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Brigid Van Randall
Realtor 
Previews Property Specialist
Coldwell Banker
(650)566-5348 - direct
(408)221-3175 - cell
www.VanRandall.com

Don Diltz
Real Estate Broker

Stanford, M.B.A.
International President’s Premier

Coldwell Banker
(650)464-5555 - cell

 www.DonDILTZ.com

3 —

Most popular questions
 asked by our clients: 

1.  Is this a “good” time to sell?

2.  Is this a “good” time to buy?

3.  How can I get a “good” deal?

Give us a call to help you answer these questions.  
We have helped over 350 clients tackle 

these very same issues.

We have the answers!
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342 Hawthorne Avenue, Palo Alto 
Open Sunday

249 Lowell Avenue, Palo Alto 
New Listing

102 Pope Street, Menlo Park
SOLD - Retained by Seller

117 Glenwood Avenue, Atherton
SOLD - Retained by Seller & Buyer

Over 
$100 Million
in 2008 transactions

Miles McCormick
N u m b e r  O n e  Te a m  o u t  o f  7 3 , 0 0 0  K e l l e r  Wi l l i a m s  a g e n t s

H o m e s O f Th e Pe n i n s u l a . co m

557 Casita Way, Los Altos
SOLD - Retained by Seller

1709 Waverley Street, Palo Alto
SOLD - Retained by Seller & Buyer
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 “Professional standards 
of practice, hard work 
and a sense of humor 
are essential in any 
successful transaction. 
I am committed to my 
clients needs and to 
my community. My 
goal is to build lifelong 
relationships based on 
trust, cooperation, and 
goodwill.”

Residential Real Estate Sales
Palo Alto
Menlo Park
Atherton
Redwood City
Woodside
Portola Valley
Los Altos
Los Altos Hills
Mountain View
Sunnyvale

Michael Hall
Seniors Real Estate Specialist 

2005 Palo Alto Realtor of the Year

Veronica W
eber

On the cover: This four-bedroom, 
4,700-square-foot Sharon Heights 
home at 1090 Lassen Drive in Menlo 
Park was reduced to $4,495,000 in 
September. 
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SEAN  FOLEY 
Homes, Estates and Investment Properties

Specializing in Woodside, Portola Valley, Menlo Park, Atherton, Redwood City and Palo Alto

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

Specializing in Woodside, Portola Valley, Menlo Park, Atherton, Redwood City and Palo Alto
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Why are these towns different from all others?
Palo Alto, Menlo Park, Mountain View buck the national trends

by Carol Blitzer

When everyone from talk-show hosts to economic 
pundits moans about doom and gloom in the nation-
al housing market, potential homebuyers and sellers 
— and their agents — just roll their eyes.

“This is more like the reality of a real-estate market 
that doesn’t have any outside influences, either nega-
tive or positive,” said Rick Turley, president, Coldwell 
Banker Residential Brokerage, San Francisco/Penin-
sula.

“If biotech plummeted down, then you’d see for-sale 
signs going up [on] enough homes for the people who 
want to live here.

“This is business as usual,” he said.
Relatively low inventory and fairly constant demand 

have kept prices up in this micro-market, even when 
the number of sales is down.

The median price of a Palo Alto home rose close to 
4 percent during the first half of 2008, according to 
the Silicon Valley Association of Realtors (from MLS 
Listings Inc.). In Menlo Park, prices rose 19 percent 
(see chart).

Median prices for condominiums soared, up close to 
20 percent in Palo Alto and 18 percent in Menlo Park. 
While single-family home prices dropped 5 percent in 
Mountain View, condos held their own.

Given the concentration of high-earning people in 
everything from biotech to nanotech, proximity to 
Stanford University and Silicon Valley as employment 

sources, coupled with strong-reputation schools, there 
appear to be more people seeking houses than selling 
them, Turley noted.

“In 2003 to 2005 many sellers were flush, sitting 
on equity, so they put their homes on the market and 
maybe moved to Grass Valley or Spokane. [There was] 
no specific reason other than a lot of equity and an 
opportunity to do something different with their lives. 
We call them spec sellers, in that they don’t have a life-
changing event that’s making them move.

“That was contagious. We’ve flushed all of that. Eq-
uity was almost like burning a hole in their pocket,” 
Turley said.

John Carman, manager of the Palo Alto Coldwell 
Banker office, sees listings down from 38 to 45 percent 
in Palo Alto this year. “That’s not quite true in Menlo 
Park or Los Altos: They had a healthy supply of inven-
tory that continues to move,” he said.

Statistics on “days on the market” (DOM) don’t offer 
the full picture.

Average DOM in Palo Alto is close to 60 days, which 
includes properties that are just sitting there because 
they are overpriced, he added. “Those well-priced are 
sold within 14 days,” he said.

Even within nearby towns, there are sub-markets, 
almost down to the neighborhood level.

Both Todd Zebb of Campi Properties, Los Altos, and 
Judith Hellyer, of Windermere Silicon Valley Proper-

ties, Mountain View, have noticed a spike of listings in 
Mountain View this year.

“Inventory has crept back up again since April,” 
Zebb said. Hellyer sees inventory rebounding from a 
dip in 2007.

“Basically the market held pretty steady unless the 
property has big negatives,” Zebb said, contrasting it 
with nearby Santa Clara or Sunnyvale. “Really the one 
reason the market stayed steady here is that inventories 
are relatively low, compared to a down market. A lot of 
sellers are not listing their homes — they don’t need to 
sell,” he said.

Zebb pointed to many more homes on the market 
near U.S. Highway 101 vs. the other side of El Camino 
Real. “There are fewer listings there, especially in the 
Los Altos school district,” he said, adding that for high-
er-end buyers (who earn more than $150,000 annually) 
inventory is really low, but they’re still buying.

In “any prime location there’s still low inventory and 
relatively good demand. We’re not seeing price decline 
there,” he said.

Zebb sees Mountain View as a city similar to Mil-
pitas. “It has a little bit of everything; high-end areas 
near El Camino Real, low-end near 101, Moffett. It’s a 
good example of a two-tier market where the high end 
is doing well,” he said.

“In Mountain View we’ve had so much job creation, 
more downtown development than any other local cit-

At the higher end of Menlo Park’s market in late September, this Felton Gables home with more than 4,000 square feet at 320 Lennox Ave. was offered for $3,950,000. 

‘This is more like the reality of a real-estate market that doesn’t have any outside  
influences, either negative or positive.’ 
                   — Rick Turley, president, Coldwell Banker Residential Brokerage, San Francisco/Peninsula

Veronica W
eber
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ies. The demographic is a lot younger,” he 
added.

And there’s a lot offered at entry-level 
prices. Only Menlo Park could match the 48 
homes offered for under $1 million in mid-
September (compared to eight in Palo Alto).

Yet not everything is selling.
“There are agents sitting on houses where 

there should be a price reduction, but they’re 
not staged and prepped; they didn’t take sage 
advice. It’s not to say that every home is fly-
ing off the shelves,” Turley said.

Denise Simons of Alain Pinel, Palo Alto, 
stresses that pricing is key.

“There are out-of-the-area agents that aren’t 
pricing realistically,” she said, and some sell-

ers who don’t understand that their homes 
are overpriced for the location, which might 
include a busy street, a corner lot, backing 
onto a freeway or near the train tracks.

The average home buyer holds onto a 
house for four to seven years, Simons said.

Carman says that most buyers are from the 
immediate area. “Lots of people move to Palo 
Alto, Menlo Park because of schools, strong 
community, a sense of culture each one of-
fers. We get buyers moving up from Santa 
Clara, Cupertino, looking for additional com-
munity programs, second or third languages, 
proximity to Stanford,” he said.

Simons finds it hard working with people 
relocating from the East Coast. “What you 

In early September, this two-bedroom, one-bath home at 1120 Madera Ave. 
in Menlo Park’s Belle Haven neighborhood, was offered for $309,000.

If homeowners aren’t putting their 
houses on the market, what are 
they doing with them?

Some appear to be renting them out, 
notes Leon Leong, a Realtor with Cash-
in Company, Palo Alto, who has been 
keeping close tabs on home rents since 
early 2004.

“It really varies with the economic 
cycle. Talking with people who’ve read 
my newsletter, it kind of peaked in 2000, 
and dropped 35 to 40 percent by 2004. 
That was about the bottom, and it’s been 
driving up again, as the local economy 
recovers,” Leong said.

Leong produces a newsletter where 
he graphs changes in rental prices each 
month.

In his July newsletter, Leong counted 
118 single-family homes and condomin-
iums offered, with the median rent for a 
two-bedroom home at $2,700, with two-
thirds above $2,450. A three-bedroom 
home went for $3,600 and a four-bed-
room for $6,500.

By his September newsletter, Leong 
found 132 homes available, with prices 
up almost across the board: $3,000 for a 
two-bedroom house, $3,800 for a three-
bedroom, $5,690 for a four-bedroom. 
(That compares to rents for a two-bed-
room, two-bath apartment at the end of 
June 2008 at $2,658 or a three-bedroom, 
two-bath unit for $3,757, according to 
RealFacts, a Novato-based research firm 
that collects data on rentals and occu-
pancy.)

Leong concluded that inventory is 
higher at the end of summer, particularly 
at the higher rental price points.

“Quite a few investors bought rental 
units in the new condo developments in 
South Palo Alto,” he noted, adding that 
he counted 20 units in Arbor Real ad-
vertised for rent this year.

“Some homes that were for sale were 
overpriced and didn’t sell; the owners 
took them off the market and put them 
up for rent waiting for the market to ap-
preciate more,” he added.

Looking back to 2003-04, Leong 
points to “quite a few people who de-
cided to buy versus rent, which created 
more vacancies as well.” 

He’s even encountered people who’ve 
decided to rent because their child didn’t 
get into a neighborhood school. “Rather 
than drive across town, they’d tend to 
rent closer to the school where they 
could enroll their child,” he said, adding 
that he’s seen that phenomenon with el-
ementary or high-school students, rather 
than middle-schoolers.

Rental trends tend to be seasonal 
as well, he said, with higher demand 
(rental prices) in summer. “We’re going 
towards when demand is less, as we ap-
proach Thanksgiving and the holidays,” 
he said.

According to data collected during the 
2000 United States Census, 57.2 percent 
of the 26,048 housing units in Palo Alto 
are owner-occupied. That leaves nearly 
11,000 rental units in town.

“Housing prices are still pretty expen-
sive, so that favors people continuing to 
rent. It’s anyone’s guess how this econo-
my will end up locally,” he said. ■

Associate Editor Carol Blitzer can be  
e-mailed at cblitzer@paweekly.com

Buy, lease or rent?
Competition is stiff for homes on the rental market

by Carol Blitzer

Veronica W
eber
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Jim McCahon & Holly Stockman Present:

GREAT PROPERTIES!  GREAT VALUES!

1000 MOUNTAIN HOME ROAD
WOODSIDE 

OFFERED AT $9,950,000 

1480 BAY LAUREL DRIVE
MENLO PARK 

OFFERED AT $4,950,000 

135 WILLOWBROOK DRIVE 
PORTOLA VALLEY

OFFERED AT $4,390,000 

45 ROBERTA DRIVE 
WOODSIDE

OFFERED AT $6,795,000 

COUNTRY ESTATE   PRIVATE RETREAT

TRADITIONAL ELEGANCE CREEKSIDE SETTING

www.mccahon.comwww.mccahon.com

View virtual tours of these properties at www.mccahon.com 
Over $1 Billion of properties sold

Top 1% agents Coldwell Banker International 
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COMING SOON!

GWEN’S 2008 SALES

Gwen Luce
Top 1% of all Coldwell Banker Agents

International President’s Elite

Previews Property Specialist

Seniors Real Estate Specialist

Direct Line: (650) 566-5343
gluce@cbnorcal.com

www.gwenluce.com

ON THE MARKET, MONDAY 10/13!

Villas de las P lazas in Barron Park!

South Palo Alto Beauty!

Los Robles Avenue, Palo Alto (S)

Webster Street, Palo Alto (B)

McGregor Way, Palo Alto (S)

La Para Avenue, Palo Alto (S/B)

Cereza Drive, Palo Alto (S)

Flowers Lane, Palo Alto (S)

(S) Gwen represented Seller    (B) Gwen represented Buyer

El Centro Street, Palo Alto (S/B)

Paul Avenue, Palo Alto (S)

Josina Avenue, Palo Alto (S)

Baker Avenue, Palo Alto (S/B)

College Avenue, Menlo Park (S)

4021 Villa Vista, Palo Alto

Fall Real Estate 2008

can get there, compared to here, is hard to 
swallow,” she said, noting that they can often 
afford an Eichler when what they want is a 
Tudor or something more similar to what they 
had — or land.

But if it isn’t the economy that pushes peo-
ple to sell their homes, why do they?

Life changes, local real-estate agents agree, 
pointing to marriage, divorce, birth and death 
as the big motivators for moving to a larger — 
or smaller — home.

Carman finds many feel they don’t need to 

sell, they’re in the community they want, “un-
less something comes up that excites [them], 
or they have a second or third child,” he said.

Although people see that this area is stable, 
they’re still vulnerable to flashy headlines 
about a failing economy, Turley and Carman 
said. “Most everybody thinks the economy is 
poor and this isn’t a good time to sell,” Car-
man said.

But they must not be attending open houses, 
where 30 to 50 people appear at each home 
every weekend day, he said.

(continued from page 7)

(continued on next page)
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This starter home in Palo Alto, 
a two-bedroom, one-bath near 
downtown at 1111 Alma St., 
was offered for $900,000 in late 
September.

M
arjan Sadoughi
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BRAND NEW CUSTOM HOME 
IN PORTOLA VALLEY

Mike & Elena Whelan
(650) 572-8057
pvrealtors@comcast.net   

14 Ohlone, Portola Valley
Never lived in 4 bedrooms, 3 1/2 baths, 
approx. 4,359sf (including 2 car garage)

z

Association amenities: 3 tennis courts, 

Virtual tour at www.14ohlone.com $3,250,000

781 Las Olas Drive, Aptos

Located in the heart

W

A perfectly wonderful place to get away from it all and truly relax.

Myrt Bauer
           408.981.6978

www.781LasOlasDrive.com

of Silicon Valley

“Our clients are very well-educated, well-
informed about what’s on the market, the 
neighborhoods, the school districts, what’s 
being taught in the schools, ratio of teacher 
to student. Agents have to be astute on all the 
details about what’s happening in the com-
munity itself,” he said.

Turley’s advice to both buyers and sellers: 
“Don’t show me stats from six months ago. 
It’s a different story than the broader Bay 
Area real estate.”

For sellers, he noted, pricing and condition 
are critical. “This is not a day when anything 
you put on the market will sell. Staging and 
marketing [are] critical.”

But Turley doesn’t want to discourage buy-
ers. “There are opportunities out there, may-
be homes that don’t present as well, people 
who need to sell,” he said.

Where agents were seeing multiple offers 
in the teens not that long ago, “now we see 
five or six.” A year or two ago, a home of-
fered for $1.6 million or $1.8 million — sol-
id, not extraordinary — would get 14 offers, 
he said, adding, “We don’t see that now.”

Post-Labor Day, more houses came on the 
market, after what Turley called the “August 
facelift.”

“People are hearing doom and gloom, 
thinking everywhere else is horrible. It’s not 
here.

“It’s a great time sell; there’s a lot of de-
mand,” Simons agreed. ■

Associate Editor Carol Blitzer can be e-
mailed at cblitzer@paweekly.com

(continued from previous page)
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This 100-year-old home in Crescent Park at 567 Hale St. was offered at 
$7,200,000 in late September, at the high end of Palo Alto’s market.

M
arjan SadoughiREAD MORE ONLINE

For more Home and Real Estate news,  
visit www.paloaltoonline.com/real_estate.
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We have the experience and expertise to maximize results 
to buyers and sellers in these challenging economic times.

ELAINE & DEAN WHITE 
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1308 AMERICAN WAY, MENLO PARK
LOVELY 3BD/2BA HOME
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ELAINE & DEAN made selling our 
home and moving to our new home as 

easy as can be. They had our house ready to 
go on the market in one week, and helped 
with everything from shopping and installing 
new fi xtures, meeting with contractors, and 
helping us pick paint colors!
 As busy parents of three young children 
I don’t think we could have managed the 
process without them. Six months after our 
move I still call Elaine and Dean when I need 
help with house-related questions, and they 
still go out of their way to help me. 
 We could not have been happier with 
Elaine and Dean’s expertise and guidance.

—Flavia

T H E  PROF E S S ION A L S ’  R E A L  E S TAT E  T E A M

A  S A M P L E  O F  E L A I N E ’ S  2 0 0 8  AC T I V I T Y

Maybe you should be 
talking to me. 

Elaine 
Berlin White 
Real Estate Broker 
Attorney at Law 
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THE REAL ESTATE 

MARKET? 
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LAINE & DEAN made selling our 
home and moving to our new home as

easy as can be. They had our house ready to
go on the market in one week, and helped 
with everything from shopping and installing 
new fi xtures, meeting with contractors, and 
helping us pick paint colors!
 As busy parents of three young children 
I don’t think we could have managed the
process without them. Six months after our
move I still call Elaine and Dean when I need
help with house-related questions, and they
still go out of their way to help me.
 We could not have been happier with
Elaine and Dean’s expertise and guidance.

—Flavia

T H E  PROF E S S ION A L S ’  R E A L  E S TAT E  T E A M

A  S A M P L E  O F  E L A I N E ’ S  2 0 0 8 AC T I V I T Y

Elaine
Berlin White
Real Estate Broker 
Attorney at Law 
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SOLD IN ONE DAY, WELL OVER LIST PRICE

REDWOOD CITY
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ELAINE BERLIN WHITE 

www.ProRealEstateTeam.com

DEAN WHITE

108 CHETWOOD DR., RWC1653 PECAN COURT, RWC
GREAT WOODSIDE PLAZA HOME

237 SIERRA VISTA AVE., MTN. VIEW185 SEMINARY DR., MENLO PARK 
VINTAGE OAKS 4 BD/3BA
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Fall 2008 snapshot  
of the market

What do you get for close to the median price?
by Carol Blitzer

Here’s a quick view of samples of the market in early September. Each home was offered at 
close to the median price for that community.

PALO ALTO
Address: 3874 Magnolia Drive
List price: $1,650,000
Bedrooms: 4
Bathrooms: 3
Interior: 2,063 sq. ft.
Lot size: 5,817 sq. ft. 
Date built: n/a; remodeled 2008
This Barron Park home was extensively expanded with a large one-story addition, as well as 
remodeling of the rest of the house. Features include granite counters, maple cabinets and 
stainless-steel appliances in the kitchen (which includes a breakfast bar), a fireplace in the 
living room, a separate family room and a two-car garage.

LOS ALTOS
Address: 155 W. Portola Ave.
List price: $1,795,000
Bedrooms: 4
Bathrooms: 3
Interior: 2,627 sq. ft.
Lot size: 6,552 sq. ft. 
Date built: 2001
Location, location, location — this North Los Altos home is close to schools, City Hall, the 
library and the Village. Just seven years old, the home offers a chef’s kitchen (think six-burn-
er stove), formal dining room with wainscoted walls and well-kept landscaping, including a 
rose garden and lawns. Extras include CAT 5 wiring, central air, alarm and a hot tub.

M
arjan Sadoughi

M
arjan Sadoughi
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MENLO PARK
Address: 4021 Fair Oaks Ave.
List price: $1,525,000
Bedrooms: 6
Bathrooms: 4
Interior: 2,870 sq. ft.
Lot size: 5,000 sq. ft. 
Date built: 1973
With easy access to U.S. Highway 
101 (via Marsh Road), this large 
home in the Fair Oaks neighbor-
hood features multiple master 
suites, an eat-in kitchen, living-
room fireplace, marble, tile, hard-
wood and carpeted floors and a 
two-car garage.

REDWOOD CITY
Address: 1618 Carleton Court
List price: $898,850
Bedrooms: 4
Bathrooms: 2
Interior: 1,460 sq. ft.
Lot size: 6,700 sq. ft.
Date built: 1955
Not far from schools, shopping, 
parks and highways, this west Red-
wood City home was upgraded with 
“green” efficiency in mind, with new 
heating/air conditioning and double-
paned windows. A large yard offers 
a comfortable setting for both child’s 
play and adult entertaining.   

EAST PALO ALTO
Address: 1218 Westminister Ave.
List price: $349,999
Bedrooms: 3
Bathrooms: 2
Interior: 1,430 sq. ft.
Lot size: 5,800 sq. ft. 
Date built: 1950
With easy access to U.S. Highway 
101 (via Willow Road) and the 
Dumbarton Bridge, this one-story 
home is offered as a short sale. Fea-
tures include an eat-in kitchen, sepa-
rate family room with fireplace and a 
two-car garage.

MOUNTAIN VIEW
Address: 990 San Marcos Circle
List price: $998,000
Bedrooms: 5
Bathrooms: 2.5
Interior: 1,950 sq. ft.
Lot size: 7,100 sq. ft. 
Date built: 1964
Not far from Theuerkauf Elemen-
tary School and Stevenson Park in 
the Rex Manor neighborhood, this 
is a recently remodeled home (new 
kitchen, bathrooms) on a corner lot. 
This contemporary home features 
a separate family room with a fire-
place, master bedroom suite and 
double-paned windows. 

C
olleen Cum

m
ins

Veronica W
eber
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monicacormanbroker

monicacormanbroker

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

650.543.1164 
mcorman@apr.com 

www.monicacorman.com

WOODSIDE

PORTOLA VALLEY

WWW.30FOXHILL.COM

WWW.121ASHLANE.COM

MENLO PARK

1313 CRANE ST. DETAILS ON MY WEB-SITE

CUPERTINO

WWW.10110CRESCENTCOURT.COM

Co-Listed with Rich Bassin

WOODSIDE
Address: 61 Oak Haven Way
List price: $3,199,000
Bedrooms: 4
Bathrooms: 3.5
Interior: 4,150 sq. ft.
Lot size: 1.2 acres 
Date built: 2000
Surrounded by oaks, this Woodside 
Hills neighborhood home is close 
to Interstate 280, Woodside Road 
and the Menlo Country Club and is 
in the Woodside Elementary School 
District. Highlights include high-
beamed ceilings, large windows, 
an open kitchen with large family 
room, three fireplaces, large, walk-
in closets, and a three-car garage 
with work bench.

ATHERTON
Address: 96 Mulberry Lane
List price: $4,495,000
Bedrooms: 4
Bathrooms: 4+
Interior: 5,800 sq. ft.
Lot size: 1.07 acres
Date built: 1958
Billed as a personal country club, 
this home has its own tennis court, 
swimming pool with spa, three-car 
garage and boat park on a level 
acre-plus. The master bedroom 
suite has two bathrooms, and each 
bedroom has a private bathroom. 
Other features include a library, 
three-room guest quarters and four 
fireplaces.

LOS ALTOS HILLS
Address: 26459 Taaffe Road
List price: $2,695,000
Bedrooms: 4
Bathrooms: 3
Interior: 2,304 sq. ft.
Lot size: 1 acre 
Date built: 1959
It could hardly be Los Altos Hills 
without amazing hill views, but 
this home is also not far from 
Foothill College and Interstate 
280, as well as Los Altos schools. 
If the view weren’t enough, there’s 
always the hot tub, swimming 
pool and outdoor kitchen to draw 
one outside. Features include hard-
wood floors, chef’s kitchen and a 
separate, skylit family room.

PORTOLA VALLEY
Address: 19 Sandstone St.
List price: $2,095,000
Bedrooms: 4
Bathrooms: 2.5
Interior: 2,500 sq. ft.
Lot size: .5 acre 
Date built: 1985
In the midst of Portola Valley 
Ranch, not far from Corte Madera 
School, Interstate 280 and Stan-
ford University, this contemporary 
home is set amidst rolling hills and 
ancient oaks. The home is sited to 
take advantage of the view, espe-
cially from the large deck. Storage 
is not a problem here — with mul-
tiple walk-in closets and pantries. 
This planned community also offers 
tennis courts, pools, a wine-produc-
ing vineyard and hiking trails.

Veronica W
eber

M
arjan Sadoughi

Veronica W
eber

Veronica W
eber
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650.740.2970                         edemma@cbnorcal.com                         erikademma.com
#1 Agent, Woodside Office

Top 1% Internationally

FOR SALE
189 Mountain Home Road
Woodside
Approximately 2 level acres ready to build your dream home
Call for price

RECENT SALES  by

Erika Demma

Josselyn Lane, Woodside

$10,900,000

Woodside Way, Woodside

$1,795,000

Walsh Road, Atherton

Not Disclosed

Walsh Road, Atherton

$6,900,000

Goya Road, Portola Valley

$5,695,000

Arastradero, Portola Valley

$4,950,000

Iroquois Trail, Portola Valley

$3,275,000

 Colby Avenue, Menlo Park

$4,295,000

Valencia Drive, Los Altos

$2,795,000

Sevilla Drive, Los Altos

$2,095,000

Hillsdale Way, Redwood City

$1,195,000

Farm Hill Boulevard, Redwood City

$1,295,000

Bayview Way, Redwood City

$998,000

Coleman Court, San Carlos

$1,698,000

Erika represented the buyer and/or 
seller of these fi ne homes; list prices shown

FOR SALE
123 Otis Avenue 
Woodside
3-bedroom, 2-bath home with 
access to Woodside Elementary
$1,195,000

FOR SALE
Fremont Street,  Menlo Park
Four-plex in Menlo Park – fabulous investment opportunity
Call for price

FOR SALE
342 Rutherford Avenue 
Redwood City
3-bedroom, 1-bath Craftsman 
on an oversized lot
$779,000
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(continued on page 20)

Fall Real Estate 2008

A new era of ‘vanilla’ financing
Lending gets back to basics

by Megan Rawlins

While the housing market nationwide may be in cri-
sis, locally things are just a tad slower than usual, 
with fewer houses on the market selling at a steady 
clip.

Local Realtors and mortgage officers see a discon-
nect between the flashy headlines and the reality of the 
Palo Alto market.

Despite the strength of the local market, there are 
still some trickle-down effects that buyers simply can’t 
escape, Eric Trailer, a partner at Absolute Mortgage 
Banking, Palo Alto, said.

“The biggest fallout of the credit crunch or whatever 
happens to be the term du jour,” he said, “is that lend-
ing standards have tightened up dramatically.”

Lending institutions are increasingly cautious about 
whom they lend money to, requiring more documenta-
tion, more money down and better credit scores from 
borrowers.

“A year ago you could buy a 1.5 mil house for no 
money down,” Arash Bahman, mortgage loan officer 
for Bank of America, Palo Alto, said. “Now you need 
35 percent. You also need a better credit score. For 
houses in Palo Alto you need a 700 credit score.”

For people who fit that bill, they can get a loan, but 
if they don’t, if they’re self-employed or don’t have 
the cash, lenders won’t want to do business with them. 
Consequently, Bahman said, volume for lenders is 
down.

The disconnect can cut both ways. The recent gov-
ernment takeover of Fannie Mae and Freddie Mac has 

seen a subsequent drop in interest rates for conform-
ing and jumbo-conforming loans, which top out at 
$729,750.

According to the Silicon Valley Association of Re-
altors (SILVAR), the median home in Palo Alto was 
selling for around $1.6 million dollars for the first half 
of 2008. 

“At this price,” said Trailer, “for most of the buy-
ers we see in Palo Alto and surrounding areas, even a 
jumbo-conforming mortgage is too small.”

Loans that are eligible for purchase by the two gov-
ernment-secured entities are seen by Wall Street as 
less-risky investments, as more attractive to investors 
and thus easier to sell as mortgage-backed securities. 
All of this, with the now explicit backing of the gov-
ernment thrown in, makes them much cheaper than 
other loans, namely jumbo loans.

“The jumbo market is not benefiting from what the 
government is doing,” Trailer said. Most buyers in this 
area simply don’t fall under the purview of Fannie Mae 
and Freddie Mac.

The take-home message, according to Yulin Lee, 
mortgage advisor for Opes Advisors, Palo Alto, is a 
return to “vanilla financing,” conventional and hyper-
conservative.

“We’re going back to the traditional ways of doing 
things,” she said, “as opposed to the creative ways 
we’ve seen in the last few years.”

As lenders become more traditional, borrowers might 
have to become more creative.

Banks now require firm documentation of income, a 

‘People who would have been eligible 
for stated-income loans are having a 
hard time getting loans. Many people 
in this area are self-employed, and 
they can’t accurately document their 
true income or wealth.’
           — Eric Trailer, partner  

    at Absolute Mortgage Banking, Palo Alto

Eric Trailer

C
olleen Cum

m
ins
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Hopkins-McNear Estate
Atherton

Unusual beauty and exceptional quality on over two acres
(Co-Listed with Mary Gullixson)

$23,500,000

Vi l la  Accordo
Palo Alto

1932 Emerson Street, a new Tuscan style villa
www.1932emerson.com

$7,200,000

235 -  243 Seale Avenue
Palo Alto

20,000 square foot lot
Prime location for a home of your creation

$6,600,000

Prof.  Angel l  Residence
Palo Alto

Quintessential Professorville home at 1005 Bryant Street
5 Bedrooms / 4.5 Baths + Cottage

$3,575,000

ZZ  a  n  e   M  a  c  G  r  e  g  o  r   &   C  o.

Steve & Carolyn Pierce    +    621 High St, Palo Alto, Ca 94301    +    tel. 650.323.5305    +    fax 650.323.5431    +    info@zanemacgregor.com    +    www.zanemacgregor.com
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JOE KAVANAUGH
650.269.1352

joseph.kavanaugh@camoves.com

GINNY KAVANAUGH
650.400.8076
gkavanaugh@camoves.com

www.thekavanaughs.com

Top 1% of All Coldwell Banker Agents, 
Nationally and Worldwide

For an appointment to view these exceptional homes Call Ginny or Joe

THE KAVANAUGHS

PALO ALTO
Exceptional property! Two homes on one lot 

in Downtown Palo Alto

PORTOLA VALLEY

135 Wyndham Drive
Exquisite contemporary
4 Bedrooms, 3 ½ Baths,

creekside setting

 www.135Wyndham.com
$2,995,000

80 Vista Verde Way
Breathtaking Views
3 Bedrooms, 2 Baths 

& 2 Half-Baths

www.80VistaVerde.com 
$2,295,000

524 Everett Court 
Designed by Peterson Architects 

2 Bedrooms, 2 ½ Baths

525 Lytton Avenue 
Classic Craftsman bungalow

3 Bedrooms, 2 ½ Baths

www.524EverettCt.com
Price includes both homes

$3,995,000

Experience, integrity  
& results!

COLDWELL BANKER

www.kathleenanddave.com

Kathleen & Dave Pasin
Top 1% Internationally

PREVIEWS
I N T E R N A T I O N A L

COLDWELL BANKER

Successfully helping buyers and sellers in Palo Alto and the 
surrounding communities.
Some of our recent transactions:
784 Bain, Redwood City - represented buyers
751 Holly Oak Drive, Palo Alto - represented sellers
157 S. California H100, Palo Alto - represented sellers
735 Torreya Court, Palo Alto - represented buyers
2424 Burnham Way, Palo Alto - represented buyers
2357 Sharon Oaks Drive, Menlo Park - represented sellers

Call Kathleen & Dave to help 
you today. We’ll take care of 
all of the details to make the 
process of buying or selling easy.

Fall Real Estate 2008

development that seems completely logical 
when a multi-million dollar mortgage hangs 
in the balance. But stated-income loans were 
not only for people who wanted houses larg-
er than they could afford; they were often the 
only way the self-employed could get loans.

“People who would have been eligible for 
stated-income loans are having a hard time 
getting loans,” Trailer said. “Many people in 
this area are self-employed, and they can’t 
accurately document their true income or 
wealth.”

Others can afford mortgage payments, but 
don’t have enough savings for the 20 to 25 
percent down that is now required.

These potential buyers can afford a home, 
but can’t get a traditional loan, so some turn 

to less-conventional forms of financing like 
hard money loans, seller-financed transac-
tions, even gifts from family.

Hard money loans are high-interest-rate 
loans based purely on the value of the prop-
erty, not the equity of the borrower. The rates 
are generally in the 12 to 15 percent range, 
but sometimes reach as high as 20 percent. 
They are short-term, bridge loans, bridging 
the gap between what a bank will lend and 
what a borrower needs.

“Hard money loans are easier to get,” 
Trailer said, “and if you can stomach the 
terms, then you might go that way.”

Lee and Trailer both said they have been 
seeing more hard money and bridge loans, 
especially in situations when a client needs 
to purchase a home before the sale of his or 
her previous home has closed.

‘One of the biggest obstacles is 
that we have a short attention 
span; we have come to see houses 
as investments rather than homes. 
We have to change the mentality 
and mindset.’ 
      — Chris Iverson, real estate agent,  

                    Keller Williams, Palo Alto

(continued from page 18)

(continued on page 23)

C
olleen Cum
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Chris Iverson
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JE N N I NGS L A NE

3 Bedrooms, 3.5 Baths
Classic, elegant home on a lush, 

private acre.

Offered at $3,175,000

SOLD IN 11 DAYS

Cell: 650.888.1886
Direct: 650.434.4336
Email: eashley@apr.com

Athe r ton
SOLD IN 20 0 8

PA LOM A ROA D

3 Bedrooms, 2 Baths
Bucolic setting on 2.77 acres 

with breathtaking views of Windy Hill.

Offered at $3,900,000

SOLD BEFORE IT WENT 
ON THE MARKET

Por to la Va l le y

A DOBE L A NE

4 Bedrooms, 4.5 Baths
Desirable Pink Horse Ranch home 

with pool on one acre

Price Upon Request

Los Altos Hills
COMING SOONS

C
D
E

SFPENINSULAPROPERTIES.COM

Mandana Nejad, J.D.
Coldwell Banker Palo Alto

650.752.0737 office
650.269.8335 mobile

mandana.nejad@cbnorcal.com
www.propertiesbymandana.com

New Construction Homes in Prime Palo Alto!

655 Kingsley Ave, Professorville, Palo Alto
3700 sq. ft., 5 bedroom, 4.5 bath Spanish Villa
www.655kingsley.com  reduced to $3,399,000

535 North California Ave, Old Palo Alto
Opportunity of a Lifetime to Custom Design Your Dream Home!

4000 sq. ft., 5 bedroom, 4.5 bath Craftsman Home  
www.535northcalifornia.com   $3,899,000
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ARVADA DARNELL
Top 1% Worldwide

650.752.0709 
adarnell@cbnorcal.com

A s a Realtor, I use my 36 years of  
experience to demystify the process  

of buying and selling real estate – helping 
you get more of what you want and 
enhancing your quality of life.  

I provide each of my clients the highest 
quality of service using the most current 
tools and techniques available. My 
approach is to be thorough and diligent, 
bringing all my experience and negotiating 
skills to the table in representing your 
needs.  I consistently serve my clients’ best 
interests now and into their future... 

OPENING DOORS  
FOR OVER 36 YEARS. . .(continued from page 20)

Leannah Hunt & Laurel Hunt Robinson Your team for the Mid-Peninsula

Proven community and professional leadership.
Unmatched knowledge of the Mid-Peninsula neighborhoods

Exceptional, personal service.

Leannah Hunt

Laurel Hunt Robinson

The Mid-Peninsula . . . a special place to live. Excellent schools and 
outstanding city services, close approximation to Stanford University and Silicon Valley, 
dynamic neighborhoods, vibrant shopping areas, and much more – these are the reasons so 
many Peninsula residents want their home to be on the Mid-Peninsula. And no one knows the 
Mid-Peninsula better than the professional team of Leannah Hunt and Laurel Hunt Robinson.

Leannah Hunt and Laurel Hunt Robinson . . . a special team. With over 
20 years of experience as a Realtor, Leannah is the current President for the Silicon Valley Association 
of Realtors 2008. She has lived in Palo Alto for 40 years and is an active leader in both her profession 
and her community. A consistent top producer for her company, Leannah is in the top 2% of CB agents 
nationally. A native Palo Altan and second generation Realtor, Laurel is the mother of twin boys. Her 
knowledge of the community and special affinity for young families has enabled her to enjoy great 
success. Whether you are buying or selling real estate, Leannah & Laurel know the community and 
provide the highest level of service to each transaction.

www.leannahandlaurel.com
Leannah Hunt o: 650/752.0730 h: 650/327.1009 e: lhunt@cbnorcal.com
Laurel Hunt Robinson o: 650/752.0735   c: 650/269.7266 e: laurel.robinson@cbnorcal.com

‘...we were pleased in every way with your service.’
— The Barkley family

‘ ...we were ... working with a pillar of the  
community, not just the real estate business.’

— Ray Bacchetti

Fall Real Estate 2008

“A client might use the bridge loan to buy 
the home until they sell their home,” Lee 
said, “and then they’ll refinance and pay off 
the more expensive loan.”

There has also been a small uptick in 
down-payment gifts from relatives and sell-
er-assisted financing, both of which require 
careful consideration of the specific circum-
stances from both parties.

Mortgage officers and brokers are taking 
a much more individualized and holistic 
approach to advising home buyers, urging 
them towards a more traditional, pre-hous-
ing-bubble mindset.

“One of the biggest obstacles,” Palo Alto 
Keller Williams real estate agent Chris Iver-
son said, “is that we have a short attention 
span; we have come to see houses as invest-
ments rather than homes. We have to change 
the mentality and mindset. Homes are not 
liquid, they are not like stocks; it is a roof 
over your head and a neighborhood and life-
style.”

“The current market has scared people, 
and they are very receptive to big-picture 
thinking,” Lee said. “How does buying this 
property fit into the overall financial picture 
of where you want to be five to 10 years 
down the road?”

But, Iverson said, “Even if prices do fall, 
you are better off buying something now. 
The cost of getting a mortgage is going up. 
The Fed is getting more concerned about in-
flation and will probably raise interest rates. 
So rates will go up, and mortgage payments 
will go up as well. But if you pay a little 
more now, and get a better rate, you will be 
ahead financially.” ■

‘We’re going back to the  
traditional ways of doing 
things as opposed to the 
creative ways we’ve seen 
in the last few years.’
       — Yulin Lee, mortgage advisor  

 for Opes Advisors, Palo Alto

C
olleen Cum

m
ins

Yulin Lee
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Rising to the challenge
SummerHill Homes builds housing on infill sites

by Sue Dremann

SummerHill Homes CEO Robert Freed remembers 
the first time he fell in love with home building. Freed 
and his grandfather put coins into the freshly poured 
concrete foundation of the family’s home for good 
luck. He was 7 years old.

His parents built the Saratoga home from scratch.
“The thrill for our family to move into that house was 

something I enjoyed. It was a gathering place of family,” 
Freed, a Palo Alto-based builder, said.

Projects include University Park, a development on 
Channing Avenue; Promenade, a Park Boulevard devel-
opment; Echelon, a condominium project on East Mead-
ow Drive; and Lane Woods in Menlo Park off Middle-
field Road. The company has begun building Redwood 
Gate, 45 condominiums on the Elks Club property on El 
Camino Real.

The 32-year-old company focuses on urban infill 
projects that often come with baggage — with political, 
neighborhood, contamination or other sensitive land-
use issues — such as the 93-unit University Park devel-
opment on Homer and Channing avenues. The builder 
had to contend with the historically sensitive University 
South neighborhood, designing its new units compat-
ibly with the surrounding neighborhood and several re-
stored vintage homes. Those sites cost more to develop, 
but are more lucrative in the end, he said. University 
Park homes sold in the high $800,000s to low $3 million 
range, according to a company report.

SummerHill is a subsidiary of Marcus & Millichap 
Real Estate Investment Company, an Encino-based, pri-

(continued on page 27)

Robert Freed, CEO of SummerHill Homes, pauses in front of the 75-unit Echelon project, which 
SummerHill took over in January. 

Veronica W
eber
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STEVEN LESSARD
International President’s Premier

650-851-2649
stevenlessard.com

3610 Woodside Road    WOODSIDE
Offered at $14,500,000

Landmark Estate
 Located on 4.9 level acres in central Woodside

 Main residence has approximately 16,000 +/- square feet 
featuring 7 bedrooms and 8 full baths

 Separately located 3-bedroom, 1-bathroom guesthouse

 Amenities include an enclosed glass-paneled pavilion that 
houses the indoor swimming pool, spa, wet bar, and sauna

 On-site fully fenced tennis court and large barn

 Woodside Elementary School K-8

Co-listed with Tom Dallas 650.529.2440

200 Manzanita Way    WOODSIDE
Offered at $10,900,000

Dramatic Mediterranean Retreat with 
Modern Amenities
 5-bedroom, 4-bath home arranged over a single level, plus a 

4-car lower-level garage

 Separately located 1-bedroom, 1-bath guesthouse with a  
fully equipped kitchen

 Set on approximately 3 acres of beautiful grounds with  
level lawn

 Excellent indoor/outdoor flow to the terrace with  
swimming pool, spa, and waterfall

 Woodside Elementary School K-8

Co-listed with Tom Dallas 650.529.2440

GREEN

850 California Way    EMERALD HILLS
Offered at $2,495,000

Just completed – 
Sustainable, Energy-Eff icient Home
 4 bedrooms, 3 baths arranged over two levels

 Lofty 9-foot ceilings throughout the main level

 Master bedroom suite with filtered Bay views

 Solar electrical and hydronic heating reduce utility costs  
70% - 80% (per manufacturer)

 Lot size of approximately 13,000 square feet with a level lawn

 Excellent Roy Cloud School District
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GREAT PRICE REDUCED !

530 SAND HILL CIRCLE  MENLO PARK

Broker Associate, SRES
www.deannatarr.com
dtarr@cbnorcal.com
650.752.0833

Deanna Tarr
OFFERED AT $1,175,000

3 BR 2.5 BA end unit Townhome resembling a single family home from 
the outside.  Extra large living room and separate dining room.  Kitchen 
is remodelled with granite counters, new appliances, and fl ooring.  Two 
car attached garage and inside laundry.  Well-maintained complex, 
well located, Las Lomitas schools!

524 SAND HILL CIRCLE  MENLO PARK

Elegant, inviting, remodeled townhome overlooking 
13th Tee and 12th Fairway of Sharon Heights Golf 
Course with these added features:

redwood used by artisan carpenter — 
creates an extra room for entertaining

and bookshelves around new desk 
area, new high-grade gas range; 
new top-grade, powerful hood: new 
ovens, including combined microwave/

new refrigerator; new granite counters 

antique mantle

painter; walk-in closet 

San Jose Airports

OFFERED AT $1,230,000

8  RE YNA PL ACE  MENLO PARK

Realtor-Associate, CHMS, SRES
Lyn Jason Cobb & Associates
LynJason.Cobb@cbnorcal.com
650.566.5331

Lyn Jason Cobb

OFFERED AT $5,588,000 

29 IRVING  ATHERTON

OFFERED AT $2,950,000

The warmth and charisma of this 
Mediterranean residence comes from the 
combined efforts of notable artisans and 
their thoughtful, hand-crafted workmanship. 
Their unparalleled design and craftsmanship 
are easily appreciated in every detail of 
the home’s design and structure-from hand 
crafted mantles and wrought-iron doors to 
plaster walls and numerous other artisan 
details. The home is elegantly gracious, yet 
comfortable and you will feel at ease from 
the moment you walk through the front door. 
From casual to sophisticated, rooms fl ow 
effortlessly from one to another. 

As elegant as it is warm, this exacting home 
blends old world charm with modern fl air 
and appointments. Natural light streams 
into every room through custom stained 
and distressed alder windows and French 
doors. This inviting home offers several 
areas for individual solitude as well as 
large scale entertainment. Its unusually 
friendly ambiance with spectacular vistas 
of the professionally landscaped grounds 
compliments the uncompromised character 

Broker-Associate
Lyn Jason Cobb & Associates

Matthew.Holder@cbnorcal.com
650.566.5309

Matthew S. Holder

W W W. LY NAN DM AT T.COM

This California-style architectural work of art was 
inspired by William Wurster and built by Daniel 
Robertson. You’ll love the exciting, single-story fl oor 
plan which spans approximately 3,570 square feet and 
features an inviting formal entry, elegant living spaces, 
exquisite gourmet kitchen, four bedrooms, three-and-a-half baths, and expansive views of the 
gracious park-like grounds, designed by Thomas Church, from nearly every room of the home.

This one is Co-Listed with Deanna Tarr

Realtor-Associate, CHMS, SRES
Lyn Jason Cobb & Associates
LynJason.Cobb@cbnorcal.com

650.566.5331

Lyn Jason Cobb

SE E V IRTUAL TOUR AT 
W W W. 29IRV INGAVE NUE .COM

bathroomss

expansive view of front yard garden

cabinetry, granite countertops, breakfast bar, 
casual dining area, and excellent stainless 
steel appliances

sliding glass doors leading to the courtyard 
patio and garden

and pomegranate tree orchard, sea of lawn, 
and gardens
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apr.com     |       MENLO PARK      |      1550 El Camino Real     |      650.462.1111

PAT BRISCOE
Cell  650.303.8173
Direct 650.543.1171
pbriscoe@apr.com

RANDY EYLER
Cell  650.740.9747
Direct 650.543.1196
reyler@apr.com
www.randyeyler.com

Alain Pinel does not guarantee or warrant the accuracy of lot size, square 
footage, or other information concerning the features or the condition of the 
property provided by the seller or obtained from public records or other sources, 
and the Buyer is advised to independently verify the accuracy of that information 
through personal inspection and appropriate professionals. Some items of 
personal property attached to the walls, shown in photos, or represented in text 
are not included in the sale of the property. 

Information deemed reliable, but not guaranteed.

&EYLER  BRISCOE
EDUCATED

Stanford University, MBA

EXPERIENCED

Real estate agent since 1984

PROVEN TRACK RECORD 

Top producing Alain Pinel agent specializing 
in fine homes on the mid-Peninsula

Two Atherton Estate 
Properties Successfully 
SOLD In September

Although the Menlo Park and Atherton real estate markets 
are not as buoyant as they were a few years ago, well-priced 
and effectively marketed properties are still in strong demand. 
Call us for details about our successful marketing strategies.

SOLD

SOLD
Built by Peninsula Pacifi c Group seven years ago, this home was 
designed with a soft interpretation of the enduringly popular Craftsman 
style. It has 5,528 sq. ft. of living space plus an 873 sq. ft. guest 
cottage. Surrounding it all are lovely grounds enjoyed from a central 
terrace and intersected by a gently fl owing creek.

Offered at $6,900,000

This graceful three-level Mediterranean, thoroughly updated and 
modernized, has 7,300 sq. ft. of living space. A dramatic entrance salon 
and lavish public rooms position it for grand-scale events. Outside, park-
like grounds offer a seemingly endless stretch of lawn, which culminate 
at a sparkling swimming pool and guest cottage.

Offered at $7,250,000
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vately held company involved in commercial 
investment, service and development busi-
nesses. Freed won’t say what SummerHill’s 
value is, but the company has completed 
more than 40 developments, including proj-
ects from South San Francisco to Gilroy and 
in the East Bay. SummerHill doesn’t try to 
compete in large housing markets such as 
Brentwood. Instead, it focuses on areas with 
limited new-home competition, Freed said. 

Freed views the recent meltdown in the 
housing market as an opportunity to position 
the company ahead of its competitors. At a 
time when other firms are gutting staff and 
liquidating planned properties to make quick 
cash — as was the case with the Echelon 
project, which SummerHill acquired from 
Standard Pacific Homes in January — Sum-
merHill is buying. 

“I believe there will be great opportunities. 
I want to stay active and ... work through 
the tough time and position the business for 
growth. We have the capital and the talent 
for it,” Freed said.

An industry veteran, Freed, 51, joined 
SummerHill in September 2007, at a time 
when the housing market was beginning its 
slide as a result of the subprime mortgage 
crash. Most recently he was president and 
regional general manager for KB Home, 
Northern California, and senior vice presi-
dent of national investment strategy for KB 
Home. In the latter capacity, he ran all of the 
company’s Northern California divisions and 
handled land acquisitions nationally.

SummerHill’s focus on higher-density in-
fill development near transit corridors will 
continue to attract buyers who want to live 
near their work or want to reduce their car-
bon footprint, he said. The company for 
years has had “a very scientific definition” of 

building within a 45-minute drive from Palo 
Alto, he said.

Housing stocks in the Bay Area have been 
shifting and will continue to shift increas-
ingly toward higher-density housing, he said. 
That trend will continue for years to come, 
with mixed-use developments and condomin-
ium densities of 40 to 50 units, he added.

Such high-density housing is based on 
urban-policy plans created by cities. “Most 
long-term plans call for very dense develop-
ments,” Freed said.

It’s a design that appeals to younger buy-
ers, but not to everyone, and it is a challenge 
to match consumer demands with good plan-

ning, according to Freed.
“I’ve been in the business for nearly 30 

years. I’ve never had a planning commission-
er or council member ask what the consumer 
is asking for. It would be a healthier process 
if some of that was taken into consideration 
beyond the policy issue,” he said.

If people can’t get that single-family 
American dream home with the white picket 

fence and backyard, SummerHill is creating 
value-added incentives in its higher density 
homes, using feng shui in the home’s design 
and environmental features. Although the 
company’s commitment to “green” building 
is mostly related to Energy Star appliances, 
SummerHill has created a green-building 
task force within its organization and is 
working with Build It Green to attain Green 
Point Certification for its homes, Freed said.

A Lane Woods home was featured on the 
Build It Green South Bay Home Tour in late 
September. Construction waste recycling, 
tree preservation as well as use of energy-
efficient features were cited as plus points.

Freed is a proponent of creating an ade-
quate supply of housing in all price ranges, 
he said. He was a member of the Santa Clara 
County Housing Authority and built Section 
8 housing. And he owns a home near Calis-
toga with “funky houses and funky people,” 
which is how any healthy community should 
be, he said.

SummerHill has developments ranging 

from the $400,000s to more than $4 million. 
A development is planned in Mountain View 
for 30 larger, higher-end units in traditional 
single-family homes at an old nursery site, 
but there are also plans for a development 
of lower-cost, high-density units on a large 
piece of land at Communication Hill in San 
Jose — more than 1,300 units of “very high-
density housing,” he said. In Palo Alto at 
Echelon, town home-style condominiums 
range from $700,000 to $1 million, and Red-
wood Gate condos will start well over $1 
million.

Freed said the company continues to look 
to do more in Palo Alto, where the market is 
appreciating. But “it’s very demanding and 
challenging. You put a lot of money out there 
for your return,” he said.

The challenge SummerHill thrives on is 
exemplified by the debate it had over its Elks 
Club property development plans. The plans 
were approved by the Palo Alto City Coun-
cil, despite a split vote over its layout by the 
city’s Planning and Transportation Commis-
sion. Access and parking were major issues 
during the adjacent D.R. Horton develop-
ment at the former Rickey’s Hyatt site.

Freed said there are tradeoffs with higher 
density housing such as the Elks and Rick-
ey’s sites.

“You have to start with what then exist-
ing land use was. My guess is the housing 
has less traffic impact than Rickey’s, but 
you have to take a bigger view. If 50 percent 
of the people can live closer to their jobs, 
you’ve done something that reduces the im-
pact on the infrastructure, with a potential 
positive regional impact. My guess is that at 
the end of the day, this type of community 
has a positive impact,” he said. ■

Staff Writer Sue Dremann can be e-
mailed at sdremann@paweekly.com.

(continued from page 24)

‘My guess is the housing has less traffic impact than 
Rickey’s, but you have to take a bigger view. If 50 
percent of the people can live closer to their jobs, you’ve 
done something that reduces the impact on the 
infrastructure, with a potential positive regional impact. 
My guess is that at the end of the day, this type of 
community has a positive impact.’
               — Robert Freed, CEO, SummerHill Homes
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A challenge for first-time homebuyers
Entry-level just keeps getting higher

by Kris Young

Chris Pfaff is stumped. He and his wife have 
been waiting for the right time to buy their first 
house, but fear the recent changes in lending 
terms has affected their plans. They currently 
rent in Menlo Park and are ready to settle down 
since the birth of their first child.

The deal killer: Lenders now require 20 percent 
down on a home to qualify. That’s a big difference 
from a couple of years ago when some of Pfaff’s 
friends were able to buy homes priced at 10 percent 
down. Lending requirements have gone up in re-
sponse to the nation’s housing crisis, though locally, 
the price appreciation of past years has stayed, he 
said.

Data on the first-half of 2008, from the Silicon 
Valley Association of REALTORS™ (SILVAR) 

from MLS Listings Inc., lists the median price 
for single-family homes in Menlo Park, Palo Alto 
and Mountain View at $1,543,000, $1,575,000 and 
$1,008,000 respectively.

This means Pfaff can expect to be looking at 
houses that require between $200,000 and $300,000 
for just the down payment. He has effectively been 
pushed out of the local home market.  

“Certainly the discussion has come up more of-
ten: Should we leave the Bay Area? If we don’t 
have the ability to buy the house now, when?” he 
said.

What complicates Pfaff’s decision further is that 
he is firmly rooted in Menlo Park.  “We want to live 
here. The industry that I work in, pharmaceutical 
devices, is primarily here; [I have] lived here for 15 

years, my wife, 10 years. Between the two of us we 
have a lot of friends here,” he said.

Pfaff is also competing with families that are 
not first-time home buyers. Previous homeowners 
in the Silicon Valley are likely to have increased 
capital because of the home equity they gained over 
the years. In Menlo Park, where Pfaff is primarily 
looking, the median single-family home price went 
up from $1,255,000 in 2005, to its current median 
price in the first-half of 2008 of $1,575,000, ac-
cording to SILVAR.

The current housing market makes it an oppor-
tune time for previous homeowners to “move up,” 
but the competition is further prohibiting first-time 
buyers from entering the local housing market, he 
said.

Jenna and Chris Pfaff, with baby Connor, are renting in Menlo Park until they can find the right entry-level home — ideally in Menlo Park.

‘Should we leave the Bay Area? If we don’t have the ability 
to buy the house now, when?’
            — Chris Pfaff, first-time home seeker

Susan Bradley
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1353 Emerson Street  
Palo Alto 

List Price $2,750,000 

1724 Hamilton Avenue  
Palo Alto 
List Price $1,475,000 

1628 Hummingbird Lane, Sunnyvale 

505 Cypress Point Drive #82  
Mountain View 
List Price $415,000 

468 Sierra Vista #9  
Mountain View 

List Price $379,000 

Julia Keady’s Recent Activity 

SOLD 

SOLD 

SOLD 

SOLD 

Immaculate 3bd/2ba 
home situated on 6,324+/- 
sf lot with 1,525+/- sf of 
living space located near 
parks and commute 
routes. Wonderful 
amenities include large 
master suite, new paint 
and outstanding schools-
Stocklmeir 
Elementary,Cupertino 
Middle School, Fremont 
High School. 
 

JULIA KEADY 
O F F I C E  6 50 .32 3 .11 11    

C E L L  6 5 0 .4 0 0 . 0 1 0 0  
F A X  65 0 .32 3 .1 143  

j k e a dy @ a pr . co m  
w w w . J u l i a K e a d y . c o m  

Information herein is deemed reliable but not guaranteed. 
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This entry-level home, at 706 Ellsworth Place, Palo Alto, was photographed during an 
open house in early September. It was listed at $799,950.

The desire to be in Palo Alto and the sur-
rounding cities has created an almost reces-
sion-proof area, and what Lupita Terlau, a real 
estate consultant with Prudential California 
Realty, San Bruno, calls a “micro-market.”

“There are only six houses today, single-
family homes under a million, in all of Palo 
Alto. And it has been the case for the past 
three months,” Terlau said, with the average 
time on the market less than 30 days in Palo 
Alto, “which is crazy.”

“Palo Alto has the things people want. 
Quality education, Palo Alto’s got it; a strong 
city government that is responsive to the com-
munity, Palo Alto’s got it,” Tommy Derrick, 
an independent broker in Palo Alto, said.  

Top-performing schools have also had a 
strong influence on the value of properties as 
“a vast majority of families take in account 
the school system,” Derrick said. Feras Faraj, 
a mortgage advisor in Foster City, said that 
“in regards to housing appreciation versus de-
preciation, you’ll find [areas with] the best 

schools held their prices.”
Even within a city there can be dramatic 

price differences. Rick Stern, of Stern Mort-
gage Company in Palo Alto, points out the 
price difference between Old Palo Alto and 
South Palo Alto is “a little crazy as you go 
across Oregon. There’s probably a $100,000 
to $500,000 difference, within a block; Old 
Palo Alto has a panache.”

Stern made a broad calculation that if you 
earned $100,000 annually, you could afford 
a $700,000 property, based upon a recom-
mended 50 percent of before-tax gross in-
come going to monthly expenses — which 
would include loan payments, property taxes, 
insurance, credit-card debit, student loans, car 
loans and any other fixed expenses.

“The cost is prohibitive for most people. 
Palo Alto has been gentrified out of afford-
able housing pretty much,” Stern said.

Paul Saba, another potential first-time 
home buyer, has been looking in Palo Alto — 

(continued on next page)

Paul Saba

Nearby cities offer 
better-valued homes 
because they have 
been more affected 
by the declining 
home market.
     — Paul Saba, potential     

        first-time home buyer

Kris Young

Susan Bradley
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CELESTE’S PR IME PROPERTIES

Celeste Henzel
Previews Property Specialist     n     International President’s Premier

Top 1% Internationally

650.529.8568     n     chenzel@camoves.com
www.chenzel.com

199 BROOKSIDE DRIVE 
PORTOLA VALLEY

3 or 4 bedrooms, 3 baths + apartment
Gorgeous creekside lot, lawn, hot tub

Offered at $1,998,000

5500 ALPINE ROAD 
PORTOLA VALLEY

3 bedrooms, 3 baths + office
Approx. 4.9 acres with pool 

Offered at $3,195,000

103 RAMONA ROAD 
PORTOLA VALLEY

2 bedrooms, 2 baths + 2 bonus rooms
Apartment, English gardens + views

Offered at $1,799,000

121 N. BALSAMINA 
PORTOLA VALLEY
3 bedrooms, 2 baths

Ladera cul-de-sac, Las Lomitas schools 
Offered at $1,559,000

* Represented buyer

for Sale

PORTOLA
VALLEY 

SALES IN 2008

BY CELESTE

116 RUSSELL AVENUE 
PORTOLA VALLEY

3 bedrooms and 2 baths 
Fully remodeled, next to open space

Offered at $1,349,000

Alpine Road . . . . . . . . . . SOLD*
Bonita Road . . . . . . . . . . SOLD*
Carmel Way . . . . . . . . . . SOLD*
Cheyenne Point . . . . . . . SOLD
Corte Madera Road . . . . SOLD over list price
La Mesa Drive . . . . . . . . SOLD over list price
Los Trancos Road  . . . . . SOLD*
Old Spanish Trail  . . . . . SOLD over list price
Possum Lane . . . . . . . . . SOLD over list price
Shawnee Pass . . . . . . . . . SOLD over list price
Valley Oak . . . . . . . . . . . SOLD over list price
Vista Verde Way  . . . . . . SOLD over list price

1195 LOS TRANCOS ROAD 
PORTOLA VALLEY

3 bedrooms and 2.5 baths + office 
and bonus space; serene views

Offered at $1,299,000

PENDING SALE

Fall Real Estate 2008

where he grew up — for the last four months. He’s in 
the insurance profession, and is a not-long-ago college 
graduate.  

However, due to the resilient micro-market in Palo 
Alto, Saba said he believes nearby cities offer better-
valued homes because they have been more affected by 
the declining home market.

Other opportunities to find a good value are short 
sales and foreclosures where homeowners are unable to 
afford their mortgage payments and have to forfeit the 
sale of their houses to the lender or bank.

Saba cautioned potential buyers toward these lower-
cost alternatives, as they tend to present more hurdles 
to overcome. Homes usually require extensive repairs, 
have complicated financial tie-ups, and problems could 
arise even after making an offer, as “banks tend to run 
you into circles getting into verbiage,” he said.

Saba has approached the home-buying process with 
a wary eye; his parents looked for two years before fi-
nally settling on the right house. He stressed the impor-
tance of finding the right loan officer, mortgage broker 
and real estate agent, through references and research.  

And once he finds a house he is interested in, he 
recommends looking at comparables — houses with 
similar characteristics that sold in the area. The key is 
not to depend solely on the advice of others, because 
the purchase is in your interest not theirs, he said.

“Nobody has sufficient data to say whether the mar-
ket is going up and down. There are factors that are 
way beyond the people that are buying a small house,” 
Derrick said. 

Despite careful planning, this insight may be the 
hardest realization for people looking to buy their first 
house. Pfaff and Saba have made offers on multiple 
homes but still haven’t found the right house. With 
time they might find luck shift their way. ■

Editorial Intern Kris Young can be reached at 
kyoung@paweekly.com.

(continued from previous page)

This is one of two bedrooms at 706 Ellsworth Place, Palo Alto, shown during an open house in early September.

‘The cost is prohibitive for most people. Palo Alto has been gentrified out of 
affordable housing pretty much.’
      — Rick Stern, Stern Mortgage Company, Palo Alto

Kris Young
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MARY GULLIXSON
650.888.0860 Cell

mgullixson@apr.com

JUDY BOGARD-TANIGAMI
650.207.2111 Cell

judybogard@aol.com

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

This exceptional residence enjoys private seclusion on one level acre of lush 
park-like grounds, only a short stroll to the charming community hub of

Los Altos Village. This fabulous new home built by R.J. Dailey Construction 
offers three-levels of luxury spread out over approx. 12,160 sq. ft.

Home theatre, wine cave with bar, billiard room, exercise 
salon, fully equipped separate guest apartment,
pool, 4-car garage, and cutting edge technology.

www.47View.com

www.47View.com
Los Altos
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Coldwell Banker 

#2 Agent, 2007

San Francisco-Peninsula

#4, Internationally

650 329 6645

tlemieux@cbnorcal.com

tomlemieux.com

35 Barry Lane, Atherton
Excellent opportunity to build or remodel  

on nearly one level acre near the Circus Club;  
access to top-rated local schools

Offered at $5,750,000

F O R  S A L E

96 Atherton Avenue, Atherton 
Exceptional new construction with 3 levels, 
5 bedrooms, 5 full baths, and 3 half-baths; 

pool and fully landscaped grounds
Offered at $8,595,000

321 Camino al Lago, Menlo Park
Bordering Atherton, this exceptional 3-bedroom, 3-bath 

Craftsman features a 1-bedroom, 1-bath guesthouse; 
access to highly regarded Las Lomitas schools

Offered at $ 1,849,000

600 Hobart Street, Menlo Park
Spacious 6-bedroom, 4.5-bath remodeled and  

updated home with beautifully landscaped gardens  
in West Menlo; access to excellent local schools

Offered at $3,250,000

66 Maple Avenue, Atherton 
Excellent Atherton opportunity! 

Single-level 3-bedroom, 2-bath home with deck, 
spa, and beautiful gardens
Offered at $ 1,499,000

360 Encinal Avenue, Menlo Park
4-bedroom, 3.5-bath home featuring refined 

French country living in Felton Gables; 
access to excellent local schools

Offered at $2,295,000

To view these properties and others, please visit my website at  www.tomlemieux.com

F O R  S A L E

F O R  S A L E

F O R  S A L E

F O R  S A L E F O R  S A L E


