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The Squire House at 900 University Ave.,

Palo Alto, is a Neo Classical Revival

style mansion, complete with Roman

columns, Palladian windows and a (
ballroom — approached through rows

of Washingtonia palms. The house is

on the market for $12.5 million.

O/;if the market

Multi-million-dollar properties give new meaning to ‘real’ estate
by Susan Golovin

insula is “high-end real estate,” there are always
properties that re-define the category.

Unusual and pricy properties appeal to a totally different
— albeit smaller — group of potential buyers.

But, according to Mary Gullixson of Alain Pinel, Menlo
Park, although they might stay on the market longer, they
are indeed selling.

“When properties of this caliber are sold it doesn’t go

ﬁ Ithough it sometimes seems that the entire Pen-

into the statistics. And, you don’t hear about the sales be-
cause most of them are confidential,” she said.
Here’s a quick sample of what’s currently available:

Alto, was built by John and Georgiana Squire in
1904. It is distinctive not only for its architecture,
but also for the more than 20 Washingtonia palms that
line the driveway. When the home was first constructed

The Squire House at 900 University Ave., Palo

there was only one house nearby, built by the same ar-
chitect, Thomas Patterson Ross.

John Adams Squire was the scion of a wealthy East
Coast meatpacking family who eventually sold the busi-
ness to Swift. John was Harvard-educated and came West
to study classics at the then newly opened Leland Stanford
Junior University.

The 6,374-square-foot house, set on about one acre (the
basement adds another 2,249 square feet, and there is a

(continued on page 36)
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apr.com

It's just one click to a complete list of
virtually all homes for sale in the Bay Area.

Al

Woo $5,498,000
First time ever on the market. Equestrian estate property on
54+/- usable acres with panoramic ocean views. Exquisite
5800+/-sf home with 2bd/2ba guest house, 4000+/-sf barn,
paddocks, arena.

A
A
ALAIN PINEL

REALTORS

$4,495,000
Spectacular new Sharon Heights 4bd/4.5ba home with
phenomenal views. Truly one-of-a-kind and one of the most
beautiful houses on the Peninsula. Fabulous floor plan,
gorgeous floors and finishes.

Palo Alto $3,995,000
Stunningly remodeled 3 bedroom, 3.5 bath home in lovely
Crescent Park neighborhood. Features include a separate
family room, beautiful dining room, cook’s kitchen and patio
with outdoor kitchen.

EXCELLENCE

A commitment to excellence is what sets Alain Pinel Realtors apart from our competitors. We aim for excellence, we

Menlo Park $1,649,000
Beautiful new construction in the Willows neighborhood.
Sited on an approximately 7,690 square foot lot, this
4 bedroom, 3 bath home offers 2,458+/-sf of living space.

challenge the conventions of traditional real estate and we push the envelope of innovation — because nothing ventured,

nothing gained. Our market tenure and continued productivity have proven us leaders in Bay Area real estate time and again.

MENLO PARK | 1550 EI Camino Real, Suite 100 650.462.1111
WOODSIDE | 2930 Woodside Road 650.529.1111
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We build lasting relationships...
that build timeless homes.

DAVID CROUCH CUSTOM HOMES, INC.

Custom Residential Design & Building Services

(650) 464-4448

www.davidcrouchcustomhomes.com

Lic. # 819476
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chateau, complete with 10,000-plus-square-foot home, formal gardens, vineyards, tennis
court, pool and room for nine cars. The house is on the market for $8.395 million.

p4eppois 3Je

The Knoll at Lauriston, a 7,800-square-foot Irish Georgian estate in Portola Valley, was
modeled after a castle and includes a main house, guesthouse, garage and stables, ar-
ranged around a central courtyard. The house is on the market for $16.8 million.

‘When properties of this caliber are sold it doesn’t go
into the statistics. And, you don’t hear about the sales

because most of them are confidential.’
—Mary Gullixson, Alain Pinel, Menlo Park

aJpuy pJeuiag

The Beaux Arts-style home — with 15-foot ceilings on the first floor — at 60 Parkwood

Drive in Atherton offers 17,000 square feet of house on 2.25 acres. The house is on the
market for $23.5 million.
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detached guest cottage and double garage as
well) reflects Squire’s love of classicism. The
Neo Classical Revival style is distinguished
by its Roman columns, impressively detailed
capitals, Palladian window and ornate exterior
cornice.

The home is protected by the Mills Act.
Thus, the owner, in return for extremely low
property taxes (currently $7,250) must main-
tain and not alter the exterior. Also, the first
floor, which contains the kitchen (“remodeled
to look old” as described by one of the listing
agents from Alain Pinel, Carol Carnevale),
living room, sun room/possible office area,
dining room and family room, must be open
for a public function once a year.

The upstairs can be viewed via the open
staircase, which zigzags to the third floor, and
is a feature of the entry.

Although the four-bedroom, 5.5-bath
home has been renovated over the years, the
wavy glass windows, original light switches
and steam radiators have been maintained.

The Palo Alto Times in May 1904 estimat-
ed that the cost of the home was “$10,000
or more.” It is now on the market for $12.5
million.

e Soleil” at 320 Harcross Road in
Woodside delivers on its billing as a
French chateau.

The brochure description of the ballroom
sets the tone: “Grand entertainment salon
with gold leaf ceiling detail and gilded mold-
ings on the walls and ceiling; six full height
windows and three double French doors sur-
round the room; oversized fireplace with solid
carved marble mantelpiece and two crystal
chandeliers.”

The 10,010-square-foot, three-story home
includes seven bedrooms, seven baths, two
half baths, including three bedroom suites,
one with its own kitchen.

The cul-de-sac property includes a ten-
nis court, croquet lawn, extensive vineyards,
manicured formal gardens, pool, spa and ac-
commodation for nine cars. As Alain Pinel
listing agent Mary Gullixon puts it, “You can
do a lot with five flat acres.”

The home was built in 1926 by Mr. and
Mrs. Francis Crosby, and underwent a com-
plete renovation in the 1990s. Crosby owned
several independent California phone compa-
nies that were bought by AT&T. He was also
one of the original investors in Caterpillar.

Originally set on 100 acres, it’s easy to
imagine the San Francisco Ballet performing
in the backyard as it did when the Crosbys
were in residence.

The property has been reduced from $21
million to $16.8 million.

at The Knoll at Lauriston after traveling

up a 1.9-mile twisty, winding, tree-lined
roadway accessed by a private gate near the
end of Alpine Road in Portola Valley.

The 7,800-square-foot Irish Georgian es-
tate, built in 1994, was modeled after an Irish
castle. The main house, plus the two-bedroom
guesthouse, a four-car garage cum upstairs
playroom, two stall stables and caretaker’s
quarters, are arranged around a central court-
yard. The buildings are constructed of basalt
stone and have slate roofs.

Surrounded by Windy Hill Preserve, the
hourglass shaped 8.5-acre lot is next to the
original stables and gate house of the historic
Lauriston estate built by perfumer Herbert
Law.

“I believe the house is approximately where
the riding ring of the original estate used
to be,” said Pat Looney, the agent at Cam-
pi Properties who is listing the property at
$8,395,000.

It is a real “aha moment” when you arrive

The main house, consisting of four bed-
rooms and four-plus bathrooms, features a
dramatic, skylight-lit, two-story, stone-floor
entry, which runs the length of the house
and culminates in an enclosed glass Garden
Room.

“They were going to put the swimming
pool where the central fountain is,” Looney
said. “I’'m glad they didn’t because this is
where everyone thinks it should be,” she add-
ed, pointing out a site behind the house that
has a scenic view of the mountains.

ne is reminded of the White House
Oupon first seeing stately 60 Park-

wood Drive in the Lindenwood sec-
tion of Atherton. It was thus an appropri-
ate setting for a reception for President Bill
Clinton in 1999.
Listed at $23,500,000 by Mary Gullixon, it is
a four-bedroom, six-and-a-half-bath 17,000-
square-foot home on 2.25 acres. The property
is one of the “Three Sisters” E.W. Hopkins
commissioned for each of his three daughters
— in this case, for Georgiana upon her mar-
riage to Frederick McNear.

The Beaux Arts-style home — with col-
umns, balustrades, pilasters, panels of bas-
relief, garlands, cartouches, dentil moldings,
intricately decorated ceilings — was designed
by Bliss and Faville, whose work includes the
St. Francis Hotel and the Palace of Fine Arts.

It was built in 1909 and has been exten-
sively updated and restored by Orlando Diaz
Azcuy Design Associates and Ryan Associ-
ates.

All of the rooms except for a generous,
wood-paneled office/den are on the first floor,
allowing for approximately 15-foot ceilings
on the first floor. An attached apartment
provides two bedrooms, one bath and a full
kitchen. There is also an eight-car subterra-
nean garage plus a full basement.

The McNears built one of the first swim-
ming pools in Atherton in 1923 as a birthday
present for their 18-year-old son who was re-
turning from boarding school in the East. The
setting of the new pool, in the same location,
is dramatically enhanced by the 16 columns
supporting the rear loggia.

is the second largest parcel in all of

Los Altos Hills. “It’s pretty much the
same as it was 200 years ago,” agent Gary
Nobile of Ventura Barnett Properties said.

The property does include two relatively
modest dwellings, but the features are the
views of rolling hills and the seclusion. Pri-
vacy is assured not only by the acreage, but
also by the fact that it’s a key lot.

Owned by the Stirling family for the past 50
years, the three granddaughters of the original
owner have fond memories of family retreats
on site and would love to see it purchased by
a single buyer. Nobile, of course, is doing his
best to find one.

However, he’s a realist and he’s done the
research.

“I'm marketing this through a multi-
pronged approach, based on the people with
the highest probability of buying,” he said.
The land can be subdivided into one-acre-
minimum lots.

Nobile said his best prospects are people
who already live in the area on four- to five-
acre parcels, the upper echelon of Silicon Val-
ley or their friends, private foundations that
would want to preserve the land, small cus-
tom builders unique to Los Altos Hills and
larger developers. He is also making a pitch
to the Los Altos Historical Society.

Nobile has listed the property for about a
month, at $26,999,999. Prior, it was on the
market for nine months at $35 million.

The 18 acres at 28030 Natoma Road

(continued on page 43)
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1072 CASCADE DRIVE « MENLO PARK
* 4 bedrooms (one is currently used as an office), 3 baths
» Extensive remodel and kitchen/family room addition in 2007
* Lot size 14,160 square feet per County records
* Las Lomitas Schools

OFFERED AT $2,380,000

e
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MENLO TOWERS WITH WESTERN HILL VIEWS
* Updated, light filled end-unit
* 2 bedrooms, 2 baths plus office; approximately 1,954 sq. ft.
» Security building with onsite manager and swimming pool
» 2 blocks from downtown Menlo Park
OFFERED AT $1,425,000

.|.,_.'1' .-_-_h"_,;_.",;..- |t' ¥
Extensively remodeled in 2005. 4 bedrooms, 3 baths with great kitchen
featuring cherry wood cabinetry and high-end appliances. Private walled
patio with hot tub off master bath. Lot size 10,200 sq.ft. Menlo Park
OFFERED AT $2,500,000 schools: Oak Knoll elementary and Hillview middle.

REALTORS

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 the purchase price,
buyer should conduct buyer’s own investigation.
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hen Scott Shafer was the defensive
coordinator for Stanford’s football pro-
gram, his family lived in a university-
owned house in Menlo Park, just three
miles from campus. According to Bob
Bowlsby, the director of Stanford’s ath-
letic department, the home was one of
several owned by the university and set
aside especially for its football coach-
ing staff.

“The success of an athletic program, law
firm or any other organization is largely
dependant on the quality of its staff. We
need to be able to compete with other
markets, or we risk loosing the caliber of
people we’re after,” Bowlsby said.

While the Peninsula’s reputation as one
of the country’s most desirable places to
live has not diminished, private employ-
ers, city government and local school
districts are aware of the challenges fac-
ing prospective staff in finding affordable
homes and rentals here. To attract and re-
tain capable people, more and more or-
ganizations are offering help in the form
of housing incentives, subsidies and sti-
pends.

Employers are beginning to see housing
incentives no longer as merely “perks” of
employment, but as an increasingly neces-
sary measure for drawing a strong work-
force to this area.

Spearheaded by Bowlsby, and backed

FALL REAL ESTATE 2008

Housing perks lure new hires

Peninsula employers cope with sky-high housing costs
by Alexander Papoulias

in part by billionaire Stanford booster
John Arrillaga, Stanford Football’s pro-
gram aims to make life on the Peninsula
appeal to prospective coaching staff who
may be on the fence about whether to
uproot their families and move to this in-
credibly expensive area. In the past, the
area’s high cost of living meant that much
of Stanford’s coaching staff spent long
hours commuting to and from their homes
outside the area, picking up the burden of
commuting costs, as well as the loss of
time with their families.

A four-bedroom, 2,200-square-foot
home in Palo Alto costs roughly $1.68
million on average, approximately
$300,000 more than a comparable one in
the nation’s next most expensive college
town, Chestnut Hill, Mass., home of Bos-
ton College.

Bowlsby took the position of athletic di-
rector at Stanford in 2006, in part because
Stanford offered him a monthly stipend to
help with the cost of housing. He immedi-
ately recognized how the football program
could benefit from implementing similar
programs for its coaching staff.

By November 2007, Stanford had al-
ready purchased six houses, and was aim-
ing to own anywhere from 20 to 40 homes
and apartments for the university’s foot-
ball coaching staff. According to Bowls-

(continued from page 40)

A 44-unit apartment complex called College Vista was opened in late 2004 for faculty and
staff of the San Mateo Community College District. Offering rents at roughly half market
rate, the district is attempting to prevent high staff turnover.

A Tradition of Excellence in Real Estate

4 25 years of experience assisting Home Seller’s and
Home Buyer’s on the Peninsula and Silicon Valley
neighborhoods!

4 Over 600 homes sold! Over $350 million dollars in
residential real estate!

4 Platinum Award winning agent with
Keller Williams for 2006 & 2007!

4 #4 agent in Northern California region for Keller
Williams!

4 From Barron Park to Crescent Park, from San Jose
to Burlingame, put my knowledge and experience to
work for you!

4 Visit my website at www.johnwking.com to search
for homes, obtain statistics, school information and
much more!

Call me at 650.483.2710
to discuss all your residential
real estate needs!

John W. King

Direct: 650-354-1100
jwking@akrealty.com
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DesPite the c:ontinuing cha"cngcs the markets Prcscnt I have a

proven commitment to excellence and dedication to “Truly Remarkable Service”

Properties Recently Listed and Sold by
Nathalie de Saint Andrieu

% Harvard Ave., Menlo Park $975,000
% Lincoln Ave., Palo Alto $5,600,000
% Pineview Rd., Menlo Park $1,695,000
X3 Partriclgc Ave., Menlo Park $1,588,000
< Partriclgc Ave., Menlo Park $1,588,000
o Partriclgc Ave., Menlo Park $1,788,000
LS Partridge Ave., Menlo Park $1,788,000
X3 University Drive, Menlo Park $898,000
% Black Mountain Rd., Los Altos Hills $4,275,000
9 Co“ege Ave., Menlo Park $1,800,000
% Hawthorne Drive, Atherton $6,995,000
X3 Kingswoocl Drive Hi"sborough $2,599,000
% Waterloo Ct., Belmont $1,550,000
% Co”ege Ave., Menlo Park $1,625,000
% Princeton Ave., Menlo Park $1,650,000
% Stanford Ave., Menlo Park $1,900,000

hen buging or se”ing real estate count on me to be the right choice for you.
M9 Philosophg of c]ualitg service has built many long term relationships in the
real estate inclustrg which enables me to Provide my clients with a broad range of unic]ue

oPPortunitics. ExPerience the difference, cxpcrtise, determination, care and trust can

make in your next move.

NATHALIE de SAINT ANDRIEU
Previews Prol:)ertg SPecialist

(650) 804-9696

nathalie.sa@camoves.com

@ ©2007 Coldwell Banker Real Estate LLC. Coldwell Banker® is a registered trademark licensed to Coldwell Banker Real Estate LLC. An Equal Opportunity Company.
Pome Equal Housing Opportunity. Owned and Operated by NRT LLC.
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by, the university’s athletics department has
a number of programs for housing aid that
vary according to position and terms set by
negotiation. Stanford owns all homes and
apartments used by coaching staff.

Housing aid at Stanford is not limited to
its athletic department though. Managed by
Faculty Staff Housing, a division of the of-
fice of the provost, Stanford offers several
programs to aid its academic faculty with
housing costs. According to Jan Thomson,
the university’s director of communication
services, the vast majority of eligible Stan-
ford faculty take full advantage of the F.S.H.
programs, which are for tenured faculty, and
apply to buying a home as well as renovat-
ing or remodeling an existing one.

Programs include a deferred-interest loan,
as well as an interest-only home loan. F.S.H.
also offers what is called the Housing Al-
lowance Program, which is a taxable fringe
benefit to supplement a faculty member’s
income when a new home is purchased or
renovations are made to an existing one.

Some organizations are countering the
area’s high cost of living by building afford-
able housing for their staff.

In December 2004, the San Mateo Com-
munity College District (SMCCD) opened
a 44-unit apartment complex called College
Vista for full-time faculty and staff. Built on
what was once a parking lot, the complex
offers district employees one-, two- and
three-bedroom apartments at roughly half
the average market rate.

According to Sue Harrison, executive as-
sistant to the district chancellor, SMCCD’s
board of trustees first envisioned College
Vista in 2002. At the time the school district
was having difficulty recruiting staff at all
levels, and was facing a yearly staff turnover

FALL REAL ESTATE 2008

rate of 10 to 11 percent. Prospective faculty
members were opting to live and work else-
where, due in large part to the area’s impos-
sibly high cost of living.

The school district could not afford to
raise salaries, and instead began offering
inexpensive second mortgages as an early
measure to help its faculty afford homes.
Still, most teachers were unable to meet the
3 percent down payment required for the
loan. Many of the district’s younger teach-
ers were recent college graduates, still car-
rying the burden of student debt.

According to a 2007 report by the non-
profit group Sustainable San Mateo County,
San Francisco, San Mateo and Marin coun-
ties are the nation’s most expensive, “based
on the hourly wage required to rent a two-
bedroom apartment.”

Additionally, the report stated that, “a
household in San Mateo County needed an
annual income of $118,159 to buy a medi-
an-priced condo for $550,000. The income
needed to buy a median-priced single-family
home for $869,000 was $186,691.” Salaries
for full-time SMCCD faculty range from
$54,265 to $65,351 annually. The dispar-
ity between the average cost of a home and
the salary earned by a full-time college em-
ployee illustrates the broader problem faced
by thousands who want to live and work in
this area but simply cannot afford to.

The district built College Vista as a means
to provide affordable homes for its staff; be-
cause profit was never a motive the district
has been able to set rent prices ranging from
$840 to $1,400 per month. In addition, the
school district avoids the expense of prop-
erty tax, as it owns the tax-exempt land Col-
lege Vista is built on.

Permanent district staff members get a
higher priority on the waiting list for Col-

lege Vista, which was 92 people strong in
November of last year. Residents are al-
lowed to live at College Vista for five years,
which is the amount of time the school dis-
trict estimated to be sufficient for a full-time
staff member to save money for a home.

A new project on the Cafiada College
campus, aimed at addressing the same needs
as College Vista is in the planning stages.
Called Cafiada Vista, the 60-unit complex
is projected to open sometime in 2009 and
will be constructed on what is now the col-
lege’s underutilized parking lot #3.

According to Barbara Christensen, the
SMCCD’s director of community and gov-
ernment relations, the district conducted a
survey of its staff last year, asking which
campus they would prefer the district build
a staff housing development on: Cafiada or
Skyline. “Cafiada was the overwhelming re-
sponse,” Christensen said.

The Woodside-Redwood City border runs
directly through the site of what will be Cai-
ada Vista, slightly complicating the build-
ing’s early planning. The Town of Woodside
originally wanted to annex Redwood City’s
portion of the land, but lacked the multi-
family zoning and existing infrastructure
such as sewer and water lines necessary to
accommodate the building. Christensen and
District Chancellor Ron Galatolo succeeded
in convincing the Woodside Town Council
to agree to preliminary plans for de-annex-
ing the property to Redwood City.

“Recently they’ve (Woodside Town Coun-
cil) said that they want to have some input
into the building’s design, so we’re holding
some meetings with a subcommittee of the
Council. It all seems to be going well, and
I’m not anticipating any delays in the proj-
ect,” Christensen said.

Palo Alto’s city government has used

housing incentives to secure a number of its
department heads.

“The city is an equity partner in my Palo
Alto house, since they wanted its chief ex-
ecutive to live in Palo Alto,” said former
City Manager Frank Benest. The city helped
Benest purchase his home on Bryant Street
when he moved here for the city manager
job in 2000. The city owns 56.8 percent of
the house, and Benest owns 43.2 percent.

“In some cases we offer some types of
housing assistance to department directors.
For instance, the city may pay points on a
home loan. In the past, we have provided
a home loan to a department head,” Benest
said.

Benest retired in August 2008, and ac-
cording to his employment agreement,
must sell his home no later than 2017. In
December 2007, the City Council voted 9-0
in favor of an amendment to Benest’s em-
ployment contract, such that he and the city
will share the cost of any “improvements,
upgrades or beautification efforts” to in-
crease the home’s value by the time of sale,
provided that they are approved by the city’s
administrative services director.

“I see it as a good measure to protect our
investment. The city owns 56.8 percent of
the property that was originally acquired
at about $1.58 million. The appreciation of
homes in Palo Alto has been significant and
the city wants to ensure the investment is
maintained properly for when it comes time
to sell,” said Lalo Perez, the city’s director
of administrative services.

Many private local businesses, such as
Facebook are getting in on the act as well.
According to a Facebook spokesperson, the
company offers “a $600 per month housing
subsidy to employees who live within one
mile of the office.” m
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Agents:

We cover Midpeninsula real estate like nobody else.

We offer the one online destination that lets you fully explore:

* Prior sales info

* Neighborhood guides
¢ Area real estate links
e and so much more.

Our comprehensive online guide to the Midpeninsula real estate
market has all the resources a home buyer, agent or local resident
could ever want and it’s all in one easy-to-use, local site!
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— Theresa Kinane, prospective
Midpeninsula home buyer
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Sold through August, 2008!

27 Homes Sold To Date, 2008
Arbor Road, Menlo Park*
Lowell Avenue, Palo Alto*
Cowper Street, Palo Alto
Normandy Lane, Los Altos Hills*
Mariposa Avenue, Palo Alto*
Sharon Qaks Drive, Menlo Park*
Ash Lane, Portola Valley
Crescent Drive, Palo Alto
Biltmore Lane, Menlo Park*
Newell Road, Palo Alto*
Channing Avenue, Palo Alto
Hanna Way, Menlo Park*
Mir Mirou Drive, Los Altos Hills
East Creek Drive, Menlo Park
Middlefield Road, Palo Alto
Menlo Oaks Drive, Menlo Park
Cortez Avenue, Burlingame®
University Avenue, Palo Alto*
Channing Avenue, Palo Alto*
Homer Avenue, Palo Alto
Everett Avenue, Palo Alto*
Barton Court, Los Altos Hills*
Harvard Avenue, Menlo Park
Bruce Drive, Palo Alto
Crane Street, Menlo Park
Eden Bower Lane, Redwood City
Greenwood Avenue, Palo Alto

* represented the Buyer

Carol, Rosemary and Nicole
have sold OVER 1,100 local residential properties.
They have a perspective on this real estate market
based upon their unmatched experience.

SLOW MARKET?

CAROL, ROSEMARY AND NICOLE
ARE SELLING HOMES TODAY!

apr.com

.
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Perspective

“..the ability to see things in a true relationship...”

EXperience

“...everything observed or lived through...activity that includes
training, personal participation...knowledge, skill or practice...”

Performance

“...execution, accomplishment...functioning...with effectiveness...”

650.543.1184

CarolRosemaryNicole@apr.com

Carnevale Squires Aron

CarOIRosemaryAndNiCOIE.Com 1550 El Camino Real  Menlo Park, CA 94025
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UGH
ORNISH

International President’s Premier
Top 1 % of Coldwell Banker Agents

650-566-5353

hcornish@cbnorcal.com

COLDWELL BANKER

A IAVAS

INTERNATIONAL

Atherton
Welcome to this updated, custom home on 4 bedrooms and 3 full baths

approximately 3.25 acres in the desirable Menlo Park

Living room, formal dining room,
family room, and chef’s kitchen

and dining rooms complemented by a spectacular Portola Va lley

kitchen with casual dining and separate family room. Broad flagstone patios bordered by
The home’s 4 bedrooms include a privately located landscaped perennial gardens .
bedroom and bath, two bedrooms with shared bath, . . Woodside
. ) . Approximately 3.25 acres with

and the master suite complete with dressing area and H ;

magnificent views of the Valley
walk-in closet, exercise studio, and marble bath. Outside, I%
perennial beds crowded with an ever-changing display Excellent Portola Valley schools

of fragrance, texture, and seasonal color border pink CORNISH CONCIERGE SERVICE

Westridge area. The foyer opens to the expansive living

Oﬁ ered at $3’ 949,000 PRO\’IDINGA NETWORK OF RE]’UTABLE

HOME-IMPROVEMENT PROFESSIONALS,
INCLUDING CONTRACTORS, PAINTERS,
LANDSCAPERS, INTERIOR DESIGNERS,
HANDYMAN AND CLEANING SERVICES.

www. HUGHCORNISH.COM

This information was supplied by Seller and/or other sources. Broker believes this information to be correct but has not verified this information and assumes no legal responsibility for its accuracy. Buyers should investigate these issues to their own satisfaction. Information deemed reliable, but not guaranteed.

flagstone patios. Below, a nearly level lawn overlooks a
view to the south that reaches all the way down the Valley.

For more information on this property and others, please visit my Web site at:
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(continued from page 36)

cross the street from the Squire
AHouse is another venerated Palo

Alto home. The Colonial Revival,
with Victorian and Classic Revival influ-
ences, at 860 University Ave., was built in
1906 for Elbert Peck, but sold to Dr. Carl
Wilson, a Stanford surgeon active in local
politics, two years later. The Wilsons lived
in the home until 1975.

Architectural detailing that landed the
home on the National Register of His-
torical Places ranges from the clapboard
facade and deep porches with classical

columns and spindled balustrades to the
front-facing gable.

The 4,527-square-foot, five-bedroom
house (not counting the attic and base-
ment) sits on a half acre, which also in-
cludes the original carriage house, barn,
four-car garage and a pool.

Highlights of the house, which is offered
by Nancy Manning, Coldwell Banker, Palo
Alto, for $8,650,000, include the largest
Tiffany stained-glass window in Califor-
nia, operable gas sconces, rich wood de-
tails and wood shingle roof with 31 ridges
with galvanized claw feet. m

This mix of Queen
Anne and Colo-
nial Revival
architecture at
860 University
Ave., Palo Alto,

is on the market
for $8,650,000.

In working with Nick, the things that stood out for us were:

* Strong negotiating skills
* Excellent understanding of the true market value of a property
* Respect for what we were willing to pay..and care not to push us beyond that
We've already recommended Nick to some friends...he did an
outstanding job for us and we feel fortunate to have worked with him.

Home Buyers: Steve and Jessie, Palo Alto

NEED A GOOD
REALTOR?

Someone who:

e Listens carefully

e Communicates openly

e Is responsive and

resourceful ,
e *'\- gy 9
= Works diligently to Palo Alto

achieve your goals

 Handles all the details
from start to finish

i

- _I\/Ienlo Park

Colleen
Foraker

Realtor
" 650.380.0085

A
A=
ALAIN PINEL

REALTORS

_/

ALAIN PINEL

REALTORS

Palo Alto Office

| am dedicated to providing my clients with expert advice and
service for all of their residential real estate needs.

Contact me for a consultation on buying or selling real estate or
to receive a market evaluation to learn the value of your home.

~

Nick Granoski

Broker Associate

PHONE: 650/269-8556
EMAIL: ngranoski@apr.com

www.nickgranoski.com
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Separating themselves from the pack

From dog owners to ethnic specialists, real estate agents offer a particular expertise
by Johanna Toivio

imes are tough. Pressured by unstable market
conditions Realtors are finding more and more
creative ways to market themselves and their list-
ings, targeting a specific group of people looking
to either buy or sell a house.

Djuna Woods, a Coldwell Banker broker in Menlo
Park, has joined the niche marketers who include di-
vorce, seniors and eco-friendly experts. She focuses
on dog owners looking to buy or sell property. A
year ago she launched her website, www.Peninsu-
laHouseHound.com, after she realized the special
needs many dog owners have when looking for a
new home.

Ideally they’d be looking for “a dog-friendly
neighborhood, near dog parks or trails, including
off-leash areas and on a quiet street, preferably in
a cul-de-sac,” Woods said. “When you come home
after a long day at work and you have to exercise
your dog, you don’t want to drive a long way to do
that,” she said.

Woods has a King Charles cavalier spaniel called
Bucky, who has been partly behind the inspiration
for her specialty. “I was looking for something to
distinguish myself from other Realtors,” Woods
said.

For many people, their pets are like their children,
and as Woods puts it, “it takes a village to take care
of a dog.” If homeowners have to go out of town or
they are working late, they have people in the neigh-  adjacent to Sand Hill Road. Woods caters to homebuyers seeking homes with larger (and contained) yards, proxim-
borhood to help take care of pets. When scouting for ity to dog parks and trails and dog-friendly neighborhoods.

(continued on page 46)
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326 Hawthorne, Palo Alto

Let Jackie Help You Achieve Your
Real Estate Dreams!

Your needs. Your tastes. Your language.

Spectacular Old World Craftsman remodel
Prime Downtown North Palo Alto neighborhood

&

]ackie Copple has been helping clients on the Peninsula
achieve their personal financial goals for over 25 years, as a tax
accountant, a financial planner, and since 1989 as a Realtor.

When working with Jackie to sell or buy your home, you can count on:

* Attention, Dedication, and Energy
e Local Market Knowledge

* Superior Marketing Skills

* Strong Negotiation on your behalf
* Professional Integrity

o Extensive Financial Background

Vintage details, arched doorways, inlaid hardwood
floors, coved ceilings, Gourmet kitchen, granite
counters, custom cabinetry, stainless appliances.
Lush, sunny, private front and rear garden setting
with specimen plantings. Walk to downtown,
Stanford, Caltrain, steps to Johnson Park. 2+
bedrooms, cozy finished basement office/media
room, luxurious main bath and %2 bath.

Offered at $1,495,000

“Jackie is a professional. She is very precise in

every aspect of what she does. She does not leave  “Juckie consistently went above and

any stone unturned, and is a true representative beyond the normal efforts exerted by other

0f‘ /)er Climt.f. ]ﬂ(kl'e is }JOnfSt ﬂnd ft‘ll}’l "Vfﬁ[t agmt; wzt}; w/ygm we z’ntfrdcte‘d, ﬂﬂd

very taken care of, which in his stressful nature  she was ahvays right out there in front,

of buying and selling a house can be essential.”  protecting our interests. Jackie was a great

guide through this exciting adventure!

e (\JOPP\G She has a wonderful communication of

O i warmth and professionalism that always

put us right at ease.”

COMING SOON!

New Construction in

Downtown North Palo Alto The Professional for Professionals

MBA, CRS, SRES

(650) 752-0666
jcopple@cbnorcal.com

Exclusive Broker

RICH ROLLINS
(650) 327-0375
Stanford ’74

www.JackieCopple.com
ROLLINS REALTY & MANAGEMENT, Est. 1955

640 MENLO AVENUE ¢« MENLO PARK, CA 94025 ¢ (650) 327-0375 o
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californiamoves.com

Stacey Archbell
650.269.3436
stacey.archbell@cbnorcal.com

Jo Buchanan &
Stuart Bowen
650.947.2219/650.949.8506
www.BuchananAndBowen.com

Kim Copher
650.917.7995
www.justcallkim.com

Terri Couture
650.917.5811

www.terricouture.com

Ursula Cremona, Patricia
Robison,Victoria Johnston
650.917.7967
www.robisoncremona.com

iy

! 7 Ii_q.

Charlene Geers
650.917.7990

cgeers@cbnorcal.com

Vicki Geers
650.917.7983

www.vickigeers.com

Enis Hall
650.917.8265

ehall@cbnorcal.com

Yvonne Gau
650.949.8513

www.yvonnegau.com

Kirk Mahncke &
Helen Kuckens
650.917.7988
www.kirkandhelen.com

Alice Nuzzo
650.917.5808
www.alicenuzzo.com

Terrie Masuda
650.917.7969
www.terriemasuda.com

Mary O'Neill
650.917.5814
moneill@cbnorcal.com

Dave Luedtke
650.917.7960

www.daveluedtke.com

Tina Kyriakis
650.947.2260
Tina@TinalsMyAgent.com

Shelly Potvin
650.917.7994
www.shellypotvin.com

e A

£ bille il

Alan Russell Soli Saatchi Nargis Sadruddin Sylvia Seufferlein
Princeton Capital 650.947.2263 650.917.7971 650.947.2231

650.947.2296
alanrussell@princetoncap.com

www.solisaatchi.com nargis.sadruddin@cbnorcal.com www.sylviaseufferlein.com

Mickey Shaevitz Christine
650.947.2266 Hoover Sorensen
mshaevitz@cbnorcal.com 650.947.2238

www.christinesorensen.com

Elizabeth Thompson DoraThordarson Beth Tompkins

Anne Ward

650.949.8508

www.elizabeththompson.com

LOSALTOS « 161 S.SAN ANTONIO ROAD - 650.941.7040 =1 @)

650.917.8270

www.dorathordarson.com

650.947.2253
beth.tompkins@cbnorcal.com

650.917.7727

award@cbnorcal.com

coLDWeLL
BANKER O

PRINCETON CAPITAL

EXPERTS IN HOME LENDING

RESIDENTIAL BROKERAGE
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a house, Woods advised taking a beloved
pet along for a neighborhood stroll to see
how people react to it, and to check out po-
tential for community support.

That support could make it easier to
make changes when it comes to extending
park hours or finding more places to take
dogs, Woods said. Some neighborhoods
are simply more open to dog owners, for
example Palo Alto and Menlo Park, she
said.

There are also safety issues when it
comes to looking for a home, such as good
fencing around the house. Many dog own-
ers prefer hardwood floors as they are eas-
ier to clean up.

She gets many of her clients through re-
ferrals, from meeting people in dog parks
and networking with local pet stores, shops
and groomers.

Many of Woods’ clients are dog owners
looking to buy a home, rather than selling.
She caters to many Baby Boomers, young
couples and first-time home buyers.

Another niche marketer is Grace Wu, a
Realtor for Alain Pinel in Palo Alto, who
specializes in helping buyers of Chinese
origin. She speaks Mandarin Chinese and
a Taiwanese dialect and often gets clients
through referrals from previous clients and
through community involvement. Half of
her clients are bilingual people looking for
housing in the Palo Alto area.

“In Chinese philosophy education comes
first,” Wu explained, and “family and com-
munity are very important.”

Another priority is the ancient art of feng
shui — literally wind/water — that relates
to balancing space and making everything

FALL REAL ESTATE 2008

in harmony with nature. Wu mentioned
how important the floor plan is and how
“bad feng shui” could be location of a
stairway right after the front door, since ev-
eryone should be able to look at something
beautiful as they walk in.

But a house with bad feng shui can be
modified, she said. There could be a “dou-
ble-door entrance and one of the doors
could remain closed so that the stairway
doesn’t hit your eye as soon as you walk
in,” she said.

Landscaping is also a factor. If, for ex-
ample, the house is built so that light shines
brightly on it at certain times of the day,
that’s bad feng shui. But “there are ways to
soften this. You can redo your landscaping,
plant trees and bushes,” Wu said.

Although her clients may be hesitant if
there is something that could conflict with
principles of feng shui, “the younger gen-
eration don’t care that much,” she said.

Another factor Chinese buyers are some-
times looking for is the so-called “mother-
in-law quarters” for extended family that
might stay over. So there may be “one
bedroom for parents prepared but not long-
term and often not necessary,” Wu said.
Because of these cultural differences that
sometimes determine the outcome of a
sale, many brokerage firms including Alain
Pinel offer training on different cultures.

Chinese and Indian buyers are among the
largest growing groups based on nationality
looking for real estate opportunities in Palo
Alto, according to Robert Gerlach, man-
ager of the Alain Pinel Palo Alto branch.
Out of the 61,200 residents of Palo Alto,
approximately 9.3 percent are of Chinese
origin and 2.1 percent Asian Indian, ac-
cording to city data in July 2007.

Yet many Realtors don’t want to focus

Sold in just 6 days!
280 Leland Avenue, Menlo Park

Fart of the expertise of Grace Wu, an Alain Pinel broker, is understanding the needs of
Chinese potential homebuyers, who may be seeking good feng shui, or appropriate spaces

for an extended family.

on one type of clientele.

“You don’t want to specialize because
you don’t want to limit yourself and turn
down customers,” Gerlach said.

But Woods and Wu are really trying to
offer special service to a specific group of
people.

As Woods said, “there is a real need, a
special need that most Realtors don’t know

how to address.” Since Woods also shares
that need, she’s concentrating on this par-
ticular niche for personal as well as finan-
cial reasons, and “it makes the whole thing
fun,” she said. m

Editorial Intern Johanna Toivio can be
reached at jtoivio @paweekly.com.
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Sold in just 1 day!
1650 Oak Avenue, Menlo Park*

JaQap| BOIUOIBA

Offered at $2,195,000 Offered at $2,695,000

REPRESENTING

WITH INTEGRITY,
EFFICIENCY, AND CARE

Sold with
MULTIPLE offers!

516 Georgia Avenue, Palo Alto*
Offered at $2,095,000

Sold BEFORE even
going on the Market!

1610 Bay Laurel Drive, Menlo Park

COURTNEY
CHARNEY

650.773.3758 cewL
650.543.1239 orrice
ccharney@apr.com

WWW.COURTNEYCHARNEY.COM

Offered at $2,950,000

* represented buyer

apr.com | MENLO PARK | 1550 El Camino Real
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Just Listed

Pending

SELBY LANE ADDRESS

CUL DE SAC LOCATION

FOUR BEDROOM FOUR BATH

GORGEOQOUS LOT WITH MATURE

LANDSCAPE AND POOL

$4,750,000

SUZANNE SCOTT

selling the finest homes in the finest neighborhoods

650-387-4333

Gasmix
""_i-f'-'.* SSCOTT@CASHIN.COM
- WWW.SUZANNESCOTT.COM
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A parachute or a brick?

Think before signing forms on mediation and arbitration in real estate

ediation and arbitration
clauses are a part of all stan-
dard form real estate contracts
that often are seen under the
heading of “Alternative Dis-
pute Resolution.” These claus-
es are often taken for granted
and misunderstood.

Real estate brokers encour-
age buyers and sellers to agree
to these clauses with very little
knowledge of how these agreements may later impact
a future dispute between the parties. There is a strong
tendency to sign anything that is on the form and in
bold print because you will do anything just to “get the
house.” This is one area of the real estate negotiation
that has become driven by the real estate forms, i.e.,
the real estate industry, and not by client requests for
arbitration or mediation to be a part of their purchase
contracts.

Arbitration clauses in real estate are regulated by the
Civil Code and must be of a particular type size and/
or in bold print. They also must be separately initialed
by the buyer and seller to be effective. This is intended
to be a warning sign to the parties, but instead it has
become a standard spot where the agent/broker tells
you to initial, just because it is there.

Arbitration and mediation clauses are not required to
form a binding and fully enforceable real estate con-
tract. So why do they exist?

1300 BEAR GULCH RoaD

WOODSIDE

e 1

« 3 bedrooms and 2 full bathrooms arranged over
two light-filled levels

+ Approximately 2,250 square feet of living space,
featuring stunning contemporary design and sleek
details including tall glass-block windows and
soaring 25-foot ceilings

«+ Spacious living room with wood-burning gas-jet fireplace
and gorgeous views, sun-drenched dining room, and kitchen
with a casual dining area F

« Secluded master bedroom suite with sweeping views and
a romantic wood-burning gas-jet fireplace

« Flourishing 3.9 acre parcel with verdant views at an elevation
of 1,900 feet above sea level

+ Minutes to Wunderlich County Park, with over 900 acres of
hiking trails and outdoor recreational opportunities

+ Detached 2-car garage with ample storage and
off-street parking

« Top-rated Woodside schools

Offered at $1,850,000

] :' ._ Shown by Appointment Only
& LISA SCHUMACHER

Previews Property Specialist

650.888.5244

! Lisa.Schumacher@cbnorcal.com

Information deemed reliable, but not guaranteed.
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by J. Robert Taylor, J.D.

The basics

Both mediation and arbitration are a means to resolve
a dispute between a buyer and seller without resorting
to filing a lawsuit in Superior Court. Mediation is an
informal non-binding negotiation between the parties
with the assistance of a third-party neutral. The neutral
should generally be an experienced real estate attorney
or a retired judge with experience in real estate.

The mediator works with the parties to resolve the
dispute and avoid civil litigation or a binding arbitra-
tion. All parties to the mediation share equally in the
costs of hiring the mediator. Cost of mediators can be
$200 to $600 per hour. In addition both parties should
be represented by an attorney; this is not required but it
still is a process governed by laws and procedures that
would overwhelm 99 percent of buyers and sellers.

Many real estate contracts will include a clause that
a buyer or seller who refuses mediation will lose his/
her right to collect legal fees and costs even if he/she
prevails in a later litigation and courts have upheld this
type of agreement.

Mediation is completely confidential. Information
and statements used in mediation cannot be used as
evidence in a later trial or arbitration. No record of the
mediation is kept and offers to settle the dispute cannot
be used in any later proceeding for any purpose by the
parties.

Mediation can last for an afternoon or over many
days and weeks until a settlement is reached or any
party sees the ongoing discussion as pointless. A suc-

1090 Lassen Drive, Menlo Park

unsurpassed views from almost every room.

bedroom option), 4.5 baths, a large family room, gourmet kitchen with marble

counters, library, breakfast room, formal living room, formal dining room,

breakfast room and too many amenities to list. Unsurpassed quality and
detail are found throughout this amazing and beautiful home.

apr.com | MENLO PARK 1550 EI Camino Real

cessful mediation usually results in a new written con-
tract containing the terms of the settlement between the
parties to the dispute.

Arbitration it a somewhat more formal process, al-
though not nearly as formal as a trial in Superior Court.
Costs in arbitration are similar to mediation. The arbi-
trator should be a qualified real estate attorney or a
retired judge with real estate experience. Arbitrations
follow a similar format as trials do in that witnesses are
under oath and the arbitrator can make rulings similar
to a judge.

Parties may conduct pre-arbitration discovery, but the
discovery process is in some arbitration clauses some-
what more limited in comparison with the process in
a court trial. Obviously, when you agree to arbitration
you are waiving your right to have your case decided
by a jury.

Arbitration can be non-binding or binding on the liti-
gants. Non-binding means that the decision of the ar-
bitrator will be confidential and shall have no outcome
on a future trial. All real estate contracts have clauses
that, if initialed, provide for binding arbitration. When
binding arbitration is elected by the parties the decision
of the arbitrator is binding and final. The judgment
given by the arbitrator can be enforced in the same
manner as any judgment received in Superior Court.

Binding arbitration is a confidential proceeding, no
transcript is made and if the parties pay the judgment
then no one will know about the litigation other than

(continued on page 50)
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You are cordially invited to preview this spectacular new house with

It has 4 bedrooms (fifth

LisTeD a1 84,495,000

Ray Walton
650.465.1020

Virtual tour at www.raywalton.com

650.543.1181 =




& ATHERTON ESTATE ON 1.81+/- ACRES

REMODELED ESTATE HOME IN PRIME MENLO-CIRCUS CLUB AREA. OVER
9,000 SQ. FT. OF LIVING SPACE, WITH 2 MASTER SUITES PLUS FULLY EQUIPPED
1-BEDROOM, 2-BATH GUEST HOUSE WITH LOWER-LEVEL IDEAL FOR GYM OR
MEDIA ROOM. VERY PRIVATE SETTING WITH POOL, SPA AND TENNIS COURT.

OFFERED AT $13,800,000

. —r—
A= M =
ALAIN PINEL PREVIEWS

INTERNATIONAL

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 the purchase price, buyer should conduct buyer’s own investigation. Photography Bernard André
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the parties, the witnesses and the attorneys.
A judgment received in a binding arbitra-
tion cannot be appealed absent fraud, con-
flict of interest or some other very extreme
injustice. If the arbitrator merely applies
the law incorrectly or uses some Solomon-
ic formula to provide “justice,” the losing
party has no recourse to appeal the judg-
ment the way current arbitration clauses are
written in real estate contracts.
Interestingly in a recent case entitled
Cable Connection Inc. v. Direct TV the
California Supreme Court held that parties
to a litigation could agree in an arbitration
clause containing a provision that allowed
for judicial review when an arbitrator’s de-
cision was inconsistent with California law.
In other words, if the arbitration clause is
drafted properly the arbitrator cannot make
an arbitrary decision without a proper basis
in law without the risk of his decision being
overturned by a Superior Court judge.

What your agent doesn’t want

you to know

While the agent is telling you that every-
one signs the arbitration clause and that not
signing it will raise the suspicions of the
seller, he/she does not tell you that he/she
is not signing the clause and has no obliga-
tion to arbitrate or even mediate.

When there is a dispute between a buyer
and seller there is often an agent(s) that is
partially to blame. Conveniently, the bro-
kers have left themselves out of the alterna-
tive dispute resolution loop that they have

FALL REAL ESTATE 2008

encouraged their clients to participate in, or
in the case of mediation, made it a default
portion of the boilerplate.

The savvy buyer or seller might ask why
brokers are not bound by the same terms.
Given the choice, they have decided that
it is better not to be bound to participate in
disputes unless they are either compelled to
by a filing in Superior Court or they elect
to participate in the mediation or arbitration
voluntarily.

Obviously, being able to make the choice
of whether or not to participate with a
knowledge of what the dispute is about is a
huge, I repeat, huge advantage. Since your
real estate agents are fiduciaries, don’t you
think they should tell you about this huge
advantage that they are building into the
contract to protect themselves from liabil-
ity?

A party that is necessary to the dispute,
or in other words, has potential liability,
cannot be compelled to participate in the
arbitration or the mediation process. So the
buyer and seller are forced by the contract
to go through mediation without having all
the parties that should be there participate,
thus often making it difficult to settle, if
not impossible. Still the costs continue re-
gardless of the prospects for settlement.

Even though both the buyer and seller
have agreed to arbitrate, the brokers and
other parties that may have liability, such
as the termite inspector or home inspector,
can force the litigants to forego arbitration
and file their action in Superior Court.

One of the arguments for mediation and
arbitration is that is a means of saving the
costs of normal litigation. No savings ex-

Cuaris McDoNNELL & KELLY GRIGGS

TWO GENERATIONS OF REAL ESTATE EXPERTISE

DEEP REAL ESTATE EXPERTISE

As a team, Chris and Kelly bring three decades of
real estate experience to every client. Chris and
Kelly offer strong people, negotiation, market
analysis, and organizational skills.

SMART STRATEGIES AND NEGOTIATIONS
FOR BUYERS AND SELLERS

The rich synergy of their backgrounds in

local market knowledge, marketing strategy,
negotiations and market analysis will provide a
powerful combination to meet all the real estate
needs of both buyers and sellers.

EXCELLENCE IN SERVICE

As a client of Chris and Kelly, you will receive
expert, diligent and dedicated service, whether
you're the seller of a high value property or a first
time buyer. They will listen to your concerns and
will chart a strategy together with you.

e are excited to announce Chris McDonnell and her daughter, Kelly Griggs,
have joined together as a residential real estate sales & marketing team
at Coldwell Banker, Menlo Park. Chris has 24 successful years of experience
in residential real estate on the Peninsula at Coldwell Banker. Kelly recently
transitioned from corporate real estate, adding seven years of experience in real
estate and financial analysis, business strategy, and sales.

You'll find this partnership to be a smart choice for you and the results will speak for
themselves. In working with Chris and Kelly as a buyer or seller, you can expect:

LOCAL MARKET KNOWLEDGE

Through Chris and Kelly’s professional and
personal exposure to these communities, they
bring deep local market knowledge to every client.
Chris has been a resident of Atherton since 1980
and worked with hundreds of buyers and sellers
along the Peninsula. Kelly grew up in Atherton,
attending local public schools. Kelly holds a B.S.
in Business from the Haas School at UC Berkeley
and now lives in San Mateo.

BACKED BY NATIONAL BROKER WITH
STRONG LOCAL PRESENCE

Coldwell Banker is a national company with
cutting edge technology and holds the largest
market share locally.

If you or anyone you know could benefit from
their services, please contact Chris or Kelly.

Thank you for your support!

CHris McDoNNELL & KELLY GRIGGS

Two Generations of Real Estate Expertise
650.207.2500 * 650.464.1965

cmcdonnell@cbnorcal.com
kelly.griggs@cbnorcal.com

www.chrisandkellyhomes.com
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ist if you cannot sue all of the necessary
parties in arbitration and are forced to take
your action to Superior Court.

I regularly speak to attorneys who are
unhappy with the outcome of arbitration.
Arbitrators can tend to fashion their own
remedies in ways the juries and judges can-
not. This is a major reason why the real es-
tate industry has done everything they can
to sidestep mediation and arbitration. It is a
business decision to avoid a pitfall that they
happily steer clients into without any seri-
ous discussion of the pros and cons.

In light of the Cable Connection Inc.
v. Direct TV decision, should real estate
agents be including language in the arbitra-
tion clause that allows for judicial review of
decisions that do not follow the law? This

Judges are doing
everything possible
to avoid hearing real
estate cases.

would be possible, but don’t look for forms
to change anytime soon as it does not serve
the interest of the real estate community to
do so.

There certainly are some pros to alterna-
tive dispute resolution. All litigation even if
filed in Superior Court is going to be forced
into some form of alternative dispute reso-
lution in advance of trial. Judges are doing
everything possible to avoid hearing real

Sophisticated Living in Downtown Menlo Park
445 Oak Grove Avenue #12

estate cases.

There is very serious pressure applied
on all parties to settle the dispute through
mediation or arbitration due to the uncer-
tainty of any trial and the costs involved.
It can also save money under certain cir-
cumstances, and in other cases may actu-
ally cost more; mediators and arbitrators
can be very expensive unless both sides are
very efficient. This is not a characteristic of
some attorneys I have dealt with.

The good news is that the vast majority
of cases do settle in advance of trial and
this generally saves a lot in attorneys’ fees
and other costs. It also allows the courts to
focus on criminal and other cases that are
not amenable to arbitration.

If you start asking your agent questions
about arbitration or mediation they will
quickly refer you to a simplified written
disclosure form or opine that they cannot
respond because to do so would be giving
legal advice. The irony is that the real es-
tate industry can steer buyers and sellers
into taking action to limit their legal rights
without giving legal advice.

In the meantime, not agreeing to waive
your right to a trial is rarely a bad idea. Af-
ter all the justice system is the core of what
we rely on to protect us. m

J. Robert Taylor, J. D., a real estate
attorney and broker for more than 20
years, has served as an expert witness and
mediator and is on the judicial arbitration
panel for Santa Clara County Superior
Court. Send questions to Taylor c/o Palo
Alto Weekly, P.O. Box 1610, Palo Alfto,
CA, or via e-mail at btaylor@taylorprop-
erties.com.
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ALAIN PINEL

REALTORS

Enjoy downtown Menlo Park everyday! This bright, airy, elegant condo has been recently

updated with new carpeting, paint and crown molding throughout. Newly installed interior
doors with brass hardware make entering each room a welcoming experience. The 2 bedroom,
2 bath home has cabinets with lighted glass shelving and a wood burning fireplace in the living
room. Amenities include secured parking, pool, and extra storage. In walking distance of down-
town and with close proximity to parks, schools and commuter lines, this property offers a unique

opportunity for any buyer.
Approximately 1215 square feet of living space
(per County records)
Updated kitchen and baths
Carrera marble in bathroom
Air conditioning
Washer/dryer in unit

Separate dining room with built in buffet

Secured covered parking space and one outside
Patio overlooking inner courtyard

Common storage area in addition to unit extra storage
Prestigious, award winning Menlo Park Schools
Easy access to Highway 101

Homeowners fee $389.00

Offered at $798,000

JOE MERKERT
CELL 650-387-5464
DIRECT 650-543-1156
JMERKERT@APR.COM

MARY MERKERT
650-303-2221 CELL
650-543-1156 DIRECT
MMERKERT@APR.COM

apr.com | 1550 El Camino Real Suite 100 Menlo Park, CA 94025 | 650.462.1111
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RentWatch

In case of foreclosure, does a tenant have to move?
by Martin Eichner

E ven
though 1
am a rent-
er, t—“mortgage
meltdown” has

me concerned
about my rights
if the house I
rent goes into
foreclosure. Do
I have to move if
my landlord loses
her property in a
foreclosure sale?
It depends on who owns the prop-
Aerty after the sale and whether
or not you are a month-to-month
tenant or you have a lease. For month-to-
month tenants, if the property is returned
to the mortgage holder or purchased by a
new owner, a new California statute ef-
fective July 8, 2008, requires a 60-day
written notice to move. Tenants with
leases are in a better position only if the
lease was signed prior to the mortgage.
In that case, a tenant can stay until the
lease expires. Otherwise, a tenant is only
entitled to a 60-day notice after the fore-
closure even if there is a lease. Sometimes,
new owners or mortgage holders may be
willing to let a tenant stay on for a period of
time or even may be willing to compensate
a tenant for moving early, offering what is
known as “key money.”

Beware of paying rent to someone who
has already lost the property in foreclosure
or someone pretending to be the new land-
lord. We are seeing this scam too often.
Tenants think they are paying rent when in
fact the money is totally wasted.

In about three months I am selling

the duplex I own. The real estate

agent handling the sale wants my
tenalts to sign a waiver of no liability in
case something is broken or stolen dur-
ing the open houses, inspections or repair
work. One tenant signed, but the other
has refused. I don’t want to be respon-
sible. Is there anything I can do to force
the tenant to sign?

The tenant has no obligation to
Arelease you from any liability

for lost, broken or missing per-
sonal property. In fact, for this specific
reason, there probably is a clause in the
listing agreement you signed with your
real estate agent that states you agree to
maintain homeowner’s insurance on the
property during the sale period. This in-
surance would cover this situation as well
as damage to the property itself done by
any open house visitors, inspectors or re-
pair personnel.

You need to discuss this matter with
your agent or contact the local board of
realtors for further information. If an
item is broken or stolen during an open

List your home for 1.5% commission

L .
Open Sunday

-

397 Greonoaks Drive, Atherton

Offered at $2,995,000

Buyers Search the MLS

at www.penhomes.com
650.324.2200
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605 Cambridge Avenue, Menlo Park, CA 94025
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Cheryl DeGolia
650-274-4894

cdegolia@hotmatl.com

SERVING THE
ENTIRE PENINSULA
SINCE 1995

house or required inspection, it would be
the obligation of the tenant to prove the
damage or theft took place during those
activities.

To avoid any unpleasant occurrence,
it is to your benefit to coordinate all ac-
tivities related to the sale with both of the
tenants and if either one wants to be pres-
ent, you should do your best to accom-
modate.

I have a severe back problem. To

reduce my pain my doctor has

recommended that I sleep on a
watetbed, but the apartment manager says
waterbeds are not allowed. I can get a let-
ter from my doctor. I feel the manager is
not being fair. What are my rights?

You have the right to a reason-
Aable accommodation due to your

disability. Although landlords
may have rules or policies that they can
enforce, tenants with disabilities are
entitled to exceptions to those policies
where necessary for their disability. In
this situation, the landlord would need to
accommodate your disability by allowing
a waterbed, unless they could show that
the waterbed posed an undue financial
burden on their business, in which case
the accommodation would be unreason-
able.

The landlord could also request that you
obtain a note from your doctor that states
your need for the accommodation. Be
aware that you may be asked to increase
your security deposit if you are a month-
to-month tenant. Civil Code B 1940.5(h)
allows for a security deposit of 2.5 times
the monthly rent for unfurnished property
and 3.5 times for furnished property when
a tenant has a waterbed. For those on leas-

es, the increased deposit can be requested
when the lease is renewed.

I answered a “room for rent” ad

on my college bulletin board that

said the room had a microwave
ovei™Since I don’t have a lot of money
this feature was important and I used it
a lot. Well, the oven broke, and now the
landlady says she is not going to fix it be-
cause she feels I was using it too much. I
need the oven fixed. What can I do?

Your situation requires two re-
Asponses. One is that since the

microwave was listed in the ad, a
workable microwave must be provided.
This is called an “express” promise. The
landlady has an obligation to repair the
microwave or reduce your rent accord-
ingly.

Secondly, in order to remove the oven af-
ter it is repaired, the landlady must serve
you a 30-Day Change of Terms notice list-
ing the action that the oven will no longer
be allowed. This notice only applies if you
are a month-to-month tenant; it cannot be
used if you have a lease. In this case, the
landlady could terminate availability of the
oven only when the lease is renewed. m

Martin Eichner edits RentWatch for Proj-
ect Sentinel, an organization founded in
1974 that provides landlord tenant dispute
resolution and fair housing services in
Northern California and administers rent-
al-housing mediation programs in Palo
Alto, Los Altos and Mountain

View. Call 650-856-4062 for w
dispute resolution or 650-321- W @
6291 for fair housing or e-mail & Y
mediatedus @projsen.org. !

Molly Bolz Presents A Napa Valley Dream

Enjoy incomparable Valley Views from an authentic Tuscan Villa situated
in the very most prestigious Oakville location. Neighbors are legendary-
Dalla Valle, Screaming Eagle, Rudd, Showket and more. Private, gated
estate includes a cabernet vineyard. 4.8+/- acres, 3+ Bedrooms, 3 Baths,
pool, bocce court, wine cellar plus much, much more.

Offered at $7,800,000

For any inquiries regarding
All Wine Country Real Estate

please contact

' Molly Bolz

BROKERS
af the
VALLEY

707-967-4640 Cell 707-738-2368

mbolz@napanet.net

FALL REAL ESTATE SPECIAL SECTION e Page 51




.

N W

T .

@
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OFFERED AT $23,500,000

Beaux Arts estate commissioned in 1909 by E.W. Hopkins and designed by
Bliss & Faville. Impeccably restored for the 21st century with state-of-the-art systems
by the renowned Orlando Diaz Azcuy Design Associates and acclaimed builder,
Ryan Associates. A once in a lifetime experience of living in unsurpassed elegance,
detail and beauty. This significant home offers a timeless interior of noble scale and an
eight car garage amongst over two acres of beautifully landscaped grounds.

MARY GULLIXSON  STEVE & CAROLYN PIERCE

A P 650.543.1175 650.323.5305
650.888.0860 Cell  650.533.7006 Cell Zane MacGregor & Co.

mgullixson@apr.com spierce@zanemacgregor.com

www.gullixson.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 the purchase price, buyer should conduct buyer’s own investigation. Photography Bernard André
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