membership/exam conditions; $99 annual 
renewal after first year

Reviewed downsizing and family-
transition workflow

NAR Green

About two days; online $310 member/$620 
nonmember; active NAR membership 
conditions; $98.50 annual renewal after 
first year

Verified energy/permit questions and 
specialist handoffs

UCR Digital Marketing 
Fundamentals Approximately $1,925; 3–6 months Formal marketing/analytics development 

for whoever operates acquisition

UCR Digital Marketing 
certificate Approximately $4,400; 6–12 months Broader professional development; not a 

quick reputation fix

Prices are published program snapshots, subject to enrollment conditions and change. Confirm any 
credentials Patrick already holds. Choose SRES or Green after the pilot identifies an actual service 
need; a designation should produce useful work rather than serve as an unsupported claim of expertise. 
UCR is a public-university learning route, but the longer certificate is unlikely to be the first corrective 
action. 41

Three additional short learning routes can support immediate service quality. PSA requires its one-day 
pricing course and membership conditions; the official online course is $130 plus a $179 application fee, 
or $309 before association dues. There are no annual certification dues, but continued NAR 

39 CalHFA, MyHome Assistance Program; CalHFA, California Dream For All Shared Appreciation Loan; CalHFA, ADU Grant 
Program; Neighborhood Housing Services of the Inland Empire, Down Payment Assistance; US Small Business Administration, 
Grants. Accessed 12 Sep 2026.
40 Los Angeles County Development Authority, Home Ownership Program. Accessed 12 Sep 2026.
41 SRES Council, How to Earn Your SRES; SRES Council, Frequently Asked Questions; NAR Green, How to Earn Your Green 
Designation; NAR Green, Frequently Asked Questions; UC Riverside Professional and Global Education, Digital Marketing 
Fundamentals; UC Riverside Professional and Global Education, Digital Marketing Certificate. Accessed 12 Sep 2026.

https://extension.ucr.edu/certificates/digitalmarketing
https://extension.ucr.edu/certificates/digitalmarketingfundamentals
https://extension.ucr.edu/certificates/digitalmarketingfundamentals
https://green.realtor/faq/
https://green.realtor/how-to-earn-your-green/
https://green.realtor/how-to-earn-your-green/
https://sres.realtor/faq/
https://sres.realtor/how-to-earn-your-sres/
https://www.lacda.org/home-ownership/home-ownership-program
https://www.sba.gov/loans/additional-funding-opportunities/grants/
https://nhsie.org/down-payment-assistance/
https://www.calhfa.ca.gov/adu/
https://www.calhfa.ca.gov/adu/
https://www.calhfa.ca.gov/dream/
https://www.calhfa.ca.gov/homebuyer/programs/myhome.htm
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membership is required. Require a dated comparative-market-analysis explanation as the output; online 
completion is processed weekly. 42

C.A.R.'s ADU certification lists three hours, no CE credit and prices of $125 member/$250 
nonmember. Its self-paced 24/7 description conflicts with a Sold Out label, so confirm availability. The 
catalog gives one year to complete after purchase and states that C.A.R. certifications expire after two 
years. Use it for a records-and-referral checklist, not as evidence of permitting authority. 43

Fairhaven 2.0 is NAR's free member fair-housing simulation. Use it to review inclusive intake, client 
preferences and accommodation handling. The reviewed page did not establish a completion duration; 
do not relabel it as California CE or a separate professional designation. 44

The fastest legitimate recognition work is to verify existing brokerage honors, publish accurately 
attributed case studies, request honest reviews and contribute useful local education. The 2026 NAR 
Good Neighbor deadline was April 10; it recognizes substantial charitable service, not a quick paid 
badge. C.A.R.'s community-impact program is a watchlist item because a current open window was not 
substantiated. No unverified honor belongs in the current biography. 45

Start with the existing TEAM channel. Ask current contacts to review the options brief and identify 
appropriately qualified partners. The chapter lists mortgage lending and commercial insurance 
categories; residential insurance and loan-assumption competence still require confirmation. Track 
introductions, completed consultations and source attribution before buying additional networking 
memberships. 46

Organization or 
channel Proposal Patrick could make First question and success measure

Upland economic 
development Apply for a local business spotlight Does the practice qualify? Track accepted 

placement and attributable inquiries

Upland Chamber Just 
Ask Upland A useful housing-decision interview Guest rules/cost? Track listeners who 

voluntarily request a consultation

NHSIE or NPHS Public buyer-readiness or family-home 
education with approved professionals

Are outside agents permitted? Track opt-
in consultations and accepted handoffs

Claremont/CPP 
housing offices Neutral relocation guide or orientation

What resource-list/vendor process 
applies? Track permission and qualified 
inquiries

Broker-approved 
lender and escrow 
partners

Assumption process workshop Can the partner support actual cases? 
Track viable matches and obstacles

Estate attorneys, 
CPAs and move 
managers

A family-home decision clinic What role can each properly perform? 
Track completed options briefs

42 Center for REALTOR Development, How to Earn Your PSA. Accessed 12 Sep 2026.
43 C.A.R. Business Products, ADU Certification Accessory Dwelling Units 101 for Real Estate Professionals. Accessed 12 Sep 2026.
44 National Association of REALTORS, Fairhaven 2.0 Essential Fair Housing Education. Accessed 12 Sep 2026.
45 National Association of Realtors, NAR Opens Applications for 2026 Good Neighbor Awards; California Association of Realtors, 
Champions of Home Impact Awards. Accessed 12 Sep 2026.
46 TEAM Referral Network, Pomona Chamber chapter. Accessed 12 Sep 2026.

https://teamreferralnetwork.com/chapters/ca/pomona-chamber-chapter
https://www.car.org/difference/COHIawards
https://www.nar.realtor/press-releases/nar-opens-applications-for-2026-good-neighbor-awards
https://www.nar.realtor/fair-housing/fairhaven
https://store.car.org/products/adu-certification-accessory-dwelling-units-101-for-real-estate-professionals-interactive-online-anytime
https://crd.realtor/how-to-earn-your-psa/
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These are outreach suggestions; no organization has accepted a partnership. Chamber guest 
availability, membership conditions and fees need confirmation. Ask through official business channels, 
offer a specific educational topic and let participants choose follow-up. Do not scrape faculty, tenant or 
court-record lists into sensitive prospect profiles. 47

Near term local meetings
Two official Upland Chamber listings offer immediate opportunities to meet suitable partners. Recheck 
registration and capacity before attending; times below are local. Attendance does not confer 
endorsement or guarantee referrals. 48

Event Published schedule and cost Purpose for Patrick

Business Speed 
Networking

September 17, 2026; 5:30-7:30 p.m.; 
Barcuso Social Club, Upland; $10, open to 
all businesses

Seek one qualified lending or housing-
service conversation

September 
Membership 
Luncheon

September 24, 2026; 11 a.m.-1 p.m.; 
Landecena Community Building, Upland; 
$32, members and prospective members

Share a one-page service brief and 
request permission for specific follow-up

A proposed partner introduction is: I am developing a practical housing-options brief for owners 
comparing staying, adapting their home or moving. I would value your review of the questions 
that should be referred to your specialty. Would a short discussion help us identify a useful 
educational resource for clients? This is draft language for Patrick to adapt; no message has been 
sent.

Legal and commercial boundaries
Patrick's salesperson license means licensed activity and compensation operate through the 
responsible broker. Renting, tenant solicitation and rent collection can be licensed activities; a new 
property-management or coordination label does not remove that requirement. DRE also regulates 
advance fees. A flat-price package is not automatically exempt: have the broker assess scope, timing, 
agreements, trust handling and applicable DRE review before charging. This does not automatically 
characterize HAVENGAI's separate business-research fee as a brokerage fee. 49

Settlement-service referral compensation requires care. RESPA prohibits covered kickbacks or things of 
value for referrals, while certain cooperative brokerage referrals and bona fide services have specified 
treatment. A marketing contract must reflect actual services and reasonable value; a flat fee alone does 
not cure a disguised referral payment. Educational collaboration should not condition benefits on 
referrals or pay expenses that the referring party would otherwise bear. 50

DRE's March 2026 AI advisory emphasizes broker oversight, verified advertising, license/broker 
disclosure, client-data protection and nondiscriminatory use. It also addresses materially altered 

47 Upland Chamber of Commerce, Just Ask Upland Podcast; Neighborhood Partnership Housing Services, Down Payment 
Assistance. Accessed 12 Sep 2026.
48 Upland Chamber of Commerce, Business Speed Networking; Upland Chamber of Commerce, September Membership Luncheon. 
Accessed 12 Sep 2026.
49 California Department of Real Estate, 2026 Real Estate Law; California Department of Real Estate, Essential Elements of an 
Advance Fee Agreement. Accessed 12 Sep 2026.
50 Consumer Financial Protection Bureau, Real Estate Settlement Procedures Act FAQs. Accessed 12 Sep 2026.

https://www.consumerfinance.gov/compliance/compliance-resources/mortgage-resources/real-estate-settlement-procedures-act/real-estate-settlement-procedures-act-faqs/
https://dre.ca.gov/Newsroom/DRE_Updates/2026_08_04_Essential_Elements_Advance_Fee_Agreement.html
https://dre.ca.gov/Newsroom/DRE_Updates/2026_08_04_Essential_Elements_Advance_Fee_Agreement.html
https://www.dre.ca.gov/files/pdf/relaw/relaw.pdf
https://www.uplandchamber.org/event/september-membership-luncheon-3/
https://www.uplandchamber.org/event/upland-chamber-speed-networking/
https://nphsinc.org/down-payment-assistance/
https://nphsinc.org/down-payment-assistance/
https://www.uplandchamber.org/podcast/
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property images and access to originals. Do not use generated images to imply property features that do 
not exist, or let an AI assistant present itself as a lender, lawyer or official source of approval. 51

Request reviews neutrally from eligible clients without incentives, prescribed ratings or selective routing 
of unhappy clients. Preserve accurate criticism and use factual correction processes for misattribution. 
Public-record availability does not itself establish consent to marketing calls or messages: honor 
applicable contact permissions, Do Not Call requirements and suppression requests. Avoid turning 
public bankruptcy, health or household circumstances into exploitative lead scoring. 52

Ninety day execution and measurement

Period Owner and deliverable Completion evidence

Days 1–3
Site owner/developer: private-page 
exposure and mirror inventory; 
Patrick/broker: identity baseline

Unauthenticated private-content denial; 
approved name, brokerage and 
destination

Days 4–7
Patrick/profile administrator: repair links, 
biography and matching profile; request 
award originals

Working Patrick-specific journey; dated 
correction log

Days 8–14 Patrick/broker/lending partner: verify Norco 
outcome and choose one niche pilot

Role-confirmed case record, partner 
workflow and honest service scope

Days 15–30
CRM operator/developer: one intake, 
consent and appointment path; Patrick: 
initial interviews

Duplicate-safe record, delivery/reply proof, 
assigned next action and source

Days 31–60
Patrick/marketing operator: one 
substantive service page, case and 
educational collaboration

Consenting inquiries, completed 
consultations and reasons for non-fit

Days 61–90 Patrick/analyst: assess economics, 
capacity and evidence score

Continue/revise decision tied to actual 
opportunities and collected revenue

Within the first month, screen the live grant/publicity opportunities and book appropriate advising. Before 
October 27, verify the brokerage renewal status. Across the 90 days, ask all eligible recent clients for 
honest feedback using a consistent policy; voluntary response limits the achievable review count.

Maintain source, inquiry timestamp, first human response, consent/contact preference, owner, stage, 
next action, consultation held, agreement, closing, collected compensation and direct acquisition costs. 
Report inquiry-to-contact, contact-to-consultation, consultation-to-agreement and agreement-to-close 
rates with explicit denominators and the same observation window. Mark incomplete sales cycles 
separately so a new campaign is not credited or condemned too early.

Measure median and 90th-percentile time to the first human response, with staffed hours and after-
hours handling explicit. An autoresponse is a separate event. A qualified inquiry means an in-scope 
property decision, an identified client role/timing and permission for follow-up; it does not mean 

51 California Department of Real Estate, Artificial Intelligence in California Real Estate Opportunities Risks and Compliance 
Considerations for Licensees. Accessed 12 Sep 2026.
52 Federal Trade Commission, The Consumer Reviews and Testimonials Rule Questions and Answers; Google Maps, Prohibited and 
restricted content; Federal Trade Commission, Questions and Answers for Telemarketers and Sellers About Do Not Call Provisions. 
Accessed 12 Sep 2026.

https://www.ftc.gov/business-guidance/resources/qa-telemarketers-sellers-about-dnc-provisions-tsr-0
https://support.google.com/contributionpolicy/answer/7400114?hl=en
https://support.google.com/contributionpolicy/answer/7400114?hl=en
https://www.ftc.gov/business-guidance/resources/consumer-reviews-testimonials-rule-questions-answers
https://dre.ca.gov/Licensees/Advisories/Advisory_2026_03_17_AI_in_California_Real_Estate.html
https://dre.ca.gov/Licensees/Advisories/Advisory_2026_03_17_AI_in_California_Real_Estate.html
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mortgage qualification. Track booked versus attended consultations separately and disclose the share of 
records missing a source.

Customer acquisition cost is attributable sales and marketing spend divided by newly signed clients in a 
defined cohort. Track service delivery costs separately, and avoid double-counting them when 
computing contribution. A signed client and a completed, paid transaction are different milestones; 
report both.

Economic decision rule: attributable closed clients multiplied by actual contribution per closing, less 
campaign and incremental service cost. Contribution must reflect the negotiated compensation, broker 
split and direct transaction cost. At a hypothetical $4,000 contribution and $1,200 test cost, one 
incremental close contributes $2,800 after that test cost; zero closes leaves a $1,200 cost. These are 
illustrative inputs, not Patrick's economics or a forecast. Keep the $495 scan price separate from 
campaign spending and implementation fees.

Pause paid expansion when records cannot prove receipt, when suitable inventory is too thin, or when 
qualified consultations consume more resources than the resulting work supports. Continue the niche 
that produces useful decisions and economically viable client engagements, even if its raw traffic is 
smaller.

What the Position Scan provides
The $495 position scan supplies a dated professional baseline, bounded adverse-mention and name-
attribution review, transparent evidence score, digital-path findings, prioritized niche tests, current 
program screening and a measurable action plan. Its standalone value is a decision document Patrick 
can use with his own team or a chosen provider. A walkthrough and factual correction pass are 
recommended package components; they have not been represented as already performed.

Potential implementation work includes correcting public exposure and contact paths, organizing 
permission-cleared transaction evidence, validating existing CRM delivery, and building the selected 
service's intake, source tracking and follow-up. Each implementation scope should define deliverables, 
acceptance checks, fees, account ownership and ongoing support. A new CRM should be considered 
only if the existing workflow cannot meet the agreed requirements.

Website changes, CRM integration, applications, outreach, recurring monitoring and professional legal 
or tax advice are separate activities. Define the client's data access and export rights and the rights to 
reusable software and methods in the commercial agreement. Keep each business's data and provider 
credentials separate. No source here establishes that the proposed changes have already been 
implemented.

Information to confirm and research coverage
Before implementation, Patrick and the relevant operator should confirm six items: the intended 
phone/email destinations; authorized public and private sites; the CRM actually used and its operator; 
current services, credentials and partners; the last ninety days of inquiry outcomes; and the business 
documents needed for program eligibility. These determine which findings are errors to fix, existing 
assets to develop or proposals that do not fit.

Directly inspected sources include DRE records, principal portal pages, the publicly retrievable 
command page, official program guidance, and the relevant methods/findings of original US public-
university reports, the Cal Poly Pomona thesis, UCLA dissertation, UC Davis article and University of 
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Michigan poll. The German thesis contribution rests on accessible thesis/repository and methods 
material; the insurance working paper contribution is abstract-level. Indexed social and Yelp snippets 
remain provisional. Public-university repository searches also covered UC eScholarship, CSU 
ScholarWorks, Cal Poly Pomona, CSUSB and University of South Carolina; inaccessible or mismatched 
theses supplied no empirical claims.

No source establishes a complete nationwide adverse history, all business ownership, current Google 
profile performance, private CRM delivery, actual advertising economics, grant eligibility or whether 
Patrick already pursues every proposed niche. Those are distinct verification tasks. The key next 
evidence is his approved identity/destination, actual niche transaction outcomes, business eligibility 
documents, current CRM configuration and a narrowly scoped 90-day operational export. The published 
findings justify targeted corrections and pilots now; larger investment should follow the results.
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Sources
All web sources were accessed September 12, 2026. Numbered footnotes identify the source at the 
relevant claim; this register lists unique sources in order of first citation. Program pages and professional 
profiles are dynamic. Indexed excerpts and restricted-access material are labeled individually.

1. California Department of Real Estate. Public license record for Patrick J Panacci 01892274. September 12, 2026 
snapshot.

2. Zillow. Patrick Panacci agent profile. Dynamic snapshot; displayed reviews 2015 and 2016.

3. California Department of Real Estate. Public license record for H&N Realty Enterprises Inc 02200120. September 12, 
2026 snapshot.

4. Homes.com. Patrick Panacci agent profile. Dynamic five-year snapshot.

5. Texas Real Estate Commission. License Holder Search. Interactive surname Panacci; Broker or Sales Agent; all 
statuses.

6. Florida DBPR. License Search. Interactive surname Panacci; historical licenses included; seven results; September 
12, 2026.

7. TEAM Referral Network. Patrick Panacci member profile. Member since 2026; directly retrieved September 12, 2026.

8. TEAM Referral Network. Pomona Chamber chapter. Current chapter directory; partner competence unverified.

9. RIS Care Services. Retire in Style. Undated page; testimonial origin and permission unresolved.

10. Instagram. Patrick Panacci Top Individual for June recognition. Indexed excerpt only; year and metric unverified.

11. Facebook. Keller Williams College Park July top achievers post. Indexed July 2026 reference; original announcement 
unverified.

12. HAVENGAI. Patrick Sovereign Command. Publicly retrievable text; page labels March 23, 2026; underlying claims 
not validated.

13. HAVENSTONE. Master Registry v2. Indexed name/navigation co-occurrence; not an adverse report.

14. Google Search Central. Block Search indexing with noindex. Current documentation.

15. Google Search Central. Introduction to robots.txt. Current documentation.

16. Keller Williams. Patrick agent website destination. September 12, 2026 click from Zillow redirected to kw.com.

17. Realtor.com. Patrick Panacci real estate agent profile. Current profile incomplete.

18. LinkedIn. Patrick Panacci professional profile. Indexed excerpt only; current affiliation wording unverified.

19. Google Business Profile. Guidelines for representing your business on Google. Current practitioner guidance.

20. Google Business Profile. Tips to improve your local ranking on Google. Current guidance.

21. Google Search Central. Creating helpful reliable people-first content. Current guidance.

22. Google Search Central. AI features and your website. Current guidance.

23. Google Search Central. Local business structured data. Current guidance.

24. Brian DeMott. Claremont Homes for Sale. Business website; self-published competitive example.

25. Laura Dandoy. Foothill Homes. Business website; self-published competitive example.

26. HAVENGAI project record. NDR_PATRICK_HAVENGAI_SEO_REPLICATION_FULL_HANDOFF_20260903.md. 
September 3, 2026; sections 5, 7, 9 and 11; private supplied project record read in full; no public URL.

27. Karen Chapple, Dori Ganetsos and Emmanuel Lopez; UC Berkeley Center for Community Innovation. Implementing 
the Backyard Revolution Perspectives of California ADU Owners. April 2021; methods pp. 5-6; financing p. 13; bias pp. 
41-42.

https://www.aducalifornia.org/wp-content/uploads/2021/04/Implementing-the-Backyard-Revolution.pdf
https://www.aducalifornia.org/wp-content/uploads/2021/04/Implementing-the-Backyard-Revolution.pdf
https://lauradandoy.com/
https://www.briandemott.com/
https://developers.google.com/search/docs/appearance/structured-data/local-business
https://developers.google.com/search/docs/appearance/ai-features
https://developers.google.com/search/docs/fundamentals/creating-helpful-content
https://support.google.com/business/answer/7091?hl=en
https://support.google.com/business/answer/3038177?hl=en
https://www.linkedin.com/in/patrick-panacci-06b66137
https://www.realtor.com/realestateagents/5cfaa538448f050012417a05
https://patrickp.kw.com/
https://developers.google.com/search/docs/crawling-indexing/robots/intro
https://developers.google.com/search/docs/crawling-indexing/block-indexing
https://claims.havenstone-infra.com/HAVENSTONE_MASTER_REGISTRY_v2.html
https://havengai.com/PATRICK_SOVEREIGN_COMMAND.html
https://www.facebook.com/natalia.cruzescobar/posts/-congratulations-to-our-july-top-achievers-for-the-ie-we-are-incredibly-proud-to/38090188767246288/
https://www.instagram.com/p/C9TQchFySxt/
https://retirein.style/
https://teamreferralnetwork.com/chapters/ca/pomona-chamber-chapter
https://teamreferralnetwork.com/members/patrick-panacci
https://www.myfloridalicense.com/wl11.asp?SID=&mode=0
https://www.trec.texas.gov/license-search
https://www.homes.com/real-estate-agents/patrick-panacci/wc95pgj/
https://www2.dre.ca.gov/publicasp/pplinfo.asp?License_id=02200120
https://www.zillow.com/profile/PatrickJPanacci
https://www2.dre.ca.gov/publicasp/pplinfo.asp?License_id=01892274
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28. Julia Greenberg, Hannah Phalen, Karen Chapple, David Garcia and Muhammad Alameldin; UC Berkeley Terner 
Center and CCI. ADUs for All Breaking Down Barriers to Racial and Economic Equity. August 2022; methods p. 3; 
findings pp. 4-8; notes 20-22 p. 16.

29. Jamey M B Volker and Susan Handy; UC Davis. Exploring Homeowners Openness to Building Accessory Dwelling 
Units in the Sacramento Metropolitan Area. Journal of the American Planning Association 89(1), 2023; methods PDF p. 
5, results pp. 7-8.

30. Daphne Madrigal; Cal Poly Pomona. The Contributing Factors to Accessory Dwelling Unit ADU Approvals in the Los 
Angeles Long Beach Anaheim Metro Area. Master of Urban and Regional Planning thesis; Spring 2025; methods PDF 
pp. 21-27, results pp. 34-35.

31. Rebecca Elisabeth Crane; UCLA. Is Granny in that Flat How Regulations Shape the Construction and Use of 
Accessory Dwelling Units in Los Angeles. PhD Urban Planning dissertation; 2020; methods PDF pp. 104-108; uses pp. 
110-111 and 122-128.

32. University of Michigan National Poll on Healthy Aging. Older Adults Preparedness to Age in Place. April 2022; 
January-February 2022 survey; weighted NORC AmeriSpeak panel.

33. Karen Chapple, Jake Wegmann, Farzad Mashhood and Rebecca Coleman; ULI and UC Berkeley Terner Center. 
Jumpstarting the Market for Accessory Dwelling Units Lessons Learned from Portland Seattle and Vancouver. July 2017; 
methods p. 14; barriers pp. 19-23; appendix pp. 28-29.

34. Jake Wegmann, Karen Chapple, Andrew Wofford, Li-Ping Lee, Annie Flom, Victoria Beckley and Holly Armstrong. 
Missing No Longer Taking Stock of Local and Statewide Middle Housing Reforms in California. December 2024; 
executive summary pp. 2-7; methods pp. 9-13.

35. Mareike Andert; Leuphana University Luneburg. Sufficiency in the Housing Sector A Qualitative Exploration of 
Downsizing Practices in the Empty Nest Phase. Masters thesis submitted July 2, 2025; repository October 20, 2025; 
selected text and methods metadata; DOI 10.48548/pubdata-2383.

36. Julia Fonseca and Lu Liu. Mortgage Lock-In Mobility and Labor Reallocation. Author-hosted full manuscript; 
University of Illinois and Wharton affiliations; version retrieved September 12, 2026.

37. Ross M Batzer, Jonah R Coste, William M Doerner and Michael J Seiler; FHFA. The Lock-In Effect of Rising 
Mortgage Rates. Working Paper 24-03; March 18, 2024.

38. Judson Boomhower, Meredith Fowlie, Jacob Gellman and Andrew Plantinga; NBER. How Are Insurance Markets 
Adapting to Climate Change. Working Paper 32625; June 2024, revised February 2025; publisher abstract and metadata 
only; DOI 10.3386/w32625.

39. Zillow and CRMLS listing attribution. 2687 Corona Avenue Norco California. Historical listing; sold June 28, 2024; 
assumption marketing is not proof of completed assumption.

40. US Department of Veterans Affairs. Assumption Entitlement Acknowledgement. Circular 26-24-9; April 25, 2024.

41. US Department of Veterans Affairs. Secondary Borrowing on Assumptions. Circular 26-24-17; August 2024; PDF 
date August 11, agency index August 14.

42. US Department of Housing and Urban Development. FHA Single Family Housing Policy Handbook 4000.1. Current 
handbook information page; full August 2026 handbook not parsed for this report.

43. City of Claremont. Accessory Dwelling Units Pre Approved Designs. Current program page.

44. Upland ADU. ADU planning and education portal. Current public resource.

45. City of Upland. Pre approved ADU Plans. Current six-template program and site-specific requirements.

46. US Census Bureau. QuickFacts Claremont city California. Displayed age estimate and 2020-2024 housing 
estimates; distinct denominators.

47. California State Board of Equalization. Proposition 19. Current guidance.

48. City of Claremont. LRA Fire Severity Zone Map. Map adoption July 22, 2025; current city page.

49. The Claremont Colleges Services. Real Estate and Housing. Current institutional page.

50. Pomona College. Faculty Rental Program. Current institutional program page.

https://www.pomona.edu/administration/real-property/faculty-rental-program
https://services.claremont.edu/realestate/
https://www.claremontca.gov/City-Services/Public-Safety/Fire/LRA-Fire-Severity-Zone-Map
https://www.boe.ca.gov/prop19/
https://www.census.gov/quickfacts/claremontcitycalifornia
https://uplandca.gov/development_services/building_safety/pre_approved_adu_plans.php
https://uplandadu.org/
https://www.claremontca.gov/Business-Development/Planning-and-Land-Use/Accessory-Dwelling-Units/Accessory-Dwelling-Units-Pre-Approved-Designs
https://www.hud.gov/hud-partners/single-family-handbook-4000-1
https://www.benefits.va.gov/HOMELOANS/documents/circulars/26-24-17.pdf
https://www.benefits.va.gov/HOMELOANS/documents/circulars/26-24-09.pdf
https://www.zillow.com/homedetails/2687-Corona-Ave-Norco-CA-92860/17789474_zpid/
https://www.nber.org/papers/w32625
https://www.nber.org/papers/w32625
https://www.fhfa.gov/research/papers/wp2403
https://www.fhfa.gov/research/papers/wp2403
https://lu-liu.weebly.com/uploads/1/0/5/6/105678691/fonsecaliu_jfcombined.pdf
https://pubdata.leuphana.de/entities/publication/4c0f3e06-574a-485e-8caa-b6a8f8b4cb9e
https://pubdata.leuphana.de/entities/publication/4c0f3e06-574a-485e-8caa-b6a8f8b4cb9e
https://www.aducalifornia.org/wp-content/uploads/2024/12/Missing-No-Longer.pdf
https://ternercenter.berkeley.edu/wp-content/uploads/pdfs/Jumpstarting_the_Market_--_ULI.pdf
https://ihpi.umich.edu/national-poll-healthy-aging/national-findings/older-adults-preparedness-age-place
https://escholarship.org/content/qt2wh204vz/qt2wh204vz.pdf
https://escholarship.org/content/qt2wh204vz/qt2wh204vz.pdf
https://www.cpp.edu/env/urp/docs/daphnemadrigal.pdf
https://www.cpp.edu/env/urp/docs/daphnemadrigal.pdf
https://rosap.ntl.bts.gov/view/dot/67381/dot_67381_DS1.pdf
https://rosap.ntl.bts.gov/view/dot/67381/dot_67381_DS1.pdf
https://www.aducalifornia.org/wp-content/uploads/2022/08/ADUs_for_All.pdf
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51. Cal Poly Pomona Enterprises. Faculty Staff Housing Assistance. Current program page; undated.

52. UC Riverside Real Estate Services. MOP Information. Current campus mortgage eligibility and property guidance.

53. Verizon and LISC. Small Business Digital Ready 10000 dollar national grant. Explicit 2026 grant terms; December 7 
qualifying-learning cutoff.

54. National Association for the Self-Employed. Growth Grants. Current dedicated grant terms; quarterly review.

55. National Association for the Self-Employed. Annual Membership. Current ordinary plan price 120 dollars.

56. National Association for the Self-Employed. Monthly Membership. Current ordinary plan price 11.95 dollars monthly.

57. California State University San Bernardino IECE. Inland Empire Small Business Development Center. Current 
consulting/training page.

58. City of Upland. Discover Upland Video Series. Current eligibility and free publicity program.

59. City of Upland. Resources for Businesses. Current page; BAAP availability not confirmed.

60. CalHFA. MyHome Assistance Program. Current deferred-loan program guidance.

61. CalHFA. California Dream For All Shared Appreciation Loan. March 16, 2026 application closure; May 20 voucher 
update.

62. CalHFA. ADU Grant Program. December 28, 2023 allocation notice still displayed.

63. Neighborhood Housing Services of the Inland Empire. Down Payment Assistance. Current 2026 program tables; 
funding requires confirmation.

64. US Small Business Administration. Grants. Current funding guidance.

65. Los Angeles County Development Authority. Home Ownership Program. Current HOP80 and HOP150 guidance; 
income tables dated August 24, 2026.

66. SRES Council. How to Earn Your SRES. Current course and membership requirements.

67. SRES Council. Frequently Asked Questions. Current pricing and renewal terms.

68. NAR Green. How to Earn Your Green Designation. Current course and membership requirements.

69. NAR Green. Frequently Asked Questions. Current pricing and renewal terms.

70. UC Riverside Professional and Global Education. Digital Marketing Fundamentals. Current published program 
duration and approximate cost.

71. UC Riverside Professional and Global Education. Digital Marketing Certificate. Current published program duration 
and approximate cost.

72. Center for REALTOR Development. How to Earn Your PSA. Current online tuition and application requirements.

73. C.A.R. Business Products. ADU Certification Accessory Dwelling Units 101 for Real Estate Professionals. Current 
catalog; 24/7 description and Sold Out label conflict.

74. National Association of REALTORS. Fairhaven 2.0 Essential Fair Housing Education. Current member learning 
page.

75. National Association of Realtors. NAR Opens Applications for 2026 Good Neighbor Awards. February 3, 2026; 
deadline April 10, 2026.

76. California Association of Realtors. Champions of Home Impact Awards. Program page; current open window 
unverified.

77. Upland Chamber of Commerce. Just Ask Upland Podcast. Current channel page; placement and fees unverified.

78. Neighborhood Partnership Housing Services. Down Payment Assistance. Current intake information; specific funding 
allocations require confirmation.

79. Upland Chamber of Commerce. Business Speed Networking. September 17, 2026 event listing; registration 
availability requires reconfirmation.

https://www.uplandchamber.org/event/upland-chamber-speed-networking/
https://nphsinc.org/down-payment-assistance/
https://www.uplandchamber.org/podcast/
https://www.car.org/difference/COHIawards
https://www.nar.realtor/press-releases/nar-opens-applications-for-2026-good-neighbor-awards
https://www.nar.realtor/fair-housing/fairhaven
https://store.car.org/products/adu-certification-accessory-dwelling-units-101-for-real-estate-professionals-interactive-online-anytime
https://crd.realtor/how-to-earn-your-psa/
https://extension.ucr.edu/certificates/digitalmarketing
https://extension.ucr.edu/certificates/digitalmarketingfundamentals
https://green.realtor/faq/
https://green.realtor/how-to-earn-your-green/
https://sres.realtor/faq/
https://sres.realtor/how-to-earn-your-sres/
https://www.lacda.org/home-ownership/home-ownership-program
https://www.sba.gov/loans/additional-funding-opportunities/grants/
https://nhsie.org/down-payment-assistance/
https://www.calhfa.ca.gov/adu/
https://www.calhfa.ca.gov/dream/
https://www.calhfa.ca.gov/homebuyer/programs/myhome.htm
https://www.uplandca.gov/development_services/economic_development_and_asset_management/resources.php
https://www.uplandca.gov/development_services/economic_development_and_asset_management/discover_upland_video_series.php
https://www.iece.csusb.edu/content/sbdc-team
https://www.nase.org/become-a-member/membership-options/monthly-membership
https://www.nase.org/become-a-member/membership-options/annual-membership
https://www.nase.org/become-a-member/member-benefits/business-resources/growth-grants
https://digitalready.verizonwireless.com/funding/details
https://res.ucr.edu/mop-information
https://cppenterprises.org/commercial-services/real-estate/faculty-staff-housing-assistance/
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80. Upland Chamber of Commerce. September Membership Luncheon. September 24, 2026 event listing; registration 
availability requires reconfirmation.

81. California Department of Real Estate. 2026 Real Estate Law. January 2026 compilation; BPC sections 10026, 10131 
and 10137.

82. California Department of Real Estate. Essential Elements of an Advance Fee Agreement. August 4, 2026.

83. Consumer Financial Protection Bureau. Real Estate Settlement Procedures Act FAQs. Answers October 7, 2020; 
page modified March 15, 2024; current publication.

84. California Department of Real Estate. Artificial Intelligence in California Real Estate Opportunities Risks and 
Compliance Considerations for Licensees. March 17, 2026.

85. Federal Trade Commission. The Consumer Reviews and Testimonials Rule Questions and Answers. Current 
guidance; rule effective October 21, 2024.

86. Google Maps. Prohibited and restricted content. Current review policy.

87. Federal Trade Commission. Questions and Answers for Telemarketers and Sellers About Do Not Call Provisions. 
Current published compliance guidance.

https://www.ftc.gov/business-guidance/resources/qa-telemarketers-sellers-about-dnc-provisions-tsr-0
https://support.google.com/contributionpolicy/answer/7400114?hl=en
https://www.ftc.gov/business-guidance/resources/consumer-reviews-testimonials-rule-questions-answers
https://dre.ca.gov/Licensees/Advisories/Advisory_2026_03_17_AI_in_California_Real_Estate.html
https://dre.ca.gov/Licensees/Advisories/Advisory_2026_03_17_AI_in_California_Real_Estate.html
https://www.consumerfinance.gov/compliance/compliance-resources/mortgage-resources/real-estate-settlement-procedures-act/real-estate-settlement-procedures-act-faqs/
https://dre.ca.gov/Newsroom/DRE_Updates/2026_08_04_Essential_Elements_Advance_Fee_Agreement.html
https://www.dre.ca.gov/files/pdf/relaw/relaw.pdf
https://www.uplandchamber.org/event/september-membership-luncheon-3/
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