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Multiple Offers, One Result: SOLD

2 OFFERS

22 OFFERS

11 OFFERS

2 OFFERS

3 OFFERS IN 3 DAYS

4 OFFERS

MENLO PARK: Represented Seller

SAN CARLOS: Represented Buyer

FARM HILL ESTATES: Represented Seller

MENLO PARK: Represented Seller

WOODSIDE: Represented Seller

PALO ALTO: Represented Seller

Multiple offers are a fact of life in today’s real estate market. Coming out on top in this situation isn’t 

easy—for buyers or sellers. Put Elaine’s proven track record in multiple offer situations to work for you. 

Call (650) 566-5323 for a free consultation.  It’s the one call you can’t afford not to make.

“Occasionally you meet people who are so effi cient and effective you want them to manage other parts of your 
life. Elaine is that kind of person. When a house hit the market that met all of our requirements, Elaine helped 

us price the home using several approaches based on other recently sold homes in the area. In the end, our offer won 
in a situation with close to two dozen competing offers.”

                     – Harry L., San Carlos

“Elaine helped us fi nd and get the house of our dreams in the best of Menlo Park. Her superior market knowledge, 
tenaciousness, and strategic mindset made an otherwise close-to-impossible deal come through. Elaine will 

ensure you’ll get what you want, no matter what the obstacles might be. If we ever sell or buy any other property, we 
wouldn’t even think to call anyone but Elaine!
                                    – Nic and Sara W., Menlo Park

ELAINE BERLIN WHITE
Top 1% of Coldwell Banker Agents Worldwide
1377 El Camino Real, Menlo Park 94025

http://www.facebook.com/EBWRealEstate
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Successfully Representing 
Sellers & Buyers for over 29 years 

Homes, Estates & Investment Properties
Direct: 650-529-2486 | Cell: 650-207-6005

s f o l e y @ c b n o r c a l . c o m

YOUR ADVOCATE IN EVERY TRANSACTION!

SEAN FOLEY

Woodside • Menlo Park 
Portola Valley  • Atherton  • Palo Alto 

Los Altos Hills • Redwood City •  Los Altos

RECENT SALES: 

The only thing constant... 

...is change.

After 27 years in the Menlo Park office of Coldwell Banker,  

I‘m shortening my commute from a “whopping” 6.63 miles  

to a “more manageable” 1.28 miles.

 
My new work address is:

 
Coldwell Banker

2969 Woodside Road

Woodside, CA 94062

 
I‘ve been contemplating this change for a sometime and as  

a more recently minted “empty-nester”, I‘ve decided to make 

the change.

I‘ll still service the same marketplaces; Woodside, Menlo Park, 

Atherton, Portola Valley, Redwood City, Palo Alto, Los Altos  

and Los Altos Hills as well as the cities that are close-in to these.

 
When you drive by the office, honk the horn and wave as I‘m in 

one of the front offices, facing the sculpture of the mare and foal! 

Best,
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and Almanac publication
www.PaloAltoOnline.com     
www.AlmanacNews.com

EDITOR: Carol Blitzer
DESIGNER: Diane Haas

LEANNAH & LAUREL
YOUR TEAM FOR 

MID-PENINSULA REAL ESTATE

PROVEN PROFESSIONAL & COMMUNITY LEADERSHIP. 
UNMATCHED KNOWLEDGE OF MID-PENINSULA 
NEIGHBORHOODS. EXCEPTIONAL, PERSONAL SERVICE. A 
TRACK RECORD OF OUTSTANDING RESULTS.

2013 has been the best year in the last decade to sell a house in Palo 
Alto or Menlo Park. Thinking of selling? We have an excellent network 
of industry specialists to prepare your home for the market such as 
stagers, painters, handymen, landscapers and inspectors. Call Leannah 

you can capitalize on this amazing sellers market.

(650) 475-2030 
lhunt@serenogroup.com
DRE# 01009791  

(650) 475-2035 
laurel@serenogroup.com
DRE# 01747147

www.LeannahandLaurel.com

A FEW RECENT SALES

6 HANG ON, IT’S A BUMPY RIDE
  Low inventory, cash offers challenge local 

homebuyers

14 COMPETITION, RISK ... AND EXCITEMENT
First-time homebuyers meet challenges in today’s 
market

20 RENTERS VIE FOR HOMES
Challenges aplenty for people looking for leases

25  BIG ESTATES, BIG PRICES — SLOW SALES
  There’s simply not much available in the $10 million 

range

32 UNDERSTATED ELEGANCE FOR $20+ MILLION
Palo Alto’s high end sits on .85 acre in Old Palo Alto

34 JUST WHAT DETERMINES A HOME’S WORTH?
Real-estate appraisers explain how they assess 
property values

40  MOVING TO THE NEXT STAGE
 Local firms help seniors ‘downsize’

49 SIZING UP THE COMPETITION
  What can you find at various price points, in different 

cities?

54 NEW HOUSING TAKING SHAPE
From high-end buys to subsidized rentals, new 
projects are progressing

56  REAL ESTATE MATTERS
 Private financing and gifting in purchasing a home

58 RENTWATCH
 Can I evict my tenant’s long-term ‘guest’?

ON THE COVER: This Craftsman-style home in the Felton Gables neighborhood at 260 Arden Road, Menlo 
Park, was offered for $3,450,000 in early April. Built in 2003, the home has five bedrooms and 4.5 bathrooms. 
Photo by Michelle Le.
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Providing A
Network of

Reputable
Home-Improvement

Professionals

– El Camino Office, 2012

by The Wall Street Journal, 2012

WWW.HUGHCORNISH.COM
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LOW INVENTORY, CASH 
OFFERS CHALLENGE LOCAL 

HOMEBUYERS

by Carol Blitzer
t’s starting to look a lot like 
2005.

Inventory is low, prices are 
high and houses are selling in re-
cord time, according to statistics 
pulled together by the Silicon Val-
ley Association of Realtors® (see 
chart).

But Richard Schoelerman, a Re-
altor with Alain Pinel Realtors in 
Menlo Park, says the low inventory 
is more perception than reality. 
Pointing to his own charts, he says, 
“The stats actually show that from 
2011 to 2012 in Palo Alto, Menlo 
Park and Atherton — the number 
of sales, inventory is increasing, 
price is increasing, but days on 
market has dropped roughly 30 
percent. ... (Homes are) just fly-
ing off the shelf and disappearing 
immediately. ... That’s more than a 
year ago,” he said.

And that’s not counting the 30 

percent of properties sold last year 
that never appeared on the Multiple 
Listing Service, he added.

Sellers who may have been wait-
ing for the market to bottom out 
are starting to put their homes up 
for sale. 

“Sellers are just catching up to 
understand that values have gone 
up. They’re not holding on to their 
homes. ... It takes a little bit for 
the sellers to realize that truly the 
prices have gone up. It is no longer 
a buyer’s market. They feel more 
comfortable and at ease about sell-
ing their home,” Jackie Schoeler-
man, also with Alain Pinel, said.

Although she doesn’t see a di-
rect correlation between the hous-
ing market and the stock market, 
Jackie notes that “it’s the psychol-
ogy that the market is doing well. 
... At least they don’t hear all this 
bad news on television.”

n March, a home on Oakdell 
Drive in Menlo Park was 
listed at $1.995 million. With 

six offers — all over the asking 
— the home sold for $2.4 million, 
according to the listing agent, 
Keri Nicholas of Coldwell Banker, 
Menlo Park. 

With a $19,000 termite report, 
the home was in far-from-perfect 
shape, so “we priced it a little bit 
aggressively, but not a ton,” she 
said.

The bulk of the offers came from 
builders, Nicholas said, “who were 
going to tear it down. Clearly no 
one thinks the market is slowing 
down. ...

“That was an amazing sale.”
The Schoelermans represented 

one of the losing bidders on that 
home.

“I know for sure that I offered 

IT’S A BUMPY RIDE

Veronica W
eber
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(continued on page 8)

Above: Jackie and Richard Schoelerman, both Realtors with Alain Pinel 
Realtors, Menlo Park, stand outside a home on University Avenue in 
Palo Alto that recently closed escrow. Right: At the high end of homes in 
Mountain View, 668 Ehrhorn Ave. was offered for $1.8 million in March 
and sold for $1.9 million.
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10 percent over and I wasn’t even 
countered. That leads me to believe 
it probably went for 20 percent over 
asking price,” Jackie said.

As a Realtor, she keeps track of 
the price homes are listed for, then 
checks in with the listing agent to 
see how many offers there were. 
Then she makes a chart and does 
the math.

“At the present time, it’s approach-
ing 4 percent in Palo Alto above the 
asking price, per offer,” she said.

She uses her information to ad-
vise buyers about what strategy to 
take when bidding on houses.

Often, her assessment of the mar-
ket is a reality check for buyers.

At the beginning of this year, 
Jackie Schoelerman reported seeing 
sale prices of $200,000 to $300,000 
above asking price in Palo Alto.

“Now that’s not going to land a 
contract. You really need to be in 
the $400,000, $500,000, and some 
instances $800,000 above asking 
price in Palo Alto,” she said. She 
pointed to a two-bedroom, one-
bathroom house on Washington 
priced at $948,000 that sold for 
55 percent over asking price, then 
quickly thought of another on Ten-
nyson where the asking price was 
just under $2 million that sold for 
$2.5 million.

“These were homes that were his-
torically not desirable because they 
are so close to Alma and the train,” 
she said.

And Menlo Park and Atherton 
aren’t lagging far behind, Richard 
added.

Jackie noted that Menlo Park, es-
pecially between El Camino Real 
and Alameda de las Pulgas, is “ex-
tremely hot.” She recently repre-
sented a client by bidding 10 percent 
over asking for a run-down home 
that drew six offers. They lost.

Dealing with would-be buyers 
who may have lost out on multiple 
deals is a challenge, the Schoeler-
mans said.

Often they are competing against 
the same cohort of people, who also 
just lost out.

In late-March, Jackie said she 
was about to make an offer on a 
house in Sharon Heights with the 
“same buyers who made an offer on 
Oakdell. One got it, the other five 
didn’t. This time, it’ll be five plus a 
few more...”

Keri Nicholas is a tad more op-
timistic: “For every story like 
Oakdell, there’s a great deal on 
something else the next week. ... 
It’s all about what comes on that 
week.”

ricing tends to be tricky in a 
rapidly changing market.

Realtors not only have to 
be mindful of what happened in the 
past, but must guess what the mar-
ket will be doing in the future.

“I try to advise my clients to put 
it at market value, or slightly under 
that, then let competition between 
buyers determine what they’re will-
ing to pay,” Jackie said, noting that 
they analyze sales in the past two to 
six months.

She gave an example where recent 
comparative sales came to $2.05 
million, so she suggested pricing 

the house at $1.995 million.
“Let the market rise up to what 

the buyers perceive is the highest 
price for that home. Regardless, it’s 
the buyer’s decision,” she said.

“It’s a difficult situation. We 
advise buyers that in Palo Alto, if 
you’re not willing to go at minimum 
$400,000 above, don’t even go there 
because you’re going to be disap-
pointed,” she said.

Or ratchet down those expecta-
tions.

“If you want to pay $1.5 million, 
you need to look at $1.1 to $1.2 mil-
lion — or look beyond Palo Alto,” 
she said.

Or look for fewer bedrooms.
Or choose to add on to what you 

have.
One client owned a two-bedroom 

“cute cottage” in downtown Palo 
Alto that she bought for $1.25 mil-
lion seven years ago. With more 
children now, she wanted a three- or 
four-bedroom place and was willing 
to spend up to $1.5 million.

Jackie showed her what was on 
the market at that price, with expec-
tations that they would go for closer 
to $2 million. The client decided 
she couldn’t pay that much for so 
little; instead she talked to an archi-

tect about adding on.
“Every dollar she puts into that 

house will give her almost twice as 
much back,” Jackie said.

“I feel sorry for first-time home-
buyers, who are in a lower price 
(range) and have to compete with 
10 to 20 offers. You have to be ag-
gressive to push the numbers to get 
a house. If you’re in the $3 million 
or $4 million (category), the com-
petition is not as stiff. The price per 
square foot for a fixer upper, small 

house tends to be higher than the 
price of a larger home in the $4 mil-
lion range, she said.

“Once you hit $2.5, $3 million 
and up, you’re not going to have 20 
people at the table, unless it’s a very 
unique property, priced very com-
petitively,” noted Carolyn Botts, a 
Realtor with Alain Pinel Realty, Los 
Altos, who’s been in the real estate 
business for 18 years, first in Wood-
side then in Santa Clara County.

One Schoelerman client is seek-
ing a house on an acre in central 
Atherton for $4 million.

“She can’t find it,” Jackie said. 
(“In Atherton, an acre of land sells 
for $4 to $5 million; you get the 
house for free. When you get into $8 
million, $10 million, then you get a 
nice house on it,” Richard added.)

“As soon as a listing agent gets 
that listing, before word gets out, 
she or he will be contacting build-
ers, developers, to see if they want 
first right of refusal,” Jackie said.

If a developer bought the land for 
$5 million, built a house for another 
$5 million, and held on for a couple 
of years, he could sell it for $15 mil-
lion, Richard said.

ven more than developers, 
all-cash buyers are becom-
ing the biggest stumbling 

block to success for the average 
buyer.

Richard pointed to a friend trying 
to buy a house on the coast. “He’s 
made five offers so far and someone 
comes in with cash — even under 
him — and knocks him out.”

From the seller’s point of view, 
that all-cash offer, even for less 
money, is very attractive. Any time 
there’s a contingency — especially 
regarding financing — there’s a 
chance the deal will fall through.

“With cash, there’s no appraisal. 
You don’t have to worry that it’ll 
come in low and kill the deal,” 
Jackie said.

Jackie sees many of the cash 
buyers as foreign nationals — of-
ten from China — who may not 
have the same opportunities to buy 
real estate in their home country. 
“They’re buying first for their own 
family, then extended family, then 
go into investment, buying with the 
intent to rent. The philosophy is to 
buy and hold, not sell,” she said.

Keri Nicholas said more than half 
the offers she’s seeing are cash of-
fers.

“What makes me nervous for 
people trying to get in is this is all 
real money. This is cash.

“It’s so hard to get a loan. They 
ask for six years of tax returns.

“This is the first time I feel like 
this is true wealth. That’s a big dif-
ference from other markets,” she 
said.

Not every cash offer is a winner, 
however.

Carolyn Botts recently sold a 
home on Mockingbird Lane in the 
Palo Alto Hills. After six days on 
the market, 10 packets went out 
and two offers came in; the owners 
accepted the offer with a financial 
contingency, rather than the cash 
offer. The offers were similar, each 
offering more than $100,000 over 
the asking price.

“The sellers wanted a family to 
buy it; they didn’t want an investor 
to be tearing it down. They thought 
it was better for the neighborhood,” 
Botts said.

While cash buyers are a com-
petitive challenge, continuing low 
interest rates make higher-priced 
properties still accessible for those 
who must borrow.

“Every basis of point means a 
huge amount because of the dollar 
volume of homes. It could be several 
hundred thousand dollars increase 
in what they’ll pay,” Jackie said.

And, nearby cities are benefit-
ing from the sharp rises in Palo 
Alto prices, with spillover felt from 
Mountain View to Foster City, she 
added.

As for homes located in a good 
school district, a walking distance 
of downtown or near the train, “As 
soon as it comes on the market, it 
goes quickly for a whole lot more,” 
Jackie said. 

And with technology booming, 
the local job market expanding, 
“everybody wants to be on the Pen-
insula. ... Palo Alto, Menlo Park, 
Atherton have always been crazy. 
Portola Valley and Woodside are 
starting to get crazy. Redwood City 
and Mountain View are becoming 

Top: At the high end in Menlo Park was this home at 1319 San Mateo Drive, offered at $6.25 million in April. Above: At 
the high end in Palo Alto, this home at 1935 Webster St. was offered at $6.5 million in March.

M
ichelle Le

Veronica W
eber

Bumpy ride
(continued from page 6)

(continued on page 10)

‘It takes a little bit 
for the sellers to 
realize that truly 
the prices have 
gone up. It is no 
longer a buyer’s 
market.’
—Jackie Schoelerman,Realtor, 
Alain Pinel, Menlo Park
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Recent Sales in  
Palo Alto , Menlo Park,   

& Atherton 
Omar Kinaan 

Realtor®  GRI  CDPE 
Certified International Property Specialist 

DRE#01723115 
650.776.2828 

Omar@Kinaan.com 

648 Santa Cruz Ave., Menlo Park  www.Kinaan.com Phone: (650)776-2828 

AVAILABLE OFF MARKET LISTING *Represented the Buyers 

 658 Nash Ave., Menlo Park 4 Pepperwood Ct., Menlo Park  1181 Greenwood Ave., Palo Alto* 

      133 Burns Ave., Atherton* 1036 Greenwood Dr., Menlo Park* 210 Pope Street, Menlo Park* 

incredibly competitive,” Nicholas 
added.

eri Nicholas has been sell-
ing homes on the Peninsula 
since 1991 — and had top 

market share in Menlo Park for the 
past two years running. She’s been 
around long enough to see the cy-
cles — the dot-com boom of 2000, 
the Google boost of 2004-05, then 
the dip in 2007-08 when this area 
“was not hit as bad as most markets. 
Three markets (Palo Alto, Menlo 
Park and Atherton) always seem to 
stay strong. Even surrounding ar-
eas are (picking up). It feels like a 
stronger, more stable market.”

Nicholas is looking at a minimum 
of another year or two like this.

Jackie Schoelerman agrees.
“Even if the Fed starts increasing 

interest rates, it’ll be incremental 
and in stages. We have so many cash 
buyers here, it doesn’t matter what 
the Fed does,” she said.

“We started seeing this frenzi-
ness in 2012. Usually the cycle is a 
good three years or five years before 
things going down,” she added.

“Buyers realize they’ve missed 
the bottom. For them to wait for the 
next wave, that’s seven to 10 years. 
The only thing to hold onto is the 
interest rate. If they miss that, they 
may as well unpack their bags and 
stay where they are.” 

Associate Editor Carol Blitzer 
can be emailed at cblitzer@
paweekly.com.

City Median 

Price 2012

Median 

Price 2011

Median 

Price 2010

2012 

DOM

2011

DOM 

2010

DOM

# Homes 

Sold  

2012

# Homes 

Sold  

2011

# Homes 

Sold  

2010

East Palo Alto $285,000 $254,450 $247,250 58 77 75 153 188 195

Los Altos $1,825,000 $1,647,500 $1,550,000 31 39 54 365 307 334

Menlo Park $1,325,000 $1,198,801 $1,200,000 28 45 51 394 373 356

Mountain View $1,100,000 $965,000 $902,500 22 37 43 325 281 300

Palo Alto $1,727,500 $1,431,500 $1,385,000 23 32 44 478 452 443

Redwood City $787,500 $684,000 $717,900 48 73 60 596 533 523

Atherton $3,200,000 $3,288,000 $2,900,000 61 78 110 83 73 81

Los Altos Hills $2,600,000 $2,300,000 $2,315,000 81 82 120 113 99 81

Portola Valley $2,200,000 $1,850,000 $1,722,000 67 79 64 63 69 54

Woodside $1,605,000 $1,800,000 $1,755,000 85 111 92 84 99 55
*Information provided by the Silicon Valley Association of REALTORS® from MLSListings Inc.

Single-Family Home Sales

PALO ALTO

Year Sales Median % price change

2004 605 $1,150,000 27.1%

2005 532 $1,300,000 13.0%

2006 516 $1,345,000 3.5%

2007 463 $1,555,000 15.6%

2008 356 $1,550,000 -0 3%

2009 387 $1,334,500 -13.9%

2010 443 $1,385,000 3.8%

2011 452 $1,431,500 3.3%

2012 478 $1,727,500 20.7%

Single-Family Home Sales

*Information provided by the Silicon Valley Association of REALTORS® from MLSListings Inc.

MENLO PARK

Year Sales Median % price change

2004 500 $975,000 15.1%

2005 451 $1,255,000 28.7%

2006 377 $1,270,000 1.2%

2007 410 $1,261,000 -0.7%

2008 300 $1,386,000 9.9%

2009 315 $1,095,000 -21%

2010 356 $1,200,000 9.6%

2011 373 $1,198,801 <0.1%

2012 394 $1,325,000 10.5%
*Information provided by the Silicon Valley Association of REALTORS® from MLSListings Inc.

Bumpy ride
(continued from page 8)
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All information deemed reliable but not guaranteed.  Intero Prestigio is a division of Intero Real Estate Services.

A T H E R T O N ’ S  
B E L L A  S E R A

5  B E T T Y  L A N E  
A T H E R T O N

3 0  B E L B R O O K  
A T H E R T O N

1 9  P R A D O  S E C O Y A  
A T H E R T O N

w w w . P e n i n s u l a E s t a t e s G r o u p . c o m

P e n i n s u l a  E s t a t e s  G r o u p  P r e s e n t s

David Kelsey
(650)  223-5588

david@dal laske l sey.com
DRE# 01242399 

Tom Dallas
(650)  222-2788

tom@dal laske l sey.com
DRE# 00709019

The 2.5 acre estate marries a lavish main residence 

with an equally impressive guest house, pool, spa, wine 

room, cabana, tennis court and resort-worthy amenities.  

A one of a kind treasure. Los Lomitas schools.

 www.AthertonBellaSera.com

Estimated completion, Sept. 2013, Circus Club area, 

Gracious Colonial estate complete with elevator, pool 

house in beautiful Redwood grove setting. Floor plans 

available. Private Pre-Market Tours Available After 4/15.

Finished in 2012, the 1.25 acre estate and guest 

house come complete with theatre, pool, spa, wine 

cellar and outdoor pizza oven. Las Lomitas schools. 

  

www.5BettyLane.com

Approximately 1.3 acres, private flag lot, serene setting 

perfect for remodel or new build. Las Lomitas schools.

Price Upon Request

Price TBD

$22,800,000

$3,750,000

New Construction Coming Soon Under Contract
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Information deemed reliable, but not guaranteed. Square foot-
age 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 informa-
tion is important to buyer in determining whether to buy or to  
purchase price, buyer should conduct buyer’s own investigation. 
Photography by Bernard André
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           2.35 ACRE ESTATE

Extensively remodeled by Van Acker Construction and design by Ugo Sap  |  Main residence 7,515 sq. ft. 
High ceilings and quality finishes  |  3 bedrooms and 4.5 bathrooms  |  Two offices  |  Dedicated Art gallery

Separate Bar Area and Butler’s Pantry  |  Wine Cellar and detached wine “chapel”’ total capacity of 9,000 bottles
Manicured 2.35 private acres   |  Guest house w/fireplace and bath   |  Detached recreation room with customized office

Dark-bottom pool  |  Formal Parterre garden  |  Well for irrigation  |  Detached 3-car garage
Visit www.188FairOak.com for more information and price

           LINDENWOOD ESTATE         BEAUTIFUL ENGLISH GARDENS

         AthertonTudorEstate.com

SELLING ATHERTON
IN 2012, MARY AND BRENT REPRESENTED 42% OF 

THE HOMES SOLD IN ATHERTON OVER $4.5 MILLION

IN 2012 THEY SOLD 25 PROPERTIES IN ATHERTON 

FOR A TOTAL OF OVER $185 MILLION

MARY AND BRENT’S TOTAL SALES VOLUME IN 

ATHERTON NOW EXCEEDS $1.8 BILLION

 

antone 3

 

MARYGULLIXSON
DRE# 00373961

650.888.0860
mgullixson@apr.com

BRENTGULLIXSON
DRE# 01329216 

650.888.4898
bgullixson@apr.com

Isabella Ave

Faxon Road 

Faxon Road

 (Sale Pending)

Barry Lane

Sutherland Dr

Isabella Ave

Faxon Forest lots

Almendral Ave

Faxon Road

Ridge View Dr

Prado Secoya St

Marymont Ave

Cowell Lane

Shearer Dr

Britton Ave

Camino Por Los Arboles

Belbrook Way 

 (Sale Pending)

Isabella Ave

Camino Por Los Arboles

Stern Lane

Valley Road

Spencer Lane

Atherton Ave

Prado Secoya St

Glenwood Ave

Almendral Ave

Winchester Dr

Bergesen Ct

Fredrick Ave

Fairview Ave

Selby Lane

2013 ATHERTON SALES

2012 ATHERTON SALES

Incomparable Tudor estate steeped in European elegance and grace  |  Three-story design meticulously crafted with 
elaborate details  |  Soaring ceilings and gleaming eucalyptus floors  |  6 bedrooms, 9 full baths and 2 half-baths

5 fireplaces  |  Collector’s wine cellar  |  Two 2-car garages  |  Two electronic gated entrances  |  Exercise studio w/bath
Home theatre with Creston theatre system  |  Fully enclosed pool cabana with kitchen  |  Pool and spa  

Approximately 13,000 sq. ft.  |  1.19+/- acres  | Exquisitely landscaped formal grounds with walking paths
Koi pond with waterfall  |  Las Lomitas schools    Offered at $15,900,000

Park-like setting in Prime West Atherton Location  |  1.049+/- acres
Extensively remodeled in 2002  |  5 bedroom suites  |  Library  |  Pool

1 bd / 1 ba Guest house  |  Beautiful English gardens  |  Detached 3-car garage 
Las Lomitas schools       Please visit www.gullixson.com for price and details

3 level home built in 2002  |  6 bedrooms and 6.5 bathrooms  |  Master bedroom on 1st floor
Integral color plaster walls | Hand-hewn hickory floors | Home Theatre  |  Fitness center could be 7th bedroom
Studio pool house with full bath  |  Wine cellar  |  Swimming pool and elevated spa  |  Fire pit  |  Vast terrace 

 Approximately 1 acre  |  Menlo Park schools  |  www.180Magnolia.com  |  Offered at $9,250,000 

We have buyers...
seeking Atherton Properties

Call today for details
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by Elena Kadvany
irst-time homebuyers anywhere 
face a task that is as much over-
whelming as it is exciting.

First timers in Silicon Valley, how-
ever, face an even more daunting, com-
petitive and high-risk housing market.

“It’s a very competitive market that 
can be very frustrating and very exhila-
rating,” said Laura Perkins, an Alain Pi-
nel Realtor based in Saratoga who has 
worked in the Silicon Valley market for 
13 years. “It depends on whether you 
win or lose.”

For first-time buyers, winning is all 
about preparing.

“First-time buyers are excited, scared, 
stunned throughout the process,” Per-
kins said. “They need to be effectively 
educated on what to expect from the get-
go and what will be expected of them.”

Expectations begin with a realistic 
budget, said Virginia Supnet, an Intero 
Realtor based in Los Altos.

“Depending on how much cash or fi-
nancing they’re going to be using, I basi-
cally show them the type of homes that 
they could probably expect to purchase 
on their budget,” she said. “Because (the 
current market) is blowing up so quick-
ly, I also say look, some neighborhoods 
in Palo Alto are more competitive than 
others. They have to stay below what 
they can afford.”

In this area, first-time buyers are look-
ing at condos and townhouses in Moun-
tain View, and possibly less expensive 
areas of Palo Alto or Menlo Park, such 
as Belle Haven.

According to the Silicon Valley Asso-
ciation of Realtors®  (SILVAR), the me-
dian price for a condominium in Moun-
tain View last year was $612,500, up 23 
percent from 2011. Menlo Park’s me-
dian was $895,000; Palo Alto’s was just 
under at $895,000. East Palo Alto’s was 
the lowest, at $290,000 (see chart).

One of Perkins’ listings that is nearing 
closing with a first-time home buyer, a 
752-square-foot one-bedroom, one-bath 
condo in Mountain View, is offered for 
$360,000.

By contrast, the cheapest Palo Alto 
condo on MLS Listings is on the mar-
ket for more than twice as much at 
$795,000. Supnet said that condos at 
that price range in Palo Alto attract 
many bidders and go very quickly, 
meaning buyers need to be ready to bid 
smartly and act quickly.

Sue Gamble of Cooper & Gamble 
Real Estate in Mountain View added 
that competition in general in this area 
is intense. 

“In this market, the challenge is that 
there are not enough homes on the mar-
ket in any one area,” she wrote in an 

FIRST-TIME HOMEBUYERS MEET 

CHALLENGES IN TODAY’S MARKET

Veronica W
eber

Veronica W
eber

M
ichelle Le

(continued on page 16)

For 
first-time 
buyers, 
winning 
is all 
about 
preparing.

First-time home buyers often enter the market by purchasing at the lower end of the real-estate spectrum. In late 
March, these included (from top): 2012 Leghorn St., Mountain View, offered at $629,000; 1436 College Ave., Palo Alto, 
offered at $988,000; and 1327 Sevier Ave., Menlo Park, offered at $475,000.
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Midtown Realty, Inc. 
Real Results, Real Estate

Your Neighborhood 
Midtown Realty Team

SOLD

SOLD

SOLD
Jane Volpe

Realtor/MBA

Joann Weber
Property Manager

Realtor

Leslie Zeisler
Realtor ®, SRES, 

AHS

Tim Foy
Broker

Lisa Knox
Realtor

Yamie Lee
Realtor

Aileen 
Phanmaha
Offi ce Manager

Sherry 
Sisemore

Realtor

SungHee 
Clemenson

Realtor

Tom Foy
Owner Retired
on Golfcourse

Molly 
Foy Rich

Realtor
On Assignment 

in Ireland
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email. “There are many people 
chasing each home.”

And, the expectations of the 
clients themselves are endless. 
There’s paperwork, loans, con-
fusing acronyms and an unfor-
giving market.

Perkins begins with her first-
time clients by working on a de-
tailed spreadsheet that includes 
income generated, current ex-
penses, where clients think they 
can expand regarding expenses, 
how much down payment re-
serve is possible and after the 
down payment and closing costs 
are made, how much additional 
“nest-egg” money is left over. 
She wants her clients to have at 
least six months’ worth of sav-

ings before making the finan-
cial commitments necessary for 
purchasing a home.

Perkins also provides cli-
ents a spreadsheet with loan 
amounts and corresponding in-
terest rates, so clients can see 
how much their house payment 
will be after taking out a loan. 
The chart demonstrates that 
a $100,000 loan at 4 percent 
would cost $477 per month, for 
example.

Getting approved for loans is 
a sub-process that requires pro-
viding credit-card statements, 
employment history, tax returns 
and more. 

First timers often borrow 
from their parents, against their 
401K reserves or sell stock to 
cover loans. Gamble stressed 
that getting pre-approved by a 

reliable and acceptable lender is 
important.

But depending on loans is dif-
ficult in what Perkins calls a “ro-
bust ‘all-cash, no-contingency’” 
market. “With so much ‘cash’ in 
the Valley, cash offers generally 
win over loan-required offers,” 
she said.

Sellers are hoping for a quick 
close of escrow, which is delayed 
by loan appraisals. Supnet also 
said that she sets clients up to 
release as many of their contin-
gencies as possible to make their 
bids more attractive to sellers.

Perkins and Gamble said the 
bidding process is one of the big-
gest challenges that first-time 
homebuyers face.

“I say, you must be patient and 
if you get tired of looking and 
making offers, you should stop 

and take a deep breath and then 
start back later,” Gamble wrote. 
“If you miss a house by getting 
outbid, my feeling is that ‘Hous-
es are like trains, if you miss one 
another one will come along.’”

Even if a first-time homebuyer 
makes a successful bid, the ex-
citement is cut by even more 
costs. Perkins said that before 
she bought her first home as a 
21-year-old in Cincinatti, Ohio, 
she wishes someone would have 
explained principle mortgage in-
surance (PMI) to her.

If a buyer puts anything less 
than 20 percent of the appraised 
value or sale price down on a 
home, he or she must pay an ad-
ditional $300 to $400 for a PMI. 
This allows the buyer to obtain 
a mortgage with a lower down 
payment because the lender is 
protected against any default on 
the loan.

New homeowners are also hit 
with insurance, taxes, water, gas, 
electric, homeowners association 
bills and more.

But not all is lost, Perkins 
said. 

“Eventually you ‘win’ and 
can start unpacking your boxes. 
Taking chances and believing 
in yourself is exciting. Home 
ownership is still an American 
dream.” 

Editorial Assistant Elena 
Kadvany can be emailed at eka-
dvany@paweekly.com.

City Median 

Price 2012

Median 

Price 2011

Median 

Price 2010

2012  

DOM

2011  

DOM

2010  

DOM

# Homes  

Sold 2012

# Homes  

Sold 2011

# Homes  

Sold 2010

Atherton n/a $522,499 $688,700 n/a 86 79 0 2 3

East Palo Alto $290,000 $185,000 $246,000 45 108 100 21 15 8

Los Altos $864,500 $792,500 $760,000 33 53 102 46 50 41

Menlo Park $895,000 $705,000 $816,000 49 63 87 77 83 69

Mountain View $612,500 $470,000 $549,500 34 69 55 340 290 268

Palo Alto $890,000 $760,000 $717,500 25 57 61 147 142 124

Redwood City $490,000 $373,108 $438,500 47 118 64 59 43 30

*Information provided by the Silicon Valley Association of REALTORS® from MLSListings Inc.

Condominium Sales

First-time 
(continued from page 14)

—Sue Gamble, Cooper & Gamble 
Real Estate, Mountain View

‘Houses are like 
trains, if you 
miss one 
another one will 
come along.’
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2891 Woodside Road, Woodside

www.2891WoodsideRoad.com

Hugh Cornish
650.566.5353

hcornish@cbnorcal.com
DRE# 00912143

Natalie Comartin
650.380.3122
natalie.comartin@cbnorcal.com
DRE# 01484129

HAMPTO N S  LIVI N G  I N  TH E  H EART  O F  WO O D SI D E
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by Ranjini Raghunath
ell-paying jobs, prime school-district locations and 
proximity to Stanford have always lured people to the 
Bay area. 

The move, however, brings up the big question: to buy or to 
rent? 

Despite California being the second-most expensive state to rent 
in (according to the National Low Income Housing Coalition), the 
high average occupancy rate (more than 95 percent in both Menlo 
Park and Palo Alto since 2010, according to realfacts.com) is an 
indication that people prefer renting homes to buying — especially 
if they do not know how long they will be staying. 

Moving to Palo Alto from New York for a new job, Emilio Dis-
anluciano was not disconcerted by the high rent prices, even with 
his rent comparable to that of his Wall Street apartment. 

All he wanted was a place close to work and the nightlife in 
downtown Palo Alto. 

“My girlfriend and I — we’re both young, and we wanted a 
place close to downtown, rather than somewhere in, say, Los Altos 
Hills,” he said. 

What struck him, however, was the stiff competition he faced 
while searching for a rental home. 

“People were ready to pay two or three months’ rent in advance. 
I had to secure the home in August of last year, just to move in in 
January this year,” he said. 

Disanluciano’s case is not unique; almost every newcomer look-
ing for a rental home in the Bay Area gets caught up in this “bid-
ding war” — fueled by the skewed ratio of applicants to available 
homes — before they can find a place that meets their minimum 
requirements. 

“When you compare it to Texas, where I come from, there would 
be, say, three people applying for one apartment, against 30 people 
applying for the same here,” said Claire Selinger, who faced a simi-
lar experience hunting for a home in the Palo Alto/Menlo Park/
Redwood City area. Listings for homes are also posted much more 
in advance back there, she said. 

Selinger’s search was compounded by her long working hours. 
She and her husband Scott are both physicians, at Stanford and 
Kaiser in Redwood City, respectively. 

During the few hours she could spare, she contacted property 
managers and browsed community listings and Craigslist, hoping 
to find an affordable home that would be suitable for both their 
commutes.

With rents varying greatly by location, finding one within a 
realistic price range can be challenging, especially in high-profile 
neighborhoods such as Crescent Park, Charleston Gardens and 
Downtown North where the average asking rents over the last 
four years for a two-bedroom single-family home were more than 
$3,000 (according to Palo Alto Realtor Leon Leong’s February 
2013 property newsletter). 

ALLENGES APLENTY 
R PEOPLE LOOKING

 FOR LEASES

‘People were 
ready to pay 
two or three 

months’ rent in 
advance. I had 

to secure the 
home in August 
of last year, just 

to move in 
in January 
this year.’ 

An
dr

é 
Za

nd
on

a
André  Zandona

—Emilio Disanluciano

(continued on page 22)

Left: East Coast natives Emilio Disanluciano and Michelle Meyer, in front 
of their Crescent Park rental home, found Palo Alto rents comparable to 

their Manhattan digs. Right: Claire and Scott Selinger found the rental 
market much more competitive than in her native Texas.
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MARY & BRENT
GULLIXSON gullixson.com

 

3 ACRE WOODSIDE ESTATE

OFFERED AT $14,800,000

AthertonEstate.com

FARRO ESSALAT, ARCHITECT

1 ACRE 

3-LEVELS WITH ELEVATOR

6 BEDROOM SUITES  |  THEATRE  

1 BED, 1 BATH GUESTHOUSE

FITNESS CENTER

LOGGIA WITH FIREPLACE

MENLO PARK SCHOOLS 

OFFERED AT $14,950,000
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SPRING REAL ESTATE 2013PURCHASE, REFINANCE, CASH-OUT

Pre-approved 
21 day close!

Highly responsive 

for FAST, SMOOTH 

mortgage fi nancing.

REALTORS TRUSTED RESOURCE

www.JasonBeacham.com

JBeacham@AbsoluteMortgage.com
DRE #1880251  |  NMLS #331019

JASON 
BEACHAM

PERSONAL MORTGAGE 

ADVISOR

Fannie Mae Direct

Jumbo Direct U/W

Specialty Financing

(650) 543-8013 Direct
Available 7 days/wk

Beating all-cash offers with local underwriters!

Last year’s end-quarter average asking 
rent for a two-bedroom, two-bath home, for 
instance, was much higher in Menlo Park 
($3,349) and Palo Alto ($3,219) than in 
Mountain View ($2,609), according to real-
facts.com. 

High rent prices, however, are no guaran-
tee of good quality, even if the homes “look 
promising in pictures,” as Selinger put it. 

“I saw a couple of places, (of) shockingly 
poor quality for a stunningly high price,” 
Alec Robertson, who was hunting for a two-
month rental home for his parents visiting to 
take care of his baby, wrote in an email. “We 
ended up choosing pretty much the only op-
tion we had.” 

Robertson’s earlier experience hunting for 
a long-term rental, however, was successful 
when he and his wife, after visiting more than 
20 apartments, found a “lovely place,” albeit 
at the pricier end of their budget.

“It was a long slog!” he said. 
Selinger was also able to find a two-bed-

room, two-bath home in Menlo Park through 
Craigslist, when, “by some miraculous inter-
vention, the landlord chose us over nine other 
applications,” she added in an email. 

Not everyone is as lucky.
“One of the homes I applied for last year, 

there were 20 people in line after me. Even 
though I was first, the landlord picked some-
one else because he had a million-dollar in-
come,” Brian Dillard, of Crescent Park, said. 

Dillard, his wife and their three boys moved 
into the neighborhood from Michigan last 
July on a short-term lease. When their land-
lord decided to tear down and rebuild their 
home in April this year, Dillard had to look 

for another short-term rental for the next three 
to six months, in order to stay in the area for 
the remainder of the school year. 

“I didn’t want the kids’ schooling to get in-
terrupted,” he said, adding that he was look-
ing for a home ideally close to either of their 
schools. 

However, most of the listings posted on 
Craigslist are usually for long-term leases, 
making it challenging for him to find a short-
term lease on short notice. 

“If people are leasing their homes when they 
are on vacation in spring or summer, for in-
stance, they don’t generally post it on Craigs- 
list,” he said. 

Owning a home in Michigan himself, Dil-
lard also pointed out the stark difference in 
rental price between a home here and else-
where. 

“I could lease my 2,500-square-foot home 
in the Detroit Metro area for less than $4,000, 
whereas, here, a home of the same size would 
be leased for at least $8,000 to $9,000,” he 
said. 

He tried word-of-mouth recommendations 
and approaching the neighborhood associa-
tion to find a suitable rental home. 

“Finding a good fit needs both luck and net-
working,” he said. 

Through a neighbor’s recommendation, he 
almost secured a condo in downtown Palo 
Alto, but when the owner decided to sell it at 
the last minute, the deal fell through. 

Despite the challenges, the overall process 
of hunting for a short-term rental has been 
“surprisingly more pleasant and easier” with 
neighbors’ and the neighborhood association’s 
help, he said. 

“The downside of looking for a short-term 
rental is that (once the lease runs out) I have 
to repeat the whole process.” 

Renters
(continued from page 20)

Making The Difference For You...

Dan Ziony
Serving buyers and sellers in Palo Alto, Menlo Park, Atherton, 
Portola Valley, Woodside, Los Altos, Los Altos Hills and other 
Peninsula communities for more than a decade

650.201.1010

Dan.Ziony@CBNorCal.com
CA DRE #01380339

www.DanZiony.com

■ Extensive Neighborhood Knowledge
■ Creative, Resourceful, Connected
■ Exceptional Service
■ Dedicated Advocate
■ Trusted Partner
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*No slogan needed

 650-400-1001
DRE 01184883

#1 Team in Keller Williams out of 79,000 Agents 
Nationwide for the 7th Consecutive Year

Miles McCormick
 H o m e s O f T h e Pe n i n s u l a . c o m

A v e r a g i n g  1 0 , 0 0 0  V i s i t s  P e r  M o n t h

925 Forest Avenue, Palo Alto 
SOLD - Seller Representation

1030 Hamilton Avenue, Palo Alto
SOLD - Buyer & Seller Representation

55 Skywood Way, Woodside
SOLD - Seller Representation

271 S. Castanya Way, Portola Valley
SOLD - Seller Representation

24551 Summerhill Avenue, Los Altos
SOLD - Seller Representation

256 Fulton Street, Palo Alto
SOLD - Seller Representation

210 Menlo Oaks Drive, Menlo Park
SOLD - Buyer Representation

220 Rinconada Avenue, Palo Alto
SOLD - Buyer Representation

150 Churchill Avenue, Palo Alto
SOLD - Buyer & Seller Representation

251 Washington Avenue, Palo Alto
SOLD - Seller Representation

228 Rinconada Avenue, Palo Alto
SOLD - Seller Representation

1959 Emerson Street, Palo Alto
SOLD - Seller Representation

1350 Harker Avenue, Palo Alto
SOLD - Seller Representation

249 Lowell Avenue, Palo Alto
SOLD - Buyer Representation

1861 Waverley Street, Palo Alto 
SOLD - Seller Representation
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For virtual tours of these properties, please visit www.tomlemieux.com

Coldwell Banker 
Top 1% Internationally 
Top 50 Nationally, Wall Street Journal, 2012

650 329 6645 

tlemieux@cbnorcal.com 

tomlemieux.com

DRE# 01066910

1144 Castle Way, Menlo Park

Sought-after central Menlo Park location;  
6-bedroom, 5-bath home on cul-de-sac

Offered at $4,450,000

F O R  S A L E

95 Fleur Place, Atherton

7 bedrooms, 9 full-, 2 half-baths, gorgeous  
grounds; guest house & pool 

Offered at $11,750,000

F O R  S A L E

54 Tuscaloosa Avenue, Atherton

Custom estate with 5 bedroom suites; approximately 
6,950 sq. ft.; with elevator, pool and spa; over 1.1 acres

Offered at $7,990,000

F O R  S A L E  -  E X C L U S I V E

396 Atherton Avenue, Atherton

New construction, 6-bedroom, 7-full,  
2-half bath estate home on over one acre

Offered at $14,500,000

C O M I N G  S O O N

25 North Gate, Atherton

Brand new construction with 4 bedrooms and  
3.5 baths, over 3,450 total square feet

Offered at $2,950,000
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76 Ridge View Drive, Atherton

Pinnacle location with magnificent Bay views;  
multi-level 5 bedrooms, 4.5 baths with pool & spa 

Offered at $4,695,000

S O L D

24 San Juan Avenue, Menlo Park

New construction, Mediterranean with modern 
interior design, 4 bedrooms, 4 baths, 1 half-bath

Offered at $3,450,00

F O R  S A L E

C O M I N G  S O O N

Main Level

196 Selby Lane, Atherton

Craftsman with 5 bedrooms, 4.5 baths, 
glorious gardens, pool & spa; private cul-de-sac

Offered at $3,295,000

F O R  S A L E

1 Tallwood Court, Atherton

West Atherton corner lot with home, approx. 1 acre, 
perfect for building a new estate

Offered at $2,995,000
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by Kate Daly
 are more people be-

coming millionaires than 
there are properties avail-

able.” That’s how longtime Realtor 
Ed Kahl explains the current supply 
and demand situation in the high-end 
market in Silicon Valley. 

He works in Woodside with Cold-
well Banker and predicts, “Overall we 
think inventory will be lower this year 
than last because a lot of properties 
sold last year that were on sale for a 
while.”

For homes listed between $8 and 
$12 million, Kahl says, “It’s not un-

THERE’S SIMPLY NOT MUCH AVAILABLE 
IN THE $10 MILLION RANGE

estates,
prices

(continued on page 28)

20
13

The 1.4-acre home on a flag lot, at 23 Belbrook Way in Atherton,
 includes a landscaped yard with pool and putting green.

The Belbrook Way home includes a full theater seating 12 (middle), 
a loggia with an outdoor kitchen overlooking the large back yard and 
guest house (above) and a formal front with pillars (right).
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Considering investing?  Over a decade of hands 
on real estate investment experienceusing 1031 
exchanges to buy and sell shopping centers and 

Want excellent marketing and market analysis?  
Extensive marketing background that includes 
VP of Marketing, Press Secretary for a 
gubernatorial campaign, and Director of 

Need renovation consultation?  Thorough 
experience in the development/remodel 
process, whether for large or small projects 

Unsure where to invest or live?  Detailed 
knowledge of the area as a long time resident 
of the Mid-Peninsula, including San Carlos, Red-
wood City, Woodside, Portola Valley, Menlo Park, 
Los Altos, Mountain View, Los Gatos, and the 

Empathy, Creativity and Experience for your real 
estate needs!

To provide her clients with multi-dimensional 
support, Lynn weaves together threads of 
valuable experience acquired before becoming 

Lynn Wilson ROBERTS

650.255.6987 | lwr@wilsonroberts.com
www.LynnWilsonRoberts.com  DRE# 01814885

578 University Avenue, Palo Alto, CA 94301

SPRING REAL ESTATE 2013

usual in this price range to take a while to 
sell.” 

He recently relisted a 10.4-acre property lo-
cated at 160 Greer Road in Woodside for the 
same price it came on last June: $11,450,000. 
He took the property off of the Multiple List-
ing Service for the winter because he says 
the traditional selling seasons are spring and 
fall, and “people aren’t interested in slogging 
around in the rain,” particularly on such a 
large parcel with open meadows, views of the 
western hills, a pool and a house that dates 
back to 1948. 

He describes the property as “unique” and 
predicts the buyer will be someone who wants 
to start over and build a custom home. He 
hopes to sell the property this spring.

Rich Bassin with Alain Pinel Realtors in 
Menlo Park is equally optimistic about sell-
ing his new listing at 23 Belbrook Way in 
Atherton. Offered at $8,250,000, the flag lot 
is about 1.4 acres featuring a 9,883-square-
foot house that was built five years ago, and 
a loggia for outdoor entertaining overlooking 
the pool and guesthouse. 

Bassin says the property appeals to his cli-
ents whom he describes as “people who are 
well-known celebrity types,” because “it’s off 
the main street, so it’s very private.”

Based on his showings so far, he expects 
to sell the property soon, and has another 
Atherton home coming on the market in April 
priced at more than $10 million.

Overall, he predicts, “It’s going to be a 
pretty good year (even though) inventory is 
a little slow.”

Big estates
(continued from page 25)

(continued on page 30)Asking price for this 8.9-acre property at 275 Josselyn Lane in Woodside was recently dropped from $9.2 million to $8.9 million.

B
ernard Andre
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My home has
128,180 bedrooms 
and 72,086 baths.

I call it
Palo Alto.

Follow us to
ChancellorHomes.comBrian Chancellor

Brian Chancellor
650.303.5511
BrianC SerenoGroup.com
DRE # 01174998
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8 Meadow Lane, Atherton

apr.com  

Marybeth Dorst
650.245.8890
DRE# 01345542

mdorst@apr.com  |  www.MarybethDorst.com

Virtual Tour at:  
www.8MeadowLane.com

The ultimate of California living is found at this beautiful estate on a private and peaceful cul-de-sac in West Atherton. 

Luxurious and thoughtful appointments throughout and resort-inspired grounds combine for an indoor/outdoor      

experience that is perfect for relaxed family living or grand entertaining.

   5 bedrooms; 4 full baths, 3 half baths

OFFERED AT: $6,995,000

Open Sunday    1:30 - 4:30  pm

In general, Ken DeLeon with 
DeLeon Realty in Palo Alto says 
inventory is at a 10-year low, but 
he foresees more properties com-
ing on the market in April and 
May as families gear up to transi-
tion at the end of the school year. 

His $9,975,000 listing for a new 
11,400-square-foot home on an 
acre at 25839 W. Fremont Road 
in Los Altos Hills “is getting a lot 
of early Googlers who are doing 
some trade ups.” He sees proper-
ties in the $4 to $9 million range 
“doing well so that’s enabling 
people to bump up and buy at the 
upper end of $10 to $12 million.” 
Up there he says it’s not as com-
petitive; deals are closing with 
“single offers, but good offers, 
close to asking (price).”

“What’s kind of surprising,” 
he observes, “is how young these 
buyers are, in their late 30s and 
early 40s.” DeLeon estimates 
about half of his clients are “inter-
national buyers looking for trophy 
homes, second homes in Silicon 
Valley.”

His firm continues to market 
heavily in Chinese TV, radio and 
newspaper outlets. “Sometimes 
they might send their agent or a 
family member” to look at a prop-
erty, while the buyers themselves 
watch a virtual tour video and 
purchase a property sight unseen, 
he says. 

He spent $10,000 on a profes-

sional video “to impress and 
showcase” the brand-new 11,099-
square-foot home he has for sale 
for $10,998,000 on an acre at 
48 Linden Ave. in Atherton. He 
launched his publicity campaign 
with a private preview dinner and 
dancing party for 275 people, and 
planned to hold one public open 
house. 

Joan Miller with Alain Pinel in 

Los Gatos has been showing her 
listing at 12661 Robleda Road in 
Los Altos Hills since 2011. Built 
in 2005, the French chateau-style 
8,610-square-foot home sits on 
more than an acre with a view.

“I have just reduced the price 
to where it should have started 
on the market two years ago,” 
she says, adding now, “We should 
have more activity.”

Originally listed at $10,800,000, 
then lowered to $8,880,000, 
the house’s new asking price is 
$7,850,000.

Miller sees a shift in buyers 
these days. “There is definitely 
a trend in younger people to not 
want massive houses. They want 
to be closer to town and many are 
postponing having children until 
later, so their need for housing 

may perhaps be less now than in 
previous generations.”

Erika Demma with Coldwell 
Banker in Woodside sees another 
increasing trend: more people not 
putting their homes on the MLS, 
doing private sales off-market and 
“seeing good results. ... It depends 
on the pricing.” 

She says she is “getting good re-
sponses” for her current off-market 
listing in Atherton, whereas she 
recently reactivated a MLS list-
ing for an 8.9-acre property with 
a home built in 1965 at 275 Jos-
selyn Lane in Woodside. The new 
asking price is $8,900,000, down 
from last year’s $9,200,000. 

“Someone is going to tear it 
down and build a big estate there,” 
she says. 

Big estates
(continued from page 28)

—Ken DeLeon, 
DeLeon Realty

‘What’s kind 
of surprising, 
is how young 
these buyers 
are, in their 
late 30s and 
early 40s.’

The 10.4-acre property at 160 Greer Road is a legacy property in Woodside that’s been in the same family for 70 
years, according to Realtor Ed Kahl.

C
herie C

ordellos
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PALO ALTO’S HIGH END SITS  
ON .85 ACRE IN OLD PALO ALTO

by Carol Blitzer
ew of us ever get the chance to walk 
through a $20+ million estate in Old 
Palo Alto. But the virtual tour at www.

TheLowellHouse.com offers a chance to enter 
that world.

One starts by imagining walking through low-
key gates, flanked by vine-covered brick walls; 
then continuing in the foyer over Italian black-
and-white marble tile floors.

The home is formal in its detailing, with much 
harking back to its 1916 origins: wainscot panel-
ing, brass sconces, fluted pilasters with Corin-
thian capitals and a hand-painted ceiling in the 
gallery; custom-made Murano glass chandeliers; 
carved mantelpieces in the music room/library 
fireplace; silk-upholstered walls in the dining 
room; French doors overlooking the grounds in 
the living room.

The family/media room sports a retractable 
cinema screen, plus surround-sound speakers.

The kitchen, with its custom Canadian pine 
cabinetry, also includes a large butler’s pantry and 
an eating area. Most appliances are doubles: two 
ovens, two refrigerator/freezers, two dishwashers, 
two sinks.

Actually, there are two kitchens: A second one 
adjoins the family room, with easy access to the 
pool.

A suite of rooms includes a large living room/
office, a bedroom, bathroom and separate office 
with built-ins (and dumb waiter to basement stor-

age areas).
And that’s just the first floor.
The upper level contains the master suite, as well as four 

other bedrooms and two more bathrooms.
An executive office (with gym and workshop), a guest house, 

a billiards/rec room and tons of attic storage are included, plus 
wine storage.

In addition to the pool, spa and cabana, there’s a basketball/
sport court.

The house’s specs are a tad mind-boggling: seven bedrooms, 
5.5 bathrooms (plus a one-bedroom, one-bath guest house), 
more than 12,000 square feet of interior space on a 37,500-
square-foot lot. Much was renovated between 1997 and 2000 
by the current owners, only the fourth to own the property. 

Offered at $20+ million, this Old Palo Alto estate includes a family/media room with retractable screen (top left), silk-upholstered walls in the formal dining room (top right) and lush grounds with 
towering redwoods (above).

A window-lined gallery, with black-and-white marble flooring, leads to the 
family room.

photographs by David Eichler
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by Ranjini Raghunath
ancy Dierx has jumped over fenc-
es and been bitten by dogs at least 
three times in her 31 years work-

ing as a real-estate appraiser. 
“I am more afraid of dogs now than of 

people,” she said. 
Dierx is the founder of Real Estate Ap-

praisal Professionals in Redwood City, a 
firm that appraises the market values of 
residential homes, lofts, condominiums 
and two- to four-unit dwellings in San 
Mateo, Santa Clara and San Francisco 
counties.

Along with angry pets, she often has to 
deal with irate homeowners unsatisfied 
with her evaluation of their homes. 

They sometimes misunderstand their 
home’s worth, she said. 

Dierx works on at least two appraisal 
reports every day, most of them for banks 
or lenders issuing mortgage loans.  

Apart from mortgages, appraisers are 
also hired to assess property value for liti-
gation or arbitration, market research, fea-
sibility analysis, tax valuations and divorce 
cases, Stan Tish, real-estate appraiser with 
Berliner, Kidder & Tish, said. 

In the past, real-estate appraisers were 
usually hired directly by banks or lenders, 
as part of their due diligence before issu-
ing a mortgage loan. 

After the real-estate bubble collapse and 
the passing of the Housing Valuation Code 
of Conduct in 2008, mortgage lenders 
were mandated to hire appraisers through 
a third party called Appraisal Manage-
ment Companies (AMCs), enabling ap-
praisers to evaluate homes free from the 
lenders’ influence. 

Even with the changes in the appraisal 
regulations introduced by the Dodd-Frank 
Wall Street Reform and Consumer Protec-
tion Act of 2010, lenders are still prohib-
ited from “influencing an appraiser to get 
a more favorable appraisal value.”

AMCs establish a list of qualified ap-
praisers and act as a “buffer layer” be-
tween the lender and the appraiser. 

However, when AMCs started hiring ap-
praisers from out of the area to save costs, 
it resulted in many homes being appraised 
inaccurately, according to a 2011 Second-
ary Marketing Executive article. Most 
were unfamiliar with the local market.

“Banks lend 80 percent of either the ap-
praised or actual price, whichever is low-
er,” Alex Wang, second-generation Realtor 
and broker associate at Sereno Group in 
Palo Alto, explained. “If the property is 
under-valued, homeowners end up having 
to pay a larger down-payment.”

“AMCs can create or damage the re-
lationship between the appraiser and the 
bank,” Dierx said. 

Once hired by the AMCs, the first step 
that an appraiser takes is establishing the 
purpose and scope of the appraisal. 

Appraisers inspect the property and the 
neighborhood, collect information on the 
quality and condition and identify the im-
portant characteristics that determine the 
value, which vary depending on property 
type, area and purpose of the appraisal. 

“Appraisers identify what contributes to 
the value of the home. There are generally 
accepted notions of what’s important for 
a property: for a warehouse, it might be 
freeway access; for a home, it may be the 
school district,” Tish explained. 

Most appraisers 
use the sales- 
comparison 
approach, 
comparing similar 
properties in 
competitive 
markets and 
reconciling 
adjustments 
to the property 
value. 

M
ichelle Le

REAL-ESTATE APPRAISERS 
EXPLAIN HOW THEY ASSESS 

PROPERTY VALUES

Real-estate appraiser Nancy Dierx stands in front of a Menlo Park home that she appraised.
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5 Carolina Lane, Atherton

LISTED AT $3,950,000

OPEN SAT/SUN 1-4 Gracious California Ranch 

in West Atherton. Tucked 

down a private cul-de-sac, this 

home is surrounded by lush 

garden rooms with pool and 

guest house.

Summary of the home:

SPRING REAL ESTATE 2013

Some appraisers have their own checklists, 
while some follow the Fannie Mae guidelines 
for evaluation. 

“Banks may also have their own criteria or 
checklists,” Tish said. 

Appraisers usually get their data from rental 
statistics, sales history, brokers’ lists, multiple- 
listing services and public records. 

“Appraisers may also approach us for local knowl-
edge and to get access to places,” Wang said. 

Most appraisers use the sales-comparison 
approach, comparing similar properties in 
competitive markets and reconciling adjust-
ments to the property value. 

“Each lender has their own rules. In general, 
lenders want to see at least two comparable 
sales in 90 days; some require four closed sales 
within a mile,” Dierx said. 

Finding comparable sales is one of the chal-
lenges that appraisers face, especially in a 
volatile real-estate market. 

“If the prices go up too fast, appraisers find 
it difficult to justify the value,” Wang said. “In 
the past year, it has become difficult to find 
enough comparable properties. ... We’re seeing 
many under-valued appraisals.”

Different neighborhoods also call for differ-
ent adjustments.

A “white elephant on the block” — for in-
stance, a 3000-square-foot home that a con-
tractor built on a 12,000-square-foot lot — 
may also cause problems when trying to find 
a comparable sale within the guidelines, Dierx 
said. 

Other appraisal approaches include the in-
come capitalization approach (used to estimate 
the value of income-producing real estate) and 
the cost approach (based on estimated value 
of land and cost and depreciation of improve-
ments). 

“We apply all three approaches and find out 

which one gives the value of greatest confi-
dence,” Tish said, highlighting the case of a 
property purchased with substance contami-
nation his firm is currently working on. Us-
ing all three approaches, they will compare 
the property value in its uncontaminated state 
with its present value, apart from estimating 
the cost of remediation and long-term effects 
of the contamination, he said. 

Depending on the purpose and complexity, 
an appraisal for a mortgage loan may cost be-
tween $300 and $500. Legal disputes or char-
itable tax evaluations may cost significantly 
more, according to Tish.

“We usually do phased assignments: (com-
plete) an initial appraisal and give our clients 
a ballpark figure. If they are satisfied, they 
continue working with us,” he said. 

Appraisal reports are reviewed by the lend-
ers or AMCs by independent or in-house re-
viewers, or other appraisers. 

Homeowners may also appeal or ask for a 
rebuttal of the appraisal report, if they have 
enough data to back up their claim, Dierx 
said. 

Appraisers are certified either by the state 
or by private institutions such as the Apprais-
al Institute, a professional organization that 
awards two professional designations: SRA, 
to residential appraisers, and MAI, to com-
mercial appraisers. 

Appraisers are also expected to follow the 
Uniform Standards of Professional Appraisal 
Practice (USPAP), enforced by the Appraisal 
Foundation, a congressionally authorized non-
profit organization.

“Establishing an identity in the marketplace 
takes a lot of networking, follow-up and hard 
work,” Dierx said. 

BOB KAMANGAR
Broker Associate
Attorney
General Contractor

   
   

    
  

Selling?  
Call me to discuss 
the best marketing 
strategy for your 
home (complimentary 
staging and network of 
subcontractors). 

Buying?  
Put my expert negotiation 
skills to work for you.

Cell (650) 245-0245  |  bob@serenogroup.com
www.BobKamangar.com  |  DRE# 01229105
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Over 900 Homes......and Not Just A Number!

The current local real estate market is robust, competitive, and - at the same time -a bit wild and 

challenging. Skillful guidance from start to finish is essential for obtaining truly optimum results.

In a market as fast-moving as this, every seller wants clear and experienced counseling in order 

to most advantageously present, price, and market their home. That same seller needs clear and 

experienced counseling when they, in turn, become a buyer and need expert advice on 

purchasing.

I have had the privilege and responsibility of representing many wonderful people in the sale or 

purchase of over 900 homes in our immediate area -all for which I am very thankful. Nine 

hundred homes, though, is not a scorecard, nor is it about posting another number. Every client 

and every transaction is distinct in my mind. Personal attention to details, the trust associated 

with having worked together before or being referred, and the experience that comes from 

knowing what works best to help someone accomplish their goals is the aspect of being a real 

estate broker I most enjoy.

We are fortunate to have many excellent real estate agents in our area with which I have had the 

pleasure of developing strong professional relationships. Those relationships of integrity and 

trust are integral to how I do business.

My promise to you always is that you will get sound communication and confidential personal 

counseling - coupled with energetic and consistently successful results. You will never be one of 

many. In my world, you are the only one.

Thank you again for your many referrals. I am very appreciative of your business and welcome 

the opportunity to be of assistance to you personally at any time.

Sincerely yours, 

Steve Bellumori

April. 2013

Dear Friends,
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Situated on park-like grounds and at the end of the cul de sac, this striking home, apartment, cabana, and stunning pool area offers the very 
finest of indoor and outdoor California living!    

Main Residence: 
Accented by abundant skylights, beautiful outdoor views, and high-vaulted ceilings, the beautifully updated main residence features 4 bedrooms, 
3 baths, family room, and a generous size open loft office area in addition to the open living and dining room.

Children’s bedrooms have additional loft areas for enjoyment while the mastersuite opens to a gracious dressing area, lovely master bath 
and direct access to a private hot tub enclosure. The handsome, spacious and open kitchen with quality stainless appliances, center island, 
generous counters and cabinetry overlooks a gorgeous back yard replete with bocce ball court and lush lawn area.   

Attached Apartment: 
The 1 BR/1BA loft apartment continues the contemporary flair with solarium styled walls and high ceilings. Easily accessible to the main 
residence, the apartment with separate front entrance is at the same time independent and totally self-contained. 

Cabana/ Grand-Size Pool: 
The resort like entertainment cabana/ exercise  room, pergola, and patios surrounding the sun-drenched  60 foot long pool will provide 
years of enjoyment for family and guests alike.   

Menlo Park City Schools with close proximity to excellent commute routes, Facebook campus, and Stanford University.

New Listing!    2 Fredrick Ct., Menlo Park

Soaring Ceiling Contemporary on Gorgeous 2/3 Acre Lot!

Approximate Square Footage:

4378 Total

2997 Main Residence

937 Guest Apartment

444 Cabana

Lot: 28,750

Room dimensions and square footage obtained 
from sources deemed reliable but not verified.

A Home for All Seasons! A Home for All Reasons!
Rare offering and Outstanding home now offered for $3,495,000

Open 1:00 to 5:00  

Saturday, April 20  

and Sunday, April 21
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by Kate Daly
he combination of a shifting economy and aging popula-
tion has created a new niche in the moving business where 
the focus is on helping senior citizens downsize.

More than six years ago, Joan Harlem sold her large home in 
Woodside after going through a divorce, and moved into a smaller 
place in town. At around the same time, she befriended a woman 
in her 80s who was also in transition after losing her husband of 
40 years. She was ill, had no children and needed help moving. 
Harlem stepped in and then went on to found a business called 
Home Strategies.

As a moving organizational specialist, Harlem finds herself 
working with a lot of local elderly clients who are opting to live 
in smaller spaces at places such as Menlo Commons in Menlo 
Park, Vi in Palo Alto and The Sequoias in Portola Valley. On the 
flip side, she also helps younger couples that are moving up into 
bigger homes from small apartments.

Regardless of her clients’ age and stage in life, a lot of prepara-
tion goes into a move, and figuring out what to take and not to take 
can be overwhelming. “These are their possessions so we are very 
gentle about that,” she said. 

As decisions are being made on what to move, give to family 
members, sell on consignment, donate to charity, or haul away she 
said, “I label, photograph and journal everything.”  

She will supervise a team to unpack and rearrange things in the 
new location, as well. Another service she offers is helping stage 
a house for sale. “If a house is going on the market, we work with 
Realtors to help declutter it.”

Eloise Pollock took a special class to become a Seniors Real 
Estate Specialist in Coldwell Banker’s Portola Valley office. She 
has clients “who have wanted to sell their homes for four years” 
waiting for the market to change, and now, she said, “They’re 
starting to move on to the next stage.” 

She can think of five professionals in the area who specialize 
in helping people move. “They’re not necessarily expensive, but 
every single client has said it’s the best money I’ve spent.”

She describes one moving specialist who “on moving day says, 
‘Go to the movies,’ and then she takes all the old furniture to the 
new place and hangs the pictures and light fixtures on the wall so 
they feel like it’s home.”

Pollock recently collaborated with Maria Quinby, a 
senior move manager, professional organizer and inte-
rior designer who started her business, On the Move, in 
Woodside three years ago. 

Quinby had just helped her parents downsize from 
two family homes in her native Sweden to one smaller 
place, when she ran into her husband’s aunt, Patsy Whit-
ley, at The Sequoias in Portola Valley. “She was telling 
me about all these neighbors in Menlo Park where they 
raised their families. They were paying two mortgages. 
Their kids were too busy or too far away to help them 
move, and I realized I can step in as the extra daughter 
without the extra baggage.” 

“To move is one of the biggest things they do in life. ... 
It’s very emotional. It may take a whole afternoon to go 
through a box. ... You make tons of small decisions that 
can be so tiring for older people,” she said. 

She charges $65 an hour to organize, mediate, coor-
dinate and decorate, as she spells it out on her website. 
So far her longest job has lasted 120 hours, where she 
sorted through an entire house to help the client decide 
what to keep, took photos, then drew up a floor plan to 
show where everything would go in the new home.

Quinby is also willing to whip the new place into 
shape, getting it painted or recarpeted, and will unpack 
items, plus fill the refrigerator.

Susan Doherty of Woodside used Quinby for her 
young family’s remodeling project, and then hired her 
to help relocate her mother-in-law from Phoenix to the 
Moldaw Family Residences in Palo Alto. Doherty said 
Quinby “even makes the beds and hangs the pictures; 
she got everything ready for Alyse Rosen’s first night at 
her beautiful new apartment.”

Right now Quinby is assisting a Menlo Park woman 
move out of her three-bedroom, two-bathroom home 
into a one-bedroom unit at The Sequoias. Quinby says 
the reason the client gave for wanting help is, “I want to 
clean up my mess so my kids don’t have to.”

As resident services coordinator at The Sequoias, 
Deborah Barrette keeps track of resources senior citi-
zens might want to use. She has noticed “a surge” in 
the number of people offering senior moving services 
in the four years she has worked there. Quinby is one of 
several names on a list that also includes Kate Brauner 
with Senior Moving Assistance and Marlene Cope with 
Gentle Transitions. 

LOCAL FIRMS 
HELP SENIORS 

‘DOWNSIZE’

Maria Quinby works on a floor plan to help a senior citizen downsize to a smaller home. 
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650.740.2970
edemma@cbnorcal.com
erikademma.com

#1 Agent, Woodside Office, 2008, 2009, & 2011          Top U.S. Realtor, The Wall Street Journal, 2012          Relocation Specialist         DRE# 01230766

Specializing in: 

WOODSIDE,  ATHERTON, PORTOLA VALLEY, 

MENLO PARK, EMERALD HILLS...and surrounding areas 

EXCEPTIONAL PROPERTIES

Amazing Views on 8.9 Acres  
Numerous opportunities – Enjoy this  

Woodside home today, remodel, or build new

275JosselynLane.com

Offered at $8,900,000

Over 7 Acres in Woodside 
5 bedrooms, 4.5 baths; 4,850± sq. ft.;  

Views of the western hills

305LindenbrookCt.com

Offered at $3 595,000

Central Woodside Country Estate  
3 bedrooms, 4.5 baths; 4,100± sq. ft.;  

Pool and barn; Over 3 Acres

WoodsideCountryHome.com

Offered at $5,595,000
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Stunning Lindenwood home in Atherton

6 bedrooms, 5.5 baths; 6,110 +/- sq.ft;

Pool, spa and more

125JamesAvenue.com

Offered at $6,295,000

Stunning Emerald Hills Gated Estate 
5 bedrooms, 5.5 baths with 6,300± sq. ft.;  

Pool, spa & cabana

17ColtonCourt.com

Offered at $3,390,000
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Property lines are approximate
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This information was supplied by Seller and/or other sources. 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.

LIST OF ERIKA’S 
RECENT SALES

Tripp Road, Woodside

Toyon Court, Woodside

Prospect Street, Woodside

West California, Woodside

Glenwood Drive, Woodside

Shoshone, Portola Valley

Tynan, Portola Valley

Gordon Avenue, Menlo Park
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Go to open.apr.com for the Bay Area’s only 
complete online open home guide.

PALO ALTO  650.323 .1111  l  MENLO PARK  650.462 .1111  l  LOS ALTOS  650 .941.1111  l  WOODSIDE  650 .529.1111  

APR COUNTIES l  Santa  C lara  l  San Mateo  l  San Franc isco  l  Mar in  l  Sonoma  l  A lameda  l  Contra  Costa  l  Monterey  l  Santa  Cruz

ATHERTON $6,995,000
Truly exceptional estate on private 1.4+/-acres with guest 
house, pool, tennis. Luxurious amenities abound. Las Lomitas 
schools

Marybeth  
Dorst

650.245.8890
mdorst@apr.com

MENLO PARK $4,500,000
Gorgeous  6bd/6.5ba home on three levels in desirable west 
Menlo Park.  Award-winning Menlo Park Schools.

Monica Corman
650.543.1164

mcorman@apr.com

ATHERTON $3,795,000
Lovely 4bd/4ba Atherton home. 4350+/-sf on 1.03+/-acres.  
3-car garage, FR, formal Dining room, Living room, bar, built in 
BBQ and deck.  Las Lomitas Schools. 

Joe Parsons
650.279.8892 

joeparsons@apr.com 

WOODSIDE  $3,475,000
You will be charmed and captivated by this magical 7.7+/-acre 
Woodside view property.  Close to town. Guest house, pool, 
tennis court, expansive lawns & gardens.

Ellen Ashley
650.888.1886

eashley@apr.com 

ATHERTON   $3,198,000
Updated 5bd/5+ba Atherton Ranch home on 1.1+/-acres.  Over 
4500sf of living space.  Lovely landscaped yard with Pebble 
Tec pool/spa.  Menlo Park School District.

Janise Taylor
650.302.2083
jtaylor@apr.com 

MENLO PARK $3,950,000
Elegant, 3-level central Menlo home near parks and downtown 
was custom built in 2006 with 5bd/5ba, library, media room, 
wine cellar.

Mary Gilles
650.814.0858

mgilles@apr.com

SOLD!

ATHERTON $3,498,000
Substantially remodeled 4bd custom home in West Atherton. 
Primarily one level plus spacious upper level master suite. 
Private grounds with salt water pool. 

Agnes Williams
650.400.6729

awilliams@apr.com

SOLD!

MENLO PARK $2,695,000
Represented Buyer - beautiful three bedroom, four bath home 
built in 2007.

Monica Corman
650.543.1164

mcorman@apr.com

SOLD!

Page 42 I Spring Real Estate Special Section



Go to open.apr.com for the Bay Area’s only 
complete online open home guide.

PALO ALTO  650.323 .1111  l  MENLO PARK  650.462 .1111  l  LOS ALTOS  650 .941.1111  l  WOODSIDE  650 .529.1111  

APR COUNTIES l  Santa  C lara  l  San Mateo  l  San Franc isco  l  Mar in  l  Sonoma  l  A lameda  l  Contra  Costa  l  Monterey  l  Santa  Cruz

MENLO PARK $2,395,000
New listing: charming 4bd/2ba one-level home on 15,000+/-sf 
lot in desirable Menlo Oaks location.

Monica Corman
650.543.1164

mcorman@apr.com

WOODSIDE  $1,849,000
This lavish 3bd/2ba home on 2.56+/- ac in Woodside has been 
extensively remodeled using high end finishes. 2-car garage & 
great indoor/outdoor living.

Quetzal Grimm 
& Diane Chesler

650.400.7879
quetzal@apr.com

MENLO PARK $1,800,000
Excellent 3bd/3ba home of 3000+/-sf located in the Los 
Lomitas School District on a 9400+/-sf lot.  Access to major 
commutes, Stanford.

Joe & Mary 
Merkert

650.303.2221
650.387.5464

jmerkert@apr.com

PORTOLA VALLEY $2,200,000
Live the Portola Valley lifestyle from this contemporary 
3bd/2.5ba home with views to the Western ridge. Designed/
rebuilt with every attention to detail.

Roseann Miller
650.543.1237

ramiller@apr.com

COMING SOON

MENLO PARK $1,730,000
Beautifully maintained, 2-story, traditional floor plan home.  
4bd/3ba, one master bedroom on each floor.  Uniformly spa-
cious rooms throughout.  Las Lomitas Schools.  

Connie Linton
650.400.4873
clinton@apr.com

SOLD!
REDWOOD SHORES   $1,698,000
The Jewel of Redwood Shores.   Imagine spending every day 
in a setting reminiscent of a vacation retreat, where flowing 
waterways surround the home.

Jolaine & Jack 
Woodson
650.740.9694

jwoodson@apr.com 

SOLD!

MENLO PARK $1,995,000
Immaculate 3bd/3ba Sharon Heights town home is defined by 
its meticulous care, light-filled interiors and top quality finish-
es.

Joe & Mary 
Merkert

650.387.5464 
650.303.2221 

jmerkert@apr.com  

SOLD!

PALO ALTO  $2,595,000
Wonderful blend of traditional and contemporary details. 
4bd/3ba Community Center home. Wood floors, loggia, 2 
fireplaces, music studio and new roof.

Connie Linton
650.400.4873
clinton@apr.com
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Go to open.apr.com for the Bay Area’s only 
complete online open home guide.
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PALO ALTO $989,000
Light, spacious, 3bd/2.5ba townhome in a prime Midtown 
location. Remodeled bathrooms, wood floors, fireplace, large 
patio yard, attic storage.

Connie Linton
650.400.4873
clinton@apr.com

PORTOLA VALLEY  $795,000
Beautiful views and a great neighborhood surround this 
Portola Valley lot of approximately one acre. Award-winning 
Portola Valley Schools. 

Monica Corman
650.543.1164

mcorman@apr.com

EAST PALO ALTO $295,000
Investment Opportunity! Level 5000+/-sf buildable lot in great 
location. Close to schools, Gateway 101 Shopping Center, 
Stanford, Facebook.

Marybeth Dorst
650.245.8890

mdorst@apr.com

MENLO PARK $1,495,000
Romantic Bungalow and separate cottage.  4bd/2ba in house 
and 2bd/1ba in cottage.  Large lot in a serene neighborhood.

Jolaine & Jack 
Woodson
650.740.9694

jwoodson@apr.com 

SOLD!

MENLO PARK $1,195,000
Charming cottage-style triplex on a large parcel in Menlo 
Oaks.  Close to downtown Palo Alto/Menlo Park.  Income prop-
erty, family compound or build new.

Doss Welsh
650.543.1174

dwelsh@apr.com

SOLD!

MENLO PARK $1,099,000
3bd/2ba on 5300+/-sf lot with opportunity for renovation. Las 
Lomitas Schools. Represented Buyers with multiple offers.

Steve Korn
650.208.5425
skorn@apr.com

SOLD!

MENLO PARK $1,199,000
Just sold with 9 offers well above list price. Handsomely 
updated 3bd/2.5ba home with stunning private park-like set-
ting. Check out www.137StonePineLane.com.

Elyse & David 
Barca

650.743.0734
ebarca@apr.com

SOLD!

REDWOOD CITY $1,565,000
Prestigious upper Emerald Lake location, 4bd/2.5ba remod-
eled view home. Spacious open floor plan, stunning outdoor 
entertaining spaces. Acclaimed Roy Cloud Elementary.

Jami Arami
650.400.5855 
jarami@apr.com 

SOLD!
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Go to open.apr.com for the Bay Area’s only 
complete online open home guide.

PALO ALTO   CALL FOR PRICE
Beautifully remodeled 2bd cottage in prime old Palo alto on a 
7500+/-sf lot. Chef’s kitchen, hardwood floors. Sold separately 
or with 619 Tennyson.

Samia Cullen
650.384.5392

scullen@apr.com 

MENLO PARK  CALL FOR PRICE
1930’s 3bd/2ba, 2350+/-sf home on oversized 13,000+ lot in the 
Willows with magical gardens and outdoor fireplace.

Judy Citron
650.543.1206
jcitron@apr.com

COMING SOON
REDWOOD CITY CALL FOR PRICE 
This spacious 4 bedroom 2 bath home in a peaceful 
neighborhood offers an open kitchen and family room, large 
master suite that opens to the backyard, lots of natural light, 
and a well manicured backyard with lawn."

Quetzal Grimm 
& Diane Chesler

650.400.7879
quetzal@apr.com

PALO ALTO CALL FOR PRICE
Contemporary elegance in prime Old Palo Alto. Three stories, 
6bd/5ba, 4-car garage. Magnificant backyard. Sold separately 
or with 627 Tennyson.

Samia Cullen
650.384.5392 

scullen@apr.com 

Open House Sunday, April 21st from 1:30-4:30

Janise Taylor
Phone: 650.462.1111  |  Cell: 650.302.2083
1550 El Camino Real, Ste 100 Menlo Park
Email: jtaylor@apr.com

First time on market in over 40 years. Lovely, 

expanded Atherton Ranch home set on 

1.1 acres.  This home has a total of 4,536sf of 

living space and includes a main house, in-

law suite and guest quarters. There are a total 

of 5 bedrooms and 7 bathrooms. The bright, 

open kitchen has been recently remodeled with 

granite and caesarstone countertops, wetbar 

and high-end  appliances. The front yard boasts 

original Thomas Church gardens. The backyard 

has been beautifully landscaped and features 

a lovely patio, Pebble Tec pool and spa, and 

beautiful perimeter oak and redwood trees. 

Large 3 car garage with lighted attic storage 

space.  New fire-treated shake roof. Excellent 

Menlo Park School District (Encinal/Hillview/

Menlo Atherton). Walking distance to various 

schools and downtown Menlo Park.

Price: $3,198,000

470 Middlefield Road, Atherton
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1550 El Camino Real     Menlo Park, CA  94025

www.CarolAndNicole.com

Trust Earned Time & Again

T :: 650.543.1195
E :: carolandnicole@apr.com

Carol Carnevale and Nicole Aron 
DRE #s: 00946687, 00952657

Celebrating

500 Palo Alto Stories

500 Palo Alto Families

500 Palo Alto Connections

500 Palo Alto Homes Sold

Become a part of our  

next 500 homes

Carol &Nicole

Stay 
Connected.

Included among the top

real estate teams 

in the nation

by the

Wall Street Journal

See map of 
Palo Alto 
homes sold

www.carolandnicole.com/about-us/ 
PaloAltoHomesSold
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by Rebecca Duran
hen seeking a new home, 
are you looking for size, 
location, neighborhood, 

move-in condition?
Depending on what city you’re 

looking at, buying a new home can 
mean tradeoffs between a spacious 
living area or a convenient loca-

tion. 
Older properties may have been 

remodeled, at least partly, but more 
recently built properties could in-
corporate energy-saving options. 

Here’s a comparison of what you 
can find at similar prices but in dif-
ferent cities:WHAT CAN YOU FIND AT VARIOUS 

PRICE POINTS, IN DIFFERENT CITIES?

MOUNTAIN VIEW

Located in a well-secured and maintained area in Mountain View, this condominium 
includes such amenities as a pool, sauna/hot tub, elevator, playground and clubhouse. 
Within walking distance from groceries, restaurants and entertainment, it is also in 
the Los Altos school district.

Address: 2255 Showers Drive #322
List price: $799,000
Bedrooms: 3
Bathrooms: 3

Interior: 1,418 sq. ft.
Lot size: 1,418 sq. ft.
Date built: 1999
Walk score: 72

PALO ALTO

This condominium is one block away from California Avenue, where one can take 
Caltrain or a shuttle to Stanford University. It includes a remodeled kitchen with 
stainless-steel appliances and energy-saving features such as a skylight, thermostat 
controller and double-pane windows. A fireplace and balcony also adorn this liv-
ing space.

Address: 2585 Park Blvd. #Z214
List price: $795,000
Bedrooms: 2
Bathrooms: 2 full, 1 partial

Interior: 1,230 sq. ft.
Lot size: 630 sq. ft.
Date built: 1993
Walk score: 12

PALO ALTO

In a private complex in a creekside setting, this condominium is located in down-
town Palo Alto, near plenty of dining and entertainment options. Key features are a 
gourmet kitchen and an open living room/dining room leading to a solarium opening 
to a large patio and landscaped garden. Interior finishes include cherry-wood floors 
and a marble and limestone fireplace.

Address: 103 Emerson St.
List price: $1,398,000
Bedrooms: 2
Bathrooms: 2

Interior: 1,415 sq. ft.
Lot size: 1,722 sq. ft.
Date built: 1980
Walk score: 86

(continued on next page)

Veronica W
eber

Veronica W
eber

Veronica W
eber

PORTOLA VALLEY

From the wall of windows in the dining room and sunny deck, one quickly under-
stands the draw of this Woodside Highlands cottage — the view. A skylight streams 
light onto the living room, with its featured stone fireplace. Wood is key throughout, 
from the hardwood floors to the wood paneling and living-room ceiling.

Address: 105 Santa Maria Ave.
List price: $1,365,000
Bedrooms: 2
Bathrooms: 2

Interior: 1,520 sq. ft.
Lot size: 25,177 sq. ft.
Date built: 1925
Walk score: 20



On beautiful Lake Don Pedro, California
Average size 50 acres

Lake Side Lots and Lake View Lots

A vast bluewater lake, surrounded by gently sloping ranch land.... Imagine 
your dream home among lazy oaks and rolling hills, nestled in the Sierra 

Foothills in your own private domain. Settle into a master planned gated 
community that presents a lifestyle of privileged serenity that includes: 
boating, fishing, hiking and horseback riding. Your imagination is the limit.

Act now to secure a prestige estate for you and your family’s future,  
while the prices are reduced.

Phone office 209 984 0777, or Matt cell # 209 753 7778. www.sevenlegends.com

PRICES REDUCED BY 50%

For A Limited Time Only

SPRING REAL ESTATE 2013

MENLO PARK

This single-story updated Sharon Heights home boasts curb appeal and designer 
touches, from the formal living/dining room and separate family room to the eat-in 
kitchen. The master suite has a marble bath and a walk-in closet, with plenty of storage 
throughout. 

Address: 25 La Loma Drive
List price: $1,995,000
Bedrooms: 4
Bathrooms: 2 full

Interior: 2,180 sq. ft.
Lot size: 9,603 sq. ft.
Date built: 1959
Walk score: 55

PALO ALTO

This updated traditional-style home with a landscaped front yard and accent fence is 
near downtown Palo Alto. Along with a kitchen with a breakfast nook, it features an 
expansive master bedroom area, remodeled bathrooms and a family room.

Address: 256 Fulton St.
List price: $1,950,000
Bedrooms: 3
Bathrooms: 2

Interior: 2,055 sq. ft.
Lot size: 5,000 sq. ft.
Date built: 1979
Walk score: 72

(continued from previous page)
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(continued on page 52)
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MARY & BRENT
GULLIXSON

gullixson.com

OPEN SUNDAY 1:30-4:30

260 ARDEN ROAD MENLO PARK

DESIRABLE FELTON GABLES NEIGHBORHOOD

CRAFTSMAN STYLE HOME BUILT IN 2003

 5 BD  |  4.5 BA  |  3 LEVELS

WINE CELLAR  |  RECREATION/MEDIA ROOM

LANDSCAPED GROUNDS  |  MENLO PARK SCHOOLS

NEW PRICE $3,199,000

OPEN SUNDAY 1:30-4:30 
12797 NORMANDY LANE  

 LOS ALTOS HILLS

LOCATED CLOSE TO TOWN  |   1 ACRE

6-7 BEDROOMS  |  POOL 

LOS ALTOS SCHOOLS

CO-LISTED WITH LINDA TATUM DRE 01233773  

WWW.12797NORMANDY.COM

OFFERED AT $4,500,000          

157 GOLDEN HILLS

PORTOLA VALLEY    

CONTEMPORARY HOME BUILT IN 2009

PANORAMIC WESTERN HILL VIEWS

2.55 ACRES 

5 BED  |  LIBRARY

SPACIOUS DECKS

PORTOLA VALLEY SCHOOLS

OFFERED AT $5,250,000 
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Asking price: $1,388,000

OPENSat & Sun1:30-4:30

Call 650 • 888 • 4116
www.yarkinrealty.com

114 University Drive, Menlo Park

Prime Allied Arts area with
incredible potential and opportunity ...

SPRING REAL ESTATE 2013

MENLO PARK

Located in Sharon Heights, this house has a spacious library/office/music room adja-
cent to the living room. A chef’s kitchen with an island, a master-bedroom suite with 
a fireplace and a bathroom with a spa bathtub are also included. 

Address: 1052 Sierra Drive
List price: $2,950,000
Bedrooms: 4
Bathrooms: 3 full, 1 partial

Interior: 3,600 sq. ft.
Lot size: 13,680 sq. ft.
Date built: 2002
Walk score: 54

PALO ALTO

This brand-new house includes a backyard with a garden, a living and family room, 
formal dining room and a chef’s kitchen with a breakfast bar. The bathrooms are 
finished with granite floors, and the rest of the house is done with Brazilian cherry 
floors. 

Address: 470 Ruthven Ave.
List price: $2,950,000
Bedrooms: 4
Bathrooms: 3 full, 1 partial

Interior: 2,617 sq. ft.
Lot size: 7,000 sq. ft.
Date built: 2013 
Walk score: 82

(continued from page 50)
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ATHERTON

WWW.192FAIROAKS.COM

25 ISABELLA AVENUE LOT

ATHERTON    

ATHERTON 

1.6 ACRES WITH EXCEPTIONAL BAY 
VIEWS FROM SAN FRANCISCO  

TO THE SOUTH BAY
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FROM HIGH-END BUYS TO SUBSIDIZED RENTALS,  
NEW PROJECTS ARE PROGRESSING 

by Rebecca Duran
everal new housing projects are underway, in various stages of 
development in Mountain View, Palo Alto and Menlo Park. The 
following is a snapshot of how each project is playing out:

Name of project: The Village at San Antonio Center
Address: San Antonio Road and El Camino Real, Mountain View
Project description: 328 apartments, expected to be completed in 
August and fully leased in the fall, with a pool with adjacent lounge-
areas, a private resident lounge with kitchen, bike rack parking/lock-
ing area, a gym and a yoga fitness studio. Next to it is the Village 
Green, which includes a dedicated dog-walking area as well as shop-
ping, dining and entertainment. Several tenants have moved in.
Developer: Merlone Geier Partners, San Francisco,  
www.merlonegeier.com
Price: Rent ranges from $2,195-$4,090
Information: www.thevillagesanantonio.com

Name of project: Cohousing project/condominium
Address: 445 Calderon Ave., Mountain View
Project description: A three-story, 19-unit condominium complex 
with a common area, a dining room and kitchen, as well as areas 
for laundry, exercise, entertainment and crafts. Outside will be an 
orchard and garden; an existing farmhouse on the property will be 
relocated and renovated. Construction started on March 15 and is 
expected to be completed in 14 months.
Developer: Mountain View Cohousing Community and Barry  
Swenson Builder
Price: Approximately $900,000-$1,100,000
Information: www.barryswensonbuilder.com  
or www.mountainviewcohousing.org 

Name of project: Artisan Menlo Park
Address: 389 El Camino Real, Menlo Park
Project description: Nine single-family homes and 
17 townhouses, expected to be completed in spring 
or summer of 2014. The Community Plaza, planned 
to be located at the front of the community, will fea-
ture a large fountain set on a half-circle stone base, 

landscaped trellises, seating, a lawn area and accent 
planting. A landscaped pocket park featuring tables 
and chairs is proposed for the north side.
Developer: Matteson Development Partners, Inc.
Price: TBD
Information: www.mattesonrealty.com/index.html

Name of project: 801 Alma Family Housing
Address: 801 Alma St., Palo Alto
Project description: A 50-unit apartment 
complex for low-income families that will 
include a community room, computer lab, out-
door terrace. Currently 70 percent complete, it 
is expected to be ready in July or August.
Developer: Community Working Group and 
Eden Housing
Price: Rent ranges from $536-$1,262
Information: www.communityworkinggroup.
org or www.edenhousing.com
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ATHERTON $1.8 BILLION
IN 2012 THEY SOLD 25 PROPERTIES IN ATHERTON FOR A TOTAL OF OVER $185 MILLION 
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MARGOT LOCKWOOD
650.529.2410 Office

650.400.2528 Cell
homes@margotlockwood.com

For more information or Virtual Tour visit 
www.margotlockwood.com

Margot Lockwood presents…

Exclustive Listing at 320 Jane Woodside

New Listing at 2389 Homestead #1101
Santa Clara

New Listing at 120 Summerhill Woodside

Offered at $6,999,000

Offered at $395,000

Offered at $2,395,000

Custom built Contemporary tri level  home on 6+ 
acres. 5 bedrooms, 4.5 bath. Open living fl oor plan 
with stunning kitchen. Main level consist of sunken 
LR, Kitch/Family rooms, 2 bedrooms, one full and one 
half bath. Upper level consist of master bedroom/
bath, guest suite with bath and library open to lower 
level.  Guest suite and entertainment room with 
projector tv, work room and bath on lower level.  Custom tree house and play area off of 
the many deck areas leading from the house. 2 car attached garage and separate work shop 
make this property ideal. Call Margot to schedule an appointment. 650-400-2528

This property is located in prime Woodside Hills at 
the end of a private cul-de-sac. This spacious 3200 
sq ft one level home includes 4 bedrooms, 3.5 baths 
on just over a level acre. The formal living room has 
a fl oor to ceiling fi replace and opposite is a wall of 
glass to enjoy the outdoor living. Dining Room host 
a bay window and wet bar. The family kitchen has 
high ceilings and hardwood fl oors. There is a large laundry room and attached 2 car garage. 
The circular driveway allows for ample parking. The sunny back yard includes a lovely pool 
setting and mature landscaping to provide privacy. The fl at sunny acre is perfect for all types 
of gardening. This house is perfect for entertaining or everyday living.

OPEN SUNDAY 1:30 – 4:30

Wonderful 2 bedroom, 1.5 bath townhouse 
coming soon in great area.  Walk to Santa 
Clara University and minutes from Santana 
Row. Hardwood Floors, granite counters and 
two outside patio areas are just a few of the 
wonderful features of this unit. Just like new 
since built in 2007. Contact Margot (650) 
400-2528 or mlockwood@cbnorcal.com for 
private viewing.

he Bay Area real-estate market has 
become a challenging market for buy-
ers due to several important develop-

ments. 
First, we have a record low inventory of 

homes for sale in all of the Bay Area counties, 
caused by increased tax rates, lower unem-
ployment, Proposition 13 and a lack of move-
up sellers. 

Second, we have much more stringent lend-
ing rules imposed on borrowers than in the 
past.

Third, we have housing prices that are 
among the highest in the nation, which means 
that the standard conforming loans no longer 
suffice at our current market prices. Congress 
let the high-balance conforming loan lim-
its, which were previously at $729,750, drop 
down to $625,500, which dealt another blow 
to buyers trying to obtain a home loan in the 
Bay Area. This means that buyers who need 
to borrow more money than the current high-
balance conforming loan may have to meet 
additional lender requirements, including a 
larger down payment, longer escrow period 
to get approvals, higher income-to-debt ratios, 
and the like.

Given these challenges, many buyers have 
turned to parents and relatives for help. Parents 
need to determine what their objectives are be-
yond merely assisting their child in purchasing 
a home. There are often issues related to bal-
ancing “help” between children for fairness, 
investment risk, affordability, and turning a 
family relationship into a business relation-
ship.

One option a parent may consider is an out-
right gift. A gift of $14,000 to any one indi-
vidual can be made annually without filing 
any gift-tax return. In theory, parents could 
give $28,000 ($14,000 each) to their child; 
and if their child was married, they could 
give another $28,000 to the spouse without 
any gift-tax implications. Unfortunately, while 
these amounts may assist with closing costs, 
it will generally be insufficient to provide a 
down payment. 

To gift a greater amount, a gift-tax return 
will be required and the parent making the 
gift will have to use a portion of their lifetime 
gift-tax exclusion, which in 2013 is $5.25 mil-
lion. Another issue to consider is the impact of 
the gift on the married child and the result if, 
for some reason, the child divorces the spouse 
after the gift is given. These sticky situations 
make it wise to employ legal counsel before 
engaging in this type of transaction.

Another option is providing some or all 
of the amount needed to purchase the home 
through financing the purchase. Generally 
the loan will need to be a formal promissory 
note secured by a deed of trust recorded on the 
property purchased. This can be an attractive 
investment for parents given the low interest 
rate returns on bank CDs or similar invest-
ments. Obviously, parents are not bound by all 
the banking rules requiring the borrower to 
qualify and have a significant down payment. 

One recent sale in Atherton was fully fi-
nanced by a relative of the buyer. This strat-
egy has its limitations as well. The lender has 
to charge a loan rate that is at least at or above 
the “Applicable Federal Rate” (AFR) that is 
published by the government. The AFR is de-
termined based on the term of the loan and the 

PRIVATE FINANCING AND GIFTING 
IN PURCHASING A HOME
by J. Robert Taylor, J.D.

Parents and 
children must be 
careful of loans 
that are disguised 
as gifts

frequency of payments. The recent AFR for 
a loan of less than three years with monthly 
payments was .21 percent; for a loan of three 
to nine years with monthly payments the rate 
was 1.09 percent; and for loans of more than 
nine years the rate was 2.67 percent. A fail-
ure to charge the minimum interest rate to the 
borrower would result in the IRS imputing in-
come to the lender and charging tax on inter-
est the lender never received. As a lender, the 
parent has to consider what would happen if 
the property declined in value and impaired 
their security and what would occur if the bor-
rower failed to make payments. The difficulty 
on foreclosing on a relative should not be un-
derestimated. 

A third option would be a combination of 
gift and financing. However, there are some 
traps for the unwary. Parents and children must 
be careful of loans that are disguised as gifts. 
If a parent “gifts” the down payment to a child 
and the child applied for a loan using the gift 
funds as a down payment but then later signs a 
note for the repayment of the down payment it 
could constitute fraud on the lender. Loans for 
down payments of more than $10,000 require 
the lender to charge interest equal to at least the 
AFR to avoid imputed interest rules. Because 
of the massive fraud in mortgage applications 
between 2002-07, lenders and the federal gov-
ernment are increasing the audit of loan files to 
look for fraud. Penalties are severe.

Still another choice is joint ownership of the 
property. This option has its share of benefits 
and pitfalls. The partnership agreement re-
quires a determination of who will make pay-
ments on the loan, taxes, insurance and main-
tenance. Parents may loan credit to the child in 
some scenarios; however there are lender limi-
tations on this type of arrangement. Again, you 
have to avoid any kind of misrepresentation 
to the lender. Borrowers who tell the lender 
that the property is going to be their principal 
residence should be sure they are being honest. 
There is no such thing as “no harm, no foul” if 
you misrepresent to a lender; it is a violation of 
federal law and never advisable.

Given the fast pace of the real-estate market 
and multiple offers on homes, it is best that 
families, when considering these options, get 
counsel from legal and tax advisers well in ad-
vance of making an offer. Sellers will require 
that you show them the money before any offer 
is signed. 

J. Robert Taylor, J. D., a real estate attor-
ney and broker for more than 20 years, has 
served as an expert witness and mediator 
and is on the judicial arbitration panel for 
Santa Clara County Superior Court. Send 
questions to Taylor c/o Palo Alto Weekly, 
P.O. Box 1610, Palo Alto, CA, or via email at 
btaylor@taylorproperties.com.
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Society of ExcellenceTop 1% of Coldwell Banker Agents

www.TheKavanaughs.com

JOE  joseph.kavanaugh@camoves.com   DRE #01351481

GINNY  gkavanaugh@camoves.com     DRE #00884747

KAVANAUGH
JOE & GINNY

Join us on:         The Kavanaughs          @JoeKavanaugh Joe Kavanaugh

EXCEPTIONAL PROPERTIES

C LL  J E R GINNY F R A PRIV TE T UR F THESE EXCEPTI NAL PR PERTIES

280 NATHHORST AVENUE, PORTOLA VALLEY

ALPINE ROAD, PORTOLA V
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SPRING REAL ESTATE 2013

THE CHICKERING 
COMPANY

RANCHES, LAKES, RIVERS/BROKER

For more information on 
this and our other offerings, 

please visit :
w w w.ranchbuyer.com

Contact :

 Terry Hundemer
530-265-5774

Email :
ranches @chickeringco.com

A 
true legacy ranch, the historic Hop and 
Barley Ranch consists of approximately 
6,240 acres with 1.5 +/- miles frontage on 

the Middle Fork of the Eel River, a steelhead 
trout fishery.  A rare combination of productive 
valley floor lands with nearly 300 acres set up 
for irrigation & 600 acres dry farmed, to lush 
beautiful forests and meadows in the mountains, 
and bucolic grassy hills along the river. Teaming 
with wildlife, the ranch is home to trophy Black 
Tail deer, Tule Elk, pigs, bear, quail, turkey, dove 

and soaring eagles. Per owner, the carrying 
capacity is approximately 500 cows year-round 
or 1,000 for the season. The well-rounded 
improvements complement the ranch well and 
are built of redwood siding and corrugated metal 
roofing for that classic rustic ranch headquarters. 
A ranch of this size and diversity is a rare find 
and only a four hour drive from the greater San 
Francisco Bay Area. Priced at $14 million. For 
more information and other ranch offerings, 
visit our website at www.ranchbuyer.com.

Q  I own a home that I am us-
ing as a rental investment 
property. This home has a 

large backyard with a patio. Dur-
ing these recent summer months, I 
noticed that in addition to the tenant 
on my lease, there is another fel-
low sleeping on a lounge chair in 
the backyard.  

My tenant says this guy is his 
guest and that he will be staying 
there the entire summer. I am not 
happy with this arrangement. I want 
to know if there is any action I can 
take to remove “Mr. Outdoors”? 

A  The first option is to check 
your rental agreement. A well-
written agreement should 

prohibit any “guest” from staying 
on the rental property for more than 
21 days, without your permission. 
Your agreement should also have 
a clause forbidding any adult from 
living in the rental property who is 
not a signatory to the agreement. 

If you have either clause in your 
agreement, you can give your ten-
ant a three-day notice to “perform 

covenant or quit,” after 21 days 
have passed. In this context, “per-
form covenant or quit” notice di-
rects the tenant to comply with the 
rental agreement by removing Mr. 
Outdoors. 

If you don’t have either clause in 
your agreement, your options are 
less attractive. If this fellow stays 
more than 30 consecutive days with 
the tenant’s permission, he becomes 
a tenant-at-will, despite the very in-
formal nature of his actual living 
quarters. As a tenant at will, Mr. 
Outdoors can only be removed by 
his voluntary departure or by the 
original tenant, who has become the 
“landlord” for Mr. Outdoors, giving 
Mr. Outdoors a 30-day written no-
tice of termination of tenancy.  

Since he has become the landlord 
for Mr. Outdoors, he would have to 
file an unlawful detainer eviction 
action against Mr. Outdoors if the 
notice of termination doesn’t result 
in his departure.

 If your original tenant doesn’t 
cooperate to take one of these ac-

edited by Martin Eichner

notice. Since the total amount in-
cluded in the notice included unpaid 
rent from two years earlier, the en-
tire notice is invalid and cannot be 
used as the basis for a subsequent 
unlawful detainer action seeking 
your eviction.  

The three-day notice would have 
to be served on you again, with the 
correct amount, which in your case 
would be the rent for the last month. 
However, you are not free from the 
debt for the prior unpaid increase. 
Assuming you had a written rental 
agreement, and the prior increase 
was properly noticed, your landlord 
could deduct the unpaid amount 
from your security deposit and re-
quire you to restore that amount to 
the security deposit. 

Alternatively, your landlord could 
file a claim against you in small 
claims for the $250. These other 
collection options are available to 
the landlord because the time limit 
to pursue a legal action for breach of  
a written agreement is four years. 

Q  I am a victim of the economic 
hard times. I had to move out 
of my apartment six months 

ago and I have been living in a mo-
tel since then. I have been paying a 
monthly rent to the motel owner. 

About three weeks ago, the own-
er asked me to move to a different 
room, which I did.  Then, last week 
the owner came to my new room 
and told me I had to be out of the 
room within 24 hours or he would 
call the police to have me arrested. 
Can he do that?

A  The answer is no, even though 
you are not living in a tradi-
tional apartment building. Un-

der California law, you have been 
living in this motel for more than 
30 days with the permission of the 
owner, which makes you a month-
to-month tenant, entitled to the rights 
all other tenants enjoy in California. 
These rights include the duty of your 
landlord to give you a 30-day written 
notice of termination before taking 
action to remove you and the right to 
have your eviction determined in an 
unlawful detainer superior court ac-
tion if you remain after 30 days.

Even then, you can only be re-
moved after the superior court enters 
a judgment against you. It is true that 
motel owners can remove short-term 
“transient” guests by calling the po-
lice, but once you establish tenant 
status, that procedure can no longer 
be used against you. If the police do 
come, you should advise them that 
you are a lawful tenant, not a tran-
sient guest, and you should show 
them receipts documenting your 
long-term stay.   

Motel owners cannot defeat tenan-
cy status simply by moving a resident 
to a different room every 30 days, 
which is a common tactic. This tac-
tic is specifically prohibited by Civil 
Code Section 1940.1. 

Martin Eichner edits RentWatch 
for Project Sentinel, an organization 
that provides landlord-tenant dispute 
resolution and fair-housing services. 
Call 650-856-4062 for dispute reso-
lution or 650-321-6291 for fair hous-
ing or email info@housing.org.

tions to remove Mr. Outdoors, your 
only choice is to terminate the ten-
ancy of the original tenant, assum-
ing there is a month-to-month rental 
agreement. If he and his friend don’t 
voluntarily leave at that point, you 
will need to file an unlawful de-
tainer against the original tenant 
“and all other persons living on the 
property,” as a way to include Mr. 
Outdoors in the eviction.  

Q  I missed a rent payment this 
month, and as a result, my 
community supervisor served 

me with a three-day notice to pay 
rent or quit. The notice included 
the rent due this month, but when 
I checked the amount due, it also 
included another $250.  

I asked the supervisor why the 
additional amount was included in 
the notice. He told me that when I 
missed the payment due this month, 
his company accountant reviewed 
my payment records. As a result, 
he realized I had failed to pay the 
full amount of rent due in the first 
month after my rent was raised two 
years ago.  

I am writing to ask if the property 
management can coerce me to pay 
this extra $250, after so much time 
has passed?

A  Your suspicion about the ad-
ditional $250 is well founded. 
California Code of Civil Pro-

cedure Section 1161(2) limits the 
amount of past-due rent that can 
be collected pursuant to a three-
day notice to rent that was unpaid 
no more than one year prior to the 
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Helen & Brad Miller helenhuntermiller@gmail.com  brad.miller@cbnorcal.com

Just Listed
Offered at $5,395,000

Just Sold Listed at
$6,175,000

For Sale Listed at
$6,950,000

Coming Soon Price upon 
Request
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www.mpaef.org
(650) 325-0100

Thank you...
to all of the generous Realtors &  their affiliates who support our schools!

Details at www.mpaef.org

Gold Sponsors ($3000 +)

Silver Sponsors ($1500 - $2999)

Judy Citron
Alain Pinel Realtors

www.apr.com/JCitron

Mary Gilles
Alain Pinel Realtors

www.MaryGillesRealEstate.com

Nikki James
Opes Advisors

www.NikkiJames.com

Keri Nicholas
Coldwell Banker

www.KeriNicholas.com

Karin Riley
Coldwell Banker

KarinRiley@camoves.com

Omar Kinaan
RE/MAX Distinctive Properties

www.Kinaan.com
650-776-2828

Veronica Kogler
Coldwell Banker

www.VeronicaKogler.com
650-566-5278

Tom LeMieux
Coldwell Banker

www.TomLemieux.com
650-329-6645

Ken Glidewell
Alain Pinel Realtors 

650-799-8212
www.SanFranciscotoSiliconValley.com

Doug Andrew Gonzalez
Coldwell Banker
650-566-5324

www.DougGonzalez.com

Mary Gullixson & Brent Gullixson
Alain Pinel Realtors

650-888-4898
www.Gullixson.com

Michael Johnston
Alain Pinel Realtors

wwwMichaelJohnston.com
650-533-5102

Sponsors (up to $499)

Lovinda Beal    Coldwell Banker
Joe Carcione III    RE/MAX  

Distinctive Properties

Louise DeDera    Coldwell Banker
J. C. Hickingbotham    Coldwell Banker

Peter Kitch    Alain Pinel Realtors
Wendy McPherson    Coldwell Banker

Joseph Merkert    Alain Pinel Realtors
Susan Tilling    Coldwell Banker

Bronze Sponsors ($500 - $1499)

Jami Arami
Alain Pinel Realtors

Elyse Barca
Alain Pinel Realtors

Lyn Jason Cobb
Coldwell Banker

Colleen Foraker
Alain Pinel Realtors

Nancy Goldcamp
Coldwell Banker

Jennifer Gonzalez La’O
Oliver Luxury Real Estate

Chris McDonnel & Kelly Griggs
Coldwell Banker

Michael Hall
Alain Pinel Realtors

Penelope Huang
RE/MAX Distinctive Properties

Jennifer Liske
Dreyfus Properties

Carol MacCorkle
Coldwell Banker

Mary Jo McCarthy
Dreyfus Properties

Billy McNair
Coldwell Banker

Debbie Ojeda
Intero Real Estate Services

Mandy Safka
Alain Pinel Realtors

Nathalie de Saint Andrieu
Coldwell Banker

Stephanie Savides
Savides Real Estate

Annette Smith
Dreyfus Properties

Deanna Tarr
Coldwell Banker

Caroline Tonetti
Dreyfus Properties

Leslie Woods
Sereno Group Real Estate
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 “Michael is responsive and knowledgeable, has excellent judgment and is 
thoughtful and attentive to detail.” -- Martha Angel, Palo Alto

“My goal is to build lifelong relationships based on trust, 
cooperation and goodwill.”

Palo Alto  |  Menlo Park  |  Atherton  |
|  Woodside  | |

|  Los Altos  |

650.465.1651 ■  mhall@apr.com
DRE# 01133676

MICHAEL HALL

578 Univerisity Avenue  ■  Palo Alto, CA 94301 Information deemed reliable but not guaranteed.  

www.MichaelHallHomes.com

CELEBRATING 20 YEARS OF SUCCESS

Experience. Commitment. Results.

Spring Real Estate Special Section I  Page 61



April 1st—June 9, 2013

$1000$1000

FEEL THE SOFTNESS OF THE NEW CARESS
CARPETS BY SHAW AND TAKE ADVANTAGE OF
FACTORY SAVINGS . THE MORE YOU BUY THE
MORE YOU SAVE. ADDITIONALLY HAVE YOUR
CARPETS INSTALLED BY OUR INSTALLERS AND

WEWILL D UBDOUBLEDOUBLE YOUR FACTORY SAVINGS.

SAN LEANDRO .  CAMPBELL .  DUBLIN .  MOUNTAIN VIEW .  SALINAS

6632 DUBLIN BLVD.
DUBLIN

925 828 5330

INTEREST FREE
FINANCING FOR

12MONTHS OAC

IN HOME
ESTIMATES

1-800-FLOOR-ME
1-800-356-6763
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MARY & BRENT
GULLIXSON

gullixson.com

TheVillaEiriniEstate.com
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Larry, Chiara & Ron
530.583.1529 Phone | 530.583.2509 Fax

info@LawrenceRealty.com
P.O. Box 2365 Olympic Valley, CA 96146

www.LawrenceRealty.com

Three generations enjoying the Tahoe lifestyle...

working and playing in Squaw Valley and Martis Camp.

MARTIS CAMP RESALE LOTS

Lot #16: Approximately 1.8 Acres, $802,500 | SOLD

Lot #20: Approximately 1.6 Acres, $975,000

Lot #21: Approximately 1.6 Acres, $504,000 | SOLD

Lot #114: Approximately 1.7 Acres, $1,195,000

Lot #126: Approximately 1.2 Acres, $1,350,000

Squaw Valley home with boat slip on Lake Tahoe 
at extra cost. Walk to Lifts.

$3,995,000

Martis Camp Luxury.
Lot 70, 2.8 Acres with views.

 $5,995,000

Tahoe Legacy on Truckee River.
1.5 Acres, less than 2 miles to Squaw Valley.

 $3,495,000
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650.400.0502
rbassin@apr.com

www.RichBassin.com
Information deemed reliable but not guaranteed Dre#00456815

   6 bedrooms and 4 full baths, and 2 half 
baths in the main residence of approxi-
mately 9000 square feet of living space

   Multi-room upstairs Master Suite with 
balcony includes amazing bath and ward-
robe rooms

2 bedrooms and 1 bath, separate laundry 
and HVAC

   Guest house with 1 bedroom, 1 bath, living 
room and full kitchen in approximately 
850 square feet

   Attached 3 car garage with workshop area 
and temperature-controlled wine storage

   Gated private “flag” lot of approximately 
1.4 acres

23 Belbrook Way,  Atherton

Offered at

$8,250,000

Unparalleled luxury awaits you at this 
prestigious home constructed in 2008 

in West Atherton. Blending Old World 
craftsmanship with absolute contemporary 
comfort, the home is designed for every 
lifestyle need - from grand formal entertaining 
to relaxed family living complete with a 
Hollywood-inspired cinema and wrap-
around loggia for outdoor enjoyment.

   Three-level main residence of approximately 9800 
square feet with 5 bedrooms, 4 full baths, and 2 half-
baths

shower, and sauna
   Flexible-use studio of 673 sq. ft. includes half bath 

numerous fruit trees, and organic vegetable beds
   Underground garage parking for 4 cars
   Lutron programmable lighting, Savant audio system 

screen controls, security system with surveillance, 
back-up generator,  upper- and lower-level laundry 
rooms

83 Tuscaloosa Avenue,  Atherton

Offered at

$9,750,000

This Art-inspired estate home in Central Atherton 
was custom-built by the current owners in 2001. 

The home boasts extraordinary craftsmanship in 
every area with an open, flowing design and museum-
quality lighting for art. From the dramatic two-story 
foyer and adjoining marble-lined gallery to the formal 
living room with 18th century French fireplace and 
the magnificent chef’s kitchen and adjoining family 
room, this home is truly a work of art.
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MARY & BRENT
GULLIXSON

gullixson.com

ATHERTON $1.8 BILLION
IN 2012 THEY SOLD 25 PROPERTIES IN ATHERTON FOR A TOTAL OF OVER $185 MILLION 
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For those with uncompromising standards, Kerwin & Associates

offers local real estate services of the highest quality.

201 El Camino Real, Menlo Park, CA 94025  650-473-1500  www.kerwinassociates.com
 

Trust. Guidance. Dedication.
Qualities you don't normally associate with real estate.
"We got all three working with Kerwin & Associates, when we sold our property and purchased
our perfect new home."  - The Freccia Family

Terri Kerwin
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LOCATED JUST MINUTES FROM SAND HILL ROAD

Everything about this home is exceptional. 

The gardens are sculptural in quality, carefully planned and tended.

Lot Size: 13,455+/- sq. ft.

House:  3 levels with 7,583+/- sq. ft.   |   Built new in 2006

Bed  6   |   Bath  6.5   |   Library/Office  |  Wine closet  |  Media Room

All materials, finishes, lighting, and hardware are of  the highest 
quality and from a design perspective beautiful. Deep layered crown  
molding, tray ceilings, Brazilian Cherry flooring, Silk wall covering, 
Chihuly chandelier, leaded glass windows, custom designed chandelier  
with matching sconces, Venetian plaster walls, and more.

Sleek, Italian designed Scavolini cabinets and a workflow designed with 
entertaining in mind–this state-of-the-art kitchen offers top quality  
appliances and conveniences including a Miele espresso machine.

All the amenities are not visible...but certainly appreciated. There is 
a whole house water filtration system, 3-zone air and heating system, 
vacuum system, plus impressive storage just to name a few. 

Las Lomitas Schools.

TAKE  THE  TOUR:  www.2312LomaPrieta.com 

or to be one of  the first to view this outstanding  

property call today to schedule a private tour.
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PALO ALTO
505 HAMILTON AVENUE, SUITE 100

650.454.8500

MENLO PARK
707 MENLO AVENUE, SUITE 100

650.454.8520

VISION ♦ INNOVATION ♦ EXPERTISE

RANKED #1 BY J.D. POWER

Keller Williams Realty received the highest numerical score among full service real estate fi rms for home buyers in the proprietary J.D. Power and Associates 2012 Home Buyer/
Seller StudySM. Study based on 2,994 total evaluations measuring fi ve fi rms and measures opinions of individuals who bought or sold a home between March 2011 and April 2012. 
Proprietary study results are based on experiences and perceptions of consumers surveyed March-May 2012. Your experience may vary. Visit jdpower.com

“Highest Overall 
Satisfaction For 

Home Buyers and 
Home Sellers Among 
National Full Service 

Real Estate Firms”
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AT A GLANCE

 Over 12,000 square feet of living space; 
this scope cannot be replicated today

 Circa 1914 with just four owners

 Masterfully renovated and expanded by the 
current owners between 1997 and 2000, 
including all infrastructure and systems

 Original period detail combined with 
luxurious fi nishes and modern systems 
and technology

 P: 650.543.1117

 C: 650.814.0478

W: www.derkbrill.com

 E : dbrill@apr.com

  DRE# 01256035

DERK BRILL
 Corner lot of approximately 37,000 
square feet (.85 acre) – one of the 
largest in Old Palo Alto

 Understated and discrete with 
ultimate privacy

 Premier Old Palo Alto location

 Access to top-rated Palo Alto schools

Call Derk for more information,
or to schedule a showing.

P A L O  A L T O
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