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T H E  P R O F E S S I O N A L S ’  R E A L  E S T A T E  T E A M

ELAINE BERLIN WHITE
& DON DILTZ

Elaine& Don
ELAINE BERLIN WHITE

Real Estate Broker • Attorney at  Law

DON DILTZ
Real Estate Broker • Stanford MBA

Coldwell Banker Top 1%
Seniors Real Estate Specialists

650-566-5300 (direct)

www.ELAINEandDON.com

Elaine
&
Don

GOING THE EXTRA MILE

■ RELOCATION

■ PROBATE AND TRUST SALES

■ CERTIFIED NEGOTIATION SPECIALISTS

■ 1031 EXCHANGES (INVESTMENT PROPERTIES)

■ CERTIFIED MARKETING SPECIALISTS

TESTIMONIAL

“We've worked with realtors all over the country but
never before found the expertise, creativity and just plain
hard work shown by Elaine and Don. We recommend
them without reservation.”

Barry Newman, Senior Managing Director, Bear Stearns
and Stacy Newman, CEO, Newman Enterprises

SENIORS REAL ESTATE SPECIALISTS (SRES)

Our client, Howard, enjoying the good life.

For expert representation in buying or selling a home, please contact Elaine & Don today.

As certified Seniors Real
Estate Specialists (SRES),
we understand the

special emotional and financial
needs of seniors.  We have the
training and experience to help
our clients make wise decisions
and we strive to make each
individual transaction smooth
and successful, with a record of
which we’re extremely proud.
Whether the need is selling a
home, financing, relocating,
buying rental property, or
managing the capital gains or
tax implications of owning real
estate, we offer our clients:

■  A customized approach to
each situation – we work
our clients’ circumstances
into their overall plan

■  Expertise and patience 

■  Solid, reliable referrals for
each specific situation

■  An awareness of the
options available during
each transaction
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With headlines screaming that the
real-estate bubble is about to
burst — and local median prices

still heading up in mid-2005 —
would-be buyers and sellers nerv-
ously look to the experts for advice
on the state of the market.

We asked four local professionals
for their take on what’s happening,
from who the players are to how
risky the game is.

Our participants include:
• Stephen Levy, director and sen-

ior economist of the Center for
Continuing Study of the California
Economy (CCSCE) in Palo Alto, a
private research organization found-
ed in 1969 to provide an independ-
ent assessment of economic and de-
mographic trends in California; 

• Catherine Ballantyne, financial
planner and mortgage broker, Ab-
solute Mortgage Banking, Palo
Alto;

• Carla Rayacich, president, Stan-
ford Mortgage Corporation, Palo
Alto, who also teaches “Home Buy-
ing for Women” seminars through
Menlo Park Recreation Department
and Foothill College;

• Tom LeMieux, Realtor, Cold-
well Banker, Menlo Park. 

QDescribe the typical home
buyer in today’s market. 

(Catherine Ballantyne) They are the
more cautious ones, the ones that
didn’t get caught up in the buying
frenzy. Buyers today are typically
more analytical, more intolerant of
bidding, less emotional.

(Tom LeMieux) The most predomi-
nate buyer profile we are seeing in
the market today is the family buyer
— typically in their 30s and 40s
with elementary, middle and high
school-age children.

QHow are they managing to
afford it? 

(Carla Rayacich) It is the apprecia-
tion of the properties that really en-
ables buyers to afford these homes.
They may have to do 100 percent
financing, beg or borrow the down
payment, or take on a more costly
loan than they’d like to get in, but
when the property appreciates 20
percent in one to two years, they
can refinance to a more affordable
loan option, pay back money from
relatives, and even pull out new
money for home improvements. 
(Steve Levy) Low interest rates in-

crease the amount you can pay for a
given house. Some buyers are using
mortgages where their monthly
payments will jump sharply later
on. Some households are spending
a higher share of their income on
housing. In the last two cases it is
possible that the households really
can’t “afford” what they are buying.

QWhat are the major risks
to these means and what
could be the effect in sev-

eral years?
(Tom LeMieux) Certainly there is
always market risk in any market
but I don’t see significant financial
risk given the wealth of buyers, the
loan-to-value ratios of their home
loans, and the fact that most are
buying homes for personal use over
the long run and non-speculative
reasons.
(Catherine Ballantyne) Many peo-
ple say that those home buyers who
have purchased homes way beyond
their means with the interest only or
pay option adjustable rate loans will
be hit hard when the favorable
terms of their loan programs expire.
While I believe that this is true, I
also suspect that many of these buy-
ers bought their homes in Palo Alto
for significant reasons that will have
become even more important to
them precisely when their loans pa-
rameters will begin to change.
These buyers are educated and if
they are smart, they will be doing
all they can to plan for the worst
that these changes may initiate. 
(Carla Rayacich) I believe the risks
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City Median Price
Jan-June 04

Median Price
Jan-June 05

2004-2005 %
Median Change

2003-2004 %
Median Change

# Homes Sold
Jan-June 2004

# Homes Sold
Jan-June 2005

East Palo Alto

Los Altos

Menlo Park

Mountain View

Palo Alto

Redwood City

Atherton

Los Altos Hills

Portola Valley

Woodside

$470,000 $580,000 23.54% 87

$1,374,500

$937,750

$760,500

$1,150,000

$711,250

$2,999,500

$2,047,500

$1,700,000

$1,852,500

$1,630,000

$1,270,000

$879,000

$1,350,000

$840,000

$3,012,000

$2,425,000

$1,927,000

$1,925,000

18.59%

35.43%

15.58%

17.39%

18.27%

0.43%

18.44%

13.35%

3.91%

42.83%

14.48%

228

232

206

312

376

51

54

39

50

195

231

204

267

337

60

79

45

45
Source: Silicon Valley Association of Realtors (SILVAR)
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10713.25%

16.48%

16.64%

14.45%

25.68%

9.42%

10.74%

5.86%

Single Family Home Sales

(continued on page 6)

“If housing prices fell
by 20 percent they
would be just back to
the levels of a year or
two ago.”

— Stephen Levy
director and senior economist,

Center for Continuing Study of
the California Economy

Tom
LeMieux

Carla
Rayacich

Stephen
Levy

Catherine
Ballantyne
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WOODSIDE 4BR on 1 acre $2,895,000

Vocation, vocation, vocation.
Ed Kahl...

Real Estate experience 
you can trust.

Ed Kahl has been in the business, the art, and the foundations 
of Real Estate for over 30 years. With a Master’s Degree in 
Economics and a California contractor’s license, he has worked 
in every aspect of Real Estate. And he understands for whom he 
works – his clients. Which is why he was the #1 agent in 
Woodside for two straight years, and continues to rank among 
the very top Realtors on the Peninsula.

Ed Kahl

(650) 400-2796
#1 Woodside Agent
2001-2002

www.edkahl.com
Ed@edkahl.com
568-6731 (voice)

Ed Kahl
The Best in Real Estate
• Real Estate Broker since 1972
• Sold over $950 million in residen- 

tial and commercial properties
• MA in Economics from UC Davis
• Calif. Gen’l Contractor’s license
• Woodside resident for 30 years
• International President’s Premier

Take a virtual tour 
of these and other
properties on my website: 
www.edkahl.com

PALO ALTO HILLS The estate of a lifetime!    $26,000,000

Villa Bella Vista

PORTOLA VALLEY Seclusion, luxury  $4,995,000

WOODSIDE  3 acres $6,300,000

WOODSIDE – Sold – $13,995,000

SSoolldd

WOODSIDE Bay views, Tuscan charm $2,495,000
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City Median Price
Jan-June 04

Median Price
Jan-June 05

2004-2005 %
Median Change

2003-2004 %
Median Change

# Homes Sold
Jan-June 2004

# Homes Sold
Jan-June 2005

East Palo Alto

Los Altos

Menlo Park

Mountain View

Palo Alto

Redwood City

$400,000 $445,000 11.25% 5

$727,000

$692,000

$476,000

$532,500

$454,000

$787,500

$730,000

$535,000

$667,500

$514,700

8.32%

5.49%

12.39%

25.35%

13.38%

47

65

285

104

40

30

53

251

86

40

Source: Silicon Valley Association of Realtors (SILVAR)

1363.27%

35.79%

16.26%

16.81%

15.01%

5.83%

Condominium Home Sales

Los Altos: 698 San Martin Place, $1,695,000 Redwood City: 2764 Delaware Ave., $849,000

Portola Valley: 200 Willowbrook Drive, $2,195,000Los Altos Hills: 26885 Taaffe Road, $2,495,000

Median-Priced Homes
In early September, these homes were on the market at about the median price for their communities, including: 

are overstated. The tax deductions for
home ownership are not going away.
Roommates are readily available. One
hundred percent financing could disappear

— lenders would stop offering those loans
if they start to see defaults. But if property
values keep rising as they have, that is not
too likely. Changes in appreciation seem
to be the largest area of concern since ap-
preciation is ultimately making these prop-
erties affordable. ... Much is said about the
risks of interest rate increases, since many

buyers are choosing mortgages with inter-
est rates that can adjust up in three to five
years. Since many of us have lived through
the extreme inflation of 1981-83, many of
us tend to overstate the risk of rising in-
terest rates. If you look at a 200-year his-
tory of interest rates, you’ll see that our
current rates are not all that low, and are

sustainable.
(Steve Levy) The major risks are that in-
come growth will not be sufficient to meet
future monthly payments and that housing
prices will not continue to rise. If this hap-
pens there will be a lot of houses on the
market where the sellers are under duress.

Bubble bursting?
(continued from page 4)

(continued on page 8)

Palo Alto: 685 Oregon Ave., $1,295,000

Rina O
ta

Menlo Park: 242 Santa Margarita Ave., $1,295,000

N
icholas W

right

Mountain View: 
440 Whisman Park Drive,
$899,000

N
icholas W

right

Rina O
ta
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Atherton: 61 Lane Place, $2,998,000

Rina O
ta

Rina O
ta

Rina O
ta

Woodside: Montecito Road, $1,739,000
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STEVEN LESSARD
INTERNATIONAL PRESIDENT’S PREMIER

650-851-2649
woodsidehome.com

SPECIALIZING IN MARKETING AND SALES IN WOODSIDE, ATHERTON, MENLO PARK, AND PORTOLA VALLEY SINCE 1994

Offered at $4,195,000Offered at $3,980,000

New Listing

New Listing

Information deemed reliable, but not guaranteed.

Offered at $2,350,000

Tranquil 3.5-plus usable acres close to town 
and commute routes. Excellent schools.

Country French on approximately 1 acre.
4 bedrooms, 4 Baths, Las Lomitas schools.

Prime West Menlo Park, large lush lot, remodeled 
5 bedrooms, 4.5 baths. Oak Knoll School.

Offered at $2,699,000

Recently remodeled 4 bedrooms, 3 bathrooms, and 
2 half-baths. Excellent Woodside School (K-8).

Reduced Price
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QWhat does it mean when we say
the bubble is about to burst? In
your opinion, is it? 

(Carla Rayacich) I analyze every report I
can find on this topic, and once I get past
the sensational headline, it seems the pre-
diction is actually that the RATE of appre-
ciation will decline, not the price of
homes. I personally would love to see the
rate of appreciation drop from recent 15-
20 percent levels over the past four years
to just 5-8 percent per year. That lets more
people afford homes, is much less scary
to people trying to buy for the first time,
and still gives adequate reward to those
owning homes. However, the Bay Area
may continue its double-digit appreciation
for a while more. It seems that business is
picking up and employment is increasing,
and these factors tend to support further
appreciation in home prices. 
(Tom LeMieux) The real estate market is
affected by many factors: interest rates,
job market, stock market, consumer confi-
dence and economic factors. Our local real
estate market has shown great stability and
appreciation over the past 10 years despite
local economic cycles. We typically have
more demand than supply and that keeps
prices stable. Although the market might
be returning to a more balanced one be-
tween buyers and sellers, I do not predict a
steep decline in the market.

(Steve Levy) The bubble bursting could
mean either housing sales will slow and/or
that prices will fall. I believe there could
be a sharp downturn in both areas. After
all if housing prices fell by 20 percent they
would be just back to the levels of a year
or two ago.

Q At this time, is it worth investing
in residential real estate in Palo
Alto? How about commercial? 

(Carla Rayacich) It is definitely worth
buying a home to live in and enjoy in Palo
Alto. I believe it is likely that homes in
Palo Alto and surrounding Peninsula com-
munities will continue to appreciate and
so make for a good investment. During the
downturn in 1981-83, prices throughout
the Peninsula declined 10-20 percent
while prices in Palo Alto stayed steady
and did not lose value. Similarly, in the
decline in 1990-1994 prices in Palo Alto
fell less than in communities like Los Al-
tos Hills and Hillsborough, and they start-
ed appreciating before any other Peninsu-
la city. ...There are many other terrific
towns to buy in, if the entry price in Palo
Alto is too high. 
(Catherine Ballantyne) Yes. There are al-
ways fluctuations and risk associated with
every investment. Most all of what’s out
there has a periodicity to it. Residential
real estate in the Bay Area tends to cycle
about every seven years. So if what is here
is a dip: Dig deep to maintain your wits,
and wait a while. ■

(continued from page 6)

Palo Alto
Sales Median %changeYear

1999 543
560

$715,000
$977,000 36.64%

-11.46%

2000

2001 403

512

$865,000

$926,750 7.14%

-2.50%

2002

2003 544

605

$903,550

$1,150,000 27.07%

17.39%

2004
2005 – 1st half 267 $1,350,000

Portola Valley
Sales Median %changeYear

2001 56

68

$1,685,063

$1,370,000 -18.70%

10.95%

2002

2003 75

89

$1,520,000

$1,635,000 7.57%

13.35%

2004
2005 – 1st half 45 $1,927,000
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Suzanne Scott
650.387.4333 Cell
650.614.3500 Office
sold@suzannemscott.com  e-mail
www.suzannemscott.com

Bringing Business Savvy into Real Estate
Call me to Market, Represent and Negotiate for you!

Information is believed to be accurate but not verified.

Recent Summer Sales and Listings:

3852 Jefferson Ave., Redwood City
$1,230,000 (Represented Seller)

670 Torwood Drive, Los Altos
$1,575,000 (Represented Buyer)

2139 Avy Avenue, Menlo Park
$725,500 (Represented Buyer)

111 Via Teresa, Los Gatos
$1,298,000 (Represented Buyer)

Call me for Information on my upcoming Fall Listings!

Come home to a beautifully updated and meticulously maintained retreat located at the end of a
private lane. Surrounded by professional landscaping and offering views of Jasper Ridge, SF Bay,
Mt. Diablo and the twinkling lights of the East Bay Hills, this lovely property is a tranquil haven. 

Three bedrooms & two baths on the main level. One bedroom, one bath plus a large family room
w/FP and separate entrance on the lower level. Elegant LR and dining area w/FP, bright kitchen
w/breakfast area. Hardwood floors & top quality appliances, fixtures and finishes throughout.
Air conditioned. Magnificent trees, inviting decks & patios, 2 car garage and ample parking. 

Offered at $2,010,000

Portola ValleyPortola Valley

Escape to the Country
12 Tynan Way

Open Sunday 1:30-4:30

To see this property, call

Jean Isaacson
Coldwell  Banker

Direct: 650-387-8427
jisaacson@cbnorcal.com
www.jeanisaacson.com
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Lessons from recent homebuyers
What does it take to buy a house these days?

by Carol Blitzer

(continued on page 13)

Buying a house can feel like a full-time endeavor. Many
spend every weekend traipsing through open houses, mak-
ing quick decisions to bid or not. But, even in a rapidly

changing market, hundreds got lucky — and actually pur-
chased a house recently in this competitive area.

To find out what brought success, we asked a few what
they learned in the homebuying process. What did they wish
they’d known before they started? Here’s what they said:
• Look for a house that’s over-priced.

Paul Martecchini scored with a good-sized Eichler with an
atrium in Mountain View. A self-described “veteran of real
estate,” he had owned three previous houses, the last a Vic-
torian in San Francisco.

“We went in with very low expectations,” he said, and
looked for about six months with his partner, Michael Wlod-
kowski. “You have to get a sense for what’s a good or bad
value. There’s no substitute for going to lots of open houses,”
he added.

What they ultimately found was a house they felt was
over-priced, and therefore drew no buyers. “That gave us
leverage. If you buy a house that’s over-priced, it could be a
winner,” he said.

As someone who’s fixed up houses before, he wasn’t
daunted by the work required, “as long as the house has good
bones. ...It’s already worth more than we paid for it,” he said.

• Do your homework, even if you live far away. Contact
everyone you can think of to help you identify a town, a
school district, a neighborhood — even a block.

Tonya and John Cummings did most of their homework
from afar. Although John has worked for the same company,
the family moved four times in five years. Each time they
bought a house.

“We put off California as long as we could. We got a nice
package from the company that helped,” Tonya said.

In addition to her husband researching the area while he
was commuting from Washington, she spent time with their
real estate agent and on the Internet. With three children un-
der the age of 5, she was most interested in the local Moms’
club, as well as the recreation department. Her Web surfing
helped her narrow down the search.

“You can get information on neighborhoods and schools,
things that make you happy in your daily living,” she said.
“We’re right on the line of Los Altos and Mountain View. We
have all the benefits of Los Altos but the house cost a lot
less. We have good schools, we’re close to everything.
There’s no commute,” she added.
• Realize that if your agent isn’t working well for you,
you can switch.

The question of whether or not to use a Realtor is a tough
one. Sook Choi started looking for houses with a friend who
had a small real-estate company that wasn’t very well known
in Palo Alto. 

After about a year of losing homes — even when she bid
20 percent over the asking price — Choi hooked up with a
Realtor from a large, local firm. Eventually she purchased
her Palo Alto home, with eight people competing for a house
that “almost looked like a ghost house,” she said.

Although she bid over the asking price, she said “I’m very
happy with it now.”

• You don’t have to use a Realtor.
Tirzah Lassahn and her husband count themselves “really

lucky” that a friend of a friend was selling a house in Menlo
Park without a Realtor. “There were no commissions, no
people traipsing through. He came up with a number, and
we said, ‘Sold. We’ll do it,’” she said. 

“It was really easy, seamless. ...Everyone was so envious
of us.”

Lassahn is still carefully watching the market, because

“You have to get a sense for what’s a good or bad value. There’s no
substitute for going to lots of open houses.”

– Paul Martecchini, Mountain View homebuyer

Paul Martecchini and his partner Michael Wlodkowski found an Eichler that needed a lot of work, but were
undaunted by the work required to fix it up.
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ONE-OF-A-KIND ART MODERNE ARCHITECTURAL TREASURE
Built in 1937 as a “home of the future” for the 1939 World’s Fair and Exposition in San Francisco,
this architecturally distinguished award-winning gem is perfectly at home in the 21st century.
It has been handsomely remodeled in keeping with the original design. Recipient of the Art
Deco Society of California Award for Historic Preservation, the four bedroom, three bath 
residence with office is set on an exceptionally well-designed and very private 14,000+
square foot lot (per Metroscan) and enjoys approximately 3600 square foot interior.

Offered at $2,695,000

ATHERTON

MENLO PARK
400 Linfield Drive 
DESIRABLE LINFIELD OAKS
Ideally situated in the heart of delightful Linfield Oaks, this special home offers a wonderful
indoor/outdoor feeling with expansive glass and private garden views. The residence has a
welcoming “loft” feel with great room, three bedrooms, two baths and separate office. It
enjoys a charming, sunny courtyard entry with a wood gate and flagstone terrace. The 
rear garden has abundant foliage and patio plus two deck areas. The separate office is ideally
situated and enjoys a private garden setting. The home is an entertainer’s delight and has
award-winning Menlo Park schools.

Offered at $1,495,000

504 8th Avenue
MAGICAL RETREAT ON A COUNTRY LANE
Set on a tree-lined street in the unincorporated area of San Mateo County, this wonderfully
unique 1920’s jewel retains the charm of yesteryear but enjoys all the modern amenities.
Situated on an oversized lot, this handsome and thoughtfully renovated residence has a 
“big house” feel with three skylights, two bedrooms, two baths and wonderful great room.
Though perfect the way it is, it has possible expansion potential. It is a gardener’s paradise
with lush gardens surrounding the pool and waterfall, climbing roses, cutting gardens and
fruit trees. Truly one-of-a-kind! 

Offered at $924,500 

515 Oak Park Way
THE BEST OF CALIFORNIA LIVING IN BEAUTIFUL EMERALD HILLS!
Set in a beautiful and tranquil setting, this is the epitome of California’s fabled outdoor 
living. With high ceilings and a very appealing open floor plan, this distinctive home enjoys
three bedrooms, including big private master suite, two and a half baths, spacious living
room and great room, plus convenient attached two car garage. Every bit of space has
been well-planned and thoughtfully utilized with generous storage. A designer’s dream!

Offered at $1,225,000

MENLO PARK

EMERALD HILLS 

650.743.0734
ebarca@cbnorcal.com

ELYSE BARCA

To see virtual tours of the above listings and 

many other homes sold visit:

www.elysebarca.com

Successfully opening doors for 
Buyers and Sellers since 1988
Top 1% of all Coldwell Banker Agents Worldwide.
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Barry Lane Atherton • Woodside Drive Woodside • Acacia Drive Burlingame • Avy Avenue

Menlo Park • Woodhill Drive Redwood City • E.Floresta Portola Valley • Dean Road Woodside

• Manzanita Way WoodsideBrookside Drive Portola Valley • Mountain Home Road Woodside

• Olive Hill Lane Woodside • Gammell Brown Place Santa Clara • College Avenue Palo Alto • San

Mateo Drive Menlo Park • Windsor Drive Menlo Park • Euclid Avenue Atherton • Bay Laurel

Drive Menlo Park • Lakemead Way Redwood City • Cordillaris Road Redwood City • Laning

Drive Woodside • Beach Park Blvd Foster City • El Camino Real Atherton • Williams Street Palo

Alto • Annette Lane Los Altos • Forest Avenue Palo Alto • Oak Grove Menlo Park • Santa Cruz

Avenue Menlo Park Dry Creek Lane Woodside • Chicory Lane San Carlos • Portola Green Circle

Portola Valley Waverley Street Menlo Park • Ben Roe Drive Los Altos • Vaquero Court Saratoga

Afton Lane Saratoga • Violet Lane San Carlos • Talia Avenue Santa Clara • Quetta Avenue

Sunnyvale • Politzer Drive Menlo Park Garbarda Way Ladera • Olive Street Menlo Park •

Menalto Menlo Park • Mora Drive Los Altos • Bowe Avenue Santa Clara • Roble Avenue Menlo

Park • Menlo Place Menlo Park • Fremont Street Menlo Park • Arbor Road Menlo Park • Barry
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Portola Valley Waverley Street Menlo Park • Ben Roe Drive Los Altos • Vaquero Court Saratoga

Afton Lane Saratoga • Violet Lane San Carlos • Talia Avenue Santa Clara • Quetta Avenue

Sunnyvale • Politzer Drive Menlo Park Garbarda Way Ladera • Olive Street Menlo Park •

Menalto Menlo Park • Mora Drive Los Altos • Bowe Avenue Santa Clara • Roble Avenue Menlo

Park • Menlo Place Menlo Park • Fremont Street Menlo Park • Arbor Road Menlo Park • Barry

Lane Atherton • Woodside Drive Woodside • Acacia Drive Burlingame • Avy Avenue Menlo

SEAN FOLEY 
Homes, Estates and Investment Properties
DIRECT: 650.329.6631 CELL: 650.207.6005

SEAN FOLEY 
Homes, Estates and Investment Properties
DIRECT: 650.329.6631 CELL: 650.207.6005

YOUR ADVOCATE IN EVERY REAL ESTATE TRANSACTIONYOUR ADVOCATE IN EVERY REAL ESTATE TRANSACTION
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they’re thinking of selling their house in
San Bruno. “As a seller, I’m eager to get
the best price,” she added.

• Work with a real estate agent, but
don’t sign a multi-month contract.

Often an earlier experience with a real-
estate agent can color one’s decision
about working with an agent now. Rosie
Concepcion said she learned a lot when
selling her home in Southern California.

“I learned a lot about real estate law. I
had a very aggressive real estate agent
who wanted to sell my home at any cost.
I needed to make a good return on my in-
vestment, that was reasonable.

“Because my home wasn’t a median
price range, I had to strategize differently.
As a home seller I did make an error: I
will never sign a multi-month contract
with an agent again,” she said.

Despite her negative thoughts about
selling in Southern California, she had
nothing but praise for her agent, who
helped her buy her Menlo Park home.

• Don’t trust home inspections.
Concepcion’s one caveat for home buy-

ers: Don’t trust the home inspections.
“You may pay $800 for a report. That
doesn’t mean 100 percent of the items
will be tested or investigated,” she said,
noting that they only did a representative
sampling to see if all the windows and
doors were operable — and that was on a

two-year-old house. The report did not
include appliances or the roof, she added.
• Find the right agent who can help you
locate your dream house — even if it
means avoiding houses that need a lot
of work.

Stephen Lacy credits his agent with
helping him find just the house he and his
wife were looking for. They knew what
they wanted: three bedrooms, two baths,
walking distance to downtown Mountain
View, all at a reasonable price.

There’s no way they’d find it, at a rea-
sonable price, the agent informed them.
But, because he was selling a home, the
agent encouraged the couple to look in a
higher price range. “The agent knew the
house I owned would fetch more,” Lacy
said.

The couple stopped going to open
houses every weekend and instead, the
agent showed them one house every two
to three weeks. After a couple of months,
the couple saw a house that met all of
their criteria. “We said, if we don’t make
an offer on this, we should stop looking,”
he said.

But they knew a second open house
was planned for the following weekend.
They mulled it over, then went for anoth-
er walk-through. 

“We fell in love with it again,” he said,
adding that the extra week had given
them a chance to evaluate just how much
they wanted it. 

“We had looked at so many houses
where you looked on Sunday, and had to
write a check on Tuesday. I found that

situation really
difficult, espe-
cially where
there were com-
promises. You
had one day to
figure it out,” he
said.

The agent
helped them
clarify their po-
sition, when he
asked “are you
willing to lose
this house over
$10,000?”

Lacy and his
wife made a
“sharp offer,”
where they of-
fered x dollars
over the highest
offer received,
up to a certain
limit. The sellers
counter-offered,
based on a hypothetical higher bid. After
declining to show proof of this offer, they
agreed to lower their counter.

All of this negotiating was done behind
the scenes, by the real-estate agents. Lacy
seemed almost in awe of his agent, noting
“that guy loves negotiating.”

Unlike Paul Martecchini, Lacy was put
off by the thought of a fixer-upper, or cer-
tainly by a teardown. “I saw a teardown
for $700,000 that would take $800,000 to
build a three bedroom, two-bath house.

You can’t sell a house in Mountain View
for $1.5 million,” he said.

“We looked at a lot of houses that
needed repairs. It was very discouraging.
Repairs are so expensive in the Bay
Area,” he said.

In the end, though, Lacy has only one
regret about buying a house. “I’m glad I
got in (in 1999). I wish I had gone in ear-
lier.” ■
Assistant editor Carol Blitzer can be
reached at cblitzer@paweekly.com.

Stephen Lacy and Andrea Klein learned a lot about buying a house
during their search. Once they spotted their new home on Velarde
Street in Mountain View, they knew it was worth negotiating over.

Lessons
(continued from page 10)
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A Timeless Custom Contemporary,
d e s i g n e d  a n d  e x p a n d e d  by  Frank

Lloyd Wright associates, this exquisitely private
home offers unparalleled design elements to delight
from every angle. Terraced on a private lane in Los
Altos, this flexible 5,600 sq. ft.(per Metroscan) four
or more bedroom home offers an opportunity to
create a unique lifestyle in sunny privacy. Offered at $4,295,000

HELEN
KUCKENS

CRS, SRES

INT’L PRESIDENT’S PREMIER

650.917.7988 • www.HelenAndKirk.com

KIRK
MAHNCKE
CRB, SRES

The above information was supplied by Metroscan and other database. Broker believes this information to be correct but has not verified
this information and assumes no legal responsibility for its accuracy. Buyers should investigate these issues to their own satisfaction.

10625 ELOISE CIRCLE, LOS ALTOS HILLS

BROKER ASSOCIATE

OPEN SU
NDAY

1:30-4
:30

www.cashin.com

Selling

Northern

California’s

Finest

Properties
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Nailing the problem
Avenidas provides low-cost home repairs for seniors

by Susan Golovin

John Weyer, who worked as a
NASA maintenance scheduler
20 years ago, began working
for Avenidas’ Handyman 
Services to supplement his
pension.

“Some people are so happy you can help them
out. They’re overwhelmed by their situation, just
trying to keep a home from falling down on their
heads.”

— George Nickum, Handyman Services handyman

(continued on page 18)
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When the faucet on Sally and Har-
ry Jennison’s back porch started
dripping, the senior couple

needed to find a handyman. They
turned to a Barron Park neighbor,
who recommended Avenidas.

Avenidas, a nonprofit organiza-
tion serving seniors, which is lo-
cated in downtown Palo Alto, has
been offering fix-it services to sen-
iors for 28 years. Formerly known
as Senior Home Repair, today the
program is called Handyman Ser-
vices.

The service, which provides be-
low-market home repairs, is avail-
able to anyone 50 or older who
lives in Menlo Park, Mountain
View, Palo Alto, Stanford, East
Palo Alto, Los Altos, Atherton,
Portola Valley, Los Altos Hills or
Woodside.

The new name accompanies the
expansion into the latter four com-
munities. Also, the service is now
available to renters as well as
home owners.  

“We used to think that landlords
provided for repairs, but we found
that this is often not the case,” said
Ginger Johnson, director of
Avenidas Handyman Services.

Why do people in such wealthy
zip codes require low-rate repairs? 

“Our mission at Avenidas is to
allow seniors to be independent in
their own homes,” Johnson said.
“Handyman Services is integral to
that mission.”

Basically, Avenidas has identi-
fied the problem that seniors in all
income levels experience: How do
you deal with the simple chores
that are “Fix-it 101” for anyone
with some expertise, but yet are
beyond your capabilities?

An even more basic reason for
the expansion is the fact that the
agency is simply responding to re-
quests. “Originally, we didn’t go to
these communities because it took
too much time,” Johnson said.
“But we had a slight drop in pa-
tronage, so we decided to include
these other callers.”

“Our people are experienced
handymen, but they are not profes-
sional electricians or plumbers, or
carpenters,” she said. They deal
with such tasks as fixing leaky
faucets, patching paint, mending
fences, and cleaning gutters and
furnaces.

“We can’t put in new pipes, or
do major re-wiring,” she added.
However, Avenidas does offer a re-
ferral service for more complicated
jobs.

In addition to the electrical,
plumbing, painting and carpentry
jobs, the handymen cater to the
specific needs of seniors: access
and security. They will install
wheelchair ramps, grab bars, safe-
ty rails and shower extensions, as
well as deadbolt locks, peepholes,
security lighting and smoke detec-
tors. A full list of services offered
is available on the Web site,
www.avenidas.org.

The charge is $35 per hour plus
$5 a day for transportation, and
any materials costs incurred.
Avenidas estimates that licensed
electricians and plumbers would
charge at least twice that. “Our
typical job requires two hours, and
we have a one-hour minimum,”
Johnson said.  

“Avenidas keeps a percentage
for operating expenses, but we
need to be heavily subsidized by

N
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Old Palo Alto
Crescent Park
Barron Park

Downtown Palo Alto
West Menlo Park

Portola Valley
Available Off MLS:

Miles
McCormick

Founding Agent

650-400-1001

HomesOfThePeninsula.com

Success With 
Miles 

Of  Real Estate

Selected 2005 Seller Representation

Selected 2005 Buyer Representation

330 Santa Rita Ave.
Palo Alto

Offered at $7,950,000

315 Concord Dr.
Palo Alto

Offered at $1,295,000

1242 Hoover St.
Menlo Park

Offered at $1,375,000

630 Lincoln Ave.
Palo Alto

Offered at $1,495,000

685 Oregon Ave.
Palo Alto

Offered at $1,195,000

324 Concord Dr.
Menlo Park

Offered at $1,095,000

958 Lawrence Lane
Palo Alto

Offered at $949,000

938 Boyce Ave.
Palo Alto

Offered at $949,000

313 O’Connor St.
Palo Alto

Offered at $1,024,000

20 Willow Road #41
Menlo Park

Offered at $749,000

299 Arlington Way,
Menlo Park

Offered at $3,600,000

330 Coleridge Ave.
Palo Alto

Offered at $1,949,000

1480 Hamilton Ave.
Palo Alto

Offered at $2,100,000

284 Greenoaks Dr.
Atherton

Offered at $2,850,000

470 Ruthven Ave.
Palo Alto

Offered at $1,299,000

144 Elm St.
Menlo Park

Offered at $825,000

938 Boyce Ave.
Palo Alto

Offered at $949,000

409 Fulton St.
Palo Alto

Offered at $1,225,000

96 Serrano Dr.
Atherton

Offered at $3,150,000

1560 Walnut Dr.
Palo Alto

Offered at $1,758,000
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apr.com LOS ALTOS 167 S.  San Antonio Road   650.941.1111

10650 MAGDALENA, LOS ALTOS HILLS

Mediterranean Beauty 
This magnificent new construction home boasts approximately 6800 square feet
and is situated on a 1.03 acre lot.  Luxurious living at its finest with beautiful archi-
tectural design and exquisite craftsmanship, this house has it all! 

With three levels this home offers 5 bedrooms, 4 full bathrooms and 3 half baths.

Grand entry, formal living room, dining room, family/great room with wet bar, gour-
met kitchen with center island and office and breakfast nooks, executive office
with custom built-ins all on the main level.

Lower level includes wine cellar, wine tasting room, media room, recreation room,
exercise room and au pair quarters. Entertainers dream come true with all the
great amenities this home has to offer.

Romantic master suite with fireplace and bridge leading to the beautiful gardens,
Jacuzzi tub and walk in closet.  Three additional bedrooms, two bathrooms and
laundry center complete the upper level.

Beautiful use of stone and gorgeous built in cabinetry throughout. Beautifully land-
scaped grounds, 3-car garage, elevator, skylights, 5 gas fireplaces, radiant heat and
air conditioning, smart wiring, security system and private gated entry.

Offered $6,995,000

Open Saturday & Sunday 1:30-4:30pm

Jerylann Mateo

Office: 650.209.1601
VM: 650.941.3929 ext.601

Cell: 650.743.7895
E-mail: jmateo@apr.com

www.jmateo.com

the city,” she said. Indeed, all of the pro-
grams at Avenidas are dependent on per-
sonal donations, grants and city subsidies.

“We had a grant one year that allowed
us to charge low-income people who qual-
ified $15 an hour,” Johnson said. Needless
to say, they’d love to duplicate that situa-
tion.

Handyman Services handles about 60
calls per month, and there are currently five
handymen on staff, ranging in age from 40
to 80. The screening process is quite thor-
ough, and applicants need to have skill in
at least one of the categories of service pro-
vided, according to Johnson.

The handymen are paid, although it
would be difficult to make a living from
this salary alone. Some have other jobs and
do this on the side to earn extra money, and
others are in “active retirement.” 

John Weyer, who has been working as a
handyman for the past two years, is really a
Jack of all Trades, clever at figuring out
how to fix all manner of things. He de-
scribes himself as an “octogenarian” who
grew up on a farm “north of Dallas” — in
North Dakota.

“I’m a bailing-wire mechanic,” he said,
further exhibiting his sense of humor.
“When you work on a farm in the middle
of nowhere, you have to be pretty creative
about fixing things.”  

“I used to work for Home Depot in their
plumbing department, but I never had any
time off,” Weyer said. “This is the most
satisfying job that I’ve ever had.”

“It’s a people job,” he said, adding that
after he finishes a job people are so grate-
ful that he is often invited to stay for cook-
ies and coffee and a chat. Of course, this is
not included in the clocked hours. 

George Nickum, a handyman for the
past seven years who has his own home
services business, agrees. “Some people
are so happy you can help them out.
They’re overwhelmed by their situation,
just trying to keep a home from falling
down on their heads.” 

“I know from experience how long a job
should take, and that’s what they get
charged, even if it takes me longer,” Weyer
said. For the Jennisons’ job Weyer identi-
fied the part needed, went to Orchard Sup-
ply to purchase it and fixed the faucet to
the owners’ satisfaction.

“He’s a great guy,” Sally Jennison said,
adding that she wouldn’t hesitate to call
him again.

Asked why there are no women involved
in the fix-it service, Johnson relates that
they used to have a female who did land-
scaping, but she is no longer with the
agency. 

“I’d love to see more women on staff,”
she said. “Then we’d have to change the
name, and I think that would be a good
thing.” ■

Handyman Services
(continued from page 16)

Michael Hall
650.543.1084
mhall@apr.com

Michael began his real estate career in 1992. He has
consistently been a top producer and now ranks in the
top 5% of Santa Clara County Realtors. He serves on the
Executive Council of the Palo Alto District of the Silicon
Valley Association of Realtors, the board of the Palo Alto
Library Foundation and is the literacy volunteer
coordinator for BooksPALS in the Ravenswood School
District. 

“My goal is to build
lifelong relationships
based on trust, cooperation
and goodwill. I offer my
integrity and commitment
to the needs of my clients
throughout the process of
buying or selling a home.”

Michael Hall
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A Palo Altan for 35 years
Leannah is an expert on
her community, an expert
on real estate practices
and respected by her peers!

LEANNAH
HUNT

Qualified and Professional
A Realtor since 1988 and past Chair for the Palo Alto district of the Silicon
Valley Assoc. of Realtors. Voted Realtor of the Year and active in the
community as well as in her professional organization she has participated
in nearly three hundred transactions representing sellers and buyers of 
residential and income properties.

Community Involvement
Mayor’s Blue Ribbon committee on storm drains - 2002
Former PTA Pres. - Jane Lathrop Stanford Middle School
Board of Dir. - Gamble Garden Center
Member - Study group on Neighborhood Design Issues
Sustaining member - Junior League of Palo Alto
Palo Alto Chamber of Commerce
Member Palo Alto Rotary

I would be pleased to assist
you with any of your real
estate needs LEANNAH HUNT

International President’s Premier Agent
(o) 650-752-0730
(h) 650-327-1009
email: lhunt@cbnorcal.com
www.leannahhunt.com

Your Palo Alto Specialist

online coupons • transportation • non-profits • sports • restaurants •
community resources • real estate • archives • class guide • open
home guide • rentals • community calendar • movies • restaurants •
community resources • real estate • online coupons • lodging • things
to do •  transportation • non-profits • same-day classifieds • teens &
kids • seniors • photo reprints • shopping • best of palo alto • home
& garden • personals • sports • arts & entertainment • archives •
class guide • open home guide •   transportation • non-profits • sports
• same-day classifieds • community resources • real estate • online
coupons • lodging • things to do • transportation • non-profits • shop-
ping • best of palo alto • home & garden  • personals • sports • arts
& entertainment • archives • movies • lodging • best of palo alto •
home & garden • personals • sports • arts & entertainment • archives
• class guide • open home guide • rentals • community calendar •
movies • restaurants • community resources • real estate • online
coupons •seniors • photo reprints • shopping • best of palo alto •
home & garden • personals • sports • arts & entertainment • archives
• class guide • open home guide • rentals • community calendar •
movies • restaurants • community resources • real estate • online
coupons • transportation • non-profits • sports • same-day classifieds
• shopping • best of palo alto • home & garden • online coupons •
transportation • non-profits • sports • restaurants • community
resources • real estate • archives • class guide • open home guide •
rentals • community calendar • movies • restaurants • community
resources • real estate • online coupons • lodging • things to do •
transportation • non-profits • same-day classifieds • teens & kids •
seniors • photo reprints • shopping • best of palo alto • home & gar-
den • personals • sports • arts & entertainment • archives • class
guide • open home guide •   transportation • non-profits • sports •
same-day classifieds • community resources • real estate • online
coupons • lodging • things to do • transportation • non-profits • shop-
ping • best of palo alto • home & garden  • personals • sports • arts
& entertainment • archives • movies • lodging • best of palo alto •
home & garden • personals • sports • arts & entertainment • archives
• class guide • open home guide • rentals • community calendar •
movies • restaurants • community resources • real estate •

Palo Alto Weekly

Access 
Open Home Guide

www.PaloAltoOnline.com

ROLLINS REALTY & MANAGEMENT, Est. 1955
640 MENLO AVENUE • MENLO PARK, CA 94025 • (650) 327-0375

Exclusive Broker

RICH ROLLINS
650.327.0375
Stanford ’74

Recent Sales:
682 Sandhill Circle, MP
677 Valparaiso, MP
1385 College, PA
2231 Dartmouth, PA

New Price $2,195,000

Menlo Park
Sharon Heights Duplex – Rare One-Level!

Luxurious, Newly Remodeled!
• 3 BEDROOMS
• 2 BATHS
• LARGE, PRIVATE

BACKYARD!

• 2 BEDROOMS
• 2 BATHS
• HOME OFFICE
• SUNNY, PRIVATE

POOL AND PATIO

• Private Courtyard entry
• Spacious living room with fireplace
• Separate formal dining rooms
• Beautiful gourmet eat-in kitchens,

granite counters, custom cabinets, and
KitchenAid Stainless Steel Appliances

• Close to Sharon Heights Shops
• New hardwood floors throughout
• Luxurious new marble baths
• Crown mouldings, French doors
• Air Conditioned
• Great for extended family living
• Large lot – 12,500 sq. ft. 
• Condo map pending for division
• 2-car garages with storage
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we are in your neighborhoodwe are in your neighborhood

Joann Bedrossian Tom Boeddiker Katherine Clark Laura CrawfordAlice Brandt Lilly ChowCarol BartlettEva Aber Brian CastileKristin CashinDana CappielloSusan Berry

Meegan Ferrari Steve GrayKim Fletcher Harry & Jeanette
Haimovitz

Marta HayesLarae FioresiHelen Ferrari-Gonia Chuck Finn Shellie Fletcher Janis GrubeJacqueline FeldmanMichelle Englert Geoff HoffmanCamille Eder

Marybee Chan
Johnston

Leslie Howard Barbara Klem Janet Lawson-Burr Maureen Love Charlotte Meisel Anne Meko Anne NegusJohn Marshall Jim Massey Gary McKaeMary Jo McCarthy Cathy McCarty Suzan Nguyen

Brad Shepherd Linda SotoLinda Samaha Matt Shanks Dave SilverbergSuzanne ScottBrendan RoyerCarolyn RiandaKen ReevesCarol Reeves Wende SchoofStephanie Savides Nana SpiridonGeorge Rangitsch

Vivian Vella Chris Younger Barbara Silverberg
Manager

Gordana WolfmanKaren ThutJanise TaylorPaul Stock Jess Wilson Joe WinnKathy Templin

1377 El Camino Real Menlo Park • (650) 614-3500 2989 Woodside Road, Woodside • (650) 529-1000
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Get it in writing
Avoid construction nightmares by establishing expectations up front

by Molly Tanenbaum

Erik Sunquist, a Redwood City contractor, inspects construction on a Portola Valley house. 

(continued on page 24)

Everyone knows someone who has lived through a “con-
struction nightmare.”  “Things do go wrong. I call con-
struction ‘organized chaos,’” Redwood City contractor

Erik Sundquist said.
“There are always things that don’t go the way you

planned. The goal isn’t to avoid all of that. It’s how to handle
it when those things do come up,” he added.

When Kathy and Tom Six set out to remodel the family
room of their Mountain View home early last year, they were
new to the construction world. After months of delays, dis-
putes and e-mail battles with a difficult contractor, they
learned these important lessons the hard way.

“In hindsight, I should have gotten everything in writing,
down to the last screw and nail,” Kathy Six said.

While problems such as what the Sixes experienced may
not be completely preventable, there are key ways to mini-
mize or ameliorate problems, according to Peter Daly,
founder of Constructive Resolution Associates, a Sebastopol-
based company that provides mediation and legal advocacy
to both sides of remodeling disputes in the Bay Area.

Daly, who has worked in construction for more than 20
years and also served a term as president of the San Francis-
co chapter of the National Association of the Remodeling
Industry (NARI), decided to apply his much-needed media-
tion skills to the business. He has been involved in countless
cases in the Bay Area, from Marin to San Jose, and argues
that almost all remodeling disputes come down to the issue of
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Information deemed reliable, but not guaranteed. 

MARY GULLIXSON
650.543.1175
650.888.0860 Cell

mgullixson@apr.com

www.gullixson.com

THE LARRY ELLISON ATHERTON ESTATE

Located on Atherton’s most sought-after street–Isabella, 
this beautifully landscaped property consists of 2-parcels for a 

total of 2.8+ acres near the Menlo Circus Club.

More photos and information at:

www.LarryEllisonAthertonEstate.com
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650.917.5809 www.aliceandalicia.com
Top 1% of All Coldwell Banker Agents Nationwide

licialice
NUZZO

Alice
TUVELL

Alicia

S O L D
1255 Montclaire Way, Los Altos
Enjoy opulence from another era plus the
best of modern conveniences in this 
4-bedroom, 3-bath Spanish Mission
retreat. Co-listed with Nancy McCormick

Offered at $2,500,000

SOLD IN ONE WEEK!

20089 Pierce Court, Saratoga
Spacious 3-bedroom, 2-bath ranch enjoys
oversized grounds with a veritable fruit
orchard; wood-burning fireplace, spa,
large patio, and separate recreation room

Offered at $1,425,000

SOLD IN ONE WEEK!
3024 Ross Road, Palo Alto
East Coast refinement and California 
comfort artfully blend in this lovely 
5-bedroom, 3.5-bath home, which offers
hardwood flooring, two fireplaces, a granite
finished chef’s kitchen, and lots of light.

Offered at $1,750,000

S O L D  I N  4  D AY S !
26070 Newbridge Dr., Los Altos Hills
Gorgeous 4-bedroom, 4.5-bath 
contemporary home with family room, 
separate dining room, and 3-car garage
offers stunning Bay views and close 
proximity to Los Altos downtown.

Offered at $3,695,000

Fall Real Estate 2005

quality even though they may be
masked by other problems. 

“I think what happens is [dis-
putes] get expressed as disputes
about money,” Daly said.

“In general, as long as the con-
tractors don’t maintain the quali-
ty of the work, that’s it. There’s
no recovery from the dispute. If
the quality is good but the dis-
putes are about time or money,
they can usually be resolved.”

Unfortunately for the Sixes,
their construction problems had
to do with quality, time and mon-
ey. The worst example of this, ac-

cording to Six, was the installa-
tion of wood flooring. 

“We were assured they had
someone who was familiar with
our wood floor to install but in-
stead used the carpenters they
had on the job,” she said. 

The carpenters had to redo the
job two times, according to Six.
First, there were quarter-inch
ridges in the flooring and the sec-
ond time, they used visibly dam-
aged floorboards from the failed
first attempt. 

“When the floor was finally
finished, I looked it over with the
company employee noting all the
scratches and gouges. I said I did

Get it in writing
(continued from page 22)

(continued on page 26)

Knowing what to look for in a contractor can
help get a project off on the right foot and
avoid ugly situations down the road. 

A good place to start is to contact the Na-
tional Association of the Remodeling Industry
(NARI). This organization is an opt-in network
of remodeling professionals. Headquartered in
Illinois, NARI has two local chapters — one in
San Francisco and one in San Jose. 

NARI provides information and referrals to
people interested in remodeling their homes.
The organization also provides professional de-
velopment classes for its members.

“NARI is out to raise the level of profession-
alism across the industry. The people in NARI
are working at a higher level,” said Peter Daly,
former president of the San Francisco chapter.

Contractor Erik Sundquist has been a NARI
member for eight years and joined because he
believes they help to bring more professional-
ism to the industry.

He advises homeowners to hire a contractor
who is someone they would like to work with,
a good listener and has a professional business.
He does not recommend simply going by who
is the least expensive.

“Construction has gotten away with [a lack
of professionalism] for a long time. But these

[remodeling jobs] are huge investments. You’re
trusting a lot of money with a contractor and
you should expect a professional outfit, not just
shop for a low price or who you could get the
best deal from,” Sundquist said.

“I’d look for if a contractor is involved in
outside organizations in the community at
large. I’d avoid the dog-in-the-back-of-the-
pickup-truck type of contractor,” he added.

Sundquist tells homeowners that it’s a good
idea to get a contractor on board early, whether
or not an architect or designer is drawing up
the plans before they are handed over to the
contractor.

“You get reality checks on the cost, the con-
tractor will help value-engineer it, and there’s
less scrambling for your contractor of choice
when it comes down to producing the project
because they’re too busy,” Sundquist said.

And of course, talking to people who have
hired that contractor to see what their experi-
ence was like is a must. If they would not hire
the contractor for another job in the future, if
communication was poor, or if the project was
delayed or of a lesser quality, those are all rea-
sons to look elsewhere. ■

— Molly Tanenbaum

How to hire a good, professional contractor

Contractor
Erik Sunquist
inspects the
tiling job
Frank Solorio
(left) and
Mario Reyes
are working
on in the 
master bath-
room of a 
Portola Valley
home. 
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20+ Acre Property in Prime Woodside

Located in the heart of Woodside, this breathtaking 20+ acre 
property affords a substantial amount of building potential.

Build a spectacular country estate upon the hilly knoll which over-
looks the breadth of the land or indulge in your love of horses and
build a unique covered arena. The opportunities are endless.

A romantic bridge carries you across an enchantingly beautiful
creek which provides a secure natural border on two sides of the
property and is teeming with live trout hatchlings.

A long dramatic drive leads you to a natural hilltop setting with
unparalleled views of the Western Hills. Tranquility, solitude and
natural beauty permeate this exquisite land, situated within walk-
ing distance to downtown Woodside.

Here is your opportunity to own this alluring property that has
been offered for sale only three times over the last 100 years.

MARY GULLIXSON
office 650.543.1175 
cell 650.888.0860
mgullixson@apr.com

KYRA GEBHARDT
office 650.543.1188

cell 650.740.1811

kgebhardt@apr.com

Square footage and/or acreage information contained herein has been received from seller, existing reports, appraisals, public records and/or other sources deemed reliable. However, neither seller nor listing agent has verified this information. If this information is
important to buyer in determining whether to buy or the purchase price, buyer should conduct buyer’s own investigation.

For additional pictures and information visit: www.primewoodside.com
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TOP 1% OF COLDWELL 
BANKER NATIONWIDE

International President’s Premier

(650) 947-2219
Call today for details.www.jobuchanan.com

jbuchanan@cbnorcal.com

Desirable “Old Los Altos” address on a
wide, tree-lined street. This 3-bedroom,
2 bathroom home, accented by a classic
white picket fence is moments from
downtown Los Altos & Shoup Park.
Gracefully defined by traditional 
touches such as floor-to-ceiling built-in
shelving, a uniquely positioned gas 
fireplace with two focal points, an open
chef ’s kitchen presiding over eat-in
breakfast area, and separate family room
with coffered ceiling. The flexible
accommodations are highlighted by a
light-filled master suite with private
Jacuzzi bath. The upper level, a secluded
aerie is ideal for guests or an in-home
office, complete with a built-in Murphy
bed and a versatile workstation.
Harkening back to horse-and-carriage
days, the detached 2-car garage is located
with service alley access, conveniently
relegating daily concerns such as trash

and/or deliveries to the rear of the home. This exceptional offering also enjoys close proximity to major commute
routes and top-rated Los Altos schools.

Enjoy the comfort of classic style at this
well built 4-bedroom, 2.5-bath home
situated on an oversized lot (16,500+sf)
on one of the few sidewalk 
complimented streets of Los Altos.
This spacious and flowing ranch style
home features hardwood flooring, living
room with stone fireplace, formal dining,
separate family room with breakfast area,
utility room on the bedroom wing with
effortless access to an outside courtyard,
an attached 2 car garage, and additional
off street/RV parking on a huge lot 
ideally designed for further expansion
and/or pool site. The well manicured
landscaping is highlighted by abundant
roses and mature citrus promising a
serene retreat. Completing the appeal
of this delightful home is its convenient location to major commute routes,
downtown Los Altos, shopping, and top-rated local schools.

BUCHANAN
jojo

OPEN SAT & SUN 1:30-4:30
LISTED FOR $1,695,000

623 ALMOND AVE, LOS ALTOS

OPEN SUNDAY 1:30-4:30
LISTED FOR $1,575,000

575 UNIVERSITY, LOS ALTOS
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not want it pulled up again, and they var-
nished the damage,” she said.

While the occasional mishap may be
par for the course in a home remodel, the
communication difficulties the Sixes ex-
perienced with their contractor made the
process stressful and emotionally drain-
ing.

“[The contractor] and I went through e-
mails for about six weeks because she just
refused to come out until we agreed to her
demands,” Six said. 

But according to friends, Sixes’ situa-
tion could have been worse. 

“When I discuss our problems with
people, their only response is that we are
lucky the contractor returns our e-mails,”
Six said.

Both to prevent problems and to con-
front those that do arise, it is vital to the
project to establish solid lines of communi-
cation early on. 

Sundquist, owner of Sundquist Associ-
ates, also authored the booklet, “105 Es-
sential Tips for Maximizing a Home Re-
model” (available for $5 from
www.remodelingtips.net), in which he pro-
vides advice on topics from selecting the
right contractor to sticking to a budget. 

He points to good communication on
both sides as the best way that homeown-
ers and contractors can prevent a situation
from going sour.

“Establishing an honest, straightforward
kind of communication with your clients
is number one because that supercedes
any contract,” Sundquist said.

In Daly’s mediation experience, he has
observed situations where communication
broke down for various reasons. He tells
homeowners that part of communicating
well is providing as much information as

possible to the contractors in advance.
This usually means paying an architect or
design professional to draw up detailed
plans at the beginning.

“I think a lot of homeowners are reluc-
tant to pay for that up front. That is part
of the construction process and they ei-
ther pay for it up front or they can pay
for it piecemeal along the way by ad-
dressing these decisions by a sort of fire
alarm process.”

(continued from page 24)

(continued on page 28)

“In hindsight, I should have
gotten everything in writing,
down to the last screw and
nail.”

— Kathy Six
Mountain View homeowner

Patti & Ursula
The Power of Partnership

Patti Robison and Ursula Cremona's 

combined real estate experience of more 

than 30 years and their unique approach 

toward listing and selling real estate 

works successfully for you.

Patti & Ursula
The Power of Partnership

Robison & Cremona
(650) 941-7040

www.RobisonCremona.com

®

161 South San Antonio Rd  • Los Altos, CA 94022



FALL REAL ESTATE SPECIAL SECTION • Page 27

MARY GULLIXSON
650.543.1175
650.888.0860 Cell

mgullixson@apr.com

YOUR ATHERTON REAL ESTATE

SPECIALIST WHETHER SELLING OR BUYING.

ATHERTON ESTATE New Price $9,950,000

Entirely rebuilt in 2003/2004, this home is a recreation of authentic European splendor. 

� 5 bedrooms 6 full bathrooms and 2-half baths

� Quality finishes and craftsmanship include reclaimed French oak floors and antique limestone

� Gourmet kitchen with state-of-the art appliances including La Cornue stove

� Situated on 1+/- acre lot

� Sparkling pool

� Menlo Park Schools

Information deemed reliable, but not guaranteed. Square footage and/or acreage information contained herein has been received from seller, existing reports, appraisals, public records and/or other sources deemed reliable. However, 
neither seller nor listing agent has verified this information. If this information is important to buyer in determining whether to buy or the purchase price, buyer should conduct buyer’s own investigation.

VIRTUAL TOUR: www.gullixson.com
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apr.com  |  PALO ALTO 578 University Avenue  650.323.1111

* A N  E F F O R T  A B O V E  A N D  B E Y O N D  T H E  C A L L  O F  D U T Y

[[ S O O  P E R  E R ’ E  G AY S H E N ]]

A SMARA SMARTER APPROACHTER APPROACH
TO REAL ESTTO REAL ESTAATETE

When Bay ArWhen Bay Area rea real estateeal estate
seems as elusive seems as elusive 

as unusual woras unusual words,ds,
call Mariannecall Marianne

She ... She ... supersuperererogates!ogates!

Marianne QuarMarianne Quarré Deanré Dean
MBA, University of VMBA, University of Virirginia & BS in Design UCDavisginia & BS in Design UCDavis

Ninth Generation CaliforNinth Generation Californiannian

650.543.1048/650-776-5712 (cell)/650.543.1048/650-776-5712 (cell)/mdean@aprmdean@apr.com.com

SUPEREROGATION*
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Sundquist takes this one step further.
He recommends design-build and getting
the contractor on board early in the plan-
ning process.

“If an architect has drawn plans, plans
never work 100 percent the way they’re
drawn,” he said.

“And you also have one point of con-
tact — here is the contractor who is re-
sponsible for everything so there’s no fin-
ger pointing,” he added.

Whether homeowners choose to go
with an architect or design-build through
a contractor, it is crucial that they provide
as much information to the contractor
early in the process, Daly said.

“I think a lot of disputes arise because
the homeowners don’t give the contrac-
tors all the information they need,” he
said.

If disputes do begin to arise, it is im-
portant that homeowners write down the
details of their communications with their
contractor — a lesson that the Sixes
learned the hard way. 

“If it gets beyond that, where they’re
really starting to feel worried or the re-
sponses aren’t satisfactory, they should
start addressing things in writing. If I had
informal discussions with the contractor,
I’d write right away,” Daly said. 

There are several benefits to keeping
things in writing, according to Daly.

“I think that brings the whole issues
into a little more focus for both parties
and it forces the homeowner to be more

specific about what their concerns are,”
he said.

And in a worst-case scenario, the more
a homeowner has in writing the better, if
the dispute grows to the point of requiring
arbitration or other legal action, Daly
added.

In the Sixes’ case, first she brought her
husband in to communicate with the con-
tractor, who then requested that Six be
taken out of the picture completely.

“She asked that I not talk to her subs,
but they told me they can’t do their job
unless I talk with them. She then de-
manded that I not even be home when
they come over,” Six said.

The Sixes were at their wits’ end and
finally took their complaints to the Better
Business Bureau and to the Contractor’s
State License Board. Their case became,
“the longest open case our CSLB rep ever
had,” Six said.

When approached by a person inquir-
ing about their contractor from the sign
in their yard, Six imparted her recently
acquired wisdom.

“We told them if they do decide to use
her company, make sure they get every-
thing in writing. As our job progressed,
her employee promised us things that she
refused to honor since I did not get it in
writing. I’m the kind of person that hon-
ors a handshake; obviously she is not,”
Six said.

“We want others to learn from our mis-
takes, our very expensive mistakes. I
know we have. Our next job [the kitchen]
will run much differently,” she added. ■

(continued from page 26)

MAGNIFICENT VISTAS

njoy sophisticated serenity at this
spectacular custom-built residence on a
quiet cul-de-sac with stunning views of 
the coastal range and San Carlos hills. Built
in 1998, it feels like new, a reflection of the
exquisite quality expressed by every detail of
the spacious floorplan of 4 bedrooms, 
3 bathrooms, and 2 half-baths. Special 
amenities include a gourmet kitchen, 
family room with fireplace, versatile 
recreation/media room, main-level bedroom
suite, and master suite with marble-finished
bath.  Situated on approximately half an 
acre with level lawn, the home also boasts
decks on all three levels for effortless 
indoor/outdoor living.

Offered at $1,985,000

1338 PEBBLE DRIVE

SA N CA R LO S

Information deemed 
reliable but 

not  guaranteed.

AGNES WILLIAMS

650.543.1176 Office
650.400.6729 Cell
AWILLIAMS@APR.COM

WWW.APR.COM

STEVE ELDRIDGE
CERTIFIED LUXURY HOME

MARKETING SPECIALIST

650.543.1200 Office
650.868.3405 Cell
SELDRIDGE@APR.COM

WWW.REALTORDAD.NET

E

Make Your Dream a Reality

Sia&
Residential Specialists
(650) 917-4224 Afsie
(650) 917-4205 Sia
E-mail: amina@cbnorcal.com
www.afsiemina.com

Are you a homeowner looking for change? Are you 

a buyer looking for your DREAM HOME? 

We would be happy to listen to your needs, ideas-

and workhard to fulfill your goals!

If you’re looking for real estate SUCCESS 

and a smooth transaction, 

call us TODAY for FREE CONSULTATION

Afsie

“Your Dream is Our Passion”
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Square footage and/or acreage information contained herein has been received from seller, existing reports, appraisals, public records and/or other sources deemed reliable. However, neither seller
nor listing agent has verified this information.  If this information is important to buyer in determining whether to buy or the purchase price, buyer should conduct buyer’s own investigation.

MARY GULLIXSON
650.543.1175
650.888.0860 Cell

mgullixson@apr.com

4.3+/- ACRES 

WOODSIDE

Prime Woodside location at the end of a cul-de-sac offers privacy and fabulous views of the western hills.
Call Mary Gullixson for an appointment to see this incredible property.

OFFERED AT $10,500,00

MORE INFORMATION ON THESE 
AND ADDITIONAL PROPERTIES

AVAILABLE AT: www.gullixson.com

ALSO AVAILABLE 20+ ACRE PROPERTY
IN WOODSIDE

gullixson.com

2.5+/- ACRES

ATHERTON

Build your dream estate on this incredible 2.5+/- acre parcel. The lot is approx. 294´ wide by 380´ deep.
Many mature trees, well for irrigation. Tennis court. Surrounded by many multi-million dollar estates. 
Plans available for new home by Steven Arnn.

PRICE UPON REQUEST • SHOWN BY APPOINTMENT ONLY
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Shari Ornstein
Realtor, CRS, SRES
650.814.6682 cell
650.543.1077 direct
www.shariornstein.com

Client testimonials:
“I found Shari to be absolutely professional and experi-
enced and believe that her approach enabled us to obtain
top dollar in this Palo Alto real estate market. In addition,
Shari personally attended to every detail...I cannot recom-
mend Shari highly enough. She is that rare combination of
being thoroughly professional, accommodating, and 
service oriented.”

–David Druker, M.D.

“I want to express appreciation for your excellent per-
formance in the recent sale of our Stanford campus
house.You obviously know the Stanford housing market
very well... You negotiated very ably on our behalf and got
the price you originally estimated.”

–Kenneth and Selma Arrow

“I still treat every transaction like it’s my own.”

Fall Real Estate 2005

Don’t just work 
with an agent. 

Work with 
a neighbor.

• Palo Alto resident
and homeowner for
over two decades

• Experienced, 
Knowledgeable and 
Professional

• Actively involved in
local schools, sports,
music and theatre

Denise Simons
650.543.1104

dsimons@apr.com

Handyman from hell
First Person

(continued on page 33)

Iwas so happy to find Bill (not his real name)
at a salvage sale that it never crossed my
mind to ask for references. Or to call them.
For 25 years we’ve lived in a house that’s

now nearly 100 years old. It has charm, good
looks, nooks and crannies — and a tendency to
crumble around the edges. We’ve done all the
big stuff — at least once — and now we’re fo-
cusing on restoring and repairing.

Last fall, I took a Weekly photographer up-
stairs to shoot a picture of leaves in the gut-
ters, only to discover that the wooden screen on
the kids’ bathroom window had fallen onto the
roof. I spent the next few months asking every-
one I knew if they knew someone who could
repair or rebuild wooden screens. I kept get-
ting names of folks who would happily replace
all my screens with aluminum — or were out
of business.

In the spring, I went to a salvage sale hoping
to find some old wooden screens in better
shape than ours. At the sale, they would only
part with screens that accompanied double-
hung windows — and they were the wrong
size.

But I found Bill, who said he could repair
— or replace — my screens. No problem. He’d
been working on old houses for years. We ex-

If I knew then, what I know now

by Carol Blitzer
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TIM HAYDEN
707.968.2683 / 800.655.2374
www.move2winecountry.com
thayden@pacunion.com

If you are interested in enjoying the familiarity and comfort of owning a second home, and would like the added 
benefit of worry-free ownership call Tim Hayden about Luxury Private Residence Clubs in Napa Valley & Tahoe.

PACIFIC UNION

J U S T  A S K  O U R  C L I E N T S

TIM HAYDEN PRESENTS WINE COUNTRY LIVING

www.GreenfieldRoad.com

ST. HELENA • $6,937,000 ST. HELENA • $6,500,000

ST. HELENA • $5,800,000 PETALUMA • $2,900,000

ST. HELENA • $1,750,000 SONOMA • $1,650,000

DEER PARK • $2,600,000 ST. HELENA • $2,500,000

www.MeadowoodLane.com

www.StHelenaEstate.com www.6513LakevilleHwy.com

www.1060DeerPark.com www.9Bournemouth.com

www.2300SpringMtn.com www.290Serres.com



FALL REAL ESTATE SPECIAL SECTION • Page 33
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Buying Or Selling 
A Home? 

Call Lanny Today!

LANNY DANENBERG

650.291.0240
WWW.DANENBERGPROPERTIES.COM

T H E  P R O F E S S I O N A L S ’  R E A L  E S T A T E  T E A M

ELAINE BERLIN WHITE
& DON DILTZ

Elaine& Don
ELAINE BERLIN WHITE

Real Estate Broker • Attorney at  Law

DON DILTZ

Real Estate Broker • Stanford MBA

Coldwell Banker Top 1%
Seniors Real Estate Specialists

650-566-5300 (direct)

www.ELAINEandDON.com

SENIORS REAL ESTATE 
SPECIALISTS (SRES) 

■ Relocation 

■ Probate and trust sales 

■ Certified Negotiation Specialists

■ 1031Exchanges (investment properties)

■ Certified Marketing Specialists

“We've worked with realtors all over the
country but never before found the
expertise, creativity and just plain hard
work shown by Elaine and Don. We
recommend them without reservation.”

Barry Newman, Senior Managing Director, Bear Stearns

& Stacy Newman CEO, Newman Enterprises

“...What we like about them: Professional.
No pressure. Smart. Well connected in
the community (helped us with ...
insurance, to mortgage brokers). Gave
good advice in negotiations and with
experts ... Enjoyable to work with.
Listened well. Asked good questions we
wouldn’t have thought of. Honest...”

Eric Weiss, Vice President, Marcomedia, Inc.

& Kathryn Stoner-Weiss, Associate Director, 

Stanford University, Center on Democracy,

Development, and the Rule of Law

Our client, Howard, enjoying the good life.

Elaine

Don
&

As certified Seniors Real Estate
Specialists, we understand the

special emotional and financial needs
of seniors, and we have the training
and experience to help our clients
make wise decisions when selling a
home, relocating, or making any real
estate investment choices.

GOING THE EXTRA MILE TESTIMONIALS

For expert representation in buying
or selling a home, please contact

Elaine & Don today.

changed cards. I called a couple of days
later and he agreed to drop by to check
out the screens.

Bill arrived just on time, reviewed the
project and suggested a price that I could
live with. He said he charged $40/hour,
but he was worth it. He didn’t have a clear
idea about how much time it would take
to fix the screen frames, but he assured
me it wouldn’t be long.

When Bill waffled over the time in-
volved, I missed this key clue. This is
when I should have started calling refer-
ences, instead of saying, sure, go ahead,
fix my screens.

While working on the screens, Bill no-
ticed that the house needed a few more
things: The lock was sticky on the back
door, there was an old bee hive under the
eave, the corrugated plastic overhang over
the back porch was disintegrating — and
the front porch itself was pretty rickety. I
had some concerns about the front porch,
given that we’ve had four bouts with ter-
mites in the past five years.

Bill said he could take it apart, check it
out, and rebuild it in two days. Sounded
good to me. A month had passed before
he completed the screen project, but that
had involved making new metal parts. He
charged about $400 to repair six screens,
including materials.

This was mistake number two: Al-
though he did a good job on the screens, I
still should have asked for references for

larger jobs — and called them.
Two weeks into the “two-day” front-

porch project, we planned a party on the
deck. We gave Bill 10 days’ notice: Please
finish before company comes. No prob-
lem, he said.

An hour before 25 people were due,
Bill was busily sawing planks in the drive-
way. A strip of yellow “caution” tape
stretched across what once was a front
porch.

“Bill,” I growled. “People will be here
in an hour. Out.” And I stomped back
through the gate — after tying on a couple
of helium balloons to show people where
to go.

Handyman
(continued from page 30)

This was mistake number
two: Although he did a good
job on the screens, I still
should have asked for 
references for larger jobs 
— and called them.

(continued on page 34)
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International President’s Premier
Previews Property Specialist

650.529.8568
chenzel@camoves.com

www.chenzel.com
Information deemed reliable, but not guaranteed.
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Celeste Henzel

12 VALLEY OAK, PORTOLA VALLEY

Ultimate privacy and tranquility define this
updated 5-bedroom, 4-bath home with large

family room. Bed/bath with separate entrance.

Offered at $1,989,000

8 SANDSTONE, PORTOLA VALLEY

Sophisticated 3-bedroom, 2.5-bath home with
remodeled kitchen, custom built-ins, lovely Windy

Hill views, and southwestern exposure.
Offered at $2,067,000

127 RAMONA ROAD, PORTOLA VALLEY

Unique 2-bedroom, 1-bath home with hexagon
design plus separate cottage and lush gardens.

Offered at $989,000

LOS TRANCOS WOODS

Spacious 2-story, wood-shingled home.
Expanded and updated with 3 bedrooms,

2 baths, and an office.
Price upon request

F O R  S A L E

C O M I N G  S O O N

Margot Lockwood

Coldwel l  Banker

Office: 650.529.2410

Cel l : 650 .40 0 .2528

www.margotlockwood.com

Wonderful lush .41+/- acre on level wooded lot in sunny La Honda.
Located across the street from the Portola Market on Hwy 84 and
Apple Jacks on Entrada. Property borders creek at rear of property.
Abandoned well is located on the property. Property has been partially
cleared. Perk or survey have not been done. Building permits through
San Mateo County. Minutes from Pacific Ocean yet close to civilization.
Build your dream home on this flat lot or invest in your future.
Don't miss this rare opportunity to own and build new.
For more information visit my web site at: www.margotlockwood.com.

$199,000  

La Honda
Open Saturday & Sunday

La Honda Road (Hwy 84) & Entrada Road

Weeks later, we’re finally finished
squeezing between the lilac bush and a
filthy car, through the crumbling wooden
gate to our back door. But the project isn’t
quite complete.

Last month Bill called in a panic at 7:30
a.m.: Could I leave him a check for $500?
Rent was due. “Sure, Bill. And, by the way,
when do you anticipate finishing?” I
queried.

“Oh, it’s just a few more hours,” he said.
And the total price will be $1,600.

I pointed out that he had quoted me half
that price before he started. He denied ever
naming a price, and claimed a contractor
would charge double. I thought back to ear-
ly days, when he’d said two days max.
I’d done the math: 16 hours x $40/hour
= $640, plus materials, or about $800.
I do remember he told me he could
do the screens and the porch for
$1,200.

To date, Bill’s cell phone num-
ber sits on a post-it note on my
computer screen. He always
sounds surprised to hear my
voice. I try to limit the calls to
once a week — there’s only so
much time I can spend listening to
excuses why he hasn’t shown up to
complete the job. (Most creative? “I
lost the key to my shop and it took all day
to have a new one made.”)

Maybe he’ll finish by the time his rent is
due again. In my dreams. And maybe I’ll

pay him more than $800. In his dreams.
It’s a trifle mortifying to have made such

a colossal error in judgment, given that I’m
the Weekly’s Home & Real Estate editor.
A huge part of my job is helping readers
locate resources for fixing up houses. And I
seemed to have missed such a basic step:
Don’t believe a word a contractor/handy-
man/designer says, unless you back it up
by checking references.

So next time I’ll know. ■
Assistant editor Carol Blitzer

can be reached at cblitzer@paweekly.com.

Fall Real Estate 2005

(continued from page 33)
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Jim McCahon
Direct

650-529-2434
jim@mccahon.com

Holly Stockman
Direct

650-529-2435
holly@mccahon.com

Visit Our Website

www.mccahon.com
for more Information,

Listings, Virtual Tours, and 
Private MLS Search.

Our Client Services:
Providing the best possible professional

service including superior marketing,
personal interactive Website, years of

real estate expertise, community 
knowledge, and a network of

home improvement professionals.

Experience the Difference!

A storybook setting on 3 acres beautifully harmonizes with
the farmhouse-style architecture of this newly constructed
estate home. Features include main home with basement,

guest house, pool, fitness center & 3-car garage.

Magnificent custom-built home on approx. 1 acre in
West Atherton. Beautifully landscaped grounds with

pool. Extensive custom stonework & superior quality.

Equestrian paradise located on approx.
85 acres with 3 residences, 30 stall barn,

covered arena and much more.

Redwood City $1,695,000 

Dramatic contemporary home with panoramic bay views
situated on nearly 1/2 acre with majestic oaks and

located on private cul-de-sac in Belle Roche Estates.

Woodside $2,495,000

Dramatic contemporary situated on approx. 1 private 
acre with spectacular views of the Western hills.

Beautifully landscaped grounds with guest cottage.
Award-winning Woodside Elementary School.

Atherton $12,900,000

San Gregorio $3,450,000

Woodside $11,900,000 

#1 Agents 2004
Woodside Office

NEW CONSTRUCTION

PENDING SALE

PENDING SALE

LARGE ACREAGE

Beautiful building site situated on 3 private acres.
Sunny creek side setting with towering Redwood groves.

Walking distance to Town Center and 
Award-Winning Woodside Elementary School.

BUILDING SITE

Over $1 Billion 
of Properties Sold

WESTERN HILL VIEWS

Woodside $4,950,000



Page 36 • FALL REAL ESTATE SPECIAL SECTION



With Palo Alto’s median prices hovering around $1.3
million, a typical 20-percent down payment could
buy the whole house in another community. Do all

these potential home buyers have $260,000 stashed
away in savings accounts? Not necessarily.

Whereas the age-old method of saving still is the
best bet to put down a sizable down payment in order
to lock in affordable lower interest rates, there are
many other options for those desperate to own a house. 

“Coming up with down payments is critical, espe-
cially in this area of the state,” said Kristen Amery-
Sphar, a senior loan officer at Princeton Capital in Palo
Alto. Even with a little down payment one can turn
the dream of owning a home into a reality by taking
advantage of First Time Home Buyer (FTHB) pro-
grams, or borrowing from 401(k)s, or with gift money
and equity-sharing offered by families and friends.  

While private lending — borrowing money from
parents, siblings and friends — is popular among first-
time home buyers, Amery-Sphar suggests people
should see if they qualify for FTHB programs offered
by the revamped California Housing Finance Agency
(CalHFA), which allows first-time homebuyers to get
100 percent financing with below-market, fixed rates
and deferred payments.

Caroline Wolf, a senior loan consultant with Prince-
ton Capital, Palo Alto, is a big fan of the CalHFA
homebuyer program. “I believe that the program of-
fered by the CalHFA is a great opportunity for people
to own a home as I personally benefited from this.”  

The program — available to anybody whose house-
hold income (three or more people) is below $140,493,
or below $122,168 (one to two people) — offers sub-
sidized interest rates that do not change for the entire
35-year term and interest-only payments for the first
five years.

Another way to reduce the down payment is to cut
back on the closing costs. By taking advantage of cred-

it for non-recurring closing costs offered by some sell-
ers, the buyer can significantly reduce the amount of
cash needed to own a home, Wolf said. If for example,
the purchase price of a house is $500,000, the buyer

offers to pay $510,000. The seller then credits the buy-
er with $10,000 amount payable toward the closing
costs.

According to Wolf, it is a win-win situation for both
the seller and the buyer as the seller sells the house
for a little over the listed price and the buyer gets the
keys to his new house. There is one down side: The
new owner must pay higher taxes, based on the higher
purchase price. Wolf suggests consulting with tax ad-
visors for information on tax benefits and write-offs.

“When it comes to down payments we see how far
we can stretch them to 100 percent financing. It is so
difficult to afford a house here in Palo Alto,” said Greg
Walker, a mortgage broker at Adamarc in Menlo Park. 

Some families provide down payments with equity-
sharing, he said, adding that others share the loan with
their children, while letting the occupant make pay-
ments.

“Up to 5-10 percent of my clients resort to private
lending to come up with down payments,” he said, cit-
ing high local home prices. “A couple I worked with
bought their first home only when a group of friends
came forward to help them out,” Walker added. 

But first-time home buying is not for people who
are unwilling to make small sacrifices, noted John Si-
mons, a mortgage broker with Emerson Financial in
San Mateo. It is only for those ready to make adjust-
ments in their lifestyle as it needs a lot of discipline in
handling money, he said.

Even after the decision has been made, “a lot of it is
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Downsizing down payments
There’s more than one way to come up with the big bucks

by Suman Mudamula
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YOUR MID-PENINSULA HOME SPECIALISTS

THE KAVANAUGHS

455 OLD LA HONDA ROAD, WOODSIDE
Hummingbird Hill

This classic 1920’s estate offers 6 bedrooms, 5 baths, separate guest 
cottage, stables, pool, beautiful gardens and views on approximately 

5 3/4 private acres.

Offered for $5,150,000

1 Portola Green Circle, Portola Valley
Offered for $5,900,000     

35 Las Piedras Street, Portola Valley
Offered for $2,245,000     

280 Nathhorst Avenue, Portola Valley (Lot)
Offered for $1,700,000     

13048 Cumbra Vista Court, Los Alto Hills
Offered for $2,148,000     

GINNY KAVANAUGH
650.529.8570

JOE KAVANAUGH
650.529.2060

www.ginnyandjoekavanaugh.com

Fall Real Estate 2005

determined by what the situation of the
buyer is. The transaction depends a lot
on if they are first-time home buyers, or
transferred from another place,” he said. 

For first-time buyers who need to come
up with 5 to 10 percent of the home price
for a down payment, he suggests drawing
from savings, stock liquidation or bor-
rowing from a 401(k), because they can
pay themselves back. Contrary to some
loan officers who advise against borrow-
ing from retirement funds such as
401(k)s, as it is not tax-deductible, Si-
mons said that “Lately, for some reason,
probably because of the huge sale price
of houses, we are seeing less and less of
gift money.” Then the shoppers have
nowhere to go other than their 401(k)s,
he added.

While fewer people are going for the
option of zero down payment, “it is defi-
nitely more than what I used to see. Even
though it costs the buyer more in the long
run, he does become the owner of the
house,” Simons said. He pointed out that
younger people moving to California just
want to get in the market here, and are
ready to do whatever it takes. 

Another way to enter the market is
through equity-sharing. “By finding eq-
uity-sharing partners you can afford to
buy a house even if you do not have
money for a down payment. Saving mon-

ey for a down payment in this economy
of escalating prices is difficult,” said Car-
la Rayacich, president of Stanford Mort-
gage in Palo Alto. 

According to Rayacich, there are many
people willing to come forward with a
down payment, in exchange for equity
sharing. She recalled that doing equity-
sharing on two different houses with two
of her ex-boyfriends helped her to pay
off her college loans. 

“Appreciation in home value makes
this possible,” she said. She pointed out
that one of her clients bought a condo af-
ter much coaxing. Her dad lent her
$42,000 that he was putting aside since
she graduated from college. She could
pay off her dad just by living in the con-
do for two years. “She earned 16 percent
profit on equity,” she said.  

People who meet at least two of the
three important parameters — clean cred-
it scores, good income and some assets
— can plunge into the market, noted
Rayacich. She also underlined the need
to explore family resources. Teaching
women to step up and ask their families
for help is one of the things that she
highlights in her Home Buying for
Women classes at various local colleges. 

“With appreciating home values you
can definitely pay your family back,” she
said. ■

Editorial intern Suman Mudamula 
can be reached at smudamula@paweek-
ly.com.

Downsizing payments
(continued from page 37)

First-time home-
buyers looking to
enter the market
in Palo Alto
would have found
this home at 3619
Park Blvd. of-
fered for$738,000
last month.

Rina O
ta

The least 
expensive house
in Menlo Park on
the market in 
early September
was a two-bed-
room, one-bath
home at 719 San
Benito Ave., 
offered for
$599,000.

Rina O
ta

In Mountain View,
the least expen-
sive house offered
in early Septem-
ber was 1790
Spring St., with
four bedrooms
and two baths, for
$629,000.

N
icholas W

right
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74 LOGAN LANE •   Atherton
Luxuriously appointed inside and out, this two-year-old estate
enjoys private, resort-like grounds of approximately 1.5 acres.

Fully equipped guest and pool houses, pool, spa, outdoor 
fireplace, putting green and sports court.

Offered at $11,650,000

PRIVATE RESORT

170 HANNA WAY •   Menlo Park
Lovely 4-bedroom, 3-bath English Country style 

features a master suite with fireplace plus a fabulous 
great room with fireplace and garden patio access. 

Desirable Vintage Oaks location.
Offered at $2,595,000

VINTAGE OAKS APPEAL

760 OLIVE STREET •   Menlo Park
Newer construction 5-bedroom, 4.5-bath home on three 

levels with versatile office, three bedroom suites including the
master, and a tremendous lower-level media/recreation room.

Superb location in West Menlo Park
Offered at $2,890,000

CLASSIC CALIFORNIA STYLE

LINDENWOOD GEM

70 LINDEN AVENUE •   Atherton
Exceptional indoor/outdoor flow and Thomas Church

gardens highlight this contemporary, single-level 
5-bedroom, 5-bath home. Private, park-like grounds 

of approximately 1.26 acres.
Offered at $3,750,000


