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“Occasionally you meet people who are so efficient and effective you want them to manage other parts of your life. Elaine is that kind of 
person. When a house hit the market that met all of our requirements, Elaine helped us price the home using several approaches based on 
other recently sold homes in the area. In the end our offer won in a situation with close to two dozen competing offers.”

—Harry L., San Carlos

“We first met Elaine just 8 weeks ago. In that time, she helped us sell our home of 16 years and find and purchase the house of our dreams! 
She was exceptionally professional, extremely efficient, and extraordinarily willing and able to do everything necessary to ensure the 
smoothest transactions possible for us. We ABSOLUTELY recommend Elaine and her team!”

—John and Katherine K., Menlo Park

“Seven years ago, Elaine White represented the seller of the house we purchased. We were very impressed by her professionalism and 
knowledge…. We recently sold that house via Elaine White and we are delighted with the results; she structured a process that was impactful 
and resonated with buyers.” 

—David T., Menlo Park

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

http://www.facebook.com/EBWRealEstate

Whether you’re buying or selling in this competitive 
market, Elaine White is your best advocate. 

EMERALD HLLS WOODSIDEMENLO PARK



Successfully Representing
Sellers & Buyers for 31 years

Woodside • Menlo Park
Portola Valley • Atherton • Palo Alto

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

SeanFoleyCB@gmail.com
2969 Woodside Road, Woodside
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■ Trusted Partner

650.201.1010
Dan.Ziony@CBNorCal.com
CA DRE #01380339

www.DanZiony.com

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
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E veryone knows that home 
prices are going up, up, 
up, and inventory is going 

down, down, down.
But did you know that it is not im-

possible to actually buy something 
in Palo Alto, Menlo Park, Mountain 
View and their environs?

While the statistics paint a 
grim picture — with Palo Alto’s 
median price a standout with a 
47 percent leap in two years (see 
chart) — there are still pockets of 
intense market activity and tales 
of success. As prices have risen, 
the number of homes sold in Palo 
Alto has actually dropped since 
2011, but they’re up in the pricier 
areas of Atherton, Los Altos Hills, 
Portola Valley and Woodside.

The following are stories of a 
few brave souls who have jumped 
into the market and ultimately 
succeeded.

Coming from out 
of town

C ourtney Gelberman and 
Louis Chang knew the 
housing market would be 

different from their Scarsdale, 
N.Y., experience; after all, they’d 
come to check it out in winter 

2012-13 when Chang was offered 
a job. 

Things seemed pricier here, 
but the two doctors — he’s an 
ophthalmologist, she’s a pediatri-
cian — figured they could swing 
it, even with Gelberman staying 
home for awhile or working part-
time. They planned to sell their 
three-bedroom, two-bath home 
on a quarter acre and rent for a 
year in Palo Alto while looking 
for their new home.

“We wanted to rent initially 
because we didn’t know the de-

tails of the communities and the 
subcommunities. ... You honestly 
don’t know if you’re going to hate 
it,” Chang said.

Renting proved their first chal-
lenge: They were advised to check 
Craigslist every two hours. Gel-
berman got the notice of a house 
to rent while in Whole Foods in 
New York, and she emailed im-
mediately. They quickly signed a 
lease, even though it was several 
months before they were ready to 
leave New York.

Soon after they came out in 

June 2013, they started “casually” 
looking to buy.

“We realized the market was 
explosively growing, (there was) 
a steady hot increase in the mar-
ket,” Chang said.

“The neighborhood was such 
a pleasant surprise,” Gelberman 
said. “The kids were at Palo 
Verde. I don’t know whether it’s 
California, but people are very 
welcoming. Now the challenge 
became, how do we stay in Palo 
Alto?”

Before they signed their rental 

lease they’d researched Palo Alto 
neighborhoods; they didn’t want 
to rent in an area where they ul-
timately could not afford to buy. 
Chang’s job sent him to four of-
fices each week, from Daly City 
to San Jose. Palo Alto was a per-
fect midway point.

“Once we decided to stay 
in Palo Alto, we familiarized 
ourselves with neighborhoods. 
They’re all great but different,” 
he said. He credits his wife with 
becoming very savvy at following 
the Multiple Listing Service list-
ings and going to open houses.

That’s where they found their 
Realtor, Nick Granoski, from 
Alain Pinel Realtors, Palo Alto. 
They already had a recommenda-
tion from a colleague at work, but 
that person turned out to know 
more about Los Altos.

“You need someone who knows 
the area,” Chang said.

Granoski then gave them a crash 
course in Palo Alto real estate, 
pulling up listings that showed 
pending and sold properties, with 
their list prices and actual selling 
prices. They soon learned that a 
house they could have purchased 
for $1.5 million when Chang first 

Days on market for single-family homes

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

City 2013 2012 2011 2010 2009

Atherton 66 61 78 110 109

East Palo Alto 46 58 77 75 109

Los Altos 63 31 39 54 65

Los Altos Hills 63 81 82 120 98

Menlo Park 24 28 45 51 64

Mountain View 18 22 37 43 62

Palo Alto 17 23 32 44 50

Portola Valley 48 67 79 64 79

Redwood City 27 48 73 60 73

Woodside 65 85 111 92 124

Median prices for single-family homes

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

City Median Price 
2013

Median Price 
2012

Median Price 
2011

Median Price 
2010

Median Price 
2009

Atherton $3,575,000 $3,200,000 $3,288,000 $2,900,000 $2,790,000

East Palo Alto $417,000 $285,000 $254,450 $247,250 $249,750

Los Altos $2,100,000 $1,825,000 $1,647,500 $1,550,000 $1,510,000

Los Altos Hills $2,796,500 $2,600,000 $2,300,000 $2,315,000 $2,435,000

Menlo Park $1,510,000 $1,325,000 $1,198,801 $1,200,000 $1,095,000

Mountain View $1,275,000 $1,100,000 $965,000 $902,500 $874,840

Palo Alto $2,100,000 $1,727,500 $1,431,500 $1,385,000 $1,334,500

Portola Valley $2,268,750 $2,200,000 $1,850,000 $1,722,000 $1,650,000

Redwood City $949,000 $787,500 $684,000 $717,900 $672,000

Woodside $2,052,500 $1,605,000 $1,800,000 $1,755,000 $1,568,000

Tales of success in a 

challenging market
Four buyers or sellers find ways to achieve their goals

by Carol Blitzer

At the high end of Palo Alto’s real estate was this home at 1479 Hamilton Ave. in the Crescent Park 
neighborhood, offered for $6,995,000 in mid-March.

Palo Alto

8)



Lan Liu Bowling
(650) 520-3407

Lan@LanBowling.com
CalBRE # 01248958

John Chung
(650) 269-7538
johnmc@kw.com
CalBRE# 01720510
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accepted his new job would now 
go for closer to $1.8 million, Gra-
noski said.

“He (Granoski) had to find a 
balance between being realistic in 
terms of saying ‘this is what your 
budget will get you’ and not be-
ing too discouraging. Below this, 
you’re not going to find anything 
at all or habitable, but there are 
other communities in the area 
where you may get more for your 
dollar. People putting in bids at or 
below asking is just an exercise 
in futility. He was very upfront,” 
Chang said.

They even practiced checking 
out listings and guessing what 
they’d go for.

“Nick was usually very close. 

You need to know if you’re not 
competitive or going way over. It 
helps gauge if you’re in the price 
range,” he said.

Gelberman and Chang found 
this market just the opposite of 
Scarsdale’s, where a home would 
typically go for less than the ask-
ing price after weeks (or months) 
on the market. Here, the asking 
price is just the opening bid.

But luck was on the couple’s 
side. In early March a “coming 
soon” sign appeared on a nearby 
house. They asked Granoski to 
check it out.

“It’s not on the main drag, it’s 
out of the way, so people didn’t 
see the sign. I looked up the stats 
online, called Nick, heard they 
were open to a preemptive offer. 
We saw it that night. We met a 
lovely older couple, only the sec-
ond owners of the home. They 

were fixing it up.
“Our girls were with us, very 

playful. We liked it and made an 
offer, they countered,” Gelberman 
said, and the deal was done by the 
next day. They closed escrow be-
fore the end of the month.

The couple had looked enough 
at that point that they knew what 
trade-offs they’d have to make.

“For the amount of money 
you’re going to spend in Palo 
Alto, you’re going to have to make 
some sacrifices. What are the 
least painful sacrifices to make? 
We were at the top of our budget 
just to get in. Some would argue 
that our budget would buy a (dirt) 
lot,” Chang said.

“We could get something, but 
would miss a bedroom or a bath-
room,” Gelberman agreed.

What they got was a three-
bedroom, two-bathroom, 1,312-

square-foot home on a 7,700-
square-foot lot, not far off Oregon 
Expressway.

“You make sacrifices in terms 
of micro-location, curb appeal, 
bedrooms and bathrooms, size 
of lot. We were looking at houses 
with one bathroom. With two 
girls, one bathroom?” Chang 
said.

“It’s not perfect, and we prob-
ably paid a little too much for it, 
but in the long term we’re in and 
we can put it aside, can stay as 
long as we want,” he added.

“You’re not going to just keep 
looking and magically find a 
house. The difficulty is, we’re 
coming from knowing what the 
reality is. Two things affect peo-
ple coming from elsewhere: Prop-
erty values are among highest in 
the nation; other is some markets 
are still in a slump from the slow-

down.
“We were lucky. When we sold 

our house, we sold in record time. 
In New York there’s so much quib-
bling back and forth. We know 
people who’ve had their house on 
the market for a year,” he said.

And their best advice for those 
in the market?

“Do your homework,” Chang 
said. “There are differences in 
neighborhoods. It may not be a big 
deal, but it can take away some of 
the fear, so you can feel comfort-
able with what your options are. 
You may need to be open to more 
options. Get to know Palo Alto. 
See what’s the best fit for you.” 

“The biggest thing is accepting 
what you can get,” Gelberman 
added. “That’s what holds people 
back: ‘I can’t believe I’m going 
to pay this for this.’ Once you get 
past that ...”

“They got a great house. In a few 
months they probably wouldn’t 
have been able to get that house,” 
Granoski said.

Moving to 
Channing House

M ichèle and Alan Grund-
mann, 80 and 81, had 
lived in their Greer Road 

Eichler for more than 50 years 
when they put their names on the 
wait list for Channing House, a 
continuous-care retirement com-
munity located near downtown 
Palo Alto.

For five years, they had been 
members of Avenidas Village, 
which offers support to seniors 
who want to stay in their homes.

“We found it a good mid-step,” 
Michèle said. “At first it was a 
good fit. We had friends where 
the husband became ill, which 
makes a great amount of work 
for the wife who becomes a care-
taker.”

“Michèle in our house did ab-
solutely everything: She cooked, 
she cleaned, she spent hours in 
the garden. That takes a certain 
amount of physical effort,” Alan 
said. But when she had knee sur-
gery, then developed sciatica, they 
realized she couldn’t continue to 
do these things.

They got the call in September 
2013 that a one-bedroom Chan-
ning House unit was available, 
and they could move in by Janu-
ary. The only glitch was they were 
planning to go to Spain in just a 
few weeks, leaving them a very 
narrow window for readying their 
home for sale.

Michèle had met Nick Granoski 
at an open house and called him 
for advice.

“He thought it could be staged, 
displayed, sold while we were in 
Spain. We would come back the 
day before bids were opened,” 
Alan said.

So the couple spent an intense 
couple of weeks paring down, 
giving away tons of books and 
furniture. Much of their “Danish 
modern” furniture is now coveted 
as mid-century modern, so the 
pieces were featured in the stag-
ing. So many books were offered 

Palo Alto

Challenging market

‘There are 
differences in 
neighborhoods. It 
may not be a big 
deal, but it can take 
away some of the 
fear, so you can 
feel comfortable 
with what your 
options are.’

—Louis Chang

Entry-level properties in Palo Alto included this condo at 3289 
Berryessa St., #3, offered for $899,999 in mid-March.

Louis Chang, left, and Courtney Gelberman stand in front of their 
new Palo Alto home, which they found through a “coming soon” sign.

Alan, left, and Michèle Grundmann sit outside on their balcony, 
taking in the view from their new home at Channing House.

Single-family homes sold

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

City # Homes Sold 
2013

# Homes Sold 
2012

# Homes Sold 
2011

# Homes Sold 
2010

# Homes Sold 
2009

Atherton 105 83 73 81 69

East Palo Alto 97 153 188 195 69

Los Altos 323 365 307 334 269

Los Altos Hills 114 113 99 81 68

Menlo Park 340 394 373 356 315

Mountain View 280 325 281 300 254

Palo Alto 406 478 452 443 387

Portola Valley 78 63 69 54 54

Redwood City 605 596 533 523 461

Woodside 108 84 99 55 39
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The Foresthill Preserve is a 1,046 acre 
sanctuary of native forests, lush riparian 
habitat along three miles of stream, and 
comfortable living, all just 20 minute drive 
from Interstate 80 in the Sierra Foothills 
near Auburn, California. A former Silicon 
Valley executive’s retreat where one 
can hike, bike, ride ATV’s, and go four 
wheeling and ride horses for miles. Maybe 
even train for the world famous Tevis 
Cup in your own canyon and trails. There 
is Conservation Easement and timber 
investment potential. Was $3.95 Million, 
now $2.9 Million! 

This Coastal Organic Farm and Retreat is 
hidden in a private valley along the Garcia 
River, less than three miles from the scenic 
and majestic Mendocino Coast. Flanked 
by towering Redwood Forests, the lush 
valley floor is home to organic certified 
farming fields as well as an orchard of 55 
different varieties of antique and heirloom 
apples. Rustic accommodations include 
a community house, barn and nine guest 
cabins. Completely off-the-grid, Oz Farm 
and Retreat is place to come enjoy farm to 
table living in a tranquil setting in nature at 
its finest. Priced at $3.3 Million.

Contact: 

Terry Hundemer 

530-265-5774
Email:  

ranches@chickeringco.com

For more information on 
this and our other offerings, 

please visit: 

www.ranchbuyer.com

THE FORESTHILL PRESERVE
SIERRA FOOTHILLS

COASTAL ORGANIC FARM AND RETREAT
ALONG THE GARCIA RIVER

to Friends of the Palo Alto Library 
that they sent “two guys in a pick-
up truck” to cart them away, along 
with some bookcases.

Days after returning from 
Spain, nine offers came in, and 
the house went for substantially 
above their asking price.

“It was a very friendly process 
all around. We liked the buyers, 
we’ve gone to visit them, they 
were very sympathetic to us, 
they’re a nice family,” Alan said. 

While the wife was sold on 
Michèle’s garden, the daughter 
immediately took to the reading 
seat in a bay window, which Alan 
had built years ago for his own 
daughter.

And the buyers not only of-
fered the highest bid, but allowed 
the Grundmanns to stay rent-free 
until they were able to move into 
Channing House. 

After two months in their new 
home, the Grundmanns are very 
glad they made the move.

“Channing House is a different 
kind of place than I expected,” 
Alan said. “I had expected an 

apartment house for old people 
with a common dining room, but 
it’s really more like a family. ... 
The whole milieu seems to be to 
get together with people.”

Buying for the parents

A fter looking for a year, a 
Menlo Park homeowner 
found just the right condo 

for her parents. They had been 
coming from the East Bay on an 
almost daily basis, watching the 
kids, now ages 5 and 7, during the 
day while she went to work. 

Sometimes they spent the night, 

but mostly they drove back to the 
East Bay.

Although they all wished to 
be closer, it was an “emotional 
process to come to agreement 
that they were willing to let go 
of their family home in the East 
Bay, where they had a life for 
many years,” said Omar Kinaan, 
a Realtor and sales associate with 
RE/MAX Distinctive Properties 
in Menlo Park, who handled the 
ultimate sale with his colleague 
Penelope Huang, a RE/MAX bro-
ker/owner.

Beginning about two years ago, 
a couple of things happened to 

move the process closer to reality.
First, Kinaan said, the daughter 

was financially able to help her 
parents. “She sat down with her 
financial planner and came up 
with a budget of what she could 
do to help them move closer,” he 
said. Then she met with her real-
estate agents, with whom she had 
worked on multiple transactions in 
the past.

“It was the least I could do. My 
parents have done so much for 
me,” the daughter said.

“When they started, the daugh-

Mountain View Mountain View

Challenging market

12

Entry-level properties in Mountain View included this condo at 500 W. Middlefield 
Road, #143, offered for $385,000 in mid-March.

At the high end of Mountain View’s real estate was this home at 13170 Lorene Court 
in the Waverly Park neighborhood, offered for $1,995,000 in mid-March.
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Derk Brill’s  success in the Mid-Peninsula real estate market is 
no secret. Born and raised in Palo Alto, he is the product of the Palo Alto 
school system, and Menlo School of Business Administration. With deep 
family roots in the community, he has a thorough and intimate 
knowledge of the area. This knowledge and experience, along with a 
strong sense of ethics and professionalism has resulted in sales ranking 
Derk the top producing agent in the Palo Alto office, and among the 
top agents in the United States.

Derk’s extensive knowledge of the community, the nuances
of each neighborhood, and of the local real estate market as
a whole is unparalleled. He offers his clients a balanced and 
highly service-oriented approach to real estate. Known for his 
tenacious negotiation skills, Derk is deeply committed to
his client’s best interests, as evidenced by the long-term loyalty 
of those he has represented over the years. 

Along with this experience, Derk offers his clients a concierge 
service for every need that can arise in a transaction. 
Financial, legal, and logistical professionals support his 
clients through the sales or purchase process. He has a large 
network of trades people who can assist in preparation, 
design, remodel, and repair of a new purchase or 
existing home. 

If you are considering the sale or purchase of a home in the 
mid-Peninsula, call Derk. You couldn’t be better served.

Call Derk to schedule a one-on-one meeting at 

650.814.0478

578 University Avenue, Palo Alto 
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ter had a tiny house; they could not 
stay overnight. Then she moved to 
a bigger house. That afforded the 
parents the opportunity to spend 
the night and get to know Menlo 
Park better. It helped their confi-
dence,” Huang said.

Once the daughter moved to 
the larger house, they didn’t re-
ally need such a large place them-
selves, Kinaan added.

So they started looking in 
earnest. They quickly figured 
out that there was very little on 
the market in their price range. 
“They didn’t have an endless bud-
get,” Kinaan said.

And while prices were only go-
ing up in Menlo Park, they were not 
rising as quickly in the East Bay.

Eventually they found a condo-
minium in Menlo Park, just blocks 

from their daughter. “The other 
bonus is it has a pool, and they 
have something for the grand-
kids to come over and enjoy,” he 
added.

It wasn’t a slam-dunk. Although 
they were realistic about what they 
could find, they had been out-bid 
on a condo in the same complex 
earlier, and they had lost out on a 
house as well.

This time they were well pre-
pared, and “blew the seller out of 
the water with what we were pro-
posing,” Huang said. They beat 
out five other offers.

“We were able to secure (that 
condo) by making extraordinary 
offers, all cash, closed in two 
days,” she said.

“The strength of cash and fast 
close makes a world of differ-
ence,” Kinaan added.

“Because of how Silicon Val-
ley works, children are now in the 
position of helping parents. This 

is not a traditional model. ... The 
psyche of children helping parents, 
psychologically and emotionally, 
is hard,” Huang said.  

But she’s seeing it more and 
more lately. Just last month she 
sold a condo for a couple, who 
had moved out from Chicago and 
rented for awhile before their son 
bought them a home.

Shifting gears

S ometimes what one starts 
out looking for isn’t what 
one ends up with.

And that isn’t a bad thing.
Nancy Goldcamp, a Realtor 

with Coldwell Banker, Palo Alto, 
represented a buyer who was pos-
itive he wanted to move from San 
Jose to Palo Alto or Menlo Park. 
He and his wife had a 2-year-old 
and were very conscious of school 
reputations.

They had a maximum budget 

Menlo Park Menlo Park

of $2 million.
They started looking last sum-

mer, but quickly “started to get a 
feeling that the value was not what 
(we) expected. So I tried to make 
some compromises, tried to adjust 
expectations,” the husband said.

They almost bid on a house on 
East Meadow.

“I was looking for something 
quiet, where we wouldn’t worry 
about children playing out front, ... 
but East Meadow was high traffic, 
lot of commute cars,” he said.

Soon they stopped looking for a 
turnkey home and set out to find a 
fixer-upper.

“To my surprise, that was dif-
ficult to find as well. Bidding on 
these homes started to erode our 
budget. We had to have enough 
cash left over to rebuild or signifi-
cantly remodel. After bidding, that 
budget is very small. We’ve re-
modeled in the past, we know that 
cost overruns happen,” he said.

“Meadow was a sign of des-
peration to get into the market,” 
Goldcamp said. She shared her 
thoughts with her client who ulti-
mately decided not to bid on it.

“In retrospect, I’m so glad we 
didn’t get that home. We would be 
struggling to build on a small lot, 
a busy street,” he said.

But he did keep looking, con-
cluding that the Palo Alto market 
in particular is irrational. “I try to 
be systematic, came up with algo-
rithms for evaluating properties. 
Palo Alto was outside the algo-
rithms. ...

“Anybody looking out there, you 
have to consider how much things 

are going over list — easily 10 
percent, 15 percent. Palo Alto was 
so unpredictable. I saw things go 
more than 30 percent over, could 
not see why,” he said.

So he turned his sights on Menlo 
Park, but found homes in his price 
range were on small lots with-
out space to add on. “The nicer 
homes tended to be already more 
than what I thought (to spend),” 
he said.

Goldcamp steered him to Los 
Altos, where he lost a couple of 
houses but stayed alert. They fi-
nally found a home in the Country 
Club neighborhood.

“When I first looked, I had 
preconceptions that maybe there 
were older residents, older money 
there, but when I looked I saw lots 
of kids — easily 20 kids within a 
block or two. We’re very pleased 
where we ended up,” he said.

His advice to people in the 
market?

“You definitely need to have all 
the financing, lending, everybody 
lined up properly before you be-
gin the search. If you miss, it’ll be 
gone by next week,” he said.

And not only find an experi-
enced Realtor, but educate your-
self, by going to open houses and 
putting the homes in a context, 
researching the area.

And, he adds, stay true to your 
priorities. “If you’re sacrificing 
too much, just because you think 
you want to be in a certain place, 
you may regret it.” 

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

Challenging market

At the high end of Menlo Park’s real estate was this home at 1275 Santa Cruz Ave., 
offered for $5,895,000 in mid-March.

Entry-level properties in Menlo Park included this home at 446 8th Ave., offered for 
$458,000 in mid-March.

Median prices of condominiums

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

City Median Price 
2013

Median Price 
2012

Median Price 
2011

Median Price 
2010

Atherton $545,000 n/a $522,499 $688,700

East Palo Alto $378,000 $290,000 $185,000 $246,000

Los Altos $952,000 $864,500 $792,500 $760,000

Menlo Park $810,000 $895,000 $705,000 $816,000

Mountain View $650,000 $612,500 $470,000 $549,500

Palo Alto $947,500 $890,000 $760,000 $717,500

Redwood City $550,000 $490,000 $373,108 $438,500

Woodside $840,000

Days on market for condominiums

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

City 2013 2012 2011 2010 2009 

Atherton 7 n/a 86 79 169

East Palo Alto 13 45 108 100 169

Los Altos 14 33 53 102 79

Menlo Park 23 49 63 87 93

Mountain View 15 34 69 55 65

Palo Alto 23 25 57 61 61

Redwood City 42 47 118 64 77

Woodside 53

Number of condominium home sales

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

City # Homes Sold 
2013

# Homes Sold 
2012

# Homes Sold 
2011

# Homes Sold 
2010

# Homes Sold 
2009

Atherton 1 0 2 3 2

East Palo Alto 10 21 15 8 11

Los Altos 68 46 50 41 39

Menlo Park 91 77 83 69 56

Mountain View 356 340 290 268 287

Palo Alto 112 147 142 124 85

Redwood City 79 59 43 30 48

Woodside 1
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I t’s not new news: The younger crowd 
generally prefers to communicate on-
line or via phones whether it’s with 

friends, family, co-workers — or their 
real-estate agent. 

As more relationships of all kinds move 
into the digital world, the one between 
broker and client has not been immune to 
the shift, many Palo Alto real estate agents 
say. 

“It’s very much less face-to-face and it’s 
less live conversation,” said Matt Skrabo, 
a 33-year-old third-generation real-estate 
agent, now at Keller Williams in Palo Alto. 
“It’s more digital communication.”

This also means emailing photos and in-
formation about potential houses instead of 
going to see them with Skrabo, he said. 

“And that’s not a good thing. You’re los-
ing that human connection. You’re losing 
the emotions. It’s really hard to judge what 
the client really wants when you’re going 
back and forth on text and email.” 

Younger clients also communicate rap-
idly — and expect their agents to return 
the same speed.

“I would say (younger buyers) are more 
universally prone to speed and text con-
versations,” said Michael Dreyfus, who’s 
been a real-estate agent for 24 years and 
who founded boutique brokerage Dreyfus 
Properties, with offices in Palo Alto and 
Menlo Park, in 2000. “And they’re a little 
bit quicker on the draw in terms of just ... 
the conversations are more fast and furi-
ous. I’m not discounting my older clients, 
and I am an older person in that regard, but 
they’re more universally that way.”

Dreyfus said that regardless of a client’s 
age, he will have an initial conversation off 
the bat asking how he or she likes to com-
municate.

“We go to great pains actually to discuss 
this with our clients because people are so 
across the board,” he said. “It’s very impor-
tant. Some people like phone calls; younger 
ones don’t as much.”

Dreyfus also noted that, as the Internet 
has done with almost every traditional 
establishment, it’s turned the real-estate 
market’s information system on its head. 
Instead of meeting a Realtor at open houses 
and getting information there, clients first 
engage with houses online. 

“It’s changed the way I sell houses — the 
importance of the web, the importance of 
pictures,” Dreyfus said. He said this has 
pushed him to have ever higher-quality 
photos available on his website.

“If that’s going to be their first impres-
sion and everyone makes up their mind in 
six seconds whether they like or not, that’s 
a big moment in time,” he said.

Skrabo said an increasing lack of in-
person engagement with younger clients 
makes it difficult for him to discern what 
they really want in a home, and both parties 
end up frustrated when the desired results 
aren’t produced. It doesn’t necessarily help 
that he’s a younger agent who, in theory, 
could better relate to younger buyers and 
be more comfortable with their preferred 
modes of communication. 

Skrabo said he’s decided to cut his losses 
and focus on a fewer pool of clients — 
those he knows are the “right” people to 
work with. 

“If you’re working with the wrong cli-
ents, the deal will never happen,” he said. 
“That seems obvious, but you can get lost 
in the minutiae of all of it. How are they 
communicating with you? Are they really 
understanding of where they want to buy 
and what they want to buy?”

Older agents said they feel they might ac-
tually have a competitive edge with younger 
buyers who, in today’s challenging housing 
market, want someone they can trust, who’s 
well established with solid experience. 

“Young buyers in this overheated, ex-
tremely scarce inventory, highly competi-
tive market — I think that they know they 
need someone experienced like us,” said 
Steve TenBroeck of Alain Pinel Realtors. 
TenBroeck is 67 years old, has been a real-
estate agent for more than 25 years, and 
not only grew up in the area, but he raised 
a family here.

“I find with my younger buyers, I enjoy 
and I think they get a lot of benefit out of 
me being able to paint their future a little 
bit for them,” Dreyfus said. “I had kids in 
the schools. ... I was in a house where my 
kids grew up, and I got to watch how our 
house changed and what we did. I think it 
brings some more information to them that 
a younger buyer won’t have.”

Others, however, say it’s not necessarily 
all about age.

“It’s so much a personal connection,” 
Lucy Berman, an agent with Dreyfus So-
theby’s International Realty who has been 
a Palo Alto resident since 1984, said about 
the client-buyer relationship.  “I think it’s 
less about age and more about whether you 
click. If you’re going into this process, you 
have to be comfortable. If there’s an age dif-
ferential, I think that’s less relevant than that 
everybody feels they understand each other 
and that it’s a positive relationship.”  

Online Editor Elena Kadvany can be 
emailed at ekadvany@paweekly.com.

What the  
kids want

Younger buyers might text and email —  
but do they necessarily prefer a younger broker?

by Elena Kadvany

Matt Skrabo is a third-generation real-estate agent, now with Keller Williams, 
Palo Alto.

‘We go to great pains actually 
to discuss this with our clients 
because people are so across 
the board.’
—Michael Dreyfus, real-estate agent 

and founder of Dreyfus Properties 

‘I think it’s less about age and 
more about whether you click.’

—Lucy Berman, real-estate agent, 
Dreyfus Sotheby’s International Realty

‘You’re losing that human connection. You’re 

losing the emotions. It’s really hard to judge 

what the client really wants when you’re going 

back and forth on text and email.’ 
—Matt Skrabo, real-estate agent with Keller Williams



SALE PENDING

Visit Nick’s LinkedIn profile to read what some of his satisfied clients have to say about their work together
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Erika is a great real estate agent who gets fantastic outcomes 
for her clients. We have done numerous transactions with her 
over the years. She knows the market extremely well, is a tireless 
worker, and a very positive person. She gave great advice and 
has strong negotiating skills. We highly recommend her.

– Woodside Client

Specializing in Woodside, Atherton, Portola Valley, Menlo Park,
Emerald Hills and the surrounding areas

650.740.2970
edemma@cbnorcal.com
erikademma.com

Coldwell Banker International President’s Premier – Top 1%         Over $1 Billion Sold

Top U.S. Realtor, The Wall Street Journal, 2013

CalBRE# 01230766

Personalized Service         Knowledgeable

Responsive         Passionate
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1870 University Ave.,  
Palo Alto

1.8 acres
9,322 square feet
6 bedrooms (2 master suites), 5 baths, 
2 half baths
$10,750,000  
(lowered in April from $11,250,000)

Nancy MacLeod, broker/owner at 
Homes2Buy, Palo Alto, describes this home 
as having an “impeccable provenance.” It 
was designed in 1926 by Gardner Daily for 
San Francisco coffee magnate Jack Man-
ning, and the gardens, with their mature 
oaks and specimen plantings, were origi-
nally designed by Thomas Church. Be-
cause of its designation as a historic home, 
the Monterey Colonial’s original exterior 
— tumbled brick and stucco, with a barrel 
tile roof — must remain completely intact.

However, the interior has been complete-
ly restored and modernized with careful at-
tention to the traditional style. For instance, 
the dining room, with its bay window, 
wainscot, custom millwork and fireplace, 
is a perfect setting for wallpaper painted 
in 1834 by Zuber and Co., “Les Vues de 
Amerique du Nord”, a version of which is 
in the White House.

“As large as this home is, and it is one 

of the largest in Palo Alto, it is not preten-
tious,” MacLeod said. “It is really a fam-
ily home, yet great for entertaining with 
French doors leading out to gracious (three) 
flagstone terraces. ... Most Palo Alto lots 
are 10,000 square feet (about one-quarter 
acres).” The grounds also include a bocce 
court and putting green. 

After 38 days on the market, the price 
was lowered. “(This) is a real bargain 
counting square footage in Palo Alto. We 
are trying to compete with Atherton since 
they are so much lower per square foot than 
Palo Alto,” MacLeod said in an email.

 MacLeod, whom the Silicon Valley As-
sociation rated Realtor of the Year in 2011, 
has placed ads in the Wall Street Journal 
in Asia, Europe and throughout the U.S., 
as well as in local newspapers and Gentry 
Magazine.  She is also heavily marketing 
on the Internet and tapping into her profes-
sional and social connections.  

“I was in real-estate politics for eight 
years, and I know the brokers and agents 
who handle these homes,” she said.  She 
also networks at social functions where po-
tential clients mingle.  

“It is all about talking to the right peo-
ple,” she said.  

18 Reservoir Road, Atherton
1.16+ acres
Main house: 5 bedrooms, 4.5 baths, 
4,930 square feet
Guest house: 2 bedrooms, 2 baths, 
1,390 square feet
$10,995,000

This Atherton home, represented by Judy 
Citron of Alain Pinel, Menlo Park, had a 
“down to the studs” makeover in 2013 by 
Pacific Peninsula Group. Citron, who has 
had extensive experience in design and 

This property at 18 Reservoir Road, Atherton, has both a main house and guest house on more than an acre. It was on the market in early April for $10,995,000.

24)

Statement 
homes

What can you find for $10 million or more?
by Susan Golovin

W hat kinds of homes are 
commanding prices of 
$10 million and upwards? 

Where are they located? How are they 
marketed? The following is a descrip-
tion of three local homes that fit into 
this category, as well as comments 
from the listing agents.

‘(This) is a real bargain counting square footage in Palo Alto. We 
are trying to compete with Atherton since they are so much lower 
per square foot than Palo Alto.’

—Nancy MacLeod, broker/owner at Homes2Buy, Palo Alto

This home at 89 Almendral Ave., Atherton, offers five bedrooms and six full and two 
half-baths on 1.5 acres. It was on the market in early April for $14,380,000.
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VINTAGE OAKSPARK FOREST

Is Your Neighborhood Next?
Trust Elyse to market your home 
for the highest and best price.

Contact her for a complimentary private consultation.

Highest historical selling price to date Highest historical selling price to date



Information deemed  reliable but not guaranteed.

Ginny Kavanaugh
Direct: 650.400.8076  |  gkavanaugh@camoves.com  |  KavanaughGroup.com  |  Ca lBRE #00884747

Portola Valley Ranch

Multiple Off ers & Over Asking of $2,395,000

Ladera

Multiple Off ers & Over Asking of $1,695,000

5922Alpine.com

$7,700,000

280Nathhorst.com

$6,250,000

385GoldenOak.com

$5,100,000

75Valencia.com

$3,895,000

AlpineRd.com

$3,795,000

6Montecito.com

$2,750,000

Portola Valley Ranch

4 beds | 3 baths

Los Trancos Woods

3 beds | 3 baths

Central Portola Valley

3 beds | 2 baths

Ranked Portola Valley’s #1 
agent since 1994 and in the 

WSJ top 100 agents

      SOLD in 4 DAYS

     COMING SOON

      SOLD in 10 DAYS

     COMING SOON

     COMING SOON

➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢           REAL COMMITMENT, REAL RESULTS           ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢ ➢



Atherton

M E N L O  P A R K    |    1 3 7 7  E l  C a m i n o  R e a l    |    6 5 0 . 3 2 4 . 4 4 5 6

650.888.0846
bonnie.biorn@cbnorcal.com 
www.BonnieBiorn.com
CalBRE# 01085834
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RE/MAX Dis nc ve Proper es 

Work with someone who cares! 

 

Recent Sales in  
Palo Alto, Menlo Park,   

Portola Valley & Atherton 
Omar Kinaan 

Realtor®, GRI, CDPE 
Certified International Property Specialist 

650.776.2828 
Omar@Kinaan.com 

CalBRE#01723115 

648 Santa Cruz Avenue, Menlo Park  www.Kinaan.com Phone: 650.776.2828 

234 Bonita Road, Portola Valley* *Represented the Buyers 

7 Sandstone Street, Portola Valley* 4 Pepperwood Court, Menlo Park  1181 Greenwood Ave, Palo Alto* 

 476 Oak Ct, Menlo Park 133 Burns Avenue, Atherton* 784 Palo Alto Avenue, Palo Alto* 210 Pope Street, Menlo Park* 

building and who was rated Alain Pinel’s 
top Realtor in Menlo Park in 2013, points 
to finishes such as the custom molding and  
Frank Allart hardware, as well as a living 
room limestone mantelpiece, imported 
from London, all of which give the home 
character.  

Citron said that the abundance of light 
— “every room has three exposures” — as 
well as the state-of-the-art Integration Sys-
tem (security, TV, sound system, lighting, 
DVD, Bluetooth, Blu-ray, etc.) designed 
by Gator Tech, are aspects which set this 
home apart. The size of the rooms, while 
commodious, still allows for an intimate 
feel, she said. The guest house features a 

full kitchen, gym and great room. A pass-
through fireplace serves both the structure 
and the outdoor patio.

An impressive amount of built-in storage 
runs the length of the upstairs. The walk-
in master closet even has a hook wall for 
purses. The  kitchen, with its white cabin-
etry and custom tilework, has several  re-
frigerator drawers, a built-in floor vacuum 
targeted for high work areas and a faucet 
that can be controlled with a light tap.  

A controlled creek, lined with river 
rocks, runs through the property and leads 
to a backyard gazebo. The gated property 
has been completely re-landscaped.

The home has been advertized in the Palo 
Alto Weekly, Gentry, Luxury Portfolio and 
Premiere Homes. In addition, Citron has 
placed an ad in Epoch, one of the largest 
newspapers in China.  

“Alain Pinel aggregates to hundreds of 
websites,” she said. “I am very analytics 
driven, and I have been monitoring hit 
rates and return rates and where they are 
coming from.” So far, she has registered 
hits from all over the world, with top in-
ternational regions ranging from Kuwait 
to the Netherlands.

89 Almendral Ave., Atherton
1.5 acres
5 bedrooms, 6 full baths and 2 half baths
Approximately 10,760 square feet, which 
includes the 3,620 square-foot garage
$14,380,000

This three-story Atherton home was cus-
tom built in 2006. The gated property is en-
hanced by towering redwoods — a grove in 
front and many along the rear border. They 
do not interrupt the sweep of the back lawn, 

which the listing agent, 
Hanna Shacham, said 
could accommodate a 
tennis court or pool, in 
addition to the current 
small sports court. A 
generous limestone ter-
race with an outdoor 
kitchen overlooks a koi 
pond. 

Shacham, who is con-
sistently rated in the top 
1 percent of Realtors, na-
tionally and internation-
ally, at Coldwell Banker 
(as she was at her previ-
ous firm, Cornish and 
Carey), said that both the 
location of this home and 
the underground 12-car 
garage are two aspects 

that make the property special. “There are lots 
of car collectors in Atherton,” she said. The 
garage also houses a full bathroom and a wine 
cellar customized with western redcedar.

Of the four upstairs bedrooms, two with 
balconies, one is a multi-room master suite. 
A fifth bedroom on the main floor could 
provide for an au pair. The media room and 
paneled library are also downstairs, off the 
dramatic, two-story entry.

In addition to placing ads in the Palo Alto 
Weekly, Gentry, the Daily Post, Zillow, 
Trulia, Realtor.com and international sites 
provided by Coldwell Banker, Shacham 
has also signed up for a special service of-
fered by Facebook that targets employees 
at Google, Apple, Facebook, LinkedIn and 
Zynga, who might be potential buyers. 

Freelance writer Susan Golovin can be 
emailed at susan golovin@yahoo.com. 

Statement homes

Sitting on nearly 2 acres in Palo Alto, this home at 1870 
University Ave. features more than 9,000 square feet; it was 
offered at $10,750,000 in April.



Downtown Palo Alto   
728 Emerson St, Palo Alto
650.644.3474

Sand Hill Road   
2100 Sand Hill Rd, Menlo Park
650.847.1141
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Summer Brill, Sales Associate

650.468.2989
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Noelle Queen, Sales Associate
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Michael Dreyfus, Broker
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P alo Alto’s housing market is 
known for its million-dollar 
homes and exclusivity. But for 

those looking to rent, the rates and lack 
of supply have begun to squeeze many 
out of the market altogether. 

Matt Bauman, a 28-year-old business 
student at Stanford, has faced the strug-
gle to rent a home in Palo Alto for the 
last few months. Bauman, who currently 
lives in a Stanford apartment with his 
wife and two young girls, wants to move 
his family to Palo Alto this summer. He 
said that the process of finding a home to 
rent is both frustrating and stressful.

“Not only are there a lot of people, 
there are a lot of people who also have 
the same trouble finding a place who are 
perhaps more financially able to offer 
more money than us,” Bauman said of 
Palo Alto’s housing market.

With an upper range of $3,000, lately 
Bauman has found just two listings with-
in his budget. Three-bedroom homes on 
Craigslist in March ranged from a $4,000 
duplex to a $7,000 Midtown home.

Some people have attributed the rise in 
rents over the last few years to the boom 
of highly paid high-tech jobs. These 
workers are attracted by Palo Alto’s ame-
nities, good schools and relative safety, 
according to Realtor John Chao of Ac-
tion Properties, Inc., Mountain View.

“It’s fierce,” Chao said about the rent-
al market. “You have to be ready to be 
rejected several times. There are many 
potential renters coming to see homes as 
soon as they get listed. For most of the 
folks, it’s just a fierce competition, and 
it’s very hard.”

Lena Chow, a landlord in Palo Alto 
who has rented out a cottage on her 
property since 1997, knows the compe-
tition firsthand. She described her latest 
open house as “a real zoo.” 

“There were probably more than 20 
people who came through to look at it, 
and seven strong applicants completed 
the application,” Chow said.

During the open house, at least two 
potential renters made comments that 
hinted that they were willing to pay 
more due to the competition, a practice 
that can start bidding wars for homes. 

The Bauman family — Matt, left, Ruby, 11 months, Bailey, 4, and Lindsay — will soon 
need to leave their Stanford apartment and are seeking a place to rent nearby.

Matt Bauman prepares dinner in the two-bedroom apartment he shares with his wife 
and two daughters on Stanford campus. He was recently hired at Pinterest.

Renters    squeeze
in Palo Alto

feel 
the 

Competition, price 
keeping many out

by Rye Druzin

30)

‘You have to be ready to be 
rejected several times. There 
are many potential renters 
coming to see homes as 
soon as they get listed. For 
most of the folks, it’s just a 
fierce competition, and it’s 
very hard.’

—John Chao, Realtor, Action 
Properties, Inc., Mountain View





David A. Weil, Realtor®

650.823.3855  |  david.weil@dreyfussir.com
davidweilhomes.com
License No. 01400271

Sand Hill Road   
2100 Sand Hill Road, Menlo Park
650.847.1141

dreyfussir.com
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One of a Kind Jewel Box
36 Amador Avenue, Atherton  |  36amador.com

Offered at $5,295,000  |  Bedrooms 4  |  Bathrooms 3.5

Den  |  Home ±4,286 sf  |  Lot ±16,800 sf

156 Stockbridge Avenue, Atherton | SOLD

10 Valley Road, Atherton | SOLD

30 La Loma Drive, Menlo Park | SOLD

662 Berkeley Avenue, Menlo Park | SOLD

275 Verano Drive, Los Altos | SOLD

115 Gloria Circle, Menlo Park | SOLD
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RICH & ROBIN SEQUEIRA
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6 Knoll Vista, Atherton
Exceptional Private Oasis

$5,998,000

Would-be renters interviewed for this ar-
ticle said that they had witnessed such of-
fers.

For some the housing market in Palo Alto 
and the surrounding area has become so 
competitive that they have been forced to 
move elsewhere in the Bay Area.

“Facebook, Yahoo and Google have 
knocked up these prices because they pay 
their people so well,” said Susan Kudelka, 
a personal assistant whose clients live in 
and near Palo Alto. “Those of us who live 
and work in the vicinity cannot live in the 
area. It is so hard for me to commute across 
the bridge for my work that I am trying to 
buy my way out of my lease and move back 
onto the Peninsula.”

Kudelka, who makes around $50,000 a 
year, lived in East Palo Alto for eight years 

until August 2013, when her landlord de-
cided to sell the home. When she started 
looking around for a new rental, she said 
she suffered “sticker shock” due to the rise 
in prices since she moved to East Palo Alto 
in 2005. 

Kudelka ended up renting in Newark 
where she pays $150 more a month for an 
apartment she shares with her dog, in addi-
tion to more than $300 a month on tolls and 
gas for her commute. She said that she be-
lieves there is little chance for her to find a 
home on the Peninsula in a place she would 
be comfortable with.

“The people who are being paid outra-
geous salaries are able to offer more money 
and snatch up the property,” Kudelka said. 
“It quashed my chances, is an emotional 
downer, and the other emotion that arises is 
my resentment towards the companies.”

For Bauman, just finding a place with 
rooms and space for his family has proven 
to be a struggle. While he admits that the 
market is limited, he says that starting to 
look six months before his lease runs out 
has taken off some of the pressure. But 
the problem of getting the right home has 
raised concerns for him. 

“(Finding a home) is literally the one 
piece of the puzzle that would make our 
lives amazing,” Bauman said. “All of my 
stuff is perfect—my friends, my family, my 
job—but this one piece is missing. It feels 
extremely unlikely that we’ll find an amaz-
ing place to live, and it’s a little stressful 
and consumes a lot of time and energy to be 
checking and everything. And if something 
comes up then the stress increases because 
of the competition.”

Bauman echoed Chao’s statement about 
what draws people to Palo Alto, saying that 
“we don’t live here for the housing, we live 
here for the people, the recreation, the en-
tertainment. We have our group of friends 
nearby, and University Avenue is fun. You 
can find that in other places, but I think 
Palo Alto has a special feel.”

Bauman may have time to find a place, 
but finding the right place is always on his 
mind. When asked what advice he would 
give to other would-be renters, he replied 
that “it’s about getting on the ball early, 
because it will take a while unless you get 
really lucky.” 

Freelance writer Rye Druzin can be 
emailed at rdruzin@gmail.com. 

Lindsay Bauman reads to her 11-month-old daughter Ruby in their Stanford apartment.

Renters

‘Not only are there a lot 
of people, there are a lot 
of people who also have 
the same trouble finding a 
place who are perhaps more 
financially able to offer more 
money than us.’ 

—Matt Bauman, 
business student at Stanford

“It quashed my chances, is 
an emotional downer, and the 
other emotion that arises is 
my resentment towards the 
companies.”

—Susan Kudelka, 
lived in East Palo Alto for eight years
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1479 Hamilton, Palo Alto
Offered at $6,995,000

99 Stonegate Road, Portola Valley
Offered at $4,295,000

225 Alberta Ave, San Carlos
Offered at $1,350,000

Jenny’s Peninsula real estate experience with ~$100 million 
in sales, combined with her analytical mind and attention 

your most important decisions in life: buying or selling a 
home. Her client base is almost exclusively word of mouth 
referrals because she delivers results. Listening to her clients 
is of paramount importance to Jenny. Contact her today so 
she can listen to you.

62 Ridge View Drive, Atherton
Offered at $5,700,000

Offered at $2,995,000

310 Oakdale, Redwood City
Price Upon Request 

Jennifer Liske, Sales Associate

650.308.4401
jennifer.liske@dreyfussir.com
jenniferliske.com
License No. 01847627

Data. Driven. Real Estate.
Choose an analytical agent. Choose a full service agent. Choose Jenny. 

JUST SOLD JUST SOLD

JUST SOLDFOR SALE

JUST SOLD COMING SOON
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MOUNTAIN VIEW
Address: 725 Emily Drive
List price: $685,000
Bedrooms: 3
Bathrooms: 1
Interior: 816 sq. ft.
Lot size: 5,000 sq. ft.
Date built: 1954
Walk score: 46

Located in the North Whisman neighborhood, 
not far from Google and other high-tech compa-
nies, this home was remodeled to include re-tex-
tured walls, an updated kitchen and bathroom with 
granite counters, laminate floors and dual-pane 
windows. A bonus room and a large backyard com-
plete the package.

MOUNTAIN VIEW
Address: 1208 Awalt Drive
List price: $1,646,000
Bedrooms: 3
Bathrooms: 2
Interior: 1,964 sq. ft.
Lot size: 7,950 sq. ft.
Date built: 1965
Walk score: 29

In the Waverly Park neighborhood, this home was 
extensively remodeled in 2007 with a kitchen and 
great room ideal for entertaining or just plain living. 
Quality surfaces are throughout, from the hardwood 
and Travertine floors to the limestone counter in 
the office. It is nicely landscaped with a patio and 
lawn in back.

MENLO PARK
Address: 200 Hamilton Ave.
List price: $700,000
Bedrooms: 5
Bathrooms: 3 full, 1 partial
Interior: 1,964 sq. ft.
Lot size: 6,650 sq. ft.
Date built: 1980
Walk score: 46

This spacious home on a corner lot in the Belle 
Haven neighborhood is not far from Belle Haven El-
ementary School. Features include a fireplace in the 
living room, a separate dining room, a low-fenced 
grassy yard and an attached two-car garage. 

MENLO PARK
Address: 240 La Cuesta Drive
List price: $1,499,000
Bedrooms: 2
Bathrooms: 3
Interior: 2,600 sq. ft.
Lot size: 16,206 sq. ft.
Date built: 1958
Walk score: 37

Located in the Ladera neighborhood, this rustic, 
yet contemporary home offers an open floor plan, 
formal dining area and a master suite with access 
to the deck. The large decks offer plenty of room 
for entertaining. A bonus: the Las Lomitas School 
District.

$700,000:

$1,500,000:

Small house on a big lot? Bit house on a small lot? Condo with no yard? 
Walkable to downtown? Near great schools? 

These are the questions that challenge a would-be homebuyer. But 
at every price point, there are trade-offs, whether it be size of home or lot, 
condition of the house, or that old “location, location, location.”

Here’s a comparison of what was offered in mid-March at similar prices 
but in different cities:

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

by Carol BlitzerA market 
sampler



MBA/LL.A
homes@JulianaLee.com

650-857-1000

www.JulianaLee.com

 Juliana 
Lee

BRE# 00851314

470 RUTHVEN AVENUE  PALO ALTO

881 PARMA WAY  LOS ALTOS

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

COMING SOON

4 bedrooms/3.5 bathrooms            2,617 sf living space $2,500,000

5 bedrooms/4.5 bathrooms            5,186 sf living space $4,000,000



Coming Soon!
Modern Modular in Allied Arts

KAREN FRYLING
(650) 329-6620

karen.fryling@cbnorcal.com
BRE#01326725

REBECCA JOHNSON
(650) 329-6676

rebecca.johnson@cbnorcal.com
BRE#01332193

A new way of thinking.
A new way to build.

4 bedrooms | 2.5 bathrooms

Home approx. 2347 sq. ft. | Lot approx. 5768 sq. ft.

Call 650-329-6620 for more details

Visit us online at:
WWW.DUO-HOMES.COM

455 Yale Road Menlo Park
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kathleenpasin@serenogroup.com  |  www.kathleenpasin.com  |  (650) 450-1912  |  CalBRE # 01396779

SALE PENDING

 3 bedrooms, 2 bathrooms

 1583 +/- SQ FT (Per County Records)

 6500 +/- SQ FT Lot (Per County Records)

 Gleaming hardwood floors throughout

 Remodeled kitchen opens to backyard

 Double-pane windows

 2 Car Garage

 Close to YMCA, Eichler Swim and Tennis Club, JCC and more.

 Offered for $1,798,000

3815 ROSS RD.

PALO ALTO

 Sophisticated and contemporary atrium model Eichler in 

Midtown neighborhood. Bright, light  and open 4/2.5 floor 

plan of over 2k square feet features slate and bamboo floors 

and walls of windows. Contemporary kitchen showcasing 

stainless counters and appliances, dramatic baths, and large 

lot with spa, and attached 2-car garage make this the perfect 

home. Palo Alto Schools.

 Call for details and price

SAT & SUN 1:30-4 :30   742 LOMA VERDE AVE.

PALO ALTO

SOLD

 One of the finest lots in Downtown North Palo Alto just 

steps to Johnson Park, two blocks north of University Ave. 

and a few blocks to Caltrain.

 9500 +/- SQ FT Lot

 Zoned RM 15

 Three - 1 BR/1 BA units in the building on Hawthorne Ave.

 1 BR/1 BA cottage with a private garage and yard on 357 

Bryant Ct.

 Offered for $2,499,000

 SOLD with 8 offers

356-360 HAWTHORNE AVE. & 357 BRYANT CT.

PALO ALTO

SOLD

 2,733 +/- SQ FT 

 9,272 +/- SQ FT Lot (76 x 121.5)

 4 bedrooms, 3 bathrooms

 Easy walking/biking distance to Coveted Palo Alto Schools

 Offered for $1,898,000

 SOLD with 3 offers

724 MATADERO AVE.

PALO ALTO
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ATHERTON
Address: 37 Watkins Ave.
List price: $2,188,000
Bedrooms: 4
Bathrooms: 4
Interior: 2,580 sq. ft. 
Lot size: 6,550 sq. ft.
Date built: 2006
Walk score: 51

This contemporary home not far from Atherton’s 
Town Hall and Library, as well as Holbrook Palmer 
Park, sports hardwood floors, granite countertops, 
family room/kitchen and a beautifully landscaped 
yard with outdoor fireplace. 

WOODSIDE
Address: 31 Eugenia Lane
List price: $3,298,000
Bedrooms: 6
Bathrooms: 5 full, 2 partial
Interior: 3,350 sq. ft.
Lot size:  60,984 sq. ft.
Date built: 1956
Walk score: 8

Located in Woodside Heights on a sloping lot on 
a cul-de-sac is a four-bedroom main home plus a 
detached guest house with a private entrance. Lush 
grounds surround the pool and spa. The home is 
located in the well-rated Las Lomitas School Dis-
trict.

PALO ALTO
Address: 1982 Louis Road
List price: $1,998,000
Bedrooms: 3
Bathrooms: 2
Interior: 1,696 sq. ft.
Lot size: 7,200 sq. ft.
Date built: 1951
Walk score: 35

This unusual Eichler, located in the Leland Man-
or neighborhood, was remodeled in 2008, with a 
gourmet kitchen — Viking appliances and Cae-
sarStone countertops. The updated home has the 
classic Eichler indoor-outdoor features, including 
vaulted ceiling, living room flowing into dining 
area, master suite opening to tile patio. Bonus of-
fice opens to yard.

PALO ALTO
Address: 1449 University Ave.
List price: $3,250,000
Bedrooms: 5
Bathrooms: 3 full, 1 partial
Interior: 3,851 sq. ft.
Lot size: 11,769 sq. ft.
Date built: 1925 
Walk score: 52

This classic, stately home in the Crescent Park 
neighborhood is set back from the street and very 
private. Many original details have been main-
tained, including hardwood floors, a formal dining 
room as well as a breakfast room, and broad grassy 
expanse in the backyard. 

$2,000,000:

$3,000,000:



 Page 39



Page 40

2014  ¢  Spring Real Estate

Turning to the Internet, Bray looked for a re-
source that would help them decide where to 
live. They wanted to minimize commute times 
and rental prices while keeping other impor-
tant amenities close. Though she found some 
tools, she saw nothing that combined all the 
information she wanted in a neat and conve-
nient format.

At the time, Bray was enrolled in the Insight 
Data Science Fellows Program in Mountain 
View, a full-time six-week course designed to 
help people from academia transfer their skills 
to the data-science industry. For a key project in 
the program, Bray dove into creating a web ap-
plication that would help couples find housing 
in the Bay Area — despite her lack of experi-
ence with JavaScript and web programming.

Finished last October, the result, PlacePickr 
(placepickr.com), is simple and straightforward. 
The application asks for the zip codes where 
each partner works and whether they are look-
ing to rent or buy. Those entered, a map of the 
Bay Area pops up, segmented into zip codes, 
color-coded for the quality of the match (green 

being good; red, bad). A panel on the left lists 
suitable areas, specifying estimated commute 
times and prices for each.

PlacePickr then allows the user to weight 
the importance of six different categories: the 
length of the commute for each partner, school 
quality, safety, walkability and housing prices. 
Changing the weights gives different results, 
creating a very customizable experience.

“I wanted to make it different for different 
people,” Bray said, explaining that friends she 
spoke with all had different priorities. Some 
cared about the quality of public schools; others 
cared about rental prices. “You can adjust how 
important each factor is for you.”

In making the application, Bray received help 
from other fellows of the Insight program, espe-
cially with the programming. Much of the work 
though, she said, was finding sources for all the 
different data and visual elements she needed.

Ultimately, she found home prices through 
the real estate website Zillow.com, calculated 
walkability using Walk Score (walkscore.
com), compiled public school ratings from the 
site school-ratings.com, and found drive times 
between zip codes using Mapquest. Crime data 
was trickier as she had to take into account 
population density. She ended up using ratings 
from a website called Sperling’s Best Places 
(bestplaces.com). To pull the map together, she 
used the Google Maps application program-
ming interface (API).

While PlacePickr was just a personal project 
for her, friends she shared it with found the tool 
genuinely useful. Eli Bressert — who studied 
with Bray at Insight — took advantage of Pla-
cePickr in his own housing search. The priori-
ties for his family were a walkable community 
and quality public schools, which he found in 
downtown Palo Alto.

After locating a neighborhood, Bressert 
turned for specific home and rental listings to 
Craigslist. For him, Craigslist has an advantage 
over more curated real-estate websites with its 
usability, frequent updates and ease of commu-
nication with users, which can be critical in the 
fast-paced market of the Peninsula.

Though acknowledging the limited time 
Bray had to work on the project, Bressert said 
it would have been great if she combined Pla-

cePickr with apartment and home listings in 
those choice zip codes.

“If she did (that), then I think it would have 
been a stand-alone app,” Bressert said. “Every-
body would be using it.”

There are other websites that offer a plethora 
of data about particular neighborhoods and ar-
eas. The neighborhoods category of FindThe-
Best.com includes information about popula-
tion size, incomes, commute times, ages of 
residents, housing prices and school ratings, 
among other topics. It also allows users to com-
pare and sort areas using some of these factors. 
NeighborhoodScout.com provides much of the 
same, as well as in-depth public school infor-
mation, crime data and more. Sperling’s Best 
Places, which has similar offerings, also has 
a questionnaire to help site visitors find their 
“best place.”

PlackPickr, though, seems to be somewhat 
unique with its focus on workplaces and the 
needs of couples where both partners com-
mute.

Ironically enough, Bray never had to use 
her own service; she ended up finding a job at 
LinkedIn in Mountain View, not far from her 
husband’s work. They live now in south Palo 
Alto.

Having settled into her position, Bray has 
thought about returning to PlacePickr to make 
some improvements. She would like to add 
traffic to the equation, which she sees as a key 
missing element. She has also considered du-
plicating the application for other large metro-
politan areas, something Bressert said would 
be valuable, too.

However, Bray said she mostly thinks of Pla-
cePickr as a fun project and something helpful 
that she can share with her friends — people 
who juggle different commutes but still want 
a nice place to live and play. For now, Pla-
cePickr is not a catch-all tool but rather one 
way to simplify today’s complicated work and 
housing landscape. And that’s what Bray was 
after.

“At some point, if you put too many things 
into it, it gets too confusing,” she said. “I want-
ed to make it pretty intuitive to use.” 

Editorial Assistant Sam Sciolla can be 
emailed at ssciolla@paweekly.com.

This screen shot of PlacePickr shows how the app matches users with Bay 
Area zip codes based on how important certain factors are, such as short 
commutes, quality of education, safety and walkability.

PlackPickr though 
seems to be 
somewhat unique 
with its focus 
on workplaces 
and the needs of 
couples where 
both partners 
commute.

Web app  
seeks to make housing
choices simpler

When transitioning last year 
from a post-doctoral fellow-
ship at Stanford University 

to the work world, Jenelle Bray faced 
a common predicament. Deep into the 
job search, she was looking at positions 
in the East Bay and San Francisco, 
even though her husband was currently 
working in Mountain View.

Jenelle Bray created PlacePickr when she and her husband were looking for a new place to live — 
ideally located not far from either’s place of employment.

PlacePickr 
helps working 
couples find 
the right fit
by Sam Sciolla



100 Toyon Road | Atherton 
Coming Soon 

New Construction

120 Toyon Road | Atherton
Coming Soon

New Construction

Lakeview Drive | Woodside
Represented Buyer

Claire Place | Menlo Park
$4,985,000  |  6BD, cul-de-sac - walk to town

Princeton Road | Menlo Park 
$3,995,000  |  Represented Seller

Creek Drive | Menlo Park
$4,495,000  |  Represented Seller

I am now with Pacifi c Union and my fi rst four months 
have been a tremendous success. Please contact me 

for any of your real estate needs

Nathalie de Saint Andrieu
650.804.9696
www.nathaliesa.com
nathaliesa@pacunion.com
CalBRE# 01351482

SOLD
SOLD

SOLD OFF MARKET

SOLD OFF MARKET



Mary Jo McCarthy, Sales Associate
650.400.6364
maryjo.mccarthy@dreyfussir.com
maryjomccarthy.com
License No. 01354295

Local Knowledge  •  National Exposure  •  Global Reach

Prime West Atherton
COMING SOON

Beds 3  |  Baths 3.5
Home ±2,660 sf  |  Lot ±19,040 sf

Sand Hill Road 
2100 Sand Hill Road, Menlo Park
650.847.1141

dreyfussir.com
c  ce is n e en en  ne  

n  e e .

Nestled in the heart of prime West Atherton, this charming home with 
it’s delightful grounds captures the serenity and grace of Atherton. With 
abundant natural light throughout and warm architectural detail, this 
home features three bedrooms, three and a half bathrooms, an eat-in 
kitchen, formal dining room, spacious living room with an adjoining den, 



Midtown Realty, Inc. 
Real Results, Real Estate

Your Neighborhood 
Midtown Realty Team

SOLD

SOLD

SOLD

Jane Volpe
Realtor/MBA

Joann Weber
Property Manager

Realtor

Leslie Zeisler
Realtor ®, SRES

Tim Foy
Broker/Owner

Chris Taylor
Realtor

Lisa Knox
Realtor

Yamie Lee
Realtor

Aileen 
Phanmaha
Offi ce Manager

SungHee 
Clemenson

Realtor

REAL RESULTS, REAL ESTATE



Page 44

They figure that if they paid 
$250,000 for the house that’s 
now worth $2 million, even with 
a $500,000 homeowners exemp-
tion and $250,000 in improve-
ments, they’re liable for upwards 
of 25 percent in capital-gains 
taxes, once they factor in both 
federal and state taxes.

But that can be trimmed back 
radically, according to Sand-
eep Varma, a wealth strategist 
with Advanced Trustee Strate-
gies (ATS) in Menlo Park, while 
speaking at a workshop in Janu-
ary. ATS has been offering free 
workshops on “How to Sell Real 
Estate Without Paying Capital 
Gains Tax” for 21 years, with 
Varma’s office managing nearly 
$100 million in charitable trusts. 
(Varma is a registered representa-
tive with LPL Financial, an inde-
pendent broker/dealer.)

“This area is very complicated 
and very misunderstood,” he said 
at the beginning of his workshop.  
“It’s not a loophole. It’s a concept 
that’s more than 40 years old.”

The crux of the seminar focuses 
on creating charitable remainder 

trusts and children’s trusts.
Varma likes to use hypotheti-

cal case studies (based on real 
people) to lay the groundwork 
for discussion. He begins with 
Howard and Miriam’s family:  
Howard, 70, who’s not fully re-
tired; Miriam, 67, who wants to 
travel more; and their three adult 
children. 

Their key assets include:
Home $1.9 million
Rental property $1.2 million
Howard’s IRA $700,000
Stocks, bonds, etc. $850,000
Cash from 
    Miriam’s inheritance

 $215,000
Personal property $75,000
Life insurance (Howard’s) 

 $10,000
Net worth $4,950,000

Howard makes $35,000 from 
a pension plus another $45,000 
from part-time consulting; Miri-
am wants to know if they’ll need 
her inheritance to live on. They 
also receive about $30,000 per 
year from their rental property.

Next, Varma said, comes a 
financial analysis, where they 
discuss income, needs and as-
sets. After doing the cash-flow 
analysis, he comes up with a net 
surplus of $54,000/year.

If they both died today, he said, 
each child would get 25 percent 
of the estate and 25 percent would 
go to the six grandchildren.

With an estate-tax exemption 
of $10 million, one might think 

there would be no taxes due, 
Varma said. But the actual tax li-
ability would be $254,943 — be-
cause much of their assets were in 
tax-deferred IRAs.

To offset this, Varma suggested 
setting up a charitable remainder 
trust (CRT), where Howard and 
Miriam would donate their as-
sets to a charity, but during their 
lifetime they could still receive 
income from the trust’s assets. 
They avoid capital-gains tax on 
the donated property and the 
property is removed from their 
estate so is not subject to estate 
taxes. Howard and Miriam retain 
control over how their donated 
assets are invested, and they can 
even change the designated char-
ity.

Varma calls the name “chari-
table remainder trust” somewhat 
of a misnomer, because the main 
beneficiary is the family that 
ends up with two to 10 times as 
much money.

Varma used the example of a 
paid-in-full home being trans-
ferred into the trust, where How-
ard and Miriam are the trustees 
(not the charity). If they sell the 
property, there’s no capital-gains 
tax or recapture of depreciation. 
And only on the death of the sec-
ond person in the couple does the 
money go the charity (or private 
foundation) that they’ve desig-
nated.

People can choose to put a 
portion of their assets, say 50 or 
75 percent of their home, in the 
trust. “They can leave half out 

and avoid capital gains,” Varma 
said.

What the charitable remainder 
trust allows them to do is “pull a 
large block of money out without 
taxation. The other part stays in the 
trust, which spins off an income, 
between $50,000 and $100,000, 
which allows them to have a down 
payment (for a retirement home), 
or downsize,” he added.

Once they’ve transferred prop-
erty into the CRT, they must then 
sell it and reinvest in something 
else: stocks, bonds, mutual funds 
or whatever. That investment cre-
ates income, and they could take 
up to 7 percent, depending on 
their ages, Varma explained.

(If they didn’t sell the house, 
there would be no income gener-
ated; if they transferred in rental 
property, they wouldn’t have 
to sell it since its rental income 
is considered trust income, he 
added.)

On Dec. 31 of each year, a 
third-party administrator looks 
at the value of the account and 
allocates the 7 percent as their 
income for the year from the 
trust (7 percent of $1.2 million is 
$84,000 of taxable income).

What happens when the $1.2 
million investment earns less 
than 7 percent, say $60,000? The 
following year, the value would 
be $1.2 million minus $24,000, 
and their 7 percent would be 
$82,320.

“If it increases in value, income 
will go up the next year,” Varma 
said.

There are also fees associated 

with the third-party administra-
tor — about $2,000/year, Varma 
explained, but said that the admin-
istrator acts as an insurance policy 
just in case the IRS raises issues.

The biggest downside to a CRT, 
Varma said, is that it is irrevoca-
ble (meaning once it’s signed no 
changes can be made). And the 
assets in the trust ultimately go to 
the charity, not to the heirs.

Varma also talked about a chil-
dren’s trust, which is also irrevo-
cable, and can be used to shelter 
income while providing income 
for a child. Inside the children’s 
trust is a  “second-to-die survi-
vorship” life-insurance policy, 
where benefits are not paid until 
the second person dies. For his 
case study, Varma advised Mir-
iam to take her $200,000 inheri-
tance, plus the $84,000 income 
from the CRT, and buy a $4 mil-
lion survivorship policy.

“Instead of leaving a chunk of 
money to the kids tax-free, they 
are getting a layer of asset pro-
tection (100 percent exempt from 
all predators, such as a lawsuit, 
divorce, bankruptcy or future es-
tate taxes,” he added).

By doing this kind of planning 
for the family, they can leave 
more money; that trust can be 
around for close to 100 years.

Each person’s life situation is 
a little different, he said, and his 
company offers free introductory 
one-on-one consultations to de-
termine if some of these strate-
gies are appropriate.

Private seminars are held in 
the Menlo Park office. For in-
formation on upcoming semi-
nars, “The 7 Mistakes Trustees 
Often Make” and “How to sell 
real estate without paying capi-
tal gains tax,” call Mindi at 650-
243-2224. 

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

2014 Spring Real Estate

Sandeep Varma, a wealth strategist with Advanced Trustee 
Strategies in Menlo Park, responds to a question during the “How 
to Sell Real Estate Without Paying Capital Gains Tax” workshop 
earlier this year.

 Avoiding
   capital-gains taxes

Sandeep Varma uses slides to illustrate points during the workshop 
that focused mainly on creating charitable remainder trusts.

Howard and Miriam are 
contemplating selling 
their Palo Alto house, 

where they’ve lived for the 
past 30 years. But the specter 
of huge capital-gains taxes — 
which would severely limit 
where they go next — is hold-
ing them back.

‘This area is very complicated and very misunderstood. … It’s not a 
loophole. It’s a concept that’s more than 40 years old.’

—Sandeep Varma, wealth strategist, Advanced Trustee Strategies

Workshop offers 

financial vehicles for 

preserving estates
by Carol Blitzer
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279 Park Lane, Atherton

Extraordinary estate property on the market for the fi rst time in 40 years  Premier Menlo Circus 
Club location  Over 2.5 acres  Circa 1932 residence with over 9,000 square feet of living 
space  5 bedrooms, 7 full baths, and 2 half-baths in the main residence  1-bedroom caretaker’s 
cottage and adjoining 1-bedroom staff quarters with separate entrance  Garages for 5 cars 

 Pool and cabana with 2 baths and changing rooms  Formal grounds with parterre rose gardens, 
heritage trees, and redwood grove  Access to top-rated public and private Menlo Park schools

Offered at $16,500,000

Bonnie Biorn
650 888 0846
bonnie.biorn@cbnorcal.com
bonniebiorn.com
CalBRE# 01085846

Tom LeMieux
650 465 7459

tom@tomlemieux.com
tomlemieux.com

CalBRE# 01066910
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S E R E N O G R O U P . C O M / O N E P E R C E N T

One of the guiding principles at Sereno Group is that personal choices affect 

community in unexpected ways.  At Sereno Group, we are always encouraged 

to see the good, and uphold it.

In an effort to support the best of our community, Sereno Group has pledged 

to give 1% of our gross commissions to a charitable or community-minded 

group committed to making a positive difference in the communities we serve. 

Organizations are chosen in our specific office communities and are selected

by our agent teams each quarter, with the aggregate sum of donation dollars 

being delivered to our beneficiary organizations at the end of each period.

Sereno Group is committed to our local communities and will always seek to 

support them in any positive way possible. 

H E R E  F O R  G O O D

facebook.com/serenogroupfacebook.com/SerenoGroupOnePercent twitter.com/serenogroup
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S haded front lawns and leafy side-
walks abound in the Allied Arts/
Stanford Park neighborhood of 

Menlo Park. Located between San 
Francisquito Creek and Middle Avenue, 
the area combines the vitality of bus-
tling El Camino Real with the tranquil-
ity of suburban life, allowing residents 
access to nearby community hubs like 
downtown Menlo Park and the Stanford 
Shopping Center without sacrificing its 
intimate, small-town charm. 

Elizabeth Houck moved to the Allied 
Arts neighborhood 20 years ago and 
loves the strong sense of community 
her area offers. 

“It’s a real neighborhood,” she ex-
plains. “People know each other and 
they care about each other.” 

One of her favorite aspects of life in 
Allied Arts is the availability of local 
amenities. On top of convenient local 
transportation services like the Midday 
Shuttle and Caltrain, Houck said, there 
are plenty of “playgrounds and tennis 
courts and ball fields and senior centers 
... within steps of just about everybody’s 
homes.”

Unfortunately, Houck continues to be 
disappointed by the City of Menlo Park’s 
sale of lots on El Camino to developers, 
because the construction of new build-

ings, and their subsequent use, makes 
for congested intersections like the one 
at Middle and El Camino. Traffic, she 
said, is especially bad during rush hour 
in the evenings. 

“The traffic on Middle Avenue is 
horrendous (because) Sand Hill Road 
is full, and Middle and Santa Cruz and 
Valparaiso are the only other ways to 
get up to 280.” What’s more, she adds, 
“the city is doing nothing to protect us” 
by diverting traffic in some way.

Resident Thomas Wandless agrees 
with her traffic concerns. If he could 
change anything about the Allied Arts 
neighborhood, he said, “I’d make it a 

little less of a thoroughfare.” Wandless 
has lived in the area since 1998, when 
he and his wife moved into their cur-
rent home in order to shorten their daily 
commute to their jobs at Stanford Uni-
versity.

Busy roads aside, Wandless values 
“the casual character of the neighbor-
hood. It’s a mix of old bungalows and 
renovated houses and the people know 
each other pretty well,” he said. Because 
he has two young children, Wandless 
also appreciates the fact that the neigh-
borhood is “young.” 

“There are lots of other families with 
elementary school-aged kids,” he said. 
There’s a real sense of community, like 
on Halloween when people walk down 
the streets and have parties.

The Allied Arts/Stanford Park neigh-
borhood takes its name in part from the 

Thomas Wandless, who chose 
the Allied Arts/Stanford Park 
neighborhood for its proximity to 
Stanford and child-friendliness, has 
lived there since 1998.

Allied Arts/Stanford Park
Tranquil, but not far from amenities

by Emma Marsano

With its freshly landscaped front yard, this home on Yale Road is 
typical of the Allied Arts/Stanford Park neighborhood.

Homes such as this one on Cambridge Avenue in the Allied Arts/Stanford Park neigh-
borhood are conveniently located near transportation, playgrounds and a senior center.

‘It’s a mix of old bungalows and renovated houses and the people know each other pretty well.’
—Thomas Wandless
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gullixson.com

MELODY MORTAZAVI MARY GULLIXSON BRENT GULLIXSON

ELEGANT NEW HOME BUILT BY PINNACLE GROUP  |  ARCHITECT FARRO ESSALAT  |  MAIN RESIDENCE WITH GRAND FORMAL ROOMS

6 BEDROOM SUITES  |  ELEVATOR FOR ALL 3 LEVELS  |  CINEMA  |  WINE CELLAR WITH TASTING ROOM  |  2-BEDROOM/1-BATH GUEST HOUSE  
2-CAR ATTACHED & 2-CAR DETACHED GARAGE  |  TOTAL SQUARE FOOTAGE OF ALL STRUCTURES 17, 302 SQ. FT  |  1.7 ACRES

MENLO PARK SCHOOLS   |  OFFERED AT $19,980,000  |  WWW.GULLIXSON.COM

WEST ATHERTON

THE GULLIXSONS OVER $3.1 BILLION

#1 MARKET SHARE IN ATHERTON; THE #4 TEAM IN THE NATION 
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A local  name for  over  10 0 year s

E.H. “GENE” LENTZ 
CalBRE# 01184258   

650.255.2264
gene@oliverlux.com

With a career that started in professional motor racing, the 
fast pace hasn’t stopped for Gene Lentz. A seasoned Realtor 
and past President of the local Association of Realtors and 
Director in the California Association of Realtors, Gene has 
unbeatable experience – critical in tody’s fast real estate 
market. We welcome Gene to the Oliver family!

GARY MCKAE 
CalBRE# 01452438   

650.743.7249
gary@oliverlux.com

and real estate bring a wealth of experience and knowledge 
to buyers and sellers alike. And, with his strong community 
involvement, including past Mayor of Woodside, Gary knows 
city planning guidelines inside and out. Oliver is proud to 
have Gary as part of the family for almost two years!

We’re growing in downtown Menlo Park as we carry on the legacy of  
the Oliver name – a family tradition in San Francisco and Peninsula real 

estate since 1876. We are proud to introduce two of our sales associates.



435 COLERIDGE AVENUE

PALO ALTO

Presented by Sherry Bucolo

SPECTACULAR OLD PALO ALTO ESTATE

Everything needed for the consummate Silicon Valley 
lifestyle is here. This magnifi cent estate, on one of 
the most sought-after streets in Old Palo Alto, was 
masterfully renovated in 2008. Spanning almost 6,000 
square feet, the luxurious main residence and guest 
house is located on nearly one-half acre with glorious 
gardens plus a pool, spa, and sport court. Truly an 

extraordinary place to call home.

Price upon request

WWW.OLDPALOALTOESTATE.COM

Sherry Bucolo 
650.207.9909  |  sbucolo@apr.com
www.SherryBucolo.com
License# 00613242
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SUE 
CRAWFORD
BRE#00587710

(650) 566-5341 DIRECT

scrawford@cbnorcal.com

www.suecrawford.com   

746 Gailen Avenue  PALO ALTO

Update South Palo Alto Eichler SOLD! SOLD!

1275 Santa Cruz  MENLO PARK 240 Ravenswood  MENLO PARK

“Start With Your Dream, Make it Your Home!”

Allied Arts Guild, a collection of shops and 
restaurants that’s a fixture of community 
life in the area. The Guild is a beautifully 
landscaped cluster of buildings that were 
initially constructed in 1929 to serve as a 
peaceful workspace and a font of inspira-
tion for local artists. Today, the serenity and 
natural beauty of the Allied Arts/Stanford 
Park neighborhood remain, making for an 
idyllic enclave in the midst of a busy part 
of Menlo Park. 

2014 Spring Real Estate

Many of the homes, such as this one home on Princeton Road, have been renovated, 
remodeled or rebuilt.

Allied Arts/Stanford Park
CHILD CARE & PRESCHOOLS:  
Menlo-Atherton Cooperative Nursery 
School, 802 Middle Ave.
FIRE STATION: 700 Oak Grove Ave.
LOCATION: Middle Avenue to San 
Francisquito Creek; Arbor Road to  
El Camino Real
PARK: Nealon Park, 800 Middle Ave.
PUBLIC SCHOOLS:
 Menlo Park City Elementary School District 
— Oak Knoll School; Hillview Middle School;
Sequoia Union High School District —  
Menlo-Atherton High School, 555 
Middlefield Road, Atherton
SHOPPING: Downtown Menlo Park, 
Stanford Shopping Center, Allied Arts Guild

This 1.7 acre lot in Portola Valley provides 
a unique opportunity to build your dream 
home in the heart of prestigious Blue 
Oaks.

The maximum fl oor area for this parcels 
is 5,225 square feet. Surrounded by scenic 
open space, this gently sloping lot off ers 
a tranquil setting with views of the coastal 
range, hiking trails and a community 
swimming pool & club house. 

Utilities available at the street include 
water, gas, electric and sewer.
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 “Michael is responsive and knowledgeable, has excellent judgment and is 
thoughtful and attentive to detail.” -- Martha Angel, Palo Alto

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

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

|  Los Altos  |

650.465.1651 ■  mhall@apr.com
BRE# 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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Southgate

Southgate

650.269.0210
dsimons@apr.com
www.DeniseSimons.com
BRE #01376733

4 bedrooms, 3 baths   |   2,250 ± sq ft   |   5,775 ± sq ft lot

4 bedrooms, 3 baths   |   2,324 ± sq ft   |   5,250 ± sq ft lot



1 Faxon Road
A T H E R T O N

Ken 

info@deleonrealty.com

Mary 

mary@apr.com

 

www.1FaxonRd.com
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W hile many have heard Ama-
zon’s Jeff Bezos assert that in 
five years drones will be used 

to deliver its packages, right now a Palo 
Alto resident is making use of these un-
manned aerial vehicles (UAVs) in the 
field of real estate.

“Not all drones are created equal and 
certainly not all drone pilots are created 
equal,” Manie Kohn said.  

Kohn is the owner of Don’t Tell Me 
Show Me, a Palo Alto-based startup spe-
cializing in “superior marketing strate-
gies” for real-estate properties in the Bay 
Area and beyond. He recently gained na-
tional attention for his expertise in using 
drones to aid in real-estate marketing, 
an idea, he said, born out of many years 
in real estate and a frustration with the 
industry.

Kohn served as a senior trainer for 
the Multiple Listing Service or MLS, 
a system used by real-estate brokers to 
share information about their properties. 
Having “trained over 20,000 Realtors 
from San Mateo to Monterey” over eight 
years and working exclusively with a top 
Palo Alto agent, he started Don’t Tell Me 
Show Me in 2007 as a way to better serve 
home sellers, a niche he says was missing 
in the industry.

“There’s never been a resource for 
home sellers,” Kohn said. “Without ever 
having to engage the Realtor, they can 
confidentially come to my third party, in-
dependent, quality-controlled company 
and vet a Realtor before they even start 
a conversation with them. Think Carfax 
for real estate.”

Kohn presents himself as a conduit of 

information for home sellers, outside of 
their Realtors, and for Realtors who want 
to do their jobs better.

He developed the idea of using drones 
to help in the marketing of properties al-
most four years ago after being on count-
less luxury photo shoots of homes where 
they had to bring in helicopters to get 
aerial shots.

“I was wildly disappointed in the prod-
uct that it was able to produce,” he said. 
“It was problematic on several differ-
ent levels,” as the helicopters were loud, 
clunky, expensive and unable to drop be-
low 400 or 500 feet above the house. 

This left the capturing abilities of 
a property to a zoom lens. “I wanted 
something I could literally fly through 

the front door,” he said. 
Three years later, he claims to be the 

only factory-trained, certified and in-
sured drone pilot in the Bay Area, and 
perhaps in the county — a title he is will-
ing to challenge any other drone pilot, 
and the Realtors who’ve used untrained, 
uncertified and/or uninsured pilots, to 
match.

“It’s the reason I get the big projects, 
the reason celebrities and network TV 
come use me,” he said. 

Kohn has worked with Josh Flagg of 
Bravo TV’s “Million Dollar Listing,” 
HGTV, National Geographic and ESPN, 
among others. He says they come to him 
because of his unique set of credentials.

He has undergone training from the 
manufacturers of the drones he uses and 
received their certification, demonstrated 
extensive flight experience and attend-
ed ground school taught by the Federal 
Aviation Administration (FAA). These 
criteria allowed him to qualify for insur-
ance that helps protect him in the event 
of any damages incurred while using the 
drone. 

Very few others have any insurance, 
let alone factory training and certifica-
tion, he said.

Another aspect that sets him apart from 
other pilots is his ability to produce aerial 
videos of real estate properties. Just pro-
viding images, Kohn says, requires very 
little skill, experience and creativity.

“Once you introduce video into the 
drones, it begins a whole other element 
of complexity, not only to the cinematic 
quality, but to the aircraft itself,” he said.

As a result, Kohn wears both real-estate 
and cinematography hats. Spending more 
than $100,000 to stabilize his drones, he 
maintains an “artistic license while offer-
ing safe and dramatic cinematic flights 

simultaneously.” 
As a price point, Kohn charges on av-

erage $2,000 for his services, but can do 
such work for as little as $800, though 
his competition charges between $300 
and $600.

“While I am more expensive than ev-
erybody else that’s out there, the most 
visionary of Realtors have engaged me 
because they understand that they’re 
winning more listings and more business 
because of that offering,” he said. “While 
other Realtors are looking at video and 
drones as a line item expense, the most 
visionary see it as an investment.”

Kohn is forward thinking in terms of 
other areas where the drone could be 
used. He’s worked with both the Palo 
Alto and Half Moon Bay police and fire 
departments on the ways drones can be 
used to assist in emergency services. He 
also sees potential benefits in wildlife 
and conservation, construction and fo-
rensics. 

The challenge, he says, however “is 
how do we use it safely.” For that, he’s 
working with the FAA and UAV under-
writers to develop public policy in this 
still nascent area. 

Freelance writer Tre’vell Anderson 
can be emailed at anderson.trevell@
gmail.com.

Left, Manie Kohn uses 
a controller to pilot his 
customized drone and 
control the cameras 
while filming a home at 
1870 University Ave., 
Palo Alto. He takes 
aerial photography and 
videos for his company, 
Don’t Tell Me Show Me. 
Below, Kohn checks his 
drone, which is certified 
by the Federal Aviation 
Administration.

“Drone”-d out
Palo Alto resident leads industry’s use  

of drones in real estate
by Tre’vell Anderson  |  photos by Veronica Weber

‘I wanted something I could 
literally fly through the front 
door.’

—Manie Kohn, owner,  
Don’t Tell Me Show Me 
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Information and all acreage deemed 
reliable, but not guaranteed.

represented by Scott Dancer

Portola Valley 
OFFERED AT $3,275,000

Woodside 
OFFERED AT $5,395,000

Portola Valley 
OFFERED AT $7,250,000

Woodside 
OFFERED AT $5,950,000

Woodside 
OFFERED AT $12,000,000

Woodside 
OFFERED AT $4,850,000

Woodside 
OFFERED AT $6,500,000

Woodside 
OFFERED AT $5,795,000

Woodside 
OFFERED AT $5,395,000

www.scottdancer.com
Coldwell Banker

#1 Agent, Woodside/Portola Valley Offices, 2013
#3 Agent, Internationally, 2012

Ranked #35 Nationally by The Wall Street Journal, 2013

Scott Dancer
650.888.8199
scott@scottdancer.com
CalBRE# 00868362

2969 Woodside Road 
Woodside, CA 94062
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Information and all acreage deemed 
reliable, but not guaranteed.

Scott Dancer
650.888.8199

scott@scottdancer.com
CalBRE# 00868362

2969 Woodside Road 
Woodside, CA 94062

www.scottdancer.com

represented by Scott Dancer

Coldwell Banker
#1 Agent, Woodside/Portola Valley Offices, 2013
#3 Agent, Internationally, 2012
Ranked #35 Nationally by The Wall Street Journal, 2013

Represented Buyer

Woodside 
OFFERED AT $9,975,000

Woodside 
OFFERED AT $10,950,000

Woodside 
OFFERED AT $4,495,000

Portola Valley 
OFFERED AT $2,495,000

Portola Valley 
OFFERED AT $7,495,000

Portola Valley 
OFFERED AT $3,995,000

Woodside 
OFFERED AT $4,495,000

Woodside 
OFFERED AT $11,900,000

Woodside 
OFFERED AT $4,495,000

SOLD
 IN

 2014

SOLD
 IN

 2014

SOLD
 IN

 2014

SOLD
 IN

 2014

PRICE REDUCED
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edited by Anky van Deursen

Q I own a rental home that has been 
occupied by a very nice tenant 
for more than 10 years. About 

two years ago, her adult son moved into 
the house. When I realized he was liv-
ing there, I reminded my tenant that her 
rental agreement required every adult 
living in the property to be a party to my 
rental agreement. The son complied, which 
means both mother and son are now on the 
month-to-month agreement. 

However, in the last several months, 
neighbors have told me that the son is grow-
ing marijuana in the backyard and selling 
it to his friends. I want the son out of my 
house, but I would like to keep his mother 
as a tenant. Can I give the son a 60-day 
notice of termination that would require 
him to leave while leaving his mother in 
the home?

A Right now you are party to a rental 
agreement with both the mother and 
son. In essence, they are both joint 

tenants, jointly liable for the terms of the 
agreement. For example, if the son failed 
to pay rent, the mother would be liable 
for all the rent due. This joint relationship 
means you can’t sever the son from the 
relationship, while leaving the mother in 
place under the current agreement. 

You could give both tenants a 60-day no-
tice, which would be the appropriate type 
of notice, because this tenancy has existed 
for more than one year. You could then sign 

a new agreement 
with the mother 
as the sole ten-
ant, if she were 
willing to do so, 
leaving her in 
place as the sole 
tenant under a 
new agreement. 
However, this 
strategy will 
only work if the 
son leaves the 
house.

If the son fails to leave pursuant to the 
60-day notice, you would be forced to 
pursue an unlawful detainer eviction case 
against him and his mother. 

Alternatively, you could give both ten-
ants an unconditional three-day notice to 
quit for allowing the criminal activity of 
selling marijuana, but that option would be 
very harsh on the mother. Also, you would 
be required to prove the occurrence of the 
criminal activity in an unlawful detainer 
action if the tenants failed to leave volun-
tarily after receiving the notice to quit. Re-
lying on neighbors’ reports rather than an 
actual arrest or conviction would probably 
be insufficient. Also, check to see if there is 
a “just cause for eviction” ordinance in the 
jurisdiction where the house is located. If 
so, check the specific requirements because 
such an ordinance might require proof of 
illegal activity or some other violation of 

the rental agreement, even if you follow the 
60-day notice of termination route. 

Q  When I moved my family into 
our apartment five years ago, the 
carpets were in very poor shape. 

They had obviously been installed there 
several years earlier. During the time we 
have lived there, the carpets have begun to 
show signs of wear in every room. In some 
spots, there is almost no carpet left.  

I have written to my property manager 
several times to ask that the carpets be re-
paired or replaced, but all I get in response 
are vague promises to “get to it” at some 
time in the future. My sister, who used to 
work as a resident manager, has suggested 
that I stop paying rent as a protest over this 
condition, but I thought I should get a sec-
ond opinion first. What is your advice?

A  Landlords are legally required to 
promptly repair defects in a rental 
property that violate their duty to 

provide habitable premises. These habit-
ability requirements apply to the basic 
components of livability in a property, 
such as adequate plumbing, safe electri-
cal service, sufficient heat and hot water, 
and prevention of vermin. Other aspects of 
a rental unit, such as parking, are consid-
ered amenities and are not required unless 
specified in an individual rental agree-
ment. Generally, carpeting is considered 
an amenity, not a required element of hab-
itability.

However, if the damage to the carpet is 
sufficient to raise safety concerns, for ex-
ample because someone might trip or fall, 
the landlord would be obligated to take ac-
tion based on the duty to avoid negligence. 
If your rental agreement does refer to the 
presence of carpeting, you have an argu-
ment that the adequate carpeting is con-
tractually required under your rental agree-
ment. 

We do not recommend withholding rent 
or deducting the cost of repairing the carpet 
from your rent. You would be in danger of 
receiving a three-day notice to pay rent or 
quit and then be subject to defending an 
unlawful detainer eviction case if you did 
not bring the rent current during the three-
day notice period. 

Rent withholding or deduction for repairs 
that do not violate the habitability require-
ments almost always results in a judgment 
against the tenant who engaged in the with-
holding. These tactics should be reserved 
for the most serious habitability violations, 
which constitute a serious health and safe-
ty threat, and where a government agency 
such as code enforcement has issued a cita-
tion for the violation(s).

 

Q I have lived in my apartment for six 
years. Just recently, a friend told me 
that I should have been receiving 

interest on the $2,000 security deposit I 
paid when I first moved in. Over all these 
years, the interest should have added up to 

RentWatch

Can a landlord evict when tenant’s son sells marijuana?

AWARD-WINNING EXCELLENCE

WE ARE THE TIGER YOU WANT IN YOUR CORNER
(650) 701 7822 · WWW.SILICONVALLEYANDBEYOND.COM

DAWN THOMAS

2014 Spring Real Estate
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This magnifi cent gated contemporary estate 
comprises 4850 sq ft with fi ve bedrooms, 
four baths, situated on 1.38 acres of quiet 
hilltop overlooking views of Silicon Valley and 
San Francisco Bay to the north. The elegant 
home features, wine cellar, and an expansive 
wrap around deck off of the open spacious 
open-plan kitchen, formal dining, and living 
rooms with fl oor to ceiling windows which 
maximize the breath-taking views below. The 
luxurious warmth of natural wood fi nishes 
and fl ooring combine with the refreshing state 
of the art modernity in design to make this 
a comfortable family home and a stunning 
venue for entertaining. Enjoy the privacy and 
prestige of an elegant, contemporary estate in 
the midst of all the amenities and dynamism of 
Silicon Valley. Offered at $9,500,000

RICHARD WILLIAMSON
408.940.5088

OPEN HOUSE 
4/26 & 4/27  1:00 to 4:00

1 2 6 3 8 L A C R E S T A C T . C O M

C ATE R E D B RO K E R TO U R 
4 / 25  10 : 0 0 -1 : 0 0

12638 La Cresta Court  LOS ALTOS HILLS

RICH ROLLINS  rollinsmp@sbcglobal.net

ROLLINS REALTY & MANAGEMENT, Est. 1955 

1915 Oak Avenue 

 

www.1915OakAve.com

SOLD  

IN
 1 D

AY

151 Churchill 
Palo Alto

1674 Oak 
Avenue
West Menlo

241 Princeton 
Menlo Park
Represented 
Buyer 

430 Yale 
Menlo Park

40 Skywood Wy 
Woodside

SOLD

SOLD

SOLD

SOLD

SOLD

a lot of money. Am I too late to sue for the 
unpaid interest?

A If you have a written rental agree-
ment, the good news is that you 
have four years to file a case in 

small claims or any other court for money 
owed as a result of your security deposit, 
for example failure to refund it. If you have 
a verbal agreement, even if there aren’t 
many details other than the amount of rent 
and the amount of the security deposit, you 
have two years to file a case. 

However, the bad news is that there is no 
state law in California requiring a landlord 
to pay interest on a security deposit. You 
can still check whether your local jurisdic-
tion has an ordinance requiring interest to 
be paid on security deposits. Some local 
rent-control ordinances do require land-
lords to pay interest. For example, the rent-
control ordinance that applies in the city of 
San Francisco requires that interest be paid 
yearly. However, if you are not under such a 
local ordinance, your landlord does not owe 
interest to you.

Q  I just took over the property man-
agement job for a 100-unit multi-
story apartment complex. The pre-

vious property manager let the tenants run 
wild here, and the owner has asked me to 
shape things up. There are children run-
ning all over the place at all hours of the 
day and night, breaking sprinklers, mak-
ing noise, skateboarding on the railings, 
throwing rocks and breaking windows. 

I would like to establish some rules and 
regulations to help protect the property, 
ensure the peace and quiet of all the resi-
dents and protect the owner from liability. 
I am worried, however, about violating the 

fair-housing laws regarding discrimination 
against families with children. Do you have 
any advice for me?

A  Federal fair-housing law prohib-
its discrimination against families 
with children. This prohibition ex-

tends to rules or lease terms that unrea-
sonably restrict the activities of families 
with children more than other tenants, or 
interfere with the ability of families with 
children to use and enjoy their apartment 
to the same extent as tenants that do not 
have children.

On the other hand, housing providers are 
entitled to establish reasonable rules and 
lease terms that protect the safety and en-
joyment of all apartment residents. Draw-
ing the line between what is and isn’t rea-
sonable, however, is not always easy to do. 
But here are a few tips that will help you 
stay out of hot water.

First, avoid establishing rules or lease 
terms that are specifically directed at chil-
dren. Rather, establish rules for all residents 
of the complex. If it is unsafe for a child to 
ride a skateboard on the railing, it is unsafe 
for an adult to do that as well. Keep in mind 
that children have the same rights to use 
and enjoy the property as adults do. 

Second, make sure that the rule is justi-
fied by a compelling business need and uses 
the least restrictive means to meet that need. 
Courts have struck down rules prohibiting 
children from using a billiards room or 
shuffleboard court, for example, as well as 
rules requiring that an adult supervise all 
children who are outside at all times. Risk 
warnings and age cut-offs are less restric-
tive ways to deal with owner concerns that 

2014 Spring Real Estate
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MARGOT LOCKWOOD
650.529.2410 Office

650.400.2528 Cell
homes@margotlockwood.com

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

Margot Lockwood presents…
2 Bridle Woodside

Offered at $4,450,000

This stunning contemporary home is located on 
3.78 level acres in central Woodside. Spacious 
home has 4 bed, 3 full baths and 2 half baths, 2 
offi ces, playroom, and bonus workout room. The 
high ceilings, large windows, stunning architecture + 
multi levels make this home special. Fireplaces in LR, 
Master and FR/kitchen. Two separate 2 car garages 
provides a 4 car garage along with multiple storage areas in this house. Sunny level location, 
yet private. Open to beautiful landscaped yard, pool and gardens. This is a dream come true.

320 Jane Woodside
Call for price and private appt.

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

0 Fern Trail Woodside
Offered at $75,000

Off County Rd in Kings Mt Area of Woodside

2 separate lots that are 50x100 sq. ft. 
being sold at $75,000 each. No survey, 
perk or reports.

Great potential for building your 
dream home.

Kings Mt Schools

No physical road to lots. Only shows on map

are more likely to be deemed reasonable, al-
though even those must be narrowly tailored 
to meet a compelling need and are likely to 
be scrutinized closely by a court. 

Third, avoid imposing a blanket rule on 
all residents in response to the problematic 
behavior of one tenant. If a child has broken 
a sprinkler head, don’t impose a rule pro-
hibiting children from playing on the grass; 
rather, work with the problematic child’s 
family. 

Fourth, try and strike a fair balance be-
tween the right of children to do the things 
that children do, like play, cry, use toys and 
make noise, and the rights of other residents 
to live peacefully in their apartments. It is 
reasonable, for example, to expect that all 
residents, including children, are quiet after 
10 or 11 p.m. It might also be reasonable 
to prohibit all tenants, including children, 
from leaving personal property on a com-
mon sidewalk where people might trip on 
it. It is much more problematic, however, to 
expect children to be quiet in the middle of 
the day on a Saturday, or to prohibit playing 
with any toys outside. 

Finally, whatever rules you establish, 
make sure you enforce them evenly against 
families with children and adults. If you 
give a family a notice for excessive noise af-
ter 10 p.m., you should also give a notice for 
excessive noise to the couple next door who 
throw loud parties every weekend. And if 
you aren’t sure, get some good advice from 
someone knowledgeable about the laws, 
like your local fair-housing agency. 

Q  I am a widow who inherited a sig-
nificant sum when my husband died 
as a result of the sale of our house 

and life insurance. As a result of this life-
changing event, I need to move and I de-
cided to rent rather than buy a new house. I 
found a lovely apartment and submitted an 
application, but the rental agent rejected it 
out of hand, saying that I have no evidence 
of regular income. 

This is true, because I don’t need to work 
because of the inheritance, and I am too 
young to receive Social Security or pension 
benefits. I have sufficient money in the bank 
and my investment accounts to pay any rea-
sonable rent for a number of years, but when 
I explained my finances to the rental agent 
he insisted that I must have proof of current 
income to rent the apartment. What am I 
supposed to do?

A  Under California fair-housing laws, 
it is illegal for a housing provider to 
refuse to rent to an applicant because 

of the source of the applicant’s income, so 
long as the rental applicant can prove fi-
nancial ability to pay the rent. Here, the 
rental agent’s rejection of your rental be-
cause you do not have current employment 
income appears to violate these laws.

This law is intended to protect persons 
who are retired, disabled or living on gov-
ernment benefits from being discriminated 
against in housing because their income 
comes from sources other than a job. The 
alternative income source has to be reliable, 
however, and the amount of the income still 
must meet the landlord’s minimum income 
standards. 

To increase your chances of obtaining a 
rental, you may consider offering to show a 
prospective landlord your credit report, bank 
statements, government benefit stubs or oth-
er verification of your income, prior rental 
references, or offer to pay the maximum se-
curity deposit allowable by law. If you are 
still refused a rental based on your lack of 
current employment income, you have the 
option of contacting a fair-housing agency 

to ask for an investigation of your problem, 
or you may file a housing discrimination 
complaint with the California Department 
of Fair Employment and Housing. 

Q  My wife and I purchased a 10-unit 
residential building as an invest-
ment. This is our first time owning a 

rental property, and we quickly realized it’s 
a lot of work. We decided to hire a property 
manager to deal with all of the details, and 
for a while everything seemed to be fine.

Last week, however, we received a notifi-
cation letter from the Department of Hous-
ing and Urban Development. The letter in-
formed us that one of our tenants had filed 
a complaint against us, claiming that our 
property manager had sexually harassed 
her. We know nothing about this. Can we 
be liable for what the property manager did 
here? We hired him so that we wouldn’t 
have these kinds of headaches!

A  Both federal and state fair-housing 
laws impose absolute vicarious li-
ability on property owners when 

management violates the law. In other 
words, if your property manager violates a 
tenant’s rights under the fair-housing laws, 
you may be held legally and financially re-
sponsible for what the manager did, even if 
you had no part in the illegal behavior and 
had no actual knowledge of it at the time 
it happened. This liability applies not only 
to the actions of the manager, but to any 
employee of yours that might have con-
tact with tenants, such as a maintenance 
worker. 

Liability for discrimination under the 
fair-housing laws from administrative 
complaints or lawsuits can cost you thou-
sands of dollars in damages and attorneys’ 
fees. You can also be subjected to years of 
monitoring by a local fair-housing or gov-
ernment agency. For these reasons, it is im-
portant for you to make sure that your em-
ployees are knowledgeable about the law, 
take those laws seriously, and make every 
effort to comply with those laws. You may 
turn over responsibility for the day-to-day 
management of your apartment building to 
a property manager, but not responsibility 
for complying with the fair-housing laws. 

You can help protect yourself from li-
ability under the fair-housing laws from 
the actions of your property manager and 
other employees in a number of ways. First, 
have a lawyer or other person knowledge-
able about the laws review the form lease 
agreements, advertisements for vacancies, 
notices, house rules and written policies 
that the manager uses to make sure they 
comply with the law. 

Second, make sure your property manag-
er attends fair-housing training at least once 
a year with a reputable organization, such 
as your local fair-housing agency or apart-
ment owner association. The laws change, 
which means your employees must continue 
their education on an ongoing basis to stay 
current.

Third, make sure you take seriously any 
information that comes to your attention 
suggesting that there is a problem. Tenants 
will sometimes reach out to the property 
owner when they are having problems with 
management. There may be nothing to the 
tenant’s complaint, but it is in your inter-
est to check into it to be sure that there is 
not a legitimate fair-housing issue lurking 
somewhere.  

Project Sentinel provides landlord-tenant 
dispute resolution and fair-housing services 
in Northern 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, email info@housing.
org or visit www.housing.org.
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59 Selby Lane, Atherton

H o m e s O f A t h e r t o n . c o m

The Emergence of a World Class Estate
Located at the end of a secluded cul-de-sac in West Atherton, the meticulous 
construction of this estate has recently commenced by renowned developer 

Owen Signature Homes.  Having been prominent in the custom home 
building market for over four decades, Owen is recognized as developing 

projects which lead the market in exquisite design and craftsmanship.  
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