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PORTOLA VALLEY: Represented Seller

MULTIPLE OFFERS, ONE RESULT: 
SOLD! 

“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 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

“Thanks Elaine for your amazing real estate skills in getting us in this beautiful house. The listing agent said you were the best 

realtor she’s come across in 25 years!” 

–Rachel Z., Burlingame

“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 another property, we wouldn’t even think to call anyone but Elaine!”

–Nic and Sara W., Menlo Park

ELAINE BERLIN WHITE
#179 Real Estate Team in the U.S., Wall Street Journal 2013
1377 El Camino Real, Menlo Park 94025

www.elainewhite.com 
BRE #01182467

www.facebook.com/EBWRealEstate

11 OFFERS 11 OFFERS3 OFFERS

6 OFFERS 22 OFFERS 4 OFFERS

REDWOOD CITY: Represented Seller WOODSIDE: Represented Seller REDWOOD SHORES: Represented Seller

MENLO PARK: Represented Seller SAN CARLOS: Represented Buyer PALO ALTO: Represented Seller

2 OFFERS

Brooker Associate, Attorney at Law
www.elainewhite.com
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Inside

Spring Creek Ranch features a private spring creek 

fishery with 3-6 pound native trout on 1,346 deeded 

acres. The ranch also has frontage on the World  

Famous Fall River as well as Lava Creek, and the ranch 

teaming with migratory waterfowl and other wildlife. 

Irrigated pasture for around 250 cows for the summer. 

Reduced to $9.5 Million.

TROPHY TROUT AND WATERFOWL RANCH
FALL RIVER MILLS, CALIFORNIA

Just over 3 miles from the Pacific Ocean, this 341 acre 

retreat with a certified organic farm is nestled in a 

private valley with towering Redwoods and lush  

riparian habitat along the Garcia River, a steelhead 

fishery. Completely off-the-grid with rustic cabins, barn, 

and central common area. Just listed at $3.3 Million.

COASTAL ORGANIC FARM AND RETREAT
POINT ARENA, MENDOCINO COUNTY, CALIFORNIA

Contact: 

Terry Hundemer 

530-265-5774
Email:  

ranches@chickeringco.com

For more information on 
this and our other offerings, 

please visit: 

www.ranchbuyer.com

A true Sportsman’s paradise with 2,995 acres of  

rolling-meadows and blue oak woodlands that are 

home to one of the largest migratory deer herds in  

the State, as well as prime habitat for dove, quail and 

wild turkey. Plus, more than 2.5 miles frontage on a 

productive trout fishery. Winter carrying capacity is 

150 to 200 cows. $3.8 Million.

DEER, TROUT AND QUAIL
MT. LASSEN FOOTHILLS, TEHAMA COUNTY, CALIFORNIA
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Sellers & Buyers for 31 years
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Los Altos Hills • Redwood City • Los Altos

SEAN FOLEY
YOUR ADVOCATE IN EVERY TRANSACTION!

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

sfoley@cbnorcal.com
2969 Woodside Road, Woodside
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Strategizing 
for 

success

Local Realtors offer 
advice on dealing with a 

fast-paced market

by Carol Blitzer

P rices are exploding and days 
on market diminishing, but 
there are fewer houses of-

fered for sale. 
Median prices (the point at which 

half the houses sell for less and half 
for more) have never been higher, in 
Palo Alto, Los Altos, Mountain View 
and Redwood City, as well as Los 
Altos Hills and Portola Valley. Only 
Atherton, Menlo Park and Woodside, 
which all peaked in 2008, or East 
Palo Alto, which soared in 2007 only 
to crash and burn the following few 
years, are still below their top me-
dian prices.

But even East Palo Alto is riding the wave: This 
year its median price is more than 50 percent higher 
than last year’s.

Faced with this frenzied market, often featuring 
multiple offers — many all cash — and sales above 
the asking price, what’s a prospective homebuyer or 
seller to do?

The Palo Alto Weekly contacted two dozen local 
real-estate agents to get their advice to potential home-
buyers and sellers on succeeding in the fast-paced, 
fiercely competitive market.

Their responses clustered around key themes: be-
ing prepared, pricing well, marketing for maximum 
exposure and choosing the right Realtor. Here are 
highlights from those comments:

Be prepared
Being prepared begins with knowing exactly what 

you want.
Omar Kinaan, RE/MAX Distinctive Properties, 

Menlo Park, suggests buyers spend “the time up front, 
with their Realtor and loan officer, even before look-
ing at homes, to get as prepared as possible and create 
a winning strategy.” He suggested that buyers need to 
know the neighborhoods they want to live in, the size/
shape/style of the homes they want to buy, how much 
they’re willing to spend and which trade-offs they are 
willing to make. 

Sherry Bucolo of Alain Pinel Realtors, Palo Alto, 
agreed.

“We need to prioritize and discuss where they are 
willing to make compromises,” she wrote. “Is it lot 
size or schools? active in town neighborhoods vs. quiet 
peaceful hillside?”

After reviewing four offers on a Palo Alto home in 
late September, Steve Bellumori of Coldwell Banker, 
Menlo Park, wrote that “it is so very clear to sellers 
which buyers, offers and agents rise to the top in mul-
tiple offer presentations. 

“In a market as fast paced as this, buyers need to be 
ready to compete. That includes being well-informed 
on all sales (in the area) and fully prepared with their 
financing in order to remove any element of risk to a 
seller. Nothing short of total preparedness of the buy-
ers and professional presentations by the agents are 
acceptable,” he added.

Part of being prepared is a review of the disclosure 
packet, which highlights potential areas of concern, 

 Single-family home sales — by median prices

 
City Median Price 

Jan-June 2013
Median Price 

Jan-June 2012
% change Median Price 

Jan-June 2011
Change 

in two years

Atherton $3,600,000 $3,305,000 8.9% $3,200,000 12.5%

Woodside $2,055,000 $1,623,250 26.6% $1,600,000 28.4%

Los Altos Hills $2,750,000 $2,605,000 5.6% $2,239,583 22.8%

Portola Valley $2,331,250 $2,182,500 6.8% $1,750,000 33.2%

Los Altos $2,031,500 $1,815,000 11.9% $1,615,000 25.8%

Palo Alto $2,150,000 $1,702,000 26.3% $1,550,000 38.7%

Menlo Park $1,500,000 $1,344,500 11.6% $1,200,000 25%

Mountain View $1,270,000 $1,050,000 21% $982,500 29.3%

Redwood City $926,000 $728,000 27.2% $700,000 32.3%

East Palo Alto $400,000 $265,000 50.9% $256,250 56.1%

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

(continued on page 8)



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

www.TheLowellHouse.com
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Strategizing
(continued from page 6)

(continued on page 10)

Single-family home sales — by volume

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

 
City # Sales 

Jan-June 2013
# Sales 

Jan-June 2012
# Sales 

Jan-June 2011
Change 

in two years

Atherton 53 38 33 61%

Woodside 69 51 50 38%

Los Altos Hills 49 44 52 -6%

Portola Valley 44 32 39 13%

Los Altos 167 168 140 19%

Palo Alto 179 216 246 -27%

Menlo Park 173 186 189 -8%

Mountain View 126 160 132 -5%

Redwood City 285 305 252 13%

East Palo Alto 46 83 92 -50%

Towards the high end of Palo Alto real estate was this home at 2303 Cowper St., which 
was offered for $5.2 million in early October. Built in 2013, the home in Old Palo Alto 
features five bedrooms and 4,320 square feet. 

In early October, this home at 2312 Loma Prieta Lane was offered for $4.3 million, at 
the high end of Menlo Park’s market. Built in 2006, the home features six bedrooms 
and six-plus baths and 7,583 square feet of interior space.

Near the median of Palo Alto’s market was this home at 2031 Park Blvd. in the 
Evergreen Park neighborhood. It was offered at just under $2 million in September.

On the market in September was this home at 1311 Hill Ave., Menlo Park, offered at 
$499,000. Billed as a “fantastic starter home” in “move-in condition near Facebook,” 
the home was sold by early October.

Palo Alto

Menlo Park

Veronica W
eber

M
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wrote Carol Carnevale and Nicole 
Aron, agents with Alain Pinel Re-
altors, Menlo Park. Once those 
risks are further researched, the 
buyer can decide whether or not to 
include contingencies before mak-
ing an offer. A contingency is a 
contract provision in which risk is 
shared between the buyer and the 
seller, they noted. 

“If you have eliminated the ‘risk’ 
in advance, then you are able to 
write a stronger offer from the 
seller’s point of view,” they wrote.

Billy McNair, McNair Group, 
Menlo Park, wrote that one of his 
buyers recently hired a property in-
spector in advance of the offer date, 
“so they wouldn’t need a property 
contingency.”

Not only are buyers expected to 
have a strong knowledge of what 
is happening with current transac-
tions in terms of how many offers 

are being received and what the list price 
versus sales price has been for similar prop-
erties, noted John King of Keller Williams, 
Palo Alto, but “having a pre-approval from 
a lender is critical to a solid offer.”

Erika Demma of Coldwell Banker, 
Woodside, echoed those thoughts. 

“For buyers it is important that they are 
pre-approved if they are obtaining a loan 
and ready to go — meaning they are edu-
cated on the market they are purchasing in 
and have reviewed all disclosures on the 
property they are making an offer on. Be-
ing educated on the market they are buying 
in is of the utmost importance,” she wrote.

For sellers, the advice is similar: 
Prepare the house so it’s in “move-in” 

condition, advises Paul Engel of Coldwell 
Banker, Palo Alto. That means “painting, 
staging, paring down on the excess furnish-
ings and ideally moving out, so the house 
can be shown at any time. ... So many buy-
ers are buying at the upper limit of their 
ability that it is very reassuring to them if 
they know that all of the ‘fix up’ items have 



WWW.HUGHCORNISH.COM

Providing A
Network of

Reputable
Home-Improvement

Professionals

650.566.5353
hcornish@cbnorcal.com
BRE# 00912143

RESULTSSuccessfully

getting
In Your Neighborhood…

#1 Agent, Menlo Park – El Camino Office, 2012
Ranked #85 Nationally by The Wall Street Journal, 2013

Over $1.5 Billion in Sales

Atherton

Menlo Park

Woodside

Portola Valley
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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

been done and that they can move into the 
house and occupy it comfortably until they 
can afford to do any remodeling that they 
might think is necessary.”

Fixing up could include polishing the 
hardwood floors and perhaps replacing the 
roof, he added.

But he also notes that “not every house 
should be fixed up. For example, if the 
house is so old that the potential buyer 
might be buying it for land value. I would 
recommend that the minimum amount be 
done, to get this house ready for sale.”

Even for a tear-down he suggests slap-
ping on a coat of paint.

“Why? Because, even when a buyer is 
buying it to tear down, they might still 
place a tenant in the house while they meet 
with an architect to design plans for a new 
house. And many times, this process might 
take up to a year so rental income comes in 
handy. ... And in the total scheme of things, 
a coat of paint represents a minimal ex-
pense. But I would not remodel bathrooms 
or kitchens,” he said.

Hugh Cornish, Coldwell Banker, Menlo 
Park, wrote: “The best advice I can give 
a seller is to not place their property on 
the market until it is completely ready to 
show. 

“You only have one opportunity to make 
a first impression, so the property must be 
in its best condition before being exposed 
to the market.”

Pricing well to sell
Do the research and price it right, Real-

tors say, because there are consequences for 
missing the mark.

“Although demand still outweighs inven-
tory and virtually every home will even-
tually sell, selling a home today is about 
price-positioning — neither too high nor 
too low — to attract the greatest number 

of buyers and then exposing it to the open 
market to obtain the highest price and best 
terms,” Bellumori said.

Consequences of poor pricing “can result 
in a ‘dead on arrival’ listing that eventually 
sells for less than it would have had it been 
better price-positioned. Too low and the 

seller can leave money on the table even in 
a multiple offer situation,” he added.

“Buyers in this area are accustomed to 
competing for a home when they recognize 
a good value,” Carnevale and Nicole Aron 
wrote. “If a seller chooses a price perceived 
as ‘too high’ by the buyers then, more often 
or not, buyers will wait until the seller re-
duces the price before writing an offer.”

Engel suggests pricing “aggressively,” 
below a recent comparable sale.

Not all agree. “For sellers, there is always 
the temptation to price your home based on 
the most recent sale, which may be a ‘pre-
mium’ price based on a certain buyer’s mo-
tivation,” Carnevale and Aron wrote. “Pric-
ing a home is part of setting your strategy 
in approaching the market.” 

Sellers need to price the property to gen-
erate interest from multiple parties. 

“In a hot market, if the property is on 
the market more than 2-3 weeks, then it is 
overpriced,” McNair added.

Even in this hot market, it matters where 
the house is priced, Bucolo echoed.

Marketing for maximum  
exposure

“For homesellers I say don’t get lazy,” 
wrote Michael Dreyfus, founder of Drey-
fus Properties, Palo Alto and Menlo Park. 
“Just because it’s easy to sell your home, 
it doesn’t mean that you shouldn’t take the 
same marketing and preparation steps that 
sellers do in a quiet market.”

But make sure your home gets maximum 
exposure, said Michael Repka, managing 
broker and general counsel for DeLeon Re-
alty, Palo Alto. For him, that includes “full-

Strategizing
(continued from page 8)

Single-family home sales — by days on market
 

City DOM 
Jan-June 2013

DOM 
Jan-June 2012

% change

Atherton 52 74 -30%

Woodside 61 90 -32%

Los Altos Hills 71 104 -29%

Portola Valley 47 51 -8%

Los Altos 20 28 -29%

Palo Alto 19 20 -5%

Menlo Park 24 27 -11%

Mountain View 15 26 -42%

Redwood City 27 56 -52%

East Palo Alto 64 52 23%

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

MLSListings Inc. (continued on page 12)
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Community Connected 

ZachTrailerGroup 

          

Top 1% Internationally 
WSJ Top 200 Agents Nationwide   

650 906 8008 
www.zachtrailer.com | ztrailer@zachtrailer.com  

ZACH TRAILER 

Information deemed reliable but not guaranteed. DRE# 01371338 

ZachTrailerGroup 

Open Saturday & Sunday 

4 BR | 3.5 BA | 3 Levels 
±3608 SF | ±6030 SF Lot 

 

High-end contemporary finishes throughout 
Chef’s Kitchen flows into family room 

Master Suite with spa-like bath 
Separate Library - may be used as 5th bedroom 

Media/Theater room 
 

NEW PRICE | $3,298,000 

2710 Ramona St 

TIMELESS NEW CONSTRUCTION | PRIME MIDTOWN PALO ALTO 



page ads in local newspapers and profession-
ally shot and personally hosted infomercials 
(rather than simple virtual tours) so that the 
agent can point out all of the special details 
of the home.

“Make sure the open houses attract a large 
crowd — they should be well-advertised and 
catered. Most important, make sure that your 
agent promotes your listing in the Chinese 
and Indian media, including newspapers and 
radio, in addition to all of the other main-
stream places.”

Demma stresses the importance of having 
a high-quality virtual tour. 

“A buyer’s first impression plays a part in 
their decision making. ... Research shows that 
over 90 percent of all buyers will look online 
before contacting a Realtor.”

Another classic marketing technique is the 
open house.

“Be sure that the property is ‘widely ex-
posed,’ such that everyone who might be 
a potential buyer has had time to view the 
property. This usually means holding the 
house open at least two weekends,” Engel 
wrote.

Repka advises to get everything the agent 
tells you in writing. 

“For example, ask them to give you a de-
tailed marketing plan that shows you the 
size and frequency of ads. Don’t let a vague 
promise of ‘giving your home great expo-
sure’ or ‘doing a great virtual tour’ suffice,” 
he wrote.

Choosing the right Realtor
It’s no surprise that real-estate agents 

across the board recommended working with 
a Realtor, but they did emphasize different 
qualities to look for.

Many stressed strong negotiating skills, 
others knowing the neighborhoods and the 
housing inventory. 

But, according to Wendy McPherson, 
managing broker of Coldwell Banker’s 
Menlo Park, Woodside and Portola Valley 
offices: “The single easiest, safest and most 
cost-effective way to win in a multi-bid situ-
ation is to have an agent with the following 
attributes:

* They know the listing agent and have 
worked with the person in the past

* They take time to complete fully every 
document and have you do the same

* They submit a contract that paints a com-

plete picture of you and your finances and 
motivation

* They are willing to meet with the listing 
agent (and sellers if possible) one-on-one and 
not ship your offer off by email

* You never hear them tell you that they 
are “very busy.”

“This is a profession that relies heavily on 
human relationships — notwithstanding our 
continuing rush to electronic mediums. Un-
fortunately, even the best agent cannot over-
come the all-cash, completely risk-tolerant 
buyer,” she added.

Repka of DeLeon Realty, which pays its 
agents a salary rather than commission, ad-
vises buyers to “avoid agents that are on com-
mission. At a minimum, you should try to 
work out an alternate arrangement with the 
agent that better aligns incentives.”

“When competition is high, what you 
know and who you know is critical,” wrote 
Juliana Lee of Keller Williams Realty, Palo 
Alto. “Each purchase offer is judged not just 
by price but also by an evaluation of whether 
the terms of the offer will be quickly and 
completely met. ... Having a previous rela-
tionship with the other people opens up com-
munication, both a straightforward exchange 
of facts and subtle exchanges of where there 
are problems. Writing an offer and sending it 
in will seldom work.

“Real estate sales is a people-oriented busi-
ness. Reputation, communication and cred-
ibility are key,” she added. “Getting quick 
accurate information is important to putting 
together or evaluating an offer. A buyer may 
despise the carpet. If the buyer can immedi-
ately get an accurate estimate of the cost of 
replacing the carpet, the buyer can reduce his 
uncertainty and make a stronger offer.”

“This market is not for the faint of heart, 
and knowing you are where you want to be, 
in the home you want to be in, makes paying 
the premiums demanded tolerable,” Dreyfus 
wrote. 

Associate Editor Carol Blitzer can be 
emailed at cblitzer@paweekly.com.
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Strategizing
(continued from page 10)

At the high end of Mountain View’s real-estate market is this home at 101 Mansfield 
Drive, offered at $2.3 million in September. The new two-story construction features 
four bedrooms and three bathrooms and 2,590 square feet.

At Mountain View’s lower end is this home at 809 Leong Drive, offered at $675,000 
in September. The three-bedroom, one-bath (1,008 square feet) home is located in the 
North Whisman neighborhood, not far from Google or NASA.

Palo Alto 2013 listings snapshot

Aug. 6 Sept. 11 Oct. 1

$500-$900,000 2 5 5

$901-$1.5M 8 10 8

$1.6M-$2.5M 10 10 12

$2.6-$2.9M 2 6 2

$3M-$3.9M 4 3 6

$4M-$4.9M 2 5 7

$5M-$6M 2 4 2

Over $8M 3  
($8M, $15M & $23M)

3  
($8M, $15M & $23M)

3  
($8M, $15M & $23M)

Total: 33 46 45

Single-family home sales — by days on market
 

City DOM 
Jan-June 2013

DOM 
Jan-June 2012

% change

Atherton 52 74 -30%

Woodside 61 90 -32%

Los Altos Hills 71 104 -29%

Portola Valley 47 51 -8%

Los Altos 20 28 -29%

Palo Alto 19 20 -5%

Menlo Park 24 27 -11%

Mountain View 15 26 -42%

Redwood City 27 56 -52%

East Palo Alto 64 52 23%

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

MLSListings Inc.

Mountain View
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*Information from www.mlslistings.com

‘You only have one opportunity 
to make a first impression, so 
the property must be in its best 
condition before being exposed 
to the market.’

– Hugh Cornish, Coldwell Banker, 
Menlo Park
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An office building, with retail on the ground floor, is proposed for the new San Antonio corridor project.

by Elena Kadvany

T he massive facelift of Mountain View’s San An-
tonio corridor has already begun — with the 
first phase of the San Antonio Shopping Center 

currently under construction — and more apartment 
buildings, office space and retail developments on their 
way.

Despite some pushback on executing the phase-two 
plans for the San Antonio Shopping Center, developer 
Merlone Geier is hoping to go to City Council for final 
approval in late spring or early summer of next year, 
City Planner Melinda Denis said. If the almost-10-acre 
project gets the green light, construction will likely start 
next summer and a two-year timeframe is anticipated.

This would mean the arrival of a 167-room, six-sto-
ry hotel; approximately 54,000 square feet of retail; 
393,000 square feet of office space; 28,000 square feet 
of commercial space and 35,000 square feet for restau-
rants on the north side of the shopping center between 
California Street and El Camino Real. There’s also the 
proposed movie theater, which Denis said is locked in 
at 1,700 maximum seats, which allows for about eight 
theaters, depending on their final size.

Plans also include an underground parking structure 
below all the office buildings that goes down four levels 
as well as a centrally located above-ground structure 
with retail on the ground floor and seven levels of park-
ing above. The hotel will also have its own one-level 
underground parking area.

Geier owns certain existing properties in the center 
— Ross, BevMo! and the vacant international market 
known as the birthplace for the Valley’s first silicon chip 
maker — which will all be torn down, Denis said. 

However, she said Geier has been in verbal discus-
sions with BevMo! to bring the liquor retailer back into 
the project and is working with Ross to see if there’s 
another location within the center that the store could 

relocate to.
The Milk Pail Market, corner restaurant and small 

office building are all privately owned and, Denis said, 
will remain. However, many residents have expressed 
concern that Geier’s decision to not renew an agreement 
to share parking with the Milk Pail could threaten the 
partly open-air market.

Denis said the developer hasn’t yet committed to any 
public benefits, but installation of a new bike lane — 
along San Antonio Road in front of Phase I and down 
to California Street — is included in the project de-
scription. 

Denis said this will require modifying the lane con-
figuration and moving the median on San Antonio.

“There’s a lot of things that are going to change,” 
Denis said. “Essentially there are going to be some traf-
fic impacts, which is what we’re studying now. (And) 
just the visual settings of it are going to change.”

The total size of the shopping center is pegged at 21.5 
acres.

Also possibly on tap for the San Antonio corridor is 
up to 376 apartment units in five four-story buildings 
built over underground parking garages at 400 San An-
tonio Road, between Miller Avenue and Fayette Drive. 

According to a city staff report, 
the developer, Pillar Group, has 
pitched a mix of 196 one-bed-
room and 180 two-bedroom units. 
A “modern design” has been 
proposed, aiming for flat roofs, 
stucco, wood siding and masonry 
base. There will be pedestrian 
paths connecting all five apart-
ment buildings. The proposed 
project is larger both in acreage 
and unit numbers than other re-
cently approved apartment proj-
ects, such as the Madera Apart-
ments on East Evelyn Avenue 
near the Caltrain station. Madera 
built 203 units on a 3.63 acre site, 
and the Pillar Group has proposed 
its 376 for 5.72 acres.

Scott Plambaeck, senior plan-
ner for the city, said the project 
is still at the early stages, at least 
nine to 12 months from city ap-
proval. 

Rebecca Shapiro, associate 
planner for the city of Mountain 

View, said that the city has also received an authorized 
gatekeeper application — but not yet a formal develop-
ment plan application — to redevelop the Target site 
on Showers Drive. The city authorized the gatekeeper 
application, which includes plans for moving the store 
closer to the street. 

“The existing Target store is undersized and opera-
tionally obsolete,” the gatekeeper application reads, 
which was sent from Target’s Regional Development 
Manager John Dewes to the city of Mountain View in 
April. 

The application goes on to propose demolishing the 
existing store and constructing a new two-story struc-
ture with parking at the ground level and Target on the 
second. The new store would be larger: 163,000 square 
feet instead of the existing 119,000 square-foot space. 

Target also proposed bringing the structure closer 
to the street to “help to ‘activate’ the public street and 
provide the ability to offer more pedestrian friendly 
amenities including an open-space plaza,” the applica-
tion reads. There would be an outdoor plaza along the 
street, instead of a parking lot.

The project also includes plans for new retail space 
facing Showers Drive and a redesign of the area behind 
the DMV at 595 Showers Drive to allow for additional 
street-level parking. 

Editorial Assistant Elena Kadvany can be emailed 
at ekadvany@paweekly.com.

A whole new 
image for 

San Antonio 
corridor

Mountain View development to include 
new apartments, office, retail space

DRAFTNOTE: OFFICE BUILDINGS 1 & 2, DESIGN IN PROGRESS

The overview of The Village at San Antonio Center North indicates where 
office buildings (dotted red lines), a hotel, restaurants and a proposed 
movie theater could be sited on the 21-plus-acre site of the former San 
Antonio Shopping Center.
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MBA/LL.A
homes@JulianaLee.com

650-857-1000

www.JulianaLee.com

 Juliana 
Lee

BRE# 00851314

2468 W. BAYSHORE RD. #2  PALO ALTO

Top Floor, End Unit Condominium 
in Well Maintained & Managed Complex

2 bed/1 bath top fl oor unit in a well maintained complex

906 sq ft of living space

Newly remodeled kitchen & brand new roof

3396 PARK BLVD.  PALO ALTO

Beautiful Two-Story Craftsman Style Home
Conveniently Located Near Shops and Dining

Elegant 3 bed/2.5 bath home, only six years old!

2,201 sq ft of living space

Nearby to top rated Palo Alto schools!

Juliana Lee has sold real estate for 30 years covering 30 cities and Asian investors

4159 EL CAMINO WAY, UNIT N  PALO ALTO

Beautiful Unit in Great Complex 
Near Top Palo Alto Schools!

2 bed/2.5 bath unit in lovely, newly renovated complex

1,224 sq ft of living space

Conveniently located near Stanford, shopping & restaurants 

251 LINCOLN AVENUE  PALO ALTO

Warmth and Charm That is Seldom Found!

5 bed/2.5 bath home with fabulous blend of traditional & 

contemporary style

Complete with separate garden cottage

3,400 sq ft of living space, verifi ed lot size of 7,880 sq ft  

Just a short walk to Castelleja School, shopping & fi ne dining

SOLD WITH MULTIPLE OFFERS!

SHOWN BY APPOINTMENT!

SOLD WITH MULTIPLE OFFERS!

SHOWN BY APPOINTMENT!



Summer Brill, Sales Associate
650.701.3263
summer.brill@dreyfussir.com
BRE 01891857

Noelle Queen, Sales Associate
650.427.9211
noelle.queen@dreyfussir.com
BRE 01917593

Michael Dreyfus, Broker/CEO
650.485.3476
michael.dreyfus@dreyfussir.com
BRE 01121795

722 Ashby Drive, Palo Alto
Listed at $4,500,000

Our Recent Sales in Palo Alto

1535 Edgewood Drive, Palo Alto
Listed at $7,650,000

1436 Hamilton Avenue, Palo Alto
Listed at $2,798,000

1125 Ramona Street, Palo Alto
Listed at $5,495,000

1433 Dana Avenue, Palo Alto
Listed at $3,350,000

784 Palo Alto Avenue, Palo Alto
Listed at $2,195,000

649 Seneca Street, Palo Alto
Listed at $2,995,000

151 Waverley Street, Palo Alto
Represented Buyer

Downtown Palo Alto   
728 Emerson Street, Palo Alto
650.644.3474

Sand Hill Road
2100 Sand Hill Road, Menlo Park
650.847.1141

dreyfussir.com
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T his fascinating home 

blends both traditional 

and contempory living 

styles, featuring a sleek 

interior design with stylish 

custom detailing and fin-

ishes in a practical 6000+/-

sf. The formal living and 

dining rooms open to the 

view terrace. A lower-level 

recreation room, with full 

wet-bar and floor-to ceiling 

curved wall of glass, opens 

to a large patio, pool and 

outdoor entertainment area.

The personal accommoda-

tions consist of 6 bedrooms 

and 6.5 bathrooms. The 

impressive master bedroom 

suite features a contem-

porary walk-through closet 

lined with rich, floor-to-ceil-

ing closet doors that extend 

into the bedroom area. The 

spa-inspired master bath-

room preserves the con-

temporary feel. 

Within this 1.8 acre, you 

will find: rose-framed path-

ways, vegetable garden, 

expanses of lush lawn, 

sparkling pool, English 

garden, vineyard, multiple 

lounge and patio areas, 

mature trees and extensive 

outdoor lighting. Border-

ing Atherton, this home 

is convenient to the town 

of Woodside, highways 

101 and 280, biking and 

horseback riding trails. It 

is located in Menlo Park’s 

award-winning Las Lomitas 

School District.

140EleanorDrive.com

BREATHTAKING VIEWS OF THE SAN FRANCISCO BAY!

Direct: 650.566.5331  |  Cell: 650.464.2622
lynjason.cobb@cbnorcal.com  |  www.LynJasonCobb.com

CA DRE# 01332535

Lyn Jason Cobb
INTERNATIONAL PRESIDENT’S PREMIER TEAM

REALTOR®, SRES, CHMS
1377 EL CAMINO REAL | MENLO PARK, CA 94025

WOODSIDE
Price Upon Request



gullixson.com

MARYGULLIXSON



COMING SOON IN ATHERTON

       WWW.GULLIXSON.COM

GULLIXSON
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What’s happening at the               end?

by Susan Golovin

A s of mid-September, Multiple Listing 
Service (MLS) showed 25 Peninsula 
properties with asking prices at $10 

million and above. The lion’s share, 10, 
were in Atherton, with decreasing num-
bers in Woodside (5), Los Altos Hills (4), 
Palo Alto (3), Portola Valley (2) and Los 
Altos (1). But the fact is that few people 
know exactly how many of these proper-
ties are actually available because a large 
percentage of these high-end properties are 
not on the MLS.

“If you think these homes aren’t mov-
ing it’s because it is so private, and I honor 
that,” said Keri Nicholas, a top producer 

at Coldwell Banker in 
Menlo Park, who sold 
four homes priced more 
than $10 million this 
year, only one of which 
was on the open mar-
ket. Nicholas went on to 
say that it is often the case that deeds are 
blocked, trusts re-named and addresses 
changed before the close of escrow. It is not 
unusual to sign a confidentiality agreement 
before you even meet one of these clients. 
No agent worth his/her salt will tell you 
who is buying these homes.

Aside from privacy issues, there are other 
reasons not to list a home. Both Tom Dal-

las of Intero Real Estate 
in Woodside, who along 
with his partner David 
Kelsey sold five homes 
for more than $10 mil-
lion (two on multiple list-
ings) this year, as well as 

Nicholas, say that these homes can take up 
to two years to sell. 

“Once you put something on the MLS 
the Internet creates a permanent history of 
former prices. Some clients are savvy to 
this,” Kelsey said. Dallas adds that there is 
a certain cachet to being privy to an exclu-
sive showing. 

How does the agent reach potential cli-

ents if a home is not on MLS? 
“A very small percentage of agents deal 

with these clients,” Nicholas said. Thus, 
there is a tight network of communication. 

“You have to think outside the box and 
get people what they want,” she said. What 
that seems to boil down to is cultivating 
relationships and being in constant touch 
with what is available and what is being 
sought. Nicholas said that she works all the 
time. 

“From a seller’s point of view it is good to 
market quietly at first,” Dallas said. Some-

Local real estate 
moves slowly — 
and very quietly

Top and above: This home at 19 Prado Secoya in the Menlo Circus Club area of west Atherton, featuring six en-suite bedrooms, 10,000 square feet and an acre, is on the 
market for $15.5 million. Right: Built in 2005, this home at 707 Westridge Drive, Portola Valley, features five bedrooms and four full and four partial bathrooms in 8,690 
square feet on more than 2.5 acres. It was offered for $13,000,000 in early October.

(continued on page 22)
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Monique Lombardelli
Owner

DRE# 01879145

P:650-380-5512

monique@modernhomesrealty.com
www.modernhomesrealty.com

Producer of the
Eichler Documentary Film

buyeichlerfi lm.com

CALL US FOR A COMPLIMENTARY CONSULTATION

“MODERN HOMES REALTY IS GROWING RAPIDLY.”

“We are THE experts to sell your modern home. 
Call our design and marketing team today!”
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The Buchanan   Bowen
SALES TEAM

Your guide to buying and selling Real Estate in Los Altos, Los Altos Hills, Palo Alto Hills.

Jo Buchanan  GRI
650.947.2219
jbuchanan@cbnorcal.com

Stuart Bowen  E-PRO, SRES
650.949.8506
stuart.bowen@cbnorcal.com

www.BuchananAndBowen.com

161 S. San Antonio Rd.
Los Altos

FOR SALE 285 Stierlin Rd, Mountain View 5BD/4.5BA $1,588,000

Nightingale in Los Altos sold for $2,200,000

Eastwood in Los Altos sold for $2,650,000

Alexis in Palo Alto Hills sold for $2,850,000

Montclaire in Los Altos sold for $3,500,000

times Dallas and Kelsey will do a 
pre-launch to create buzz and then 
do a public launch. 

“It’s a balancing act. You look at 
each property and create a unique 
approach,” Dallas said.

For Dallas and Kelsey, thinking 
outside the box can mean using 
the home as a venue for a major 
charity event. They have also 
partnered with luxury car dealer-
ships, using product placement to 
announce a prosperous lifestyle.

It is expensive to market these 
homes. Agents have “go to” peo-
ple who provide maintenance ser-
vices that get the homes in tip-top 
shape, stagers, professional writ-
ers and photographers who create 
glossy brochures. 

Gail Rossetti of Rossetti Realty 
in Menlo Park says that she is be-
ginning to break into this market. 
She paid $3,000 hire a helicopter 
and made a five-minute video of 
a listing in Woodside, with “24 
pristine acres on Skyline.” 

“We filmed the community and 
even captured the deer on video,” 
she said. The video is available on 
the Internet so that the home can 
be marketed internationally. 

Rossetti says that she has an In-
ternet coach so that she can stay 
abreast of new developments, 
such as websites that alert people 
when a home with the specifica-
tions they have cited is available. 

(In turn, the Realtor is alerted to 
customer interest.) Rossetti, who 
describes herself as the rainmak-
er, is heavily staffed, separating 
out such duties as database man-
ager, listing and closing coordina-
tor, sales, marketing and customer 
service. 

Some of these homes are what 
Nicholas describes as “specific” 
— for instance, a custom home in 
Atherton that has two bedrooms 
— and thus, more of a challenge 
to sell. What they seem to have 
in common, however, is either 
construction that features custom 
workmanship and rare materials, 
amenities such as a hair salon, spa 
room, media room, garages that 
can accommodate major collec-
tions, elevators, state-of-the-art 
security systems, infinity pools, 
commodious guest houses, pri-
vate lots with vintage trees, and/
or a prime location.

Currently, West Atherton seems 
to be much sought after. 

Although she would give no 
specific information on clients, 
Nicholas did say that she thinks 
that the offshore market for these 
homes is exaggerated. 

“I would say it is about 20 per-
cent offshore,” she said. The ma-
jority, she said, consists of clients 
from such areas as venture capital 
and high tech. 

“Palo Alto is now New York,” 
she said. “Whole companies are 
moving here from Boston and 
New York.” 

Further, she said that there is 
verification of funds “walking in 
the door” and that many offers are 
all cash.

Kelsey said that the typical 
real-estate transaction is based on 
price, size and location. For these 
ultra-expensive homes, he said the 

client’s priorities are quality, size 
and location.

All Realtor commissions in 
California are negotiable, and the 
commission on a $10 million-plus 
home can be negotiated at a lower 
rate than standard. Thus said, it is 
a lucrative business, particularly 

for agents who can “double end,” 
that is, represent both the buyer 
and seller and retain full broker-
age on both.

It is not unusual to see homes 
for $20 million-plus: Dallas sold a 
Woodside property for $52.5 mil-
lion this year. 

High end
(continued from page 20)

Offered at close to $11 million, this home at 17900 Skyline Blvd. in Woodside sits on close to 24 acres. 
Built in 2004, the home offers views of the redwoods and ocean from every room.
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Summer Brill, Sales Associate
650.701.3263
summer.brill@dreyfussir.com
BRE 01891857

Noelle Queen, Sales Associate
650.427.9211
noelle.queen@dreyfussir.com
BRE 01917593

Michael Dreyfus, Broker
650.485.3476
michael.dreyfus@dreyfussir.com
BRE 01121795

Atherton Estate
147 Patricia Drive, Atherton
147patricia.com

Offered at $7,750,000
Bedrooms 6  |  Bathrooms 5.5 
Home ±5,765 sf  |  Lot ±1.07 Acres

Downtown Palo Alto   
728 Emerson Street, Palo Alto
650.644.3474

Sand Hill Road
2100 Sand Hill Road, Menlo Park
650.847.1141

dreyfussir.com
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FLOODESTATE.COM  |  WOODSIDE  |  92 ACRES  |  $69,800,000
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$700,000

$1,500,000

MOUNTAIN VIEW
Address: 867 San Luppe Drive 
List price: $697,000
Bedrooms: 3
Bathrooms: 2
Interior: 1,022 sq. ft.
Lot size: 6,200 sq. ft.
Date built: 1962
Walk score: 54
Located in the Stierlin Estates neighborhood, this home is a stone’s throw from high-

ways 85 and 101 and not far from downtown Mountain View’s vast array of restaurants 
and cultural amenities. Described by Realtors as having “good bones,” this home is also 
close to San Veron Park.

MENLO PARK
Address: 2081 Camino al Lago 
List price: $1,375,000
Bedrooms: 3
Bathrooms: 2
Interior: 1,490 sq. ft.
Lot size: 6,000 sq. ft.
Date built: 1947
Walk score: 37
Excellent Las Lomitas schools draw people to this recently remodeled home with 

refinished hardwood floors in West Menlo Park. Indoor/outdoor living are emphasized 
in this home, with the kitchen opening onto a brick patio and the master suite onto a 
wooden deck.

PALO ALTO
Address: 4159 El Camino Way #N
List price: $700,000
Bedrooms: 2
Bathrooms: 2 full, 1 partial
Interior: 1,224 sq. ft.
Lot size: 768 sq. ft.
Date built: 1987
Walk score: 66
Newly updated with new carpet, paint and a washer/dryer, this condominium, which 

is located at the edge of the Charleston Meadows neighborhood, is easily walkable to 
El Camino Real restaurants and Robles Park, as well as JLS Middle School and Gunn 
High School. 

MOUNTAIN VIEW
Address: 1032 Blackfield Way
List price: $1,549,900
Bedrooms: 4
Bathrooms: 3 full, 1 partial
Interior: 2,062  sq. ft.
Lot size: 5,607 sq. ft.
Date built: 2006
Walk score: 78
This recently built two-story home sports a large kitchen with handsome cabinetry, 

granite countertops and a separate dining room, The Gemello neighborhood is known 
for its walkability, as it’s close to schools, shopping and parks.

(continued on page 30)

What can you find at various price 
points, in different cities?

by Carol Blitzer

A condominium in Palo Alto or a single-family 
home in Mountain View? Brand new or vin-
tage? A postage-stamp lot or half an acre?

When looking to buy a house, everyone not only 
has specific requirements but specific budgets. What 
one can find for $1.5 million in one city may only be 
a down payment in another.

Depending on how committed one is to a particu-
lar street, neighborhood or city, there are plenty of 
contrasts to be found and choices to be made. 

Often visiting the place to get a feel for the prop-
erty and its environs is what’s really required before 
making an offer.

Here’s a comparison of what was on the market in 
early September in nearby cities:

Compare      Contrast&



30 years covering
30 cities and
Asian investors

MBA/LLB
650.857.1000
homes@JulianaLee.com
www.JulianaLee.com

Juliana Lee

Palo Alto Weekly | The Almanac | Page 29
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MARGOT LOCKWOOD
650.529.2410 Office

650.400.2528 Cell

homes@margot lockwood.com

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

Margot Lockwood presents…

Exclusive listing at 320 Jane Drive, Woodside 

Offered at $4,850,000

2 Bridle Lane, Woodside

This stunning contemporary home is located 
on 3.7 level acres in central Woodside. This 
spacious 4 BD 3 BA home consists of 2 of-
fi ces,  a kitchen which is any gourmet’s desire 
with excessive storage and opens to the family 
room. There is a pool and lovely garden area 
along with fruit trees. This level area would be 
ideal for pasture, barn or guesthouse. 

Custom built Contemporary tri level home 
on 6+ acres. 5 bedrooms, 4.5 bath. Open 
living fl oor plan with stunning kitchen.  
2 car attached garage and separate work 
shop make this property ideal.  Call Margot 
to schedule an appointment, 650.400.2528.  

Offered at $1,595,000

52 Morse Lane, Woodside

3 Bed/ 2Ba Country French Cottage. Spacious 
Living/Dining Room & Family Room.  Kitchen 
/LaCornue 5 burner stove. Outdoor living 
areas w/pool & spa. 4 Car Garage w/2 stor-
age areas.  Various garden areas and possible 
horse property. 1.2 Level acres in Woodside 
Sunbelt. Excellent Portola Valley Schools.

Call Agent For Price

OPEN SUNDAY 1:30 – 4:30

M
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$2,300,000

ATHERTON
Address: 25 N. Gate
List price: $2,650,000
Bedrooms: 4
Bathrooms: 3 full, 1 partial
Interior: 3,733 sq. ft.
Lot size: 6,750 sq. ft.
Date built: 2013
Walk score: 57
It’s unusual to find a brand-new home in Atherton. This one sports three levels, with 

three bedrooms at the top, a bedroom or office, kitchen and family room opening to 
backyard in the middle, recreation/media room wired for surround sound below. 

MENLO PARK
Address: 431 Vine St.
List price: $2,299,000
Bedrooms: 3
Bathrooms: 2
Interior: 2,350 sq. ft.
Lot size: 5,700 sq. ft.
Date built: 1927
Walk score: 57
Vaulted ceilings, skylights and maplewood floors, plus a kitchen with granite counters 

and custom maple cabinetry make this West Menlo Park home desirable. Other high-
lights include a reading room and a large outdoor deck, plus easy access to Highway 280 
and the Las Lomitas school district.

(continued from page 28)
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4 Pepperwood Court, Menlo Park

784 Palo Alto Avenue, Palo Alto*

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

210 Pope Street, Menlo Park*

600 Willow Road #13, Menlo Park

Recent Sales 
in Palo Alto, Menlo Park, 

& Atherton

Omar Kinaan
Realtor®, GRI, CDPE

Certifi ed International Property Specialist

BRE#01723115
650.776.2828

Omar@Kinaan.com
*Represented the Buyers

1181 Greenwood Ave., Palo Alto*

133 Burns Avenue, Atherton*

324 Gilbert Avenue, Menlo Park

Veronica W
eber

M
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$3,000,000

WOODSIDE
Address: 351 Ridgeway Road
List price: $3,250,000
Bedrooms: 5
Bathrooms: 4 full, 1 partial
Interior: 6,300 sq. ft.
Lot size: 43,560 sq. ft.
Date built: 1982
Walk score: 20
Located in Woodside Hills, this property includes a large main house plus an artist’s 

studio above a four-car garage. Highlights are the separate dining room and cathedral 
ceilings in the living room and family room, which opens to the kitchen and outdoors.

PALO ALTO
Address: 3465 Middlefield Road
List price: $2,995,000
Bedrooms: 4
Bathrooms: 3 full, 1 partial
Interior: 3,444 sq. ft.
Lot size: 19,798 sq. ft.
Date built: 2003 
Walk score: 51
Set on nearly half an acre at the edge of the Palo Verde neighborhood, this 10-year-old,  

two-story home sits well back from Middlefield Road. Large windows beneath cathedral 
ceilings draw in the light. Kitchen and family room face the back yard. Also available is 
the cottage next door on a large lot.
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Hopes, dreams, needs, wants…all of these affect how you feel about a home.  

David has successfully represented countless clients in your community. Contact 
him today to see how he can help you with the purchase or sale of your home.

David  A. Weil, Realtor  |   Phone 650.823.3855
david.weil@dreyfussir.com   |   BRE 01400271

ATHERTON ATHERTON MENLO PARK MENLO PARK LOS ALTOS

dreyfussir.comSand Hill Road   |   2100 Sand Hill Road, Menlo Park, CA  94025   |   650.847.1141



OFFERED AT $21,800,000



SOLD 2013 SOLD 2013

SOLD 2013 SOLD 2013

SOLD 2013 SOLD 2013

2013 SALES 
ATHERTON

LOS ALTOS HILLS

PORTOLA VALLEY

WOODSIDE

PALO ALTO

MENLO PARK

GULLIXSON

GULLIXSON

MARY & BRENT
GULLIXSON

gullixson.com

SOLD 2013 SOLD 2013

SOLD 2013

SOLD 2013

SOLD 2013

SOLD 2013

SOLD 2013

SOLD 2013
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by Eric Van Susteren

The way Peter Giovannotto sees 

it, choosing a condominium 

over a single-family home isn’t 

a matter of square footage — or even 

so much cost — as it is a question of 

lifestyle.
Giovannotto is a Realtor at Dreyfus Properties, Palo 

Alto, specializing in condo sales, and he says they may 
be best for some niche groups — they offer life a little 
closer to urban settings while preserving a sense of 
investment and ownership, their price point is a little 
lower in the red-hot Palo Alto real-estate market and, 
with homeowners association dues covering much of 
the upkeep and maintenance, they can offer some extra 

freedom to those too busy to trim the hedges or who 
travel too much to worry about fixing the trim.

That’s why he sees condos as the perfect fit for the 
young, who may be sick of renting but don’t want the 
full commitment of a home, or for older buyers, who 
are looking for something affordable without the ex-
tra issue of constant upkeep work. But while having 
a homeowners association can lessen the burdens of 
some everyday concerns, they also add another layer of 
complexity to the already perplexing process of buying 
and owning a home.

Want to remodel a kitchen? Remove a wall? Not 
without homeowner association approval in many cas-
es. And if the association moves slowly, as some are 
notorious for doing, or only meets once a month, ma-
jor renovations may have to wait until approval comes 
through. Giovannotto said he’s seen people have to 
wait for as long as eight months for a renovation to be 
approved.

Condo buyers also have to be alright with the amount 
of trust they place in those who manage the associa-
tion. If qualifications or requirements for running a 
condominium complex aren’t met, it could mean that 
lenders will keep their distance for a home loan in the 
condos. While this can be frustrating for those looking 
to buy a home but can’t get a loan, it’s absolutely hair-
raising for those who want to get out but can’t because 
no buyers can get a loan, Giovannotto said.

Giovanotto related one particularly nasty situation 
in which a developer owned all of the condominiums 
in a complex but didn’t sell off enough units, retain-
ing ownership of 20 percent of the units as a single 
individual.

As a result, “it became very difficult, if not impos-
sible, for the lender to loan on the building, so you 
couldn’t sell to anyone with a loan,” he said. “The 
owner would come back and buy the condos back at a 
discount, and you saw people losing like half the value 
of their homes.”

Giovanotto said he found later, after digging through 
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The Weatherly is a high-end condominium complex located in the University South neighborhood of Palo Alto.

Condominium home sales — by price

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

 
City

Median Price 

Jan-June 2013

Median Price 

Jan-June 2012

Change in 

one year

Median Price 

Jan-June 2011

Change in 

two years

Menlo Park $761,000 $900,000 -15% $665,000 14%

Los Altos $945,500 $854,000 11% $792,500 19%

Palo Alto $925,000 $885,000 5% $766,500 21%

Mountain View $630,000 $612,500 3% $495,000 27%

Redwood City $540,000 $475,000 14% $376,554 43%

Making the condo jump
Condos make sense for niche buyers, Realtors say, 

but beware the fine print

(continued on page 40)

Veronica W
eber



  140 Pinon Drive, Portola Valley

  8 Hawkview Street, Portola Valley

  500 Portola Road, Portola Valley

  185 Echo Lane, Portola Valley

  1044 Los Trancos Road, Portola Valley

  50 Sioux Way, Portola Valley (represented both buyer and seller)

  5500 Alpine Road, Portola Valley

  658 Westridge Drive, Portola Valley

  151 Cervantes Road, Portola Valley

  2 Ohlone Street, Portola Valley

  14 Arastradero Road, Portola Valley

  1165 Los Trancos Road, Portola Valley

  0 Alpine Road, Portola Valley (Lot, pending)

  140 Campo Road, Portola Valley

  30 Alhambra Court, Portola Valley

  111 Corte Madera Road, Portola Valley

  12469 Robleda Road, Los Altos Hills

  27772 Lupine Lane, Los Altos Hills

  21 Old Spanish Trail, Portola Valley (pending)

Alpine Road, Portola Valley
One-Of-a-Kind

Build your dream home on this rare 

8.7 +/- acre parcel and Palo Alto Schools.

Build your World Class Estate
Discover a world of possibilities 

on this approximately 4.48 acres.

6 Montecito Road, Woodside
Hillside Sanctuary

This 6 +/- acre parcel is the perfect locale 

to build your hillside retreat.

Ginny Kavanaugh
650.400.8076  |  gkavanaugh@camoves.com  |  BRE #00884747

SOLD in 2013

Th eKavan augh s . com

/KavanaughRealEstate   |            /GinnyKavanaugh   |             /Ginny Kavanaugh



gullixson.com

     



SB 
SHERRY BUCOLO 
650.207.9909
sbucolo@apr.com      |     www.SherryBucolo.com 

BRE #00613242

Top 1% of Realtors Nationwide 

List with a Proven Professional

Specializing in Palo Alto Real Estate for 25 Years

  Call Sherry 650.207.9909 for a complimentary Market Evaluation
Over $500 Million SOLD in Palo Alto

 

SOLD SOLD

SOLD SOLD

Sherry gave us the con ence 
to leave everything in her han s 
an  to trust her u gment. t 
takes a lot of har  ork an  
consi era le skill to make 
something so if cult appear so
effortless. This is the measure of 
a true professional.”

-- P. Waring, Seller of  1353 Martin Avenue
                            Crescent Park 

SOLD

Old Palo Alto
$5,750,000 

Old Palo Alto
$3,250,000 

Downtown
$1,950,000 

Old Palo Alto 
$10,000,000* 

Crescent Park
$3,010,000 

*Represented Buyer

SOLD

Old Palo Alto
$3,650,000 

SOLD

Crescent Park
$3,400,000 

Long Time Palo Alto Resi ent
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482 GILBERT AVENUE  M E N L O  P A R K

JUDY CITRON
650.543.1206
jcitron@apr.com
DRE#01825569

www.482gilbert.com

Classic 1930’s Spanish home
Features: 

some Homeowners Association documents, that the 
owner had also been living in one of the units and was 
acting as association president, effectively giving him 
a lot of power in determining the association’s rules 
and regulations.

But these types of issues don’t jump out of nowhere, 
he said. Nearly all of them can be found in the hefty 
sheaf of documents buyers sign before buying their 
condos, but it requires some attention to detail and 
some know-how.

“The devil’s in the details, and the details might 
leave you in a really bad situation,” he said. “It really 
pays to go over everything really thoroughly.”

One of the biggest sticking points for most condo 
buyers is the price of the monthly dues to the hom-
eowners association, but Giovannotto advises not to 
get hung up on their dollar amount and instead look at 

what they cover. While it may be tempting to jump for 
a condo with lower dues, the extra monthly cost won’t 
seem like much when the buyer finds himself paying 
for termite-damage repairs. 

While the dues can sometimes seem exorbitant, it’s 
likely they’re reasonable if they’re covering eventuali-
ties such as roof replacement 30 years down the road, 
said Juliana Lee, a Realtor with Keller Williams Re-
alty, Palo Alto.

“That’s a big chunk 
of money — sometimes 
like $20,000 — so they 
make these projections 
and then collect on a 
monthly basis,” she said. 
“If an HOA (homeown-
ers association) decides 
not to charge enough, 
that can mean if a major 
cost comes up, they’ll 
have to ask extra.”

She said it’s best to 
look for homeowners 
associations with im-
peccable reputations 
and plenty of reserves 
for the inevitable fix-it 
projects that will come 
down the road.

Of course, buyers in Palo Alto may not have the 
luxury to be so choosy or so thorough. Inventory in 
the Palo Alto area is bone-dry and home prices are 
famously high. Giovannotto and Lee said there are usu-
ally one to two condos up for sale in the area per week, 
and they’re usually sold within 14 days. And their cost 
can oscillate as much as their size can — Giovannotto 
said condos in the massive Weatherly complex can be 
as large as 2,700 square feet or as small as 668 square 
feet, like a condo he sold recently for about $1,000 per 
square foot. 

Still, condos are almost uniformly more affordable 
than single-family homes, which makes them particu-
larly attractive to first-time buyers sick of paying sky-
high Palo Alto rents, Lee said. 

“In Palo Alto it makes sense because (a condo) holds 
its value very well, and there are only so many homes 
because Palo Alto is small, so supply and demand are 
pretty much holding,” she said. “Interest rates are still 
close to an all-time low, so it still makes sense to pur-
chase a condo instead of paying rent.” 

Online Editor Eric Van Susteren can be emailed at 
evansusteren@paweekly.com.

Condominium home sales by — volume
 

City # Homes Sold 

Jan-June 2013

# Homes Sold 

Jan-June 2012

# Homes Sold 

Jan-June 2011

Change in 

two years

Menlo Park 39 39 35 11%

Los Altos 24 25 28 -14%

Palo Alto 63 63 71 -11%

Mountain View 179 186 139 29%

Redwood City 27 35 26 4%
*Information provided by the Silicon Valley Association of REALTORS® from MLSListings Inc.

Choosing condos
(continued from page 36)

Condos vs. homes — days on market

*Information provided by the Silicon Valley Association of  

REALTORS® from MLSListings Inc.

 
City Condos DOM 

Jan-June 2013

Homes DOM 

Jan-June 2013

Menlo Park 19 24

Los Altos 18 20

Palo Alto 27 19

Mountain View 17 15

‘The devil’s in the details, and the 
details might leave you in a really 
bad situation.’

– Peter Giovannotto, 
Realtor, Dreyfus Properties, Palo Alto



 “Michael is responsive and knowledgeable, has excellent judgment and is 
thoughtful and attentive to detail.” -- Martha Angell, Palo Alto

else.”  -- Cynthia Ringo, Menlo Park

“Michael is absolutely professional, thorough, and diligent.”
-- Naggi Asmar and Emily Cooke, San Carlos

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

SERVING THE COMMUNITIES OF
Palo Alto  |  Menlo Park  |  Atherton  |  Redwood City

San Carlos  |  Woodside  |  Portola Valley  |  Half Moon Bay 
Mountain View  |  Los Altos  |  Los Altos Hills

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.
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Palo Alto homeowners rent 
their properties while hanging 
onto investment

by Rye Druzin

You can come home again.
That’s what some Palo Alto home-

owners are assuring as they rent out their 
$2 million treasures while they go abroad on 
business, take a sabbatical or embark on an 
extended travel adventure.

Sometimes that adventure can even be fi-
nanced by renting out their homes.

While some are choosing to rent their 
homes directly, others are using profes-
sional property managers.

David Arfin has owned his home in 
Crescent Park since 1999 and is becom-
ing a first-time landlord. Arfin, who is the 
CEO of  a renewable energy company, and 
his wife, Madeline Chaleff, are moving 
abroad for an extended period of time on 
business. They decided to rent their home 
out themselves while they are gone, leav-
ing many of their furnishings in place. 
This helped reduce the amount of time and 
money that they spent on moving property 
out of the home but also has created ad-
ditional risks.

“Once we decided to go away for as long 
as eight months we thought (renting our 
home) was a prudent thing to do,” Arfin 
said. “But the risks are, especially when 
renting it furnished, that there is damage 
to the furniture, damage to the carpeting, 
other things like that in excess of wear and 
tear. This is partly the reason we want to 
talk to and meet with whoever it is that’s 
renting and make sure that ... they recog-
nize our concern for our property.”

While home renting is not a new phenom-
enon, the Internet age has expanded the op-
tions available to homeowners looking to 

become landlords. Craigslist, the 
free online listing service, has 
replaced most paid classified ads 
in newspapers. Craigslist not only 
provides detailed information, 
but the ability to post multiple, 
high quality photos for free. This 
service is not only used by land-
lords, but by Realtors and prop-
erty managers as well to rent or 
sell homes. 

Arfin wants his home to be in-
habited so that someone could 
keep an eye on the house and 
cherish it like he does. When 
he listed his home for $6,500 a 
month, a Realtor told him that 
he was listing it far under what 
the market would pay. 

“We’re going to be in a re-
lationship with these people, 
they’re going to be living in 
our house, using our dishes and 
hanging out on our couches,” 
Arfin said. “We would like to 
have a nice two-way relationship of treat-
ing each other fairly.”

While some residents may want to rent 
their home themselves, there are estab-
lished property management services 
for those who do not. Companies offer 
everything from tenant selection to the 
full management of a home and property. 
Managers also can collect rent, respond to 
broken appliances and home issues, and 
can conduct a walk-through after a tenant 
has moved out. 

Management companies do the research 
to stay updated on the laws that govern 

home renting, according to Rick Dodson, 
a property manager at Dalton Realty in 
Palo Alto. The constantly changing law 
could be an issue for homeowners looking 
to manage their own property, especially if 
they are living abroad, he added. 

Not only do homeowners have concerns 
about how their property will be treated, 
but many renters have similar high stan-
dards, according to Nancy Kerry, owner 
of Menlo Park-based Classic Properties 
Services.

“Prior to renting a home or putting it 
on the market, it has to be squeaky clean, 
freshly painted, almost ‘like new,’” Kerry 
said. “Tenants have high standards for 
home rentals, especially in this area. No 
one wants to be looking at a dirty home.”

While property managers may be con-
venient for some homeowners, their price 
can be prohibitive. Some companies re-
quire the homeowner to pay a leasing fee 
equivalent to a month’s rent, as well as a 
percentage of the monthly rent, ranging 
from 3 to 10 percent. 

Gordon Stewart, a former software engi-
neering manager who lives near Sacramen-
to, rents out his childhood home in Palo 
Alto, doing the managing himself. To him, 
property management companies charge a 
lot of money for not much work. Stewart 
said he believes that personal investment 
in the home is necessary to be a good and 
successful landlord.

“Take it seriously as if you’re running a 
business because you are running a busi-
ness,” he said. “That is really the key. If 
you take it casually it’s a roulette wheel 
and you don’t know what’s going to hap-
pen. And it’s time consuming. If you don’t 

have the time or the temperament to treat 
it like a business then you’re probably not 
the best person to do that.”

Stewart’s experience has shown him that 
interviewing potential tenants and doing 
thorough credit checks is key to having a 
healthy and productive relationship with 
one’s renters.

“Everything works in (my property). So 
I want to get somebody that respects it and 
leaves it at that same level,” Stewart said. 
“Obviously things break ... but if people 
are abusing it then that really bothers me. 
For one, that’s not who I am and I want 
to get someone in who matches my level 
of caring for things ... so that I feel com-
fortable that they’re not going to ruin (the 
home).”

Michael McClellan has owned his home 
in Palo Alto since 1997 and has been rent-
ing it out for the last few years after he 
relocated to Sacramento for business. Mc-
Clellan had a few words of advice to those 
looking to rent out their homes.

“Make sure you get good people and 
trust your intuition,” he said. “Give them 
a good product and you’ll get a good re-
turn.”

Arfin emphasized that he wants to be on 
the same page with his tenants.

“We still want to live in Palo Alto when 
we retire, my kids love Palo Alto, my par-
ents live in Palo Alto, my nieces are in Palo 
Alto,” Arfin said. “We love the community 
here. So our intent is to be in Palo Alto in 
the long run. If this rental goes well we’ll 
be more likely to rent it out again. 

“If it doesn’t go well then maybe we’ll 
just have a friend or acquaintance live in 
it.” 

Rick Dodson, a property manager at Dalton Realty in Palo Alto, stands in front of a Palo Alto 
home he manages.

David Arfin and his wife Maddie Chaleff talk in their Crescent Park living room while 
getting the house ready for long-term renters.

or
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Your Neighborhood 
Midtown Realty Team

Midtown Realty, Inc. 
Real Results, Real Estate

Tim Foy
Owner/Broker

Jane Volpe
Realtor/MBA

Realtor of the Year

Leslie Zeisler
Realtor ®, SRES, 

AHS

Joann Weber
Property Manager

Realtor

Lisa Knox
Realtor

SungHee 
Clemenson

Realtor

Yamie Lee
Realtor

Molly 
Foy Rich

Realtor 
On Assignment 

in Ireland

Tom Foy
Retired

on Golf Course

Chris Taylor
Realtor

Aileen 
Phanmaha
Offi ce Manager

SOLD

SOLD

SOLD
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by Ranjini Raghunath 

The moment you sign the mortgage 
deed on your new home, the clock 
starts ticking. You start tightening 

your belt, keeping track of monthly pay-
ments and pushing all your extra pennies 
towards getting the mortgage “monkey” 
off your roof, so to speak. 

But what if your retirement is looming 
and you want to chop a few years off the 
mortgage, while saving money at the same 
time? 

One option is to switch from a 30-year 
loan to a shorter term, especially when 
interest rates are low, according to Linda 
Hays, mortgage banker at Bank of the 
West, Palo Alto.  

“That’s the safest way to do it,” Hays 
said. “The shorter the term, the lower is 
the interest rate.” 

Hays remembered when her grandpar-
ents bought a home in Santa Clara in the 
1950s. “The interest rate was 5.25 percent 
and it cost them 2 points. We have been 
enjoying interest rates at 3 to 4 percent and 
that is very inexpensive money,” she said. 
“A reduction in interest rates from a 30-
year to a 15-year term can save hundreds 
of thousands of dollars.” 

But higher savings also mean higher 
monthly payments.

Switching from a 30-year payment on 
an $800,000 loan at 5.5 percent, for in-
stance, to a 15-year term at 4.25 percent 
means paying an extra $1,500 each month, 
according to Palo Alto mortgage broker 
Chuck Fuery.

“That’s a lot of money. But in terms of 
interest savings, over the life of the loan, 
they’ll save over half a million dollars,” 
Fuery said. 

Fuery, founder of Stanford Property and 

Finance, has been helping clients 
with “creative financial solutions” 
for the past 25 years. One of his 
suggestions is to make bi-weekly 
payments instead of monthly 
payments: splitting the monthly 
amount in half and paying the in-
terest every other week. This 
option is more “manage-
able” because it adds 
just two extra weeks 
of payments a year, 
and “you can still chop 
four to five years off 
your 30-year mortgage,” 
Fuery explained. 

Some people also 
choose to refinance their 
mortgage at a lower in-
terest rate or simply 
make extra payments on 
their mortgage whenever 
they can. 

“Anyone can walk in anytime 
and just decide they are going to 
make an extra payment. You could say 
you were going to pay an extra $50 
a month, or make an extra princi-
pal payment at the end of the year. 
There’s always flexibility,” said Di-
ana Stauffer, branch manager at Wells 
Fargo home mortgage, San Francisco.

Apart from saving money and time, the 
“peace of mind” that comes with being 

debt-free adds to the lure of switching 
out mortgages.

“For older people nearing 
retirement, it gives them a 

sense of mental security. ... You 
don’t want a lender coming to 
your house and saying you are 

defaulting on your pay-
ment, you could lose 

your house,” Fuery said.
Some people also realize 

that paying off a mortgage 
costing them 5 percent annu-
ally, for instance, is a better use 
of their money than keeping it 

dormant in a savings account 
paying them less than 2 percent 
annually, according to Fuery. 

More people are choosing dif-
ferent mortgage options now, not 
only to save money but also to 
increase their wealth, invest in 

stock, buy annuities or just to have 
funds on hand, Hays said. 
“Recently, we had one of our wealth 
clients refinance their home and take 
$2 million out, just because they 
thought they might need it, and it is 
cheaper at 3.5 percent than it might 
be down the road,” she said. 

Before the market crash, some lenders 
charged a prepayment penalty for paying 
off their mortgage faster. Now, however, 
most lenders don’t, as it is considered an 
“abusive practice,” Hays said.

Not everyone chooses to pay off their 
mortgage faster, however, because they 
can use the extra money to invest in their 
“Apple or Google stocks, their 401(k), col-
lege funds, real estate or even a second 
home,” she said. 

A second reason is the savings on tax 
deductions on a 30-year mortgage. 

“If you have a mortgage at a million 
dollars or less, you can write off the entire 
interest amount as tax deductions against 
your income,” Fuery explained. 

Switching out a mortgage would work 
only for those who have a strong financial 
strategy and have already invested in re-
tirement and other vehicles, Hays pointed 
out. 

“I talk people out of 15-year term a 
lot because I find out they have things 
on the horizon, like ailing parents, or 
young children, or they have a business 
that goes through cycles. Why would you 
want to force yourself through a higher 
payment when you have these variables?” 
she said. 

One would think that the Bay Area, 
known for its high incomes, is one of 
the few places where people can afford 
to pay more on their mortgage payments. 
“But we also have bigger loan amounts 
here and higher purchase prices,” Stauffer 
said. “It all kind of balances out in the 
end.” 

Freelance writer Ranjini Raghunath 
can be emailed at ranjini.raghunath@
gmail.com. 

(650) 450-1912
kathleenpasin@serenogroup.com 
www.kathleenpasin.com 
BRE # 01396779

The Palo Alto Real Estate market is very robust. It is more important than ever to work with 
a local agent that understands the market and what happened yesterday. Call Kathleen 

today for professional, personal service.

Experience, integrity, results!

SOLD BY KATHLEEN IN 2013: JUST SOLD! 

1604 Villarita, Campbell  
(Sold off market)

13373 La Cresta Dr. Los Altos Hills

256 Walter Hayes Dr., Palo Alto *

725 Loma Verde #A, Palo Alto*

230 Bryant, Mt. View*

715 Del Centro Wy., Los Altos*

2640 Howard Dr. San Carlos*

280 Grandview Dr., Woodside*

775 Lakeview, Redwood City*

* Represented Buyer

3465 MIDDLEFIELD RD., PALO ALTO*

A faster pay-off on 
short-term mortgages

Bay Area bankers offer ways to cut down years on house payments
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apr.com

PALO ALTO   578 University Avenue   650.323.1111

MENLO PARK 1550 El Camino Real  650.462.1111  | WOODSIDE 2930 Woodside Road  650.529.1111

NOW IS THE TIME TO MAKE YOUR MOVE

With interest rates near an all-time low, we have a surplus of qualified buyers ready

to make an offer on your home. Our team of real estate professionals will 

create a marketing plan that is carefully designed and skillfully 

executed to help you meet your selling goals.

Connect with us today and experience the APR difference for yourself.
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a p r . c o m
There is a spir i t  that dis t inguishes us.  Together we seek bold innovations  
in the way we manage technology, organize our company  
and advance the s tandards of our industr y.

apr.com  |  Palo Alto Office  578 University Ave  650.323.1111
Menlo Park Office  1550 El Camino Real, Suite 100  650.462.1111  |  Woodside Office  2930 Woodside Rd  650.529.1111

APR COUNTIES  |  Santa Clara  |  San Mateo  |  San Francisco  |  Alameda  |  Contra Costa  |  Monterey  |  Santa Cruz

Palo Alto – The City’s premier estate, an 
enduring tribute to Old Palo Alto’s legacy. 7 
bedrooms, 6.5 baths with 12,500+-sf of living 
space of a 37,000sf lot.  
 $23,000,000

Derk Brill
650.543.1117
dbrill@apr.com

Atherton – Under construction. Magnificent 
15,000+/- sf contemporary Mediterranean 
estate of steel on 1.15+/- acre level private 
lot. Completion in late 2013.  
 $16,000,000

Cathy C. Chao
650.799.9812
cchao@apr.com

Atherton – Represented the Buyers of this 
exquisite Monterrey Colonial home with 5 
bedrooms / 4.5 baths and in a spectacular 
Circus Club location.  
 Price Upon Request

Colleen 
Foraker

650.380.0085
cforaker@apr.com

SOLD

Atherton – Nantucket Shingled Style on a 
quiet central Atherton street.  1.05 beautifully 
landscaped acres. Over 6800 sf. 6 bedrooms, 
8.5 baths, 2 offices, 2 fam. rms. Guest house. 
Renovated 2010.  $6,299,000

Lynn  
Wilson Roberts
650.255.6987

lwr@wilsonroberts.com

Woodside – Prestigious central Woodside. 
Privacy, big views, 6.6+/-acres.  Tremendous 
opportunity to create compound. Fenced, 
irrigated, horse trails. Open floor plan.
 $6,295,000

Judi Beisler
650.400.6203

judi@judibeisler.com

Atherton – Represented Buyer. Outstanding 
newly constructed home on a park-like lot in 
the heart of Lindenwood.  
 
 $6,995,000

Derk Brill
650.543.1117
dbrill@apr.com

SOLD

Atherton – Exceptional 1.4+/-acre estate with 
magnificent grounds at the end of a peaceful 
cul-de-sac in west Atherton. Guest house, 
pool, TC.  Las Lomitas School District.  
 $6,450,000

Marybeth 
Dorst

650.245.8890
mdorst@apr.com

SOLD

Palo Alto – Sold off market - Contemporary 
hacienda in Old Palo Alto with 5bd/3.5ba, a 
beautiful blending of California and Spanish 
architectural design.  
 Price Upon Request

Colleen 
Foraker

650.380.0085
cforaker@apr.com

SOLD
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Palo Alto – This quintessential brown shingle 
beauty features 3 bedrooms, 2 offices, 2.5 
bathrooms, plus a detached studio/office and 
workshop off the garden.  
 $4,850,000

Carol & Nicole
650.543.1195
CarolandNicole@

apr.com

Palo Alto – This home offers large 5900 sq 
ft that includes an expansive basement on 
a 15222 sq ft lot. 4 bedrooms, 3 baths with 
radiant heat and solar electric power.  
A MUST SEE!  $4,500,000

Arti Miglani
650.804.6942

amiglani@apr.com

Woodside – Featuring sweeping views of 
the Bay, this custom contemporary offers 
close to 5000sf on 1.6+/- acres.  
 
 $3,950,000

Ellen Ashley
650.888.1886
eashley@apr.com

Menlo Park – High quality new construction 
at the best location in west Menlo. 6 
bedrooms, 5 bathrooms+2 half-baths.  Close 
distance to downtown Menlo Park.  
 $5,500,000

Alireza Faghiri
650.346.4727
afaghiri@apr.com

COMING SOON

Menlo Park – Elegant new construction 
in central Menlo 2 blocks from Oak Knoll 
Elementary.  6 bedrooms with superb 
amenities throughout.  Buy now - choose 
finishes!  $4,995,000

Mary Gilles
650.814.0858
mgilles@apr.com

COMING SOON

Los Altos Hills – Not on the market in over 
100 years. 2.67 acre property close to town. 
Subdvidable into two parcels or keep as one 
estate sized parcel MFA 16,000.  
 $5,388,000

Pam Page
650.400.5061

ppage@apr.com

John Forsyth James
650.218.4337

John.James@apr.com

COMING SOON

Palo Alto – Old Palo Alto classic 1920’s 
Mission-style home, completely and 
authentically remodeled embraces modern 
convenience while preserving original 
character & warmth!  $4,750,000

Carol & Nicole
650.543.1195
CarolandNicole@

apr.com

SOLD

Palo Alto – Old Palo Alto home overflows 
with character and designer style. Award-
winning gardens include 5-hole putting 
green, walking paths and enchanting terrace.  
 $3,750,000

Jack Woodson
650.740.9787

jackwoodson@apr.com

Jolaine Woodson
650.740.9694

jwoodson@apr.com

SOLD
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Palo Alto – Craftsman with contemporary 
flair. Five bedroom, four bathrooms 9200 
manicured lot plus fenced pool!  
 
 $3,650,000

Kathleen 
Wilson

650.207.2017
kwilson@apr.com

SOLD
Los Altos Hills – Set on majestic serene 
park-like grounds, this 5 bedroom, 4.5 bath 
home makes a sophisticated impression 
with its grand proportions and dramatic 
architectural character.  $3,502,500

Jenny Teng
650.245.4490
jteng@apr.com

SOLD

Palo Alto – Enjoy the opportunity to 
remodel, expand or even build new in the 
sought-after Crescent Park neighborhood.  
 
 $3,198,000

Jack Woodson
650.740.9787

jackwoodson@apr.com

Jolaine Woodson
650.740.9694

jwoodson@apr.com

SOLD
Palo Alto – Classic, traditional appeal in 
sought-after Crescent Park.  Backing up to 
Common Gardens & Eleanor Park, the home 
has added privacy in a serene setting.  
 $3,198,000

Jack Woodson
650.740.9787

jackwoodson@apr.com

Jolaine Woodson
650.740.9694

jwoodson@apr.com

SALE PENDING

Palo Alto – Represented the buyers of this 
spacious, well designed craftsman style 
home with 5 bedrooms / 4 baths located on a 
quiet Palo Alto street.  
 $3,150,000

Colleen 
Foraker

650.380.0085
cforaker@apr.com

SOLD
Palo Alto – Represented the buyer! Cozy 3 
bedroom and 3 bathroom home,  located 
in the community center, on a 8300 sq ft 
lot. Living area opens to a wraparound yard 
perfect for entertaining.  Price Upon Request

Arti Miglani
650.804.6942

amiglani@apr.com

SOLD

Palo Alto – Rose-covered arbor creates an 
enchanting entrance to surprisingly spacious 
home with options for a variety of lifestyle 
needs.  
 $2,998,000

Jack Woodson
650.740.9787

jackwoodson@apr.com

Jolaine Woodson
650.740.9694

jwoodson@apr.com

SOLD
Menlo Park – Remodeled, additions and 
beautifully landscaped, this 2-story home 
features 4bd/3.5ba. Close to downtown.  
 
 $2,995,000

Willa Falk
650.207.1093
wfalk@apr.com

SOLD
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Palo Alto – Gorgeous home in the heart of 
Midtown area. 4 bedrooms, 3.5 baths. Over 
3000 sq. ft.  on good size lot. Versatile floor 
plan. Walking distance to Midtown shops.  
 Price Upon Request

Valerie Lo
650.288.2238

vlo@apr.com

Palo Alto – Epitomizing the understated 
charm & Old World elegance of the ever-
popular Spanish Revival style, this 1932 
treasure is located in the heart of Old  
Palo Alto.  $2,875,000

Jack Woodson
650.740.9787

jackwoodson@apr.com

Jolaine Woodson
650.740.9694

jwoodson@apr.com

SOLD
Palo Alto – Beautifully remodeled 5bd 
Green Gables home designed with taste 
and attention to detail, completed from the 
ground up in May of last year.  
 $2,865,000

Katy  
Thielke Straser
650.888.2389
kthielke@apr.com

SOLD

Menlo Park – Beautiful, sun filled home 
in Central Menlo.  Updated, 4 Bedrooms, 3 
baths on over 10K lot with beautiful gardens. 
Represented Buyer.  
 $2,850,000

Nadr Essabhoy
650.543.1124

nessabhoy@apr.com

SOLD
Palo Alto – Beautifully remodeled 4bed, 3ba 
home in Community Center with 2,700+/- sf 
and a stunning chef’s kitchen.  
 
 Price Upon Request

Greg Celotti
650.740.1580
gcelotti@apr.com

COMING SOON

Palo Alto – Gracious & appealing 5bd/3.5ba 
Midtown Palo Alto home on a large lot. 
Very spacious, well-appointed eat-in kitchen 
completely remodeled in 2011.  
 $2,695,000

Monica 
Corman

650.543.1164
mcorman@apr.com

SOLD
Menlo Park – Sweeping views of the Sharon 
Heights golf course complete the allure of 
this 3bd/2ba home.  Las Lomitas Schools and 
access to Stanford and 280.  
 $2,600,000

Mary Merkert
640.303.2221

mmerkert@apr.com

Joe Merkert
650.387.5464

jmerkert@apr.com

SOLD

Menlo Park – Panoramic views of the 
Western hills develop a natural backdrop 
for this immaculate 3bd/2ba Sharon Heights 
residence. 2690+/- sf of living space.  
 $2,595,000

Mary Merkert
640.303.2221

mmerkert@apr.com

Joe Merkert
650.387.5464

jmerkert@apr.com

SOLD
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Palo Alto – Amble through the picket fence 
to a 3bd/2ba Craftsman retreat near town. 
Period architectural elements are combined 
with recent remodeling.  
 $2,498,000

Steve TenBroeck
650.450.0160

stenbroeck@apr.com

Jeff Stricker
650.823.8057

jstricker@apr.com

Palo Alto – Custom built new construction. 
Unparalleled luxury and elegance. Green Point 
rated, built in 2013. 4bd, 2.5ba 2,361+/- sq ft 
of elegant living space. Close to top Palo Alto 
schools and shopping.  Price Upon Request

Jenny Teng
650.245.4490
jteng@apr.com

SOLD

Carmel – Off market sale in Carmel.  
Sprawling home on extensive landscaped 
grounds.  5 beds, 5.5 baths.  Borders nature 
preserve.  
 $2,450,000

Lynn  
Wilson Roberts
650.255.6987

lwr@wilsonroberts.com

SOLD
Palo Alto – Luxurious but yet warm and 
inviting 4bd 3.5ba home w/ 2,000 sqft living 
on 6,259 sqft lot. Open floor plan w/ large 
gourmet kitchen. Represented Buyer.  
 $2,350,000

Anna Park
650.387.6159
apark@apr.com

SOLD

Palo Alto – Sold with multiple offers-- Mid-
Century Modern home on an extremely 
rare, over one acre, flat wooded lot in ideal 
Stanford campus location.  
 $2,350,000

Colleen 
Foraker

650.380.0085
cforaker@apr.com

SOLD
Mountain View – Exceptional home 
updated with Zen-like tranquility. Quiet cul-
de-sac. Rebuilt 2005, 4bd, 3ba. Sold with 
multiple offers. Represented Buyer.  
 Price Upon Request

Terry Rice
650.207.4142
trice@apr.com

SOLD

Palo Alto – Represented the buyer of 
this charming Crescent Park cottage. This 
beautifully landscaped home is situated 
in a quiet tree-lined setting within walking 
distance to downtown Palo Alto.  $2,220,000

Stephanie 
Hewitt

650.619.7885
shewitt@apr.com

SOLD
Menlo Park – Elegant 3bd/2.5ba condo on 
the 7th floor of Menlo Towers with great 
views. Beautifully custom rebuilt 1954+/- sf, 
one-level unit.  
 $2,200,000

Monica 
Corman

650.543.1164
mcorman@apr.com

SALE PENDING
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Palo Alto – Spacious Eichler home at C-D-S 
fully updated, has 5bd, 3ba, remodeled 
kitchen & baths. Dual pane windows, wood 
flooring and pool. Close to schools and new 
library.  $2,080,000

Grace C. Wu
650.208.3668

gwu@apr.com

SOLD
Los Altos – Beautifully remodeled 5 
bedroom, 3 bathroom home with detached 
office/studio. Private master suite leading to 
mature landscaped gardens.  
 Price Upon Request

Nick Granoski
650.269.8556

ngranoski@apr.com

COMING SOON

Menlo Park – Enjoy the refined and gracious 
style of an East Coast “cottage” blended with 
a relaxed California indoor/outdoor lifestyle 
at this exceptional 3-bedroom, 2-bath home.  
 $1,998,000

Pamela Culp
415.640.3293
pculp@apr.com

Palo Alto – Charming 4 bedroom home on a 
large, professionally landscaped, cul-de-sac 
lot. Updated kitchen and baths, hardwood 
floors and dual-pane windows. Gunn High 
district.  Price Upon Request

Denise Simons
650.543.1104

dsimons@apr.com

COMING SOON

Menlo Park – Sold with multiple offers - 
Gracious and traditional 4 bd / 3 ba gem 
in the Willows with a spectacular pool and 
garden, ideal for entertaining.  
 $1,895,000

Colleen 
Foraker

650.380.0085
cforaker@apr.com

SOLD
Palo Alto – Spacious 5 bd, 5 ba home 
remodeled and expanded extensively in 2010. 
Quality amenities and designer details add the 
finishing touches to this lovely home.  Award 
winning Palo Alto Schools.  $1,898,000

Catherine 
Shen

650.862.5268
cshen@apr.com

Palo Alto – 4bd, 2ba, 1659 sf, open and airy 
Eichler in South Palo Alto with an abundance of 
fruit trees, close to Eichler Swim & Tennis Club 
and Palo Verde Elementary School. Sold with 
multiples offers. Represented buyer.  $1,808,000

John St Clair III 
& Lydia Kou
650.740.8363
jstclair@apr.com

SOLD
Los Altos – Privacy and location! Prime 
picturesque North Los Altos neighborhood. 
4bd, 2ba formal entry, hardwood floors, 
Large outdoor patio close to amenities and 
schools.  $1,861,000

Grace C. Wu
650.208.3668

gwu@apr.com

SOLD
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Palo Alto – Bright & Charming 3bd 2ba + 
office.  Spacious open floor plan, upgraded 
kitchen, 2 French doors lead to patio & lush 
landscaped yard.  
 $1,790,000

Anna Park
650.387.6159
apark@apr.com

SOLD
Palo Alto – Barron Park special!  Very large 
9,639 corner lot. The home is super cute with 
hardwood floors, newer roof, 2 car garage,  
dual pane windows, & remodel bath.  
Represented Buyer.  $1,767,000

Umang 
Sanchorawala
650.543.1033

usanchor@apr.com

SOLD

Los Altos – Wonderful 4 bed, 2.5 bath 
Ranch style home in Central Los Altos. 
Spacious and light! Hardwood floors, huge, 
landscaped lot. Room to expand.  
 $1,749,000

Suzie Provo
650.465.3800
sprovo@apr.com

SOLD
Mountain View – 2,400+ sf 4BR/2.5BA 4 
year-old model home in outstanding location. 
Excellent Mountain View Schools.  
 
 $1,748,000

Derk Brill
650.543.1117
dbrill@apr.com

Portola Valley – 4 bed, 2.5 bath home on a 
wonderful cul-de-sac. Represented buyer and 
sold for $85,000 under asking!  
 
 $1,710,000

Greg Celotti
650.740.1580
gcelotti@apr.com

SOLD
Portola Valley – 3bd/ 2ba light-filled mid-
century modern Ladera home. Fabulous kitchen 
and baths with Caesarstone, high end tile work, 
and European fixtures. Slate & Brazilian Cherry 
floors. Usable level lot w/3 patios.  $1,699,000

Lynn  
Wilson Roberts
650.255.6987

lwr@wilsonroberts.com

Palo Alto – The home features an open 
kitchen/family room with eat-in area, & large 
living/dining room with access to serene 
garden.  
 $1,695,000

Carol & Nicole
650.543.1195
CarolandNicole@

apr.com

Atherton – Represented the buyers of this 
charming and inviting 3 bedroom / 2.5 bath 
remodeled home in a lovely private garden 
setting.  
 $1,695,000

Colleen 
Foraker

650.380.0085
cforaker@apr.com

SOLD
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Palo Alto – Great Midtown cul-de-sac location 
on this two unit property! Both are two 
bedroom, one bath units. One is an owners 
unit with modern updates. 8900+/- sf lot. Keep 
as is or build new.  Price Upon Request

Kathleen 
Wilson

650.207.2017
kwilson@apr.com

COMING SOON

Palo Alto – Mid-Century-modern style! 3bd, 
2ba Eichler with signature clean lines and 
open, flowing layout leading to beautifully 
landscaped gardens.  
 Price Upon Request

Nick Granoski
650.269.8556

ngranoski@apr.com

COMING SOON

Menlo Park – Beautifully remodeled 3 
bedroom, 2 bathroom home with detached 
office/studio and private master suite leading 
to mature landscaped gardens.  
 Price Upon Request

Nick Granoski
650.269.8556

ngranoski@apr.com

COMING SOON

Menlo Park – Spanish home on huge lot 
in the Willows. Great room with soaring 
exposed beamed ceiling, 3 fireplaces. Artist 
studio space off of the detached 2-car garage.  
 Price Upon Request

Judy Citron
650.543.1206
jcitron@apr.com

COMING SOON

Palo Alto – 3bd/2ba home in quiet cul-
de-sac. Spacious living and family rooms. 
Approx. 7000 sq ft lot. Gunn High School 
(Buyer to confirm schools).  
 Price Upon Request

Lynne Mercer
650.906.0162

Lmercer@apr.com

COMING SOON

Menlo Park – This inviting newly remodeled 
and expanded home is situated on an extra 
large 7,757+/- sf lot. 3bd/2ba 1,853+/- sf 
home. Great Menlo Park schools.  
 $1,595,000

Dana Van Hulsen
650.248.3950

dvanhulsen@apr.com

John Forsyth James
650.218.4337

John.James@apr.com

COMING SOON
Palo Alto – Traditional home on a large lot 
with in-law unit attached to 3-car garage. 
Sold off the MLS.  
 
 $1,550,000

Michal Hall
650.465.1651
mhall@apr.com

SOLD

Palo Alto – Located in the heart of vibrant 
downtown, this 2bd/2ba penthouse with 
3 decks comes with secure, underground 
parking and extra storage.  
 $1,500,000

Mary Merkert
640.303.2221

mmerkert@apr.com

Joe Merkert
650.387.5464

jmerkert@apr.com

SALE PENDING



Page 54 I The Almanac | Palo Alto Weekly

a p r . c o m
There is a spir i t  that dis t inguishes us.  Together we seek bold innovations  
in the way we manage technology, organize our company  
and advance the s tandards of our industr y.

apr.com  |  Palo Alto Office  578 University Ave  650.323.1111
Menlo Park Office  1550 El Camino Real, Suite 100  650.462.1111  |  Woodside Office  2930 Woodside Rd  650.529.1111

APR COUNTIES  |  Santa Clara  |  San Mateo  |  San Francisco  |  Alameda  |  Contra Costa  |  Monterey  |  Santa Cruz

Menlo Park – West Menlo Park 3 bedroom, 
4 bath home in Las Lomitas school district. 
New paint, carpet, refinished hardwood 
floors.  
 $1,495,000

Nick Granoski
650.269.8556

ngranoski@apr.com

SOLD
Menlo Park – 3bd/2ba home located in the 
Willows neighborhood. Great room overlooking 
the rear gardens.  Hardwood floors, new roof, 
updated kitchen, freshly painted on a 5520+/-ac 
manicured lot.  Price Upon Request

Judy Citron
650.543.1206
jcitron@apr.com

COMING SOON

Menlo Park – Sold in 4 days for over list 
price, 3bd/2 ba home on secluded flag lot 
offers the best of city living, while creating a 
romantic oasis of calm.  
 Price Upon Request

Shari Ornstein
650.814.6682

sornstein@apr.com

SOLD
Palo Alto – Charming curb appeal and 
large lot of 7,125+/- sf, highlight this well 
maintained home. Enjoy today or an 
excellent opportunity for expanding.  
 $1,398,000

John  
Forsyth James
650.218.4337

John.James@apr.com

Menlo Park – Beautifully maintained 
traditional with contemporary flair. West 
Menlo with Las Lomitas schools. Quiet tree 
lined street.  
 $1,395,000

Michael Hall
650.465.1651
mhall@apr.com

SOLD
Palo Alto – Updated and appealing 4 bed/2 
bath open floor plan home sparkles w/ light 
and pizazz. Opportunity to live in Palo Alto at 
a great price.  
 $1,390,000

Lynn  
Wilson Roberts
650.255.6987

lwr@wilsonroberts.com

SOLD

Palo Alto – Beautiful 3bd 2ba 1,422 sqft 
home.  Bright airy sunroom, large front patio 
and poolside sundeck offer great spaces for 
entertaining. Represented Buyer.  
 $1,300,000

Anna Park
650.387.6159
apark@apr.com

SOLD
Menlo Park – Nice 3bd/2ba home with 
award winning Los Lomitas schools. 
Beautiful hardwood floors. Nice private entry 
and rear yard.  
 Price Upon Request

Carol Li
650.281.8368
cli@apr.com

John Forsyth James
650.218.4337

John.James@apr.com

COMING SOON
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Scotts Valley – Prestigious Glenwood 
Estate- 5 bd, 4.5ba. Top rated Scotts Valley 
Schools, ideal commute to the “Valley”. 
Represented Buyer.  
 $1,135,000

Terry Rice
650.207.4142
trice@apr.com

SOLD
Redwood City – This lovely 4bd/2.5ba 
home is located in Kentfield Commons 
neighborhood. Community pool and park. 
Represented Buyers in the sale of this “off-
market” property.  $1,130,000

Steve Korn
650.208.5425
skorn@apr.com

SOLD

Redwood City – Wooded creekside 
sanctuary right in the middle of Redwood 
City! Updates and hardwood floors 
throughout. Represented buyer.  
 $1,106,000

Riette Fallant
650.400.0547
rfallant@apr.com

SOLD
Redwood City – In desirable Mt.Carmel 
area, charming and light-filled 3 bed/2 bath 
home with hrdwd floors, crown moulding, 
separate dining room & living room.  
 Price Upon Request

Lori Buecheler
650.387.2716
lorib@apr.com

SALE PENDING

Mountain View – Resort-style living in 
Cuernavaca. Remodeled and updated one story 
3 bedrooms, 2 bathrooms 1,700+/- sf. Located 
near Palo Alto medical Center, shopping and 
top schools.  Price Upon Request

Ali Rad
650.544.5551

arad@apr.com

COMING SOON
Emerald Hills – Located on a quiet cul-
de-sac, this 3bd/2.5ba offers high ceilings, 
mahogany hardwood floors, family room 
and gourmet kitchen. Sold with multiple 
offers.  $1,033,000

Liz Rhodes
650.722.3000
lrhodes@apr.com

SOLD

San Francisco – Stunning ocean views from 
this spacious 3 story home. Lower level of 
1000+/- sf is not warranted and not included in 
listed SF. Extensive updating has been done over 
last 7 years in this 3bd, 3.5 ba home.  $998,000

Pamela Culp
415.640.3293
pculp@apr.com

SOLD
Menlo Park – Elegant and pristine 2bd/3ba 
town home on the park of the beautiful 
Sterling Park complex. Ground floor has a 
guest suite.  
 $925,000

Monica 
Corman

650.543.1164
mcorman@apr.com
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Aptos – Prime Seascape location. Pride of 
ownership. 4 bedroom, 2.5 baths. Close to 
golf, tennis, beach path.  
 
 $879,000

Terry Rice
650.207.4142
trice@apr.com

SOLD
Belmont – Darling 3bd, 2ba home with 
many charming  features. Remodeled 
kitchen, beautiful views. Excellent Belmont 
neighborhood and schools.  
 $865,000

Andrea  
M. Schultz

650.575.3632
aschultz@apr.com

SOLD

Sunnyvale – This renovated townhome 
was sold over asking with multiple offers. 
Navigating today’s Peninsula real estate market 
can be difficult and daunting. For outstanding 
professional representation call Josh.  $840,000

Josh Felder
650.400.7142
jfelder@apr.com

SOLD
San Francisco – The Embarcadero Lofts is a 
luxury development located in the Embarcadero 
Waterfront. Unit #314 is a spacious and sunny 
loft with concrete floors with in-floor radiant 
heating. 1 parking space.  $775,000

Pamela Culp
415.640.3293
pculp@apr.com

Redwood City – Charming 2 bed, 1 bath 
home on West side with updated kitchen 
and bath.  Separate dining room, hardwood 
floors & crown moulding. Sold with multiple 
offers.  $690,000

Denise Simons
650.543.1104

dsimons@apr.com

SOLD
San Jose – 3 bd, 2.5 ba, 1887 sq. ft., well 
maintained townhome in the Millbrook 
Development.  Contains a multi-level open 
floor plan with cathedral ceilings.  Sold with 
Multiple Offers. Represented Buyer.  $689,000

John St. Clair III 
& Lydia Kou
650.740.8363
jstclair@apr.com

San Carlos – Beautifully updated and featuring 
canyon views, this 2bd, 2ba condo feels miles 
away from it all yet is only minutes from 
downtown dining and shopping, commuter 
routes, and excellent schools.  $655,000

Pamela Culp
415.640.3293
pculp@apr.com

SOLD
Redwood City – Beautiful 2bd/1ba corner 
unit with lots of light, hi-ceilings in the 
tranquil Park Atherton Lake complex.  
 
 $595,000

Diane Rosland
650-575.6594

drosland@apr.com

SOLD
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71 Encino Rd, Atherton

Spacious family home in prestigious Lindenwood area

Offered at $3,695,000

4224 Suzanne Drive, Palo Alto

Under construction near Gunn High School

Offered at $2,700,000

ATHERTON

ATHERTON

ATHERTON

PALO ALTO

LOS ALTOS HILLS

ATHERTON

ATHERTON

ATHERTON

MENLO PARK

FOSTER CITY

THE DORE TEAM
Janet Dore and John Spiller

(650) 483-8815

jdore@cbnorcal.com

www.jdore.com

jspiller@cbnorcal.com

www.jspiller.com
Janet DRE# 00621176

John DRE#01155772

Please visit our websites for more information, New Listings, 

Virtual Tours and Any of Your Real Estate Needs. www.jdore.com 

www.jspiller.com
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by Kate Daly

H ome staging usually involves a designer coming 
in and making changes to spruce up a property. 
The process can involve decluttering, replacing 

outdated fixtures, repainting, adding plants, rearrang-
ing furniture and renting eye-catching pieces for the 
home.

Exterior staging 
takes it a step far-
ther, encompassing 
the yard as well as 
the living room.

Jacob Scherer, 
owner of Da Lusso, 
a staging and inte-
rior-design firm in 
Mountain View, of-
fers both services. He observed that staged properties 
“always sell for more money and faster.”

As part of the basic staging package Da Lusso will 
throw in a complimentary power wash for patios and 
driveways and even help clean up the next-door neigh-
bors’ homes to give buyers a good impression — “that 
the neighborhood is kept kempt and tailored,” Scherer 
said.  

Additionally, the company has someone on staff with 
a landscaping background so, “we will put soft, homey 
flowers in pots at the front door to dress things up,” 
he said. 

He likes to use flax for decorative purposes and might 
add a bench with inviting pillows, or some chairs and 
umbrellas on a patio to help potential buyers envision 
the possibilities for entertaining out there.

At one condo at Whisman Station in Mountain View, 
for instance, he had more concrete poured to enlarge a 
patio and enhance the backyard.

His feeling is “in Silicon Valley where people are 
busy, buyers go through two, to three, sometimes four 
homes a day (on tour), and you need to give them some-
thing to remember your home by ... so they’ll picture 
themselves sitting out there and enjoying the place.”

When Woodside resident Pat Fisher was getting 
ready to sell her house last fall, she enjoyed toiling on 
what was a little less than an acre, “working 24/7 on 
that yard to make sure it looked well when people came 

by to visit.” 
That positive experience led her to start a new busi-

ness this past spring called Gardenscapes, specializing 
in outdoor staging, garden makeovers and seasonal 
changes, such as setting up a pumpkin patch or hang-
ing holiday lights on trees.

Since then Fisher has picked up several real-estate 
clients who have her doing everything from spread-
ing gravel and chips, to clearing yards, redoing flower 
beds, boxes and planters, and adding pots and staged 
pieces of furniture.  

In the past she designed jewelry, painted and most 
recently worked as a personal shopper for J. Crew at 
Stanford Shopping Center. Fisher sees the common de-
nominator in all her jobs as “the blending of color” and 
going for a “sassy look.” 

She charges $50 an hour and extra for materials and 
laborers. Her work may take only a few hours or days, 
but ideally she likes to get the flowers, plants and trees 
planted a month before a house goes on sale, so they 
have time to mature and grow. 

Kim Hansen with Coldwell Banker in Menlo Park 
called in Fisher to help her sell a three-bedroom/two 
bath home she owned at 4202 Jefferson Ave. on a half 
acre in Woodside.  

“The beauty of the property was the property itself. 

Creating curb appeal, 
beginning at the curb 

Home staging has extended to landscape tweaks  
and garden tidying

Garden staging of this 
Woodside home that had 
been rented out for several 
years mainly involved 
hard work, pruning shears 
and spreading redwood fir 
bark to tidy up.

On Hillside Drive in Woodside, seasonal pumpkins 
add a pop of color to the entry. (continued on page 62)

Pat Fisher

Pat Fisher

Pat Fisher





650.740.2970
edemma@cbnorcal.com
erikademma.com

#1 Agent, Woodside Office, 2008, 2009, & 2011        Top U.S. Realtor, The Wall Street Journal, 2013        Relocation Specialist        BRE# 01230766

3 Acre Equestiran Property

Woodside Road
Offered at $5,595,000

#1 A

Born and raised in Portola Valley and now residing in 

Woodside, Erika’s passion for her community, for real estate, 

and for the best interests of her clients has allowed her to 

consistently rank in the top 1% of Coldwell Banker nationally.  

She is also one of the top agents in the entire United States 

according to the latest Wall Street Journal rankings. Erika is 

committed to staying up to date with the latest technology and the 

most advanced marketing for her clients. With nearly two decades 

of real estate experience, Erika Demma is the perfect choice for  

real estate sales or purchases on the mid-Peninsula.

Representing 
SELLERS and 
BUYERS of 
EXCEPTIONAL 
PROPERTIES

120Summerhill.com   Woodside

2Bridle.com   Woodside

17ColtonCourt.com   Emerald Hills

20Patrol.com   Woodside

275JosselynLane.com   Woodside

FOR  SALE
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W O O D S I D E

Stunning, Creek-Side Setting

Summit Springs Road
Offered at $3,295,000

S
O
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W O O D S I D E

Designer Style on Over 1 Acre

Shoshone Place
Offered at $4,495,000

S
O
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D

P O R T O L A  VA L L E Y

Stunning Lindenwood Home

James Avenue
Offered at $6,295,000

S
O

L
D

AT H E R T O N

New Construction (Represented Buyer)

Camino a los Cerros
Price withheld

S
O

L
D

M E N L O  PA R K
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T here are ma-
jor socioeco-
nomic forces 

at work in keeping 
the inventory of 
property in the 
Bay Area at his-
toric lows and in 

many cases prices at historic highs. Un-
derstanding these forces will make you a 
more informed buyer or seller.

There is a natural inertia against change: 
It is a part of our nature, but when you add 
in powerful external forces it influences 
would-be sellers to delay selling in some 
cases until death and beyond.

Force 1: Increases in the federal capital-
gains tax. Federal capital-gains tax rates 
increased as of 2013 from 15 percent to 
20 percent plus another for those subject 
to the Medicare surtax 3.8 percent to a 
total of 23.8 percent federal capital-gains 
tax for high-income-earning households. 
While the discussion of tax increases is 
important, the actual rate any individual 
will pay is based on income level and other 
easy-to-understand tax conundrums like 
the Alternative Minimum Tax (AMT), so 
always consult a tax expert. 

Force 2: Increases in the state capital-
gains tax. State capital-gains tax rates in-
creased from 9.1 percent to 13.3 percent. 
Again this is dependent on income and 
other factors.

Force 3: Proposition 90 options have 
lessened. Sellers have to live somewhere 

after they sell. Previously there were many 
counties that elected, under Proposition 
90, to allow sellers older than 55 years old 
who buy down in price to carry their old 
property-tax basis with them. The num-
ber of counties allowing this intracounty 
transfer of tax basis has shrunk to only 
eight counties statewide. Sellers may still 
do this type of property-tax basis transfer 
under Proposition 60 for intercounty trans-
fers. Almost all of the typical retirement 
destination counties in the state have opted 
out of Proposition 90.

Force 4: Remodeling. A lack of inven-
tory for buyers perpetuates the same prob-
lem for sellers who must find somewhere 
to buy once they sell. Even if a seller wants 
to “move up” in the market, the prospect 
of not finding a home to replace the one 
they sold is prompting many would-be 
sellers to remodel and add on to their 
present home instead. This is also why we 
are seeing construction dumpsters in the 
streets all over town.

Force 5: Lack of higher-priced income 
property. If you own an income property, 
the tax-rate increases have a discouraging 
impact, unless you can do a 1031 tax-de-
ferred exchange. However, due to rising 
rents, there are very few people selling 
residential income property since it is 
yielding a net cash flow that is signifi-
cantly better than current money-market 
investments. Thus, the lack of inventory 
to purchase holds back those who might 
otherwise consider trading up using a 1031 

exchange.
Force 6: Rising employment in the Val-

ley has taken off a considerable amount of 
economic pressure that was present during 
the recession. If you have a good, paying 
job, why would you consider moving?

Force 7: The rise in the gift and es-
tate tax to allow individuals to pass over 
$5.25 million (couples with estate plan-
ning can pass over $10 million) to heirs 
with a stepped-up tax basis on real-estate 
assets has encouraged many with huge 
capital gains to hold on to their real estate 
until death. A surprisingly large percent-
age of home listings were due to a death. 
The heirs can sell and skip out on most, 
if not all, of the taxes mentioned above. 
However, our population is living longer 
than ever before. This, along with the tax 
incentive not to sell, is deferring any deci-
sion to sell. A minor force in this process 
as well are Propositions 58 and 193, which 
in some cases allows all parents or chil-
dren and even grandchildren to “inherit” 
the property-tax basis when a qualifying 
property is gifted or inherited. The value 
of low property taxes has soared as the 
value of real estate has escalated in the 
last 25 years.

Force 8: Despite the recession, most 
real-estate values in the Bay Area were 
not as seriously impacted as in other areas 
of California and have rebounded in value 
faster than other areas. This leads sellers 
to feel that their asset is safer, in the event 
of another economic crisis, than other in-

vestments.
Force 9: Societal patterns are chang-

ing. Where in the past people would 
consider moving out of their home into a 
retirement setting, the new model of “ag-
ing in place” has become the norm. Se-
niors are utilizing the access to excellent 
healthcare, including the availability of 
life-extending procedures, joint replace-
ments and the like. Seniors are also in-
creasingly utilizing technology in home 
care with life-alert pendants, camera 
monitoring and electric-assisted wheel-
chairs and scooters.

Force 10: The Bay Area is just a great 
place to live, so thinking about alterna-
tives that have upside are hard to find. 
Beautiful weather, superior healthcare, 
community resources, home to world-
renowned universities, and easy access 
to the beach and mountains are just a few 
of the reasons people stay put.

Despite all these forces, some people 
do decide to sell, just not very many. For 
those who are staying put, you can decide 
which of the 10 forces is making you stay 
put; and may the Force be with you. 

J. Robert Taylor, J. D., a real-estate 
attorney and broker for more than 20 
years, has served as an expert witness 
and mediator and is on the judicial ar-
bitration panel for Santa Clara County 
Superior Court. Send questions to Tay-
lor c/o Palo Alto Weekly, P.O. Box 1610, 
Palo Alto, CA, or via email at btaylor@
taylorproperties.com.

Why you aren’t selling your home
by J. Robert Taylor, J.D.

Real Estate Maters

The gardens needed cleaning up and a designer,” Hansen 
said.

The house had been a rental property for four years and 
“needed a lot of work, so my market strategy was to sell it 
as a fixer,” she explained.

Fisher recalls hauling away 32 bags of debris, trimming 
plants, bringing in big pots filled with bright colorful ac-
cents to make the patio and entryway pop, redoing flower 
boxes, and setting up a seating area with some Adirondack 
chairs. 

“I was really pleased with how for a relatively small 
amount of money how much the property improved. We 
got this amazing response about how beautiful the gardens 
looked,” Hansen said.

Listed at $1.2 million, the property received multiple bids 
and sold in a week for $1.25 million at the end of May.

In March at a house on Gordon Avenue in Menlo Park, 
the property was already under contract sight-unseen when 
Fisher was brought in to freshen up the deck. She spent an 
afternoon re-potting existing plants and adding new ones 
to get the deck ready for inspection.

It’s difficult to assign a value to staging, admits Anne Ar-
jani, a Realtor with Keller Williams, Palo Alto, when asked 
about these statistics that appear on her website: “For every 
dollar spent on staging the home owners could realize a 
return on investment of $16.45. On average, professionally 
staged properties were on the market for 25% fewer days 
than non-staged properties.”

She laughs about the fact that those numbers go back to 
2006 and need updating, but goes on to say, “Every Realtor 
will tell you staging works.”

As proof she refers to the blog she posted with a five-
minute-long video on how to prepare an Eichler home for 
sale. The example she uses is a four-bedroom/two-bath 
home at 728 Gailen Ave. in Palo Alto that was listed at 
$1,249,000 and sold in two days for $1,460,000 in October 
2010.

The exterior was repainted with a neutral color. The yard 
and courtyard received a facelift in the form of new plants, 

black mulch, some rocks, pots, fountain and a staged seat-
ing area.

Arjani stands by what she says in the video: “Smart 
home preparation nets three to four times what you invest 
in preparing your home for sale.”

“We all have this false pride we have good taste, but 
somebody who does this for a living is going to be better 
than you.” 

In a house on Gordon Avenue in Menlo Park, Pat Fisher 
started with a yard full of plants in containers, above. 
Fisher planted the previously potted plants in the yard, 
added more plants — including tall purple flowers 
along the fence line, and threw in fresh chips, right.

Curb appeal
(continued from page 58)

Pat Fisher
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ELLEN ASHLEY
Alain Pinel Realtors
President’s Club
Woodside Offi ce
DRE# 01364212
cell:  650 888-1886
eashley@apr.com

245 BROOKWOOD RD
WOODSIDE

S t u n n i n g  V i e w s ! 
Featuring sweeping views of the Bay, this custom-
designed, contemporary style home was designed 
and rebuilt in 1993 with an emphasis on light and 
open spaces.  Located on a serene 1.6 acres at 
the end of a cul-de-sac, it offers close to 5000 sq ft 
of luxurious living in a private and peaceful setting.

OFFERED AT $3,950,000

SIMPLY SPECTACULAR!

PRESENTED BY

SFPENINSULAPROPERTIES.COM
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I am not #1, YOU ARE!!!

 U.C. Berkeley, Haas Business School Graduate

I specialize in the Bay Area.
I will put my 20 years of experience 

working for you!

Call Anni Today!

PALO ALTO 

LOS ALTOS HILLS  MENLO PARK 

MOUNTAIN VEIW  

SAN MATEO  

SAN CARLOS

Newell Deodar St Louis Rd

Monte Rosa

Whisman Rd Cypress Point W. Middlefi eld

Vantana Way

Idaho St 39th Ave.

Brittan Ave. Greenwood Ave.

Anni  Chu
(650) 424-8188

Anni.Chu@cbnorcal.com
DRE # 01189653

www.annichu.com 

Q  My partner and I went to check out 
a vacant apartment in a very attrac-
tive local rental community. We met 

with the management’s leasing staff in 
the community’s leasing office. We were 
happy with the rent amount and the other 
basic terms they described verbally, in-
cluding a one-year lease. However, when 
they asked us to sign the lease we saw that 
it had a lot of pages with many terms and 
conditions.  

We asked if we could take a copy home 
to review before we signed it, but the leas-
ing agent said no, because the lease was a 
proprietary document. Basically, we were 
told to sign immediately, right there on 
the spot, if we wanted the apartment. We 
were told a copy would be sent to us after 
we signed.  

We decided to go ahead and sign be-
cause we believed there was a law that al-
lowed us to rescind the lease within three 
days, so we would be safe if it turned out 
we didn’t like the lease details. As three 
days were passing, we asked for our copy 
but did not receive it. Then when we tried 
to notify management that we were re-
scinding the lease under the three-day 
rule, they told us there was no such law.  

We have moved into the community be-
cause we didn’t want to lose our deposit, 
but we still don’t have a copy of the lease 
even though a month has passed. Were 
our rights violated?

A  Unfortunately for you and your 
partner, you were relying on a very 
common misconception when you 

assumed you had three days to cancel 
the lease you signed. Certain contracts 
such as consumer contracts are by law 
subject to a right to rescind within three 
days after execution, but there is no such 
right under the laws governing residential 
rental agreements. You were bound by the 
lease as soon as you signed it.  

Also, there is no law that obligated the 
leasing staff to allow you to have a copy 
of the lease before you signed it. However, 
their failure to allow you sufficient time 
to review the document prior to signature 
should have been a red flag for you. 

Civil Code Section 1962 does require 
your new landlord to provide a copy of 
the signed lease to you within 15 days af-
ter you signed it. Since it has now been 
more than 30 days since you signed your 
lease, your new landlord has violated this 
statute. Section 1962 does not, on its face, 
render the lease void for failure to comply 
with the duty to provide a copy. However, 
you should document the landlord’s fail-
ure to comply with an email or letter de-
manding a copy.  

The landlord’s failure to comply, com-
bined with the failure to allow you a suffi-
cient opportunity to review the document, 
will give you a strong argument that the 
many detailed provisions in the lease form 
are not enforceable against you.

Q My company owns and manages 
several large rental communities. 
After very strong encouragement 

from our local police department, I agreed 
to establish a “zero tolerance” policy for 
criminal activity by any of our residents. 
If a police call to one of our properties re-
sults in a police report naming a resident 
or if it results in a resident being arrest-
ed, that action constitutes “one and final 
strike” against the resident. That resident 
and anyone else living in the same unit 
will be immediately evicted. We have 
incorporated this policy into our rental 
agreements.  

Recently, I heard on television that this 
type of policy might be viewed as dis-
criminatory under the fair-housing laws. 
I’m not trying to discriminate against any-
one. I’m just promoting safety by prohib-
iting crime in my complex and keeping 
good relations with the police. Do I need 
to reconsider this zero tolerance policy?

A  This type of policy does raise a fair-
housing concern because it may re-
sult in discrimination based on the 

policy’s disparate impact. The most obvi-
ous type of discrimination is “intentional 
discrimination,” such as overtly refusing 
to rent to Hispanics. However, discrimi-
nation can also occur when an apparently 
neutral policy or practice still has the ef-
fect of discriminating against a particular 
group of people when it is actually ap-
plied. 

In your case, although you might not 
have the intent to discriminate against any-
one at your property, a very broad “zero 
tolerance” policy may have the effect of 
singling out persons or groups protected 
under the fair-housing laws. For example, 
there is some evidence that certain ethnic 
groups are more likely to be stopped or 
arrested, regardless of whether they have 
engaged in actual criminal activity.  

A female resident may find herself the 
victim of domestic violence when she is 
attacked by her fiancé. According to your 
policy, if the police are called, and they 
arrest the fiancé, everyone in the house-
hold including the female victim would 
be evicted. Under the “discriminatory 
effect” theory of discrimination, women 
are far more likely to be the victims of 
domestic violence than men. Moreover in 
California, California Civil Code Section 
1161.3 specifically prevents evictions of 
domestic-violence victims because of the 
behavior of an abuser.

In some cases where the disruptive 
behavior is linked to a tenant’s mental 
health disability, a tenant may request as 
a reasonable accommodation, a second 
chance to comply with the lease.  Courts 
have found when the behavior is linked 
to a mental health disability, and the ten-
ant can show that she is taking steps to 
modify her behavior to comply with the 
lease, a landlord may be required to ac-
commodate the tenant by not evicting her 
and allowing her a second chance to com-
ply with the lease.     

We recommend that you modify your 
zero tolerance policy to narrow its focus 

Does a renter have 
a three-day right to 

rescind a lease?
edited by Martin Eichner

Rent Watch

(continued on next page)
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COLLEEN 
FORAKER
650.380.0085
colleen@colleenforaker.com
ColleenForaker.com
BRE# 01349099

COLLEEN FORAKER
ATHERTON  LOS ALTOS  MENLO PARK  PALO ALTO  

PORTOLA VALLEY  WOODSIDE

Delivers outstanding 
results to clients who 
expect the highest quality 
of service:

FOR SELLERS
Manages thorough 
preparation of listings 
with excellent network of 
service providers

Conducts careful assess-
ment of comparables for 
market pricing

Executes a tailored 
marketing plan whether 
the property is on or off 
market

FOR BUYERS

properties for clients

Reviews disclosure 
packages with a keen 
eye to identify risks/
opportunities

Assesses competitive 
landscape, then structures 

FOR SELLERS & BUYERS
Provides highly effective professional representation 
focused on strategic advice and skilled negotiation

YOUR CHANCE TO LIVE AT MENLO COMMONS! 

BETH 
LEATHERS

BRE#01131116

bleathers@goagr.com
650-302-2449

2140 SANTA CRUZ AVENUE, MENLO PARK

Complex includes heated pool/spa year round, rec rm, exercise 
rm-close to Stanford, shops, transportation-easy access to 280.

Available now:

2 bedroom "stretch" unit-
overlooks pool/garden
Asking $615,000

2 bedroom penthouse-
overlooks pool/garden
Asking $639,388

2 bedroom end unit
Asking $549,000

 OPEN Sat & Sun– 1-4pm

to prevent these fair-housing concerns, for 
example by requiring a conviction or lim-
iting it to recent criminal behavior on the 
premises, not just a mention in a police 
report or an arrest. The policy should also 
allow exceptions where victims of domes-
tic violence or other innocent victims live 
in the same household, or where a reason-
able accommodation is appropriate. 

Q We have been experiencing an out-
break of bed bugs in one of our 
rental communities. Our extermina-

tor inspected the entire property and then 
told us he would need to use a specially 
trained dog to sniff out the bed bugs in the 
individual units.  We gave each resident a 
24-hour notice that we would be entering 
each unit with a trained dog to inspect for 
bugs. 

One of the residents came to our office 
after we issued these notices. She said that 
it would violate her religious beliefs to al-
low a dog to sniff around her unit and be-
longings. Our exterminator told us that the 
only alternative methods would be much 
more expensive. Can we require this resi-
dent to pay the extra cost for an alternative 
inspection, or are we limited because her 
religious beliefs are involved?

A The answer to this question requires 
a balancing act. Your legal duty to 
respect your tenant’s religious be-

liefs must be balanced against your duty 
as a landlord to take timely and reasonable 
steps to maintain the habitability of the 
rental premises. Under Civil Code Section 
1941, that duty requires you to provide 
premises free from vermin infestation to 
all your tenants.  

If you give proper written notice un-
der Civil Code Section1954, you have a 

right to enter the rental unit to address the 
vermin issue. A tenant would ordinarily 
have no right to object or refuse entry. As-
suming you have correctly concluded that 
using a dog for the bed-bug inspection is 
an appropriate and effective means of in-
specting for bed bugs, and that there is 
no effective alternative at the same cost, 
your plan does not constitute religious dis-
crimination.  

Our answer also assumes that all the 
tenants are being subjected to the same 
inspection procedure, regardless of their 
individual religious beliefs, and any tenant 
who objected to the use of a dog would 
have to pay the extra cost of an alternative 
procedure. Under these circumstances, 
your plan would be a reasonable effort 
to comply with your duty of habitability. 
Unlike tenants with disabilities, you have 
no duty to give special consideration to 
accommodate a tenant’s religious beliefs; 
you are only required to avoid treating a 
tenant differently because of her religious 
beliefs. As a practical matter, we suggest 
that you allow this tenant to choose an al-
ternative inspection method that you are 
willing to employ if she is willing to pay 
the cost, since denying her any choice at 
all would give the impression of unfair 
treatment. 

Martin Eichner edits RentWatch for 
Project Sentinel, an organization that 
provides landlord-tenant dispute resolu-
tion and fair-housing services in North-
ern California, including rental-housing 
mediation programs in Palo Alto, Los 
Altos and Mountain View. Call 650-856-
4062 for dispute resolution or 650-321-
6291 for fair housing or email info@
housing.org.



Square footage, acreage, and other information herein, has been received from one or more of a variety of different sources. Such information has not been verified by Alain Pinel Realtors. If important to buyers, buyers should conduct their own investigation.

apr.com  | MENLO PARK 1550 El Camino Real,  Suite 100

Mary Gilles
Realtor®

650.814.0858
mgilles@apr.com
MaryGillesRealEstate.com
BRE# 01789710

1740 
Central Menlo Park

New Construction East Coast Style Home

This luxury home, with over 5000 sf of living space, designed
by reknowned architect Glen Dodds is slated to be completed
in Spring 2014. Situated on the corner of a cul-de-sac, the
home’s elegant floor plan includes includes 6 bedrooms, 
5 bathrooms, 1 powder room;  master suite plus 3 bedrooms
on the second level; a first level bedroom suite and 1 bedroom
and bathroom on the lower level.  

Amenitites include a butler’s pantry connecting the expansive
dining room and kitchen, mud entry off garage, walk-in 
wine cellar, two laundry areas, media room, separate office, 
security alarm system, electric car hook-up, 3 heating zones,
outdoor fireplace, outdoor kitchen and potential pool. Just
blocks away from award winning Oak Knoll Elementary and
Hillview Middle Schools. Contact listing agent Mary Gilles for
a guided tour. 
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Coldwell Banker

Top 1% Internationally

Top 50 Nationally, Wall Street Journal, 2013

650 329 6645

tom@tomlemieux.com

tomlemieux.com
BRE# 01066910

Representing over

461 buyers & sellers

in Menlo Park &

Atherton since 1999.

Map data ©2013 Google

SOLD by Tom LeMieux

Superior real estate representation  
for those who expect only the very best.
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