
by Carol Blitzer

O nce their daughter went off to college, Hanako 
Yanagi and Rick Wolff decided to relocate to 
Wine Country. Within days of looking, they 

signed a lease and moved in.
But they really needed to sell their Willows home, 

where they’d lived since 1995. Over the years they had 
replaced the original 1945 windows, added pavers to the 
driveway and entryway and worked on the landscaping.

The house needed a lot more than paint to create curb 
appeal. Their Realtor, Doug Willbanks, with Coldwell 
Banker, Menlo Park, advised them to spruce up before 
putting the house on the market. His comparison-sales 
numbers convinced them that they could get closer to 
$1 million than the mid-$800,000s that an “as is” sale 
could produce.

They signed their Sonoma lease in February, know-
ing they’d need to list their Menlo Park home in the 

WILLOWS HOME 

WAS TRANSFORMED 

FOR RESALE IN JUST 

SEVEN WEEKS

2011

The contractor, now doing business as 
“Three Guys from Reno,” suggested 
replacing the old red-brick fireplace 
surround with a new wooden mantel 

and travertine marble that’s repeated 
elsewhere in the house.

The new kitchen has granite counter tops, a basket-weave backsplash and travertine flooring — 
and soft-close drawers, halogen lighting under the upper cabinets and a bevy of brand-new GE 
Profile appliances.

Before, the tiny kitchen lacked 
storage space as well as modern 
appliances.

(continued on page 36)
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MARY GULLIXSON
Alain Pinel Realtors 

DRE# 00373961

650.888.0860
mgullixson@apr.com

Information deemed reliable, but not guar-
anteed. Sq. ft. and/or acreage information 
contained herin 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. 

BRENT GULLIXSON
Alain Pinel Realtors 

DRE# 01329216

650.888.4898
bgullixson@apr.com

Vinedo Lane 

DAVID BERGMAN
Intero Real Estate

DRE# 01223189

650.948.1100
www.DavidBergman.com

Page 34 I Spring Real Estate Special Section



280

82

82

84

101

280

82

101

thhorththNooNNNNNNNooortrtthhNNNNNorthNorthNNNNNNNNNNNororoooNNN ththtrtthhhhNoNoNNNNNNN
kssOaksr Or OirriiFaFaFF OOOOFaaa OaaOaaaaaiii aksakirrrrr r ksskssOO ssksFF ssssssOOOOFFFaFFaFFFFF OOaiirrrrrrrrrrrrrrrriiaaiiiirriirrrrFF OOOOaaOakOakOaakksskssssssssOOOOaaaaaaaaaaaksOaOa

EasttttstEaEEEa tttEE sstt
o AltooooAltoooPalaPPPPP lPPPPPP AltooAltoo

sttassEaaEaEaEE tE ttssaaEaEaEEE
oollMeMMMMMM nlonennMeeMMMMMMMM oMenlollnlnlnnMMMMMMMeeMMMMMMMMMMMMMMMMMMMenlo

AltoAltPalo Altoa o AAAo Ao AlPalPaPalaP ll AltoAltoPaPPaPP oPaPPaPPPPalaPalal AAAAAltAltAAAAAAAAAAAAo Altooo Altoo All oAAP

dwood Cityitooodd Cwo  CiCod w odwo CCoooo Cityoo yCCRedwdddRedRedRedeReReeReRRedwdw

rdrdStanfordStan rdSSSSSttSttStttattaSSStttattttttttaStanStantStt rdrdrrSSStSStSttSS atatattttSSSSSSSSSSSS

Menlo
Park

ALPINE
ROAD AREA

SHARON
HEIGHTS

UNIVERSITY
HEIGHTS

CENTRAL
MENLO

LINFIELD
OAKS

 FELTON
GABLES

MENLO
OAKS

THE
WILLOWS

FLOOD
PARK

ALLIED
ARTS

Menlo
Park

Menlo
Park

FAIR
OAKS

WEST   ATHERTONWEST  ATHERTON

LLOYDEN PARK

WEST OF
ALAMEDA
WEST OF
ALAMEDA

AthertonAtherton

LLOYDEN PARK

LINDENWOODLINDENWOOD

lindenwood

lloyden park

west atherton

west of alameda

allied arts

alpine road area

central menlo

felton gables

linfield oaks

menlo oaks

sharon heights

university heights

the willows

atherton

menlo park

palo alto

$3.41

$2.25

$3.80

$3.38

$2.05

$0.83

$1.74

n.s.

$1.24

$2.44

$2.36

$1.47

$1.16

$3.37

$1.30

$1.81

$3.45

$1.23

$4.83

$1.70

$1.50

$0.68

$2.95

$1.69

$1.05

$1.80

$2.45

$1.32

$0.95

$3.86

$1.18

$1.56

90

225

193

360

77

90

63

180

315

135

180

203

144

208

125

86

-1.3%

83.2%

-21.3%

98.5%

36.3%

22.2%

-41.0%

n.s.

18.6%

35.7%

-3.4%

10.8%

22.2%

-12.6%

10.1%

15.5%

buysell

buysell

buysell

buysell

buysell

buysell

buysell

buysell

buysell

buysell

buysell

buysell

buysell

buysell

buysell

buysell

$3.41

$2.25

$2.85

$3.38

$1.68

$0.83

$1.66

n.s.

$1.24

$2.13

$1.70

$1.28

$1.11

$3.01

$1.12

$1.40

$3.00

$1.23

$2.95

$1.70

$1.34

$0.68

$3.15

$1.69

$1.05

$2.13

$2.45

$1.20

$0.96

$2.76

$0.95

$1.44

13.5%

83.2%

-3.4%

98.5%

25.0%

22.2%

-47.4%

n.s.

18.6%

-0.2%

-30.5%

6.9%

15.6%

9.0%

18.4%

-2.6%

2011 Q12010 Q1 2011 Q12010 Q1

neighborhood average sale price median sale price days supply whose market?

lines show most recent 12 quarters. $ amounts in millions. % change is relative to one year ago. n.s. = no sales data. ©2011 dreyfus properties

Spring Real Estate Special Section I  Page 35



SPRING REAL ESTATE 2011

spring. But they were no strangers 
to renovations. Only recently they 
had completed a total re-do of their 
Northstar condo at Lake Tahoe.

After getting bids of close to 
$100,000 from five contractors, 
they settled on Scott McDaniel from 
Sparks, Nev., who delivered the job 
for less than $40,000.

But would he come to Califor-
nia?

“In construction you have to be 
willing to travel. If work is slow 
and there’s several weeks of work 
in Menlo Park, why not go?” was 
McDaniel’s response.

McDaniel arrived with co-worker 
Kenny Dargert, whose expertise is 
in granite and marble fabrication. 
He ordered custom cabinets from a 
colleague in Reno and trucked them 
back after a trip home.

The men worked 10 to 12 hours 
a day, completing the fully permit-
ted work in seven weeks — and 
under budget. They mostly slept in 
the house, moving out to a box van 
briefly when they lacked plumbing. 
Between the backyard barbecue and 
the microwave, they were able to 
prepare most meals on site.

“It’s easy to live nowadays,” Mc-
Daniel said, and not having to go to 
a motel saved money.

Besides the price, the couple had 
enormous confidence in their work, 
admiring both their craftsmanship 
and their work ethic. 

“They’re not juggling five jobs. 
They stay here until it’s done. Their 
toughest critic is themselves,” Yan-
agi said.

McDaniel and Dargert, and a 
third painter, enjoyed the work so 
much they’re planning to start doing 
business as Three Guys from Reno.

The “Three Guys” imported 
more than brawn. It was their idea 
to replace the old red-brick fireplace 
surround with a new wooden mantel 
and travertine marble. 

“There’s not a stitch of vinyl or 
carpet to be seen,” Willbanks said, 
pointing to the newly refinished 
floors.

The focus of the renovation was 
on updating the kitchen and the 
sole bathroom. They gutted the old 
kitchen, brought in custom-made 
cabinets to maximize storage (and 

Makeover
(continued from page 33)

Vivien Chen of One 
Two Six Design in 
Mountain View sug-
gested silver sage for 
the master-bedroom 
wall color, with lime-
green accents.

Contributing to the 
home’s curb  

appeal is a new 
paint job in a deep 

gray, trimmed in 
bright white.

The owners had already 
replaced the driveway and 
walkway with pavers and 
spruced up the landscaping.

(continued on page 38)
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‘Our biggest 
challenge was how to 
maximize space and 
make it look bigger 
and brighter, to 
attract the first-time 
homebuyer.’

—Vivian Chen,  
One Two Six Design 
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include soft-close roll-out drawers) 
and added halogen lighting under 
the upper cabinets.

It was Willbanks who located 
the package of GE Profile stain-
less-steel appliances at Airport 
Appliance in Redwood City that 
included a double-door refrigerator 
with a bottom, roll-out freezer.

Not everything went smoothly.
When the men removed the old 

floor in the kitchen, they found 
the subfloor inadequate to support 
the new travertine tile squares. So 
they built a new subfloor.

Colors in the home create a soft 
palette, with the beige travertine 
repeated in the kitchen and bath-
room flooring, as well as the liv-
ing room mantel. The counter is 
granite, with a basketweave trav-
ertine backsplash from Chic Tile 
in Redwood City.

Special touches in the bathroom 
include a porcelain vanity atop a 
wooden cabinet, soft-close draw-
ers and bright xenon lighting that 
meets environmental standards.

In general, McDaniel said, the 
house was in pretty good shape, 
with seismic improvements al-
ready made.

On March 31, the stagers arrived 
with everything from furniture to 
designer touches. Vivian Chen, 
from One Two Six Design in 
Mountain View, met early on with 
the owners and Willbanks and 
actively participated in choosing 
colors, counter-top material and 
even window coverings.

“Our biggest challenge was how 
to maximize space and make it 
look bigger and brighter, to attract 
the first-time homebuyer,” Chen 
said.

She offered a soft gray that com-
plemented the slate on the porch 
and the pavers in the driveway.

Inside they agreed on Navajo 
white, “playing safe” because the 
space is small.

“We didn’t want to use stronger 
colors (which would) make the 
space look smaller, but we wanted 
it bright,” she added.

For the master bedroom, she 
chose silver sage but punched it 
up with lime-green accents.

Chen drew upon the contents of 

her 14,000-square-foot warehouse 
in Mountain View to furnish the 
house. She typically rents furnish-
ings for a month, with an extra two 
weeks thrown in. “Ninety percent 
of houses are sold within six weeks 
in the springtime,” she said. 

The 1,090-square-foot home 
on a 5,005-square-foot lot at 316 
McKendry Drive was posted on 
the Multiple Listing Service on 
April 6, asking $983,595 — the 
average price for five homes that 
sold since January 2010 within a 
quarter mile, Willbanks said. 

The first open house, on Sunday, 
April 17, drew 50 groups of view-
ers and three requests for disclo-
sure packets. At press time, there 
were no offers, Willbanks said.

As for Wolff and Yanagi, after 
two months in Wine Country, 
they’re starting to think about 
their next step.

“We might get a house and redo 
it,” Yanagi said.

“Or build a house with these two 
guys,” Wolff said.

“Absolutely,” she added. 
Associate Editor Carol Blitzer 

can be e-mailed at cblitzer@
paweekly.com.

Makeover
(continued from page 36)

Homeowners Rick Wolff, left, and 
Hanako Yanagi take a break while the 
stagers finish up inside in late March.
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eber
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RISING TO THE CHALLENGE WHEN 
DIVORCE DRIVES HOME SALE

by Karla Kane

Selling a home is always stress-
ful — the packing, the paper-
work, the preparations, the 

financial concerns — but it’s even 
trickier when the breakup of a mar-
riage is the reason for the sale.

When a home must be sold be-
cause of divorce, the situation 
becomes still more fraught with 
tension, emotional turmoil and 
difficult decisions. Having a Real-
tor with expertise in such delicate 
circumstances can help make the 
rough process a bit smoother.

“The family home is more than 
just a piece of real estate. It’s emo-
tionally charged,” said Elaine 
White, a Realtor with Coldwell 
Banker Residential Brokerage in 
Menlo Park. 

White is one such expert who is 
able to use her specialized skills 
and experience to assist her real-
estate clients through divorce 
sales. 

She worked as a family-law at-
torney for 16 years and has been 
a Realtor for the past 17. Though 
she found her law work rewarding, 
dealing with family conflicts “all 
day, every day” made it difficult 
not to burn out, she said. With her 
career switch to real estate, White 
has found that her background, 
with deep knowledge of contracts 
and property law, has made her es-

pecially valuable for cases in which 
a family home must be sold after a 
divorce, and estimated that around 
20 to 25 percent of the real-estate 
sales she’s handled have been di-
vorce cases.

For family members going 
through a divorce, a house can be 
symbolic of the broken relation-
ship.

“It’s often the last vestige of the 
marriage. Every seller has memo-
ries from their homes but in divorce 
cases it’s even more difficult,” 
White said. People often have a 
hard time letting go of the prop-
erty, and use it to try to maintain 
a connection with their estranged 
spouse. Or, alternately, embattled 
exes can find it tough to compro-
mise on matters large and small.

“It’s difficult for agents if people 
are not on the same page. One says, 

‘I want this much money,’ the other 
says, ‘I want this.’ Whatever one 
says, the other says the opposite, 
and they need the court to step in 
every step of the way,” White said 
of particularly difficult cases. 

Because of her law background, 
White is sometimes appointed a 
“special master” by the county, 
giving her quasi-judicial powers to 
help a property case to proceed. 

“I’ve sold homes when one party 
didn’t sign a single document,” she 
said. But she tries to remind her 
clients that it is both expensive and 
time consuming to continue going 
back and forth to court. 

“It ends up with less money in 
both people’s pockets,” she said.

Sometimes it helps if two agents 
are involved, she said. In such cas-

Coldwell Banker Realtor Elaine White draws on her experience as a family-law attorney when dealing 
with clients going through a divorce.
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‘The family home is 
more than just a piece 
of real estate. It’s 
emotionally charged.’

—Elaine White,  
Realtor, Coldwell Banker  

Residential Brokerage

(continued on 42)

For family members 
going through a 

divorce, a house can 
be symbolic of the 

broken relationship.
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es, both agents still represent both parties 
but it can make the situation feel a bit more 
comfortable.

Often a home sale happens out of neces-
sity because neither partner can afford to 
buy out the other, especially in the current 
economic climate, when high home-equity 
lines are hard to come by.

“Some people resist the process by trying 
to set the price too high, or the house is not 
always shown at its best,” White said. 

“More often than not the wife wants to 
keep the house even though it’s not a good 
financial decision. They’re trying to pre-
serve life as they knew it.”

In addition to her practical knowledge of 
the law, White said her awareness of the 
emotional pitfalls involved is key in helping 
clients through a successful transaction. 

“Having an understanding of the emo-
tional issues helps to deal with those issues 
as they come up,” she said, adding that she 
has experience both as a negotiator and a 
mediator. 

When kids are in the mix, even more sen-
sitivity is needed, she said. Care must be 
taken that kids won’t be too upset if their 
room is changed in order to prepare for open 
houses, for example, she said. 

Sometimes she is also on the buying end 
of the transaction, helping clients relocate to 
a new place while selling the old. 

“My ability to sell the house is made easier 
by helping someone see what they can buy 
so they know they won’t be out on the street, 
to help them move forward,” she said. 

Though clients are aware of her law expe-
rience, White said it’s important for her to 

remain focused on the task at hand and not 
become over-involved with the rest of the 
divorce case, she said. Early on in her real-
estate career she was working on selling a 
house that successfully went on the market 
and was receiving offers.

“The wife was frustrated because she 
wanted to talk about custody issues with 
me. I said that’s not what I was there for. 
She said, ‘You only care about selling my 
house!’ Well, that’s my job.

“I can’t get too involved but I am famil-
iar with the process. I can give advice on 
how the system works and try to make it as 
smooth as possible,” she said. 

In addition to being referred by the San 
Mateo and Santa Clara county courts, White 
is often referred to clients by lawyers who 
are familiar with her unusual skill set. But 
while experience in family law certainly 
comes in handy, White said Realtors from 
all backgrounds can be effective in divorce 
situations, provided they have an under-
standing of the potential issues.

“What’s important is patience and people 
skills, and the ability to help resolve con-
flict. It’s a people-oriented job.”

White has turned down clients whose rela-
tionships are just too toxic, such as in cases 
of domestic violence. Even in less extreme 
circumstances, it’s not easy.

“Sometimes you have to do everything 
twice; it can be more labor intensive. The 
important thing to remember is that there are 
always two sides to every story, sometimes 
three. You have to stay neutral and it can be 
frustrating. You need a level of diplomacy 
and detachment,” she said. 

“What is rewarding is being able to do a 
good job of helping people get through a dif-
ficult time.” 

Divorce
(continued from page 40)

Jo Buchanan, GRI  |  650-947-2219

Stuart Bowen, e-PRO  |  650-949-8506
Stuart.Bowen@CBNorcal.com

The Buchanan & Bowen Sales Team

www.BuchananAndBowen.com 
161 South San Antonio Rd. Los Altos, CA 94022

Let Buchanan & Bowen Help...We’ll Exceed Your Expectations!

Wonderful 3BD/2BA Monterey Colonial with delightful backyard and 
updated kitchen. Best street for the Alley activities and fun seasonal 
festivities. Stroll to the Village; Shoup Park, and access to top schools. 
1843sf home on 6700sf lot approx.  OFFERED AT $1,575,000

569 UNIVERSITY AVENUE, OLD LOS ALTOS

Historical Farnsworth Farms in an exclusive cul-de-sac with signifi cant tax 
benefi ts. Four beds/3.5 baths including upper level recreation room and full 
basement for possible build out. Stunning architecture. Top schools. 3,800sf 
home on 18,000sf lot approx.   OFFERED AT $3,649,000

439 RINCONADA COURT, LOS ALTOS

Charming 4BD/2.5BA home with 1 bed/1 bath backyard cottage with 
kitchenette and alley access. Park like gardens, remodeled kitchen. Highly 
desirable locale just blocks to the Village and Shoup Park. Top schools. 

OFFERED AT $1,499,000

528 PALM AVENUE, OLD LOS ALTOS

Tuscan villa with 5BD/5.5BA, vineyards, amazing Bay and hills views, and 
elegant fi nishes. Cherrywood library, chef ’s kitchen, 3-car garage. Tiered 
grounds with dining gazebo, pool, spa. 5,149sf home on 2+ acre lot approx. 
Luxury living engulfed in private, natural surroundings.  
                                                                                    OFFERED AT $3,198,000

24040 OAK KNOLL CIRCLE, LOS ALTOS HILLS

Four bedroom, 4 bath California contemporary nestled in a wooded 2+ 
acres. Features soaring ceilings, 2 fi replaces, gorgeous remodeled kitchen, 
spacious master suite, beautiful pool and yard with separate pool bath, 
ideal for entertaining!  Approx. 3,535sf home. Top Los Altos Schools.  

OFFERED AT $ 2,350,000

26726 MOODY ROAD, LOS ALTOS HILLS

Ranch style home with majestic hill views! Just over one acre, this 4BD/2.5 
bath home offers opportunity galore. Updated kitchen, lush, beautiful 
landscaping, and pool. Enclosed exterior courtyard, separate “barn”, and 
open land. Please call for more info. 

  COMING SOON—ELENA ROAD, LOS ALTOS HILLS
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by Sarah Trauben

Homeowners consider the risks of 
future disasters when they buy 
and maintain a property. They 

can take out earthquake, flood or fire 
insurance, self-insure by setting aside 
their own funds, make an attempt to 
mitigate the effects of calamity by up-
dating or retrofitting their residence, 
or they can bank on faith. 

But the decision becomes a debate 
at residences where external facilities 
are maintained as a group. 

That debate has raged at the San 
Antonio Road condominium complex 
The Greenhouse for the past 16 years. 
The 15-building complex is home to 
12 of the 130 multi-family buildings 
in Palo Alto with a so-called “soft-
story” construction. Soft-story build-
ings, with weak or open walls such 
as openings to garages on the first 
floor, are known to be unstable in the 
event of an earthquake, failing to sup-
port the swaying weight of the floors 
above them. In the event of seismic 
instability, they are prone to leaning 
or outright collapse. 

Owners may agree that there is risk. 

THE GREENHOUSE RESIDENTS DEBATE COMPLICATED SEISMIC-RETROFIT PROPOSAL

The Greenhouse II condominiums 
were built directly above garage 
space, a classic soft-story construc-
tion that makes them vulnerable dur-
ing major earthquakes.

(continued on page 46)
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Bigger is Better.
We’ve moved and expanded. 

You’ll discover the same great 

fi nds of furniture, accessories 

and jewelry — just more of it.

 SAN CARLOS 
(previously located in San Mateo)

1123 Industrial Rd, Ste A
near Best Buy/Ross 

650.508.8317

SARATOGA
600 El Paseo De Saratoga

408.871.8890 

MOUNTAIN VIEW
141 East El Camino Real

650.964.7212
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1954 OLD MIDDLEFIELD RD. SUITE C, MOUNTAIN VIEW

R E A L  E S T A T E

Open Sunday, May 1, 1:30-4:30
2 bed/ 1 bath California Bungalow in Old Palo Alto. 
Light and airy, hardwood fl oors throughout, newer dual 
pane windows, extra storage in attic with pull down 
steps. Good sized backyard, detached one car garage. 
Listed at $879,000

1635 Alma Street, Palo Alto

Fantastic craftsman in Shasta-Hatchett neighborhood. 
Built in 1925, this home has been well cared for by its 
previous owners. This 2 bedroom 1 bath 1296 square 
foot home is just minutes away from The Alameda, 
shops, and downtown dining.
Listed at $665,000

1204 Singletary Avenue, San Jose 

The urban alternative – Loft city living. This super bright 
condo has city skyline views. The enormous master 
suite and bath are on the main fl oor with all living and 
entertaining on the upper fl oor with an additional half 
bath. Over 1250 sq.ft. and two car underground parking. 
Listed at $325,000

400 N 1st Street #309, San Jose

COMING SOON! 
Well maintained 3 bedroom 2 bath Cambrian home. Up-
dated kitchen and baths with tasteful appointments. Spa-
cious living room / dining area with oversized sliding door 
to the back patio. Large professionally landscaped corner 
lot. Walk to park, shopping, and restaurants. 1,184 sq.ft. on 
large 7,455  sq.ft. lot. Listed at $535,000

1490 Princeton Drive, San Jose

COMING SOON! Large 1,950 sqft townhome with 3 
bedrooms, 2.5 baths and two car garage in Cupertino 
School District. Remodeled kitchen and baths. Front and 
rear enclosed patios. Super convenient to shopping and 
freeway access. Please call for more details.

1009 Tulipan  Drive, San Jose

Terrifi c Eichler home in Roseglen neighborhood. 3 bed 2 
bath. Separate family room, 4th bedroom, or great home 
offi ce. 1622 sq. ft. of living space/ Large 6820 sq. ft. lot. 
Bright & newly redecorated. Living room with fi replace. 
Private yard w/ beautiful landscaping & hot tub. Attached 
2 car garage with separate workshop. Tons of natural light. 
Ideal space to plant a garden. Close to 280 and light rail. 
www.cooperandgamble.com     Listed at $499,000  

1690 Kingman Avenue, San Jose

Beautiful 3 bed 1 bath with over 1200 sq. ft. of living 
space. Large eat in kitchen. Hardwood fl oors. Nice win-
dows and doors. Beautiful bathroom. 3 large bedrooms. 
Landscaped front and backyards.
www.385patton.com
Listed at  $435,000

385 Patton Avenue, San Jose

TRULY A MUST SEE! Opportunity to own this one of a 
kind Lake front property. Over an acre of completely use-
able land on privately owned Emerald Hills upper Lake, 
Lake Lynda. Build, develop, subdivide, or restore this tran-
quil property. FISH, SWIM, BOAT, in your own backyard. 
www.1005lakeview.com

 1005 Lakeview Way, Redwood City

SOLD! Beautiful 3 bed 2 bath home in Miramonte area. 
Walk Downtown! Recently refurbished with new kitch-
en, downstairs bath, paint in/out and fl oors. Appox 1800 
sq.ft. with bed and bath downstairs. Kitchen with maple 
cabinets, granite, and stainless appliances. Large 9920 
sq. ft. lot. www.1229brookdale.com

1229 Brookdale Avenue, Mtn. View

AUDREY SEIFERT Certifi ed 
Short Sale HAFA Specialist – CHS
DRE #01294309

408.996.7891
audreysells4u@yahoo.com

NANCY KOUCHEKEY
DRE# 01024590

650.776.8000
nkouchekey@cooperandgamble.com

JOHN BONFIGLIO Certifi ed 
Short Sale HAFA Specialist – CHS
DRE# 01469549

510.290.8098 
johnb@cooperandgamble.com

JOHN BONFIGLIO Certifi ed 
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Whether they are willing to pay to 
lessen it is another issue.

“The bottom line, I think, is that 
people are opposed to it because 
it costs money,” Ralph Cahn, 
Greenhouse board treasurer, said 
of seismic retrofitting first dis-
cussed in 1995. Greenhouse ho-
meowners have repeatedly agreed 
that a seismic retrofit to reinforce 
their buildings is necessary but re-
fused to approve funding the proj-
ect through special assessments 
levied on individual owners. A 

seismic retrofit proposal to dedi-
cate $250,000 of the association’s 
well-funded reserves and charge 
each owner between $7,975 and 
$10,238 is scheduled for a vote this 
month. This proposal is one in a 
long line of attempts to retrofit the 
complex. Two separate engineer-
ing studies were commissioned 
by the complex before 2000, re-
sulting in two retrofit proposals. 
In 1999, homeowners voted for a 
detailed retrofit plan and against 
a $6,000 assessment to pay for it. 
In 2005, the board canceled high-
deductible earthquake insurance 
on the grounds it would not make 
up a large part of the damage in 

the event of a catastrophic earth-
quake. 

But that didn’t change people’s 
willingness to go into their pock-
etbooks: A 2010 poll of homeown-
ers showed majority approval for 
the project and questionable re-
sults about the cost. 

The current proposal involves 
installing external buttresses and 
attaching them to an internal sup-
port rod, sheathing vulnerable 
“cripple walls” with plywood, 
and ensuring the buildings are 
adequately bound to their founda-
tions. The proposal resulted from 
a study by the structural engineer-
ing firm The Crosby Group in the 

late 2000s after an Association 
of Bay Area Governments risk-
assessment survey showed The 
Greenhouse is at high risk for po-
tentially devastating damage in the 
event of a significant earthquake 
and recommended an evaluation.

“The ultimate choice is pretty 
simple,” Cahn said, citing the risks 
of living in such a construction in 
an earthquake-prone region. The 
only legitimate reason to vote 
“no,” Cahn said, is if one cannot 
afford the special assessment re-
quired for retrofit. 

Special assessments on top of 
a condo owner’s regular monthly 
assessment — whether to repair 
plumbing, repaint building exte-
riors, or complete more safety-
oriented projects — are often 
controversial, especially since 
condominium complexes house 
owners of mixed financial abil-
ity. Of 140 owners at The Green-
house, 14 owners purchased their 
units through a below-market-rate 
program administered by the Palo 
Alto Housing Corporation, which 
has no measures in place to help 
them finance the initial fee. Al-
though those owners will recover 
the costs of special assessments 
when they resell their homes, those 
who bought their units at reduced 
rates of an average of $100,000 
can’t go into their home equity to 
finance such unexpected expenses 
as a seismic retrofit. 

The Greenhouse board has sug-
gested a solution to this funding 

quandary, proposing that the con-
do association take out a 15-year 
loan and provide loans at an in-
terest rate of approximately 7 per-
cent to those — below-market and 
market-rate owners alike — who 
aren’t in a position to pay their 
share. The rates are higher than a 
home-equity loan offers.

“All board members agreed we 
needed to do everything we could 
to help people to pay, including 
being a lender of last resort,” Cahn 
explained. 

But this solution, Cahn said, ag-
gravates a small but vocal group 
of residents who worry about 
the consequences of supporting 
those who can’t afford to make 
the payments on time. Cash flow 
into association coffers from each 
owner’s individual monthly as-
sessment will serve as collateral 
in the event it has to default on the 
retrofit loan. Even at a well-funded 
condo association with no past-due 
assessments, the decision to plan 
for disasters seems to come down 
to whether residents are willing to 
work with their neighbors. 

Retrofitting proposals like those 
at The Greenhouse, however com-
plicated by condo politics, may be 
a timely reminder of the risks of 
banking on faith in the wake of 
the 9.0 magnitude earthquake that 
shook Japan on March 11, Cahn 
said.

“This terrible earthquake in Ja-
pan may have the effect of people 
realizing it could happen here.” 

Wendy Kandasamy
650.380.0220  |  wkandasamy@apr.com  

apr.com  |   PALO ALTO  578 University Avenue  650.323.1111

List Price $899,000

3226 Maddux Drive, Palo Alto

SALE PENDING

List Price $1,898,000

158 Rinconada Avenue, Palo Alto

 SOLD WITH MULTIPLE OFFERS

List Price $1,398,000

921 Elsinore Drive, Palo Alto

 SOLD WITH MULTIPLE OFFERS

COMING SOON 

COMING SOON 

875 
Middle Avenue

Menlo Park

3 bedroom/1.5 bath  

with separate living  

unit in Allied Arts 

Call for Price

3786 
Redwood Circle

Palo Alto

4bedroom/2bath + office 

+ family room near 

Mitchell Park 

Call for Price

SPRING REAL ESTATE 2011

Seismic
(continued from page 44)

Veronica W
eber

Residents of The Greenhouse I, which was also constructed above garages, have been discussing seismic  
retrofitting for years.
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Leannah Hunt & Laurel Hunt Robinson
Your team for Mid-Peninsula Real Estate

Current Listings Include:

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

Exceptional, personal service.

Leannah & Laurel are both residents of Old Palo Alto

Top 100 Coldwell Banker Realtors in Northern California

www.LeannahandLaurel.com

Leannah Hunt ... SRES–Seniors Real Estate Specialist    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

Tulip blossoms & daffodils signal the start of the spring selling season, 
which is the best time of year for both buyers & sellers alike. The 

current inventory is great for buyers and sellers when many families are 
actively looking for their next home. Call us to discuss how you can take 

advantage of real estate´s most fl ourishing time of the year.

Leannah Laurel 

Spring Real Estate Special Section I  Page 47



J
ust that quickly, “money” had all but disap-
peared from either end of the housing scale.   
At the entry level, home prices depend on 

the ability to obtain conventional financing.   At 
the higher levels, home prices are highly depen-
dent on stock portfolios and the ability to lever-
age against them or trade.  Lenders scrambling 
to avoid bankruptcy slammed doors shut on new 
financing.  Stock portfolios then began to tumble.    
One bad news day to the next reverberated with 
news of Lehman Brothers, Bernie Madoff, the 

demise of large lenders like Washington Mutual 
and Countrywide, and the government seizure of 
regional banks throughout the country. Without 
“money” house sales came to a near halt.  

The fact that our house values are far beyond 
the maximum loan amounts for FNMA financing 
did not help.   Without the backing of the Fed-
eral government, lenders either had to lend their 
own money and hold those loans indefinitely, or 
not lend.   Housing found itself on the sideline 

while Congress and the nation tried to under-
stand what had happened and how so many 
errors could have been made.   Job losses in the 
thousands followed, leading corporations of our 
nation failed, consumer confidence disappeared, 
and the fear of what was to come next finally put 
even our local high-demand market into a stall.   
It wasn’t accurate locally, but even here the pub-
lic perception became that more homes were not 
selling than those that were.   

The country at large has been embroiled in this 
new found reality now for over two and a half 
years.  However, people wait only so long before 
they begin to act again.   Lenders are again lending 
money, albeit with some of the tightest restrictions 
we have seen in years, and the stock market contin-
ues to recover.   Venture capital is building.    Nation-
ally, each report coming out shows the economy 
expanding and new jobs being created.   We may 
not see 6% growth rate, which followed previous 
recessions, but the turn-around is definitely under-
way.   Locally, it is probably feeling more solid than 
in most parts of the country, in greatest part, due to 
the determined strength of our own Silicon Valley 
companies.   

I have written in prior Spring editions and articles 
that although well respected data sources such 
as the most recent Case-Shiller Index of Home 
Prices, quote the national decline in home values 
to be between 30% to 55%, our own local market 
faired much better.   Statistically, but dependent 
both on city, neighborhood, and price point, an 
18%-20% average downward adjustment seems 
to keep showing up as the difference between 
where a home might have sold prior to the financial 
meltdown to where it would sell now.   And, with 
higher priced homes being so closely tied to stock 
portfolios, there was an initial heavier hit in the 
percentage drop of more expensive homes.   If the 
stock portfolio fell 40%, the math was pretty clear 
in terms of what someone could spend towards a 
housing purchase.   As the stock market recovers, 
that percentage drop is also narrowing and the 
higher end home sales are once again active.    For 
the most part, count on the 18% to 20% adjustment 
from 4th quarter 2008 house prices.   

For a seller returning to the local market, it is once 
again safe to bring a home to the market.   It will 
sell.  The question for a buyer to ask at this time 
is no longer whether to wait on the sideline any 
longer but rather, “Did I miss the bottom?”

Information is power for both a buyer or a seller.   
What happens with broad source data agencies 
as mentioned is that they report “old news.”   That 
is, the data being reported often is derived from 
closed escrows rather than current market condi-
tions or sales.   Data sources that quote home 
prices or volume of sales based on current month’s 
closings are actually tracking where the market was 
rather than where it is.  It’s old news, but important 
to watch for trends.   Want to know what’s really 
happening?   Watch the new sales that get regis-
tered, not the closed escrows.  

Changing markets first manifest when new sales 
are generated and locally that change began in the 
4th quarter of 2009 in most communities.  It faltered 
some in 2010, but now seems to be on steady track 
again.  The first quarter of 2011 saw sales move 
upward quickly, especially after the rain finally sub-
sided.   As said, the best data source for what is hap-
pening in real time is any real estate broker working 
actively in the local real estate market.   They will 
confirm that sales are taking place rapidly for well 
priced homes and often with multiple offers.  For 
certain not all homes, but the well priced home has 
a supply of buyers “ready, willing, and able” in the 
current environment. 

To the buyer questioning whether they missed 
the bottom, the answer is “Yes, but if you did, 
you have not missed it by much.”    What you do 
from here on will determine how much more you 
will be paying for local housing.  What we often 
refer to as “price creep” is again showing up in 
all markets and price ranges. Even as Mr. Case 
and Mr. Shiller debate between themselves as 
to whether we are going up or down nationally, 
our local market is making some clear changes.   
With uncertainty still being the watchdog, the 
price creep will more than likely get into the 3-4% 
range per year now.   In years ahead, with experi-
ence being my compass, I would personally see 
our local numbers being several percentage 
points higher than the national average.  

That takes me right into the most important 
metric of all.  That is, simple supply inventory vs. 
buyer demand.    Inventory is slowly increasing, 
while buyer demand is increasing faster.    Again, 
beyond the rubrics of money, jobs, and confi-
dence, the nation experienced a dynamic in the 
past 4 years that is just beginning to be noticed.   
Namely, with the large decline in housing prices 
up to 55% in other areas, the cost of owning a 
home suddenly became less expensive than the 
cost of renting that same home.    The incentive 
to buy over rent is more present.   The 18%-20% 
price adjustment alone created a much more 
favorable house payment than it did in 2008. Add 
the fact that interest rates remain at genuinely 
affordable levels adds to that positive influence 
to purchase.   More importantly, as the nation 
returns to confidence in housing what happens 
in one market dominoes into the neighboring 

markets.   Perceptions become reality.   Real 
estate, I personally believe, will prove to be the 
single most important asset class in the very near 
future.  We are very fortunate that, in spite of 
some of the serious blows we have experienced 
in our own local economy, we are generally last-
in and first-out of recessionary housing markets.   
There may be exceptions, but my many years of 
experience suggest that they are few.

The most demonstrative changes in our local 
markets can best be shown by the graphs inter-
spersed in this article.   These graphs, tracked 
through Coldwell Banker, represent the changes 
in sample communities for both (1) Average Sales 
Price (green line) and (2) Closed Sales (blue line).   
They are the “old news” statistics, acknowledg-
ing the sales that were generated 30 to 60 days 
prior.  Yet in those graphs, it seems fairly clear 
that in our local communities the beginning 
of the downward adjustment in prices began  
around mid 2007 and “the bottom” was consis-
tently manifested somewhere around the 3rd 
or 4th quarter of 2009.   The upward trend of 
the first quarter of 2011 is almost universal in all 
local cities.    Over the next few months my past 
experience of these down and then up turns has 
been that the upward trend will falter at times, 
stay level, and possibly drop slightly.  That can be 
just as much a factor of excessive rain affecting 
house sales than housing demand, but the trend 
we should now see is an upward projection.  

If the graphs indicate what has already happened, 
then the more important element of understand-
ing a real estate market is the day-to-day sales 
occurring all around us.    I used to call this the 
“phone factor.”   That is, how quickly after an ad was 
placed in the paper did the phone start to ring and 
at what level of calls.   With the move into the digital 
and electronic age that phone factor is now the 
email/text factor.   How quickly the inquiries start to 
appear in my “Inbox” once the home gets entered 
electronically into a Multiple Listing Service or other 
data disseminating entities, including the hard 

copy newspaper, portends what is going to hap-
pen once it is on the market.  The adjunct to that 
observation is to then monitor how many and how 
quickly on-line disclosure packets pertaining to the 
property are being viewed by either prospective 
buyers or other real estate agents.    The best call of 
all, of course, is the call an agent receives from other 
agents asking, “When are you taking offers?”    We 
are now back to an almost immediate response on 
any well-priced home.  

The market has returned to a normal healthy state 
but lest anyone think that we have returned to the 
“irrational exuberance” of prior years, buyers are 
still in control of the market.   A seller maintains 
control in the sale by properly pricing the home 
at the start.  There is an underlying and clear price 
sensitivity that every single house experiences 
when it comes on the market.   Well priced homes, 
properly marketed and exposed, should be gone 
from the market within the first 30 days. Most, in 
fact, receive their highest and best offers within the 
first 7-10 days.  On the other hand, a home priced 
even just above its resultant open market value will 
sit until adjusted to where a buyer feels the value 
is reasonable and steps forward to purchase.   It is 
clearly a market governed by high demand coupled 
with continued price sensitivity and we once again 
have one of the most efficient real estate dynamics 
in the country.  

I would not have it any other way.

Thank you always for your referrals.   Should I be of 
assistance to you personally at any time in the future, 
I genuinely would welcome that opportunity. 

STEVE 
BELLUMORI

Consistently Successful Results for Clients in over 800 Home and Property Sales
850

   LOCAL REAL ESTATE 2011 -- A NEW DAY BEGINS.
I

t was right around 2:30 in the afternoon of September 18th, 2008, 

as I recall it, when it became very apparent to me that we were 

in trouble.   I had been watching for well over a year -- with just 

cursory interest -- that shortfalls in housing sales were occurring in 

overbuilt areas around Las Vegas, San Diego, and Florida, as well as in 

economically depressed cities like Detroit, Cleveland, and other areas 

that harkened their former prosperity to days of US manufacturing.   

Even with all the knowledge that the dominoes eventually fall in some 

way or another into our local housing market, we were well over a year 

behind the rest of the country.   We were, after all, Silicon Valley and 

not aff ected.    On that date, however, it became a stark reality that we 

also were in trouble.   For the fi rst time in many years, homes that I had 

in escrow (especially those “over two million,” which would later prove 

to be the price range that fi rst experienced the eff ects of the massive 

fi nancial crisis) were suddenly in doubt of closing.   Previously, once an 

off er had been accepted on a home it was a rare occurrence that the sale 

would not close.   Yet, here we were.   We already knew that the national 

housing market was not good; every media outlet was tracking and 

announcing foreclosures across the country.  For a seemingly resilient 

area such as our own, the question then came home to us.   

“Was the bottom really falling out of our local real estate market?”  

International President’s Premier 

Top 1%  Coldwell Banker - Worldwide 

(650) 752-0826
SBELLUMORI@CBNORCAL.COM

Steve Bellumori
www.SteveBellumori.com  

4/27/2011

*Archived copies at www.TheAlmanacOnline.com; www.PaloAltoOnline.com/Weekly; www.SBellumori.com or email SBellumori@CBnorcal.com to receive a copy directly.
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We had more than 10 years of a highly 
competitive “seller’s market” where 
the seller could dictate the terms of 

the contract of sale to a hapless buyer. The 
worm has turned in many local markets 
(with the exception of Palo Alto, Menlo Park 
and Los Altos) and buyers have more clout 
in negotiations. The Pest Control section of 
contracts once routinely crossed out by most 
agents is now showing up in more contracts 
than it has for years. 

What are termites and should you be con-
cerned? Termites are common and some evi-
dence of termite activity is routinely found 
during pest-control inspection on the Penin-
sula and throughout California.

Subterranean termites are by far the great-
est risk for doing serious damage to structures 
in a relatively short period of time. These ter-
mites live in the earth 24-7 and are pervasive 
in our area. They do not fly around. When 
they feast on wood they do so by building 
a mud tube from the ground onto the wood 
they want to eat. Without earth-to-wood con-
tact they die. 

In other words if you break the tube com-
ing out of the earth then those on the wood 
side will die and those on the earth side will 
either have to rebuild the mud tube or retreat 
to the earth until another day. Thus, if you 
could find all the tubes you could effectively 
kill all of the termites eating your structure 
just by breaking down the mud tubes. 

Pest-control contractors will generally 
knock down the tubes and then inject pesti-
cides in the soil in the area where the termites 
are tubing up. It would be rare that they would 
suggest trenching around an entire structure 
unless the subterranean termites were tubing 
up everywhere. Using vast amount of poison 
everywhere is obviously unnecessary and 
unprofessional. 

The pesticides used today tend to break 
down in the soil over a fairly brief period of 
time versus the DDT-type pesticides that take 
50 years or more to break down. Such pesti-
cides are not legal to use. If you have any old 
pesticides with DDT they should be disposed 
of at the hazardous waste center that the City 
of Palo Alto runs for residents every month. 
(Upcoming events are Saturdays, May 7 and 
June 4, 9 a.m. to noon, at 2501 Embarcadero 
Road, Palo Alto.)

Drywood (“flying”) termites can cause 
damage to structures, but generally they take 
many years to do serious damage. When the 
inspector can isolate the area and access the 
area where the termites are, they can be lo-
cally treated with a small quantity of pesti-
cide or maybe some other more bio-friendly 
insect-killing substance. 

I once tried the “microwave” method and 
the contractor nearly burned down the struc-
ture and termites were not eradicated. I will 
not try that again.

If they are found in an isolated and acces-
sible area then local treatment is possible. If 
there is scattered evidence (wings, droppings, 
etc.) in different areas of the structure OR in 
areas that are not accessible, then the only 
practical method is tenting using Vikane gas. 
If you decide not to tent then over the long 
term these insects might do serious damage. 

However, sometimes the termites fly in, 
create a family and then mysteriously leave 
doing little or no serious damage. Tenting 

is not a deterrent to drywood termites that 
may fly in the day after the tenting is done 
and start a new family in your nice tasty 
wood house. Remember, drywood termites 
generally take a long time to reproduce and 
cause a lot of damage versus the subterranean 
termites that have thousands or millions of 
friends living in the earth below your house 
ready to have a feast once some nice wood is 
found. Most pest-control contractors do not 
recommend tenting more than once every 
five to 10 years.

The problem with all termite infestations 
is that more often than not, the damage is 
hidden in areas that cannot be viewed or are 
inaccessible, hence the need to open up areas 
where there is a lot of activity to verify that 
the integrity of the structure is in good condi-
tion. A minor amount of damage often does 
not require wood replacement, however on a 
property that I manage we recently discov-
ered that subterranean termites had hollowed 
out a supporting beam. The damage was dif-
ficult to see until you touched the beam and 
realize that it was basically paint and little or 
no wood left! 

Signs of termites can often be subtle, so 
getting an inspection every three years is a 
great idea. 

Termites are attracted to water, so wet 
wood caused by leaking roofs, leaking sewer 
lines, leaking shower pans and the like of-
ten serve as the appetizer for the main meal. 
That’s another reason to make sure that these 
problems are dealt with so that termites are 
not attracted to your house. Any earth-wood 
contact is an easy highway for subterranean 
termites. That’s why fences don’t last and why 
you don’t want earth-wood contact under or 
around your home. Grading dirt so that it is 
below all wood surfaces and sloping away 
from your foundation is always a good idea. 

The skill of the pest-control contractor is 
in his or her ability to observe all of the areas 
of your home where termites might be. If you 
have a lot of personal property in the way, 
this hinders the inspection. Or if your inspec-
tor cannot get under your house because he 
or she is too big, then you will never know if 
you have a problem. 

One last hint: Make sure that the contractor 
removes ALL evidence of the termite infesta-
tion (whether drywood or subterranean). If 
they fail to do this it may look like you have 
an infestation to the next inspector as they do 
not carbon-date evidence of insect activity 
and often there is no easy way to tell if the 
damage is new or ancient.

Lastly, any time a pest-control contractor 
replaces wood in your home as a result of an 
inspection, a building permit with the City 
is required. You can have your own general 
contractor do the wood-replacement/repairs 
(often a good idea) instead of using the pest-
control contractor, and have the pest-control 
company do only the chemical treatment. 

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

A TERMITE INFESTATION CAN LEAVE 
QUITE A HOLE IN YOUR INVESTMENT
by J. Robert Taylor, J.D.

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

Ginny and Joe Kavanaugh have been named one of the top business 
partnerships for Coldwell Banker Residential Brokerage, surpassing over 
89,700 agents on 6 continents and 50 countries.  They represented sellers 
and buyers in real estate sales of over $48 million last year. They have 
been in the Top 1% of Coldwell Banker Northern California agents for 
the past several years.  

THE KAVANAUGHS
217 Mapache Drive  

Portola Valley

5 bedrooms, 5 full baths and 2 half baths. 
Guesthouse with 1 bedroom, 1 bath and 

exercise studio. Pool, spa, sport court, 
barbeque area, stunning gardens on 

approximately 2 ½ acres.

$11,000,000
www.WestridgeEstateHome.com 

187 Bolivar Lane  
Portola Valley

3 acre parcel (approx.), Westridge area of 
Portola Valley. Views of the bay and valley, 

close to shops, trails and Stanford University. 
Water, sewer and utilities available on site.

$2,995,000   
 www.187Bolivar.com 

190 Portola Road  
Portola Valley

4 bedrooms (1 currently used as an office), 
2 baths, 2 half-baths, 2-car garage plus 
separate 3-car garage, spa, tennis court, 
beautiful grounds and mountain views.

$3,495,000 for sale or  
$10,000 per month for lease 
www.190PortolaRoad.com 

984 Menlo Avenue  
Menlo Park

2 bedrooms, 2 1/2 baths, multi-level 
townhouse. Cathedral ceilings, marble 

floors, loft, patio garden, hot tub, central 
air-conditioning, 2-car garage and walking 

distance to downtown.

$910,000   
   www.984MenloAve.com 

145 Phillip Road  
Woodside

3 bedrooms, 2 baths in main house. 
Guesthouse with 1 bedroom, 2 baths and 

den. Tennis court, pool, convenient full bath. 
Barn with tack room, 4 season training ring, 
permitted for 4 horses. 2.3 sunny flat acres.

$3,295,000   
www.145PhillipRoad.com

For an appointment to view these exceptional homes Call Ginny or Joe
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$895,000

$1,995,000

$2,197,000

$1,649,000

$1,450,000

“Local Girls Make Good”

Deanna Tarr 
& Jenny Pollock

Deanna (415) 999-1232
Dtarr@cbnorcal.com

Jenny (650) 867-0609
Jpollock@cbnorcal.com

Top 100 agents on the Peninsula.
Top 100 teams in the country —

both for Coldwell Banker
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Midtown Realty presents...

Located in the heart of Midtown

Spacious home with wonderful gardens

2775 Middlefi eld Rd, Palo Alto, CA 94306 
Phone: (650)321-1596  Fax: (650)328-1809

2650 SOUTH COURT, PALO ALTO

Listed by: Sung Hee Clemengson 
& Leslie Zeisler  Offered at: $1,225,000

  Light fi lled, spacious 
kitchen with eat-in area
  Hardwood fl oors 
throughout most of the 
house
  Great living room and 
dining room area with 
fi replace

  Sunroom overlooking 
backyard (not included 
in 1540 sq.ft.)
  Good size, private 
backyard with apple, 
lemon and orange trees
 Detached 2 car garage

3 bedrooms, 1.5 bathrooms 
Approx. 1,540 sq.ft. of living space 

2387 SANTA CATALINA ST., PALO ALTO 

Listed by: Tim Foy 
Offered at $1,300,000

  Wonderful fl oor plan 
with loads of character 
and personal touches

  Wonderful backyard 
with peaceful, mature 
landscaping

  Located on a friendly 
cul-de-sac in north Palo 
Alto

  Excellent Palo Alto 
Schools: Duveneck 
Elementary, Jordan 
Middle, Palo Alto High

  Spacious kitchen with 
breakfast bar

  Grand, light fi lled 
entryway

5 bedrooms, 2 bathrooms 
Approx. 2,020 sq.ft. of living space 

Wow! Beautiful home on enormous lot

Listed by: Tim Foy 
Offered at $1,575,000

435 MAYVIEW AVE., PALO ALTO

  Beautifully remodeled 
kitchen with granite 
counter tops and 
stainless steel appliances
  Gleaming hardwood 
fl oors
  Spacious living room 
with wood burning 
fi replace
  Updated bathrooms 
with marble tile fl oors

  Tub with jets
  Large dining room with 
loads of natural light 
  Dual pane windows 
throughout 
  Enormous  backyard 
with spacious patio and 
vast lawn space 
  Excellent Palo Alto 
schools including Gunn 
High School 

4 bedrooms, 2 bathrooms 
Approx. 1,272 sq.ft. of living space

Approx. 10,320 sq.ft.

By Appointment Only

Beautifully remodeled condo in Los Altos

Listed by: Tim Foy 
Offered at $685,000

101 SECOND ST., UNIT 6, LOS ALTOS

2 bedrooms, 2 full bathrooms 
Approx. 1,150 sq. ft. of living space

2 bedrooms, 2 full 
bathrooms
Spacious master suite
Stunning chef’s 
kitchen with granite 
counter tops and 
stainless steel 
appliances
Luxurious living room

Inviting and sunny 
balcony

Incredible attention 
to detail and quality 
fi nishes throughout
In the heart of 
Downtown Los Altos 
with an abundance of 
fi ne restaurants and 
shopping

By Appointment Only

Sale Pending

Sale Pending

Inviting Ranch on a Midtown Cul-de-sac

2430 RAMONA ST., PALO ALTO

Listed by: Tim Foy 
Offered at $1,300,000

4 bedrooms 2 bathrooms
Approx. 1,708 sq.ft. of living space

Approx 6,600 sq.ft. lot

  4 generous size 
bedrooms
  2 updated bathrooms
  Gleaming hardwood 
fl oors
  Spacious, updated eat-
in kitchen
  Dual pane windows 
throughout

  Large living room with 
loads of natural light 
  Separate dining room
  Private backyard 
with large deck, ideal 
for entertaining or 
children’s play area
  Attached 2 cars garage

Sale Pending

Offered at $1,650,000

Offered at $2,195,000

656 Georgia Avenue

Palo Alto

Enjoy this 5BD/3BA home in lovely 
Green Acres II with a walking path 
to Gunn High.  Lofty ceilings, 3 
fireplaces, and an easy, natural flow 
from indoors to out are just the 
beginning.  

11824 Hilltop Drive

Los Altos Hills

This is a nature and animal lover’s 
dream home on an acre of land with 
over half flat!  5BD/4.5BA with 
beautiful views, horse corrals, and 
an ultra-flexible floorplan. Quality 
updating and proximity to the best 
of the Bay Area.

Vicki Geers 
Your Premier Silicon Valley Real Estate Agent
650.917.7983
Vicki@VickiGeers.com
www.VickiGeers.com
DRE#01191911

Please see my other listings at: 
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by Kareem Yasin

W alk into any home, and 
you will find traces of 
the people living there 

now, and all of those who have 
come before. It is a fact of life that 
people will customize their homes 
to suit their personal tastes and 
needs, and while homeowners are 
required by law to submit building 
permits to the city for inspection 
before embarking on any signifi-
cant work, that does not mean they 
will always comply. 

But when properties are placed 
on the market, and these items 
listed as selling points without dis-
closing their lack of permits, what 
dangers are posed for buyers? And 
what effect is this process having 
on the market itself?

“This is an issue we encounter 
frequently, but I see no relation 
between the lack of disclosure 
on non-permitted work done on 
homes and the current prices,” said 
Alain Pinel Realtor Samia Cullen, 
who is based in Menlo Park. “For 
starters, it is not actually that often 
that a homeowner will make any 
modifications to their home with-
out obtaining a permit.” 

Palo Alto Chief Building Of-

ficial Larry Perlin concurs: “The 
demographics of this area are such 
that homeowners are probably in 
a better financial situation to be 
able to afford to hire the properly 
licensed contractors, designers and 
architects.” 

Palo Alto residents, he adds, are 
an extremely conscientious and 
self-policing lot. When a local no-
tices that a neighbor has taken on 
a substantial modification project 
on their home, they are more likely 
than not to look into it. 

Of course, not all changes are 
conspicuous. Spaces like attics and 
basements are frequently refitted 
to serve as extra bedrooms, Perlin 
said, and it is these that are most of-
ten found to be in violation of city 
codes. Sometimes this is because 
the changes were made prior to the 
introduction of the permitting sys-
tem in the 1960s, or because the 
changes were set to the standard of 
now-outdated codes. 

“It is a real gray area,” said Anne 
Arjani, a Palo Alto-based Keller 
Williams Realtor, who notes that 
what it says about a home on its 
title rarely corresponds to the fact. 
“For example, I was just looking 
at a home in The Willows whose 

garage has been serving as an extra 
bedroom since it was built.” The 
space conforms to the standard 
definition of a bedroom: a closed 
off area with a window and closet 
space. “So can you call it a bed-
room, or can’t you?”

According to the city, it is not. 
Rather, it is an example of the most 
common type of violation in the 
area: that of a habitable area be-
ing made out of a space not built 
for such a purpose. In such cases, 
the city will usually work with 
new owners to bring their homes 
up to standard. “When a violator 
is caught, they will often come to 
the city mea culpa, offering to do 
anything to get permission for the 
work. More often than not the city 
will try to work with them unless 
the violation is egregious or can’t 
be supported without bending the 
rules,” Perlin said.

Whether or not a seller lists these 
kinds of modifications when they 
place their home on the market is 
up to their and their agent’s discre-
tion. “But because the buyer will 
be aware of what work has been 
done on the home, and which are to 
code and have permits before they 

aetano
ino

650-207-1986
www.MLSlistings.info

Offered at $2,249,000 

A UNIQUE AND CHARISMATIC CALIFORNIA RANCH HOUSE
4 6 5  G O L D E N  O A K  D R I V E ,  P O R T O L A  V A L L E Y

his charismatic and rustically 

elegant 4BD 2.5BA home is noted for 

the long and beautiful portico leading 

to breathtaking views of the Palo Alto 

and East Bay hills. This unique Western 

ranch-style home fuses modernist 

ideas with early California design to 

create an inviting informal and casual 

living style. One level close-to-the-

ground profile exudes distinctive 

character and integrity, abundant with 

wood and hand-forged wrought-iron 

hardware throughout. An adobe veneer 

and over-sized beams imported from 

an early 20th Century train trestle. This 

home truly showcases a combination 

of architectural style, design, setting, 

privacy and proximity to town, the sum 

of which instills an unrivaled sense of 

being so close yet so far away. 

2.5 baths 

trestle line the front portal 

the home 

fireplace flanked by French doors 

views onto the pastoral setting 

views 

home 

www.465GoldenOak.com

Supreme Westridge  
Location

LACK OF DISCLOSURE OF NON-PERMITTED WORK NOT AFFECTING HOME PRICES

(continued on page 56)
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apr.com  PALO ALTO  578 University Avenue  650.323.1111

“ I have bought and sold four 
times with Michael, and 
wouldn’t think of using anyone 
else. Michael is professional, 
patient, thorough, and goes 
the extra mile for his clients. 
He also has a wonderful 
network of service providers 
to help with the myriad 
things you need when buying 
or selling a home. I highly 
recommend him.” – C.R.

Residential Real Estate 
Specialist serving:

Palo Alto
Menlo Park
Atherton
Redwood City
Woodside
Portola Valley
Los Altos
Los Altos Hills
Mountain View

Michael Hall
DRE#001133676

www.MichaelHallHomes.com

make an offer, it is in the seller’s interest to 
be up front,” said James Yang, a Palo Alto-
based Rainmaker Properties Realtor.

Indeed, a buyer will be faced with so 
much documentation detailing the changes 
made to the property, and prompting them 
to inspect it, that they should be more than 
aware of a home’s value before making a 
commitment, Arjani said. The standards 
of consumer protection are so high in real 
estate that a buyer will be prompted repeat-
edly to inspect the homes they are inter-
ested in. 

“In contracts, it is abundantly clear that 
buyers have a duty to investigate, and we 
encourage all of our buyers to go to the Palo 
Alto Building Department to see if there is 
any paper work that could tell them what 
work has been done on the property, with 
or without permit,” she said.

And even when the seller and agent 
downplay changes, the documentation will 
not. Before buyers can proceed in making 
an offer, they are required to read and sign 
a Transfer Disclosure Statement, along with 
numerous other documents including an 
Agent Visual Inspection disclosure, seller’s 
property questionnaire and Statewide Buyer 
and Seller Advisory. 

“Consumer protection is insane when 
you’re buying a home,” Arjani said. “On 
every page, it practically screams: ‘Buyer, 
you need to inspect.’”

When accounting for Palo Alto’s steep 
home prices, most Realtors questioned said 
it was less to do with undisclosed non-per-
mitted work inflating the value, and more 
to do with the nature of the area. 

“In Palo Alto, there are just more buyers 
than homes, and this has always been the 
case,”  Arjani said. 

The market, too, has rebounded signifi-
cantly in the first three months of the year. 
“According to MLS, the median price for 
homes in Palo Alto in the first three months 
of 2011 was up by 6.87 percent compared to 
last year,” Cullen noted. “With homes that 
weren’t selling in 2010, we are now seeing 
multiple offers.”

A strong market is in some cases mitigat-
ing the acceptance by potential buyers of 
non-permitted work, however. 

“This is a really common problem in Palo 
Alto,” Arjani said. “For example, when you 
have four other buyers, a person is more 
likely to be willing to accept the non-per-
mitted work as part of the property because 
they want the house.” 

So what is a person to do when making 
what will possibly be the biggest investment 
of their lives? 

Not worry about non-permitted work, ac-
cording to Perlin, because checks and bal-
ances have been built into the system.

“This is especially true in the case of a 
real estate, mortgage and financial crisis 
like that which we have been experiencing. 
Lenders have become extremely diligent in 
making sure that their appraisals for prop-
erty are accurate in order to support the 
loan. No credit will be offered for the ad-
ditional space, he said, adding that it could 
“ hurt them later on, when refinancing their 
homes or for appraisals, when it becomes 
evident that there has been substantial work 
done for which there was no permit.” 

Editorial Intern Kareem Yasin can be 
reached at kyasin@paweekly.com.

 Executive Home

“Old World Style”, Custom built in 2006. Framed by a canopy of mature 
oaks, graced by lovely gardens. 

RICH ROLLINS  rollinsmp@sbcglobal.net

ROLLINS REALTY & MANAGEMENT, Est. 1955 

151 Churchill Avenue 

baths, 3600 square feet of living area

bathed in natural light

throughout main and upper levels.

ceilings and French doors, sunny outdoor 
deck

surround sound

bedroom

staircase entrance

extended family living

close to Stanford and nearby shopping

Offered at 

www.151ChurchillAve.com

SPRING REAL ESTATE 2011

Permits
(continued from page 54)
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by Zohra Ashpari

Carlson Circle’s quiet on a sunny day 
is punctuated by the gentle sound 
of children playing and the notes 

of a saxophone in the far-off distance. 
Spacious streets and protected niches are 
attributes that render Fairmeadow attrac-
tive to families with young children.

Resident Kathryn Macqueen finds the 
circular streets of Fairmeadow, such as 
Carlson Circle with its little thorough-
fare traffic, safe for her busy boys to run 
around in and play.

“People say the circular streets are 
confusing, but it’s great because it cuts 
traffic since people are afraid to drive 
through here,” Macqueen said, accu-
rately perceiving the reasoning behind 
Joseph Eichler’s early 1950s design of 
concentric streets. 

Macqueen’s neighbor, Susan Ruspini, 
who has been living on Carlson Circle 
since 1982, also appreciates the design 
because of the added safety.

Previously residing in Los Angeles, 
Ruspini rarely left her children unsuper-
vised. “After we moved to Fairmeadow, 
we let our children roam freely with 
friends or even bike to school by them-
selves,” she said.

Biking to Fairmeadow Elementary 
School or Jane Lathrop Stanford Middle 
School is simple and quick, Ruspini said, 
adding that one can ride along Waver-
ley Street or follow a more scenic path 
through Mitchell Park.

Fairmeadow is bounded by East 
Charleston Road, Alma Street and East 
Meadow Drive, and backs up on local 
schools.

“Fairmeadow is especially family-
friendly,” Len Filppu, lead organizer of 
the Fairmeadow Neighborhood Associa-
tion, said. 

“The new library, Little League ball 
park and YMCA are all conveniently lo-
cated nearby,” he said.

The children’s play area in Mitchell 
Park is frequented by Fairmeadow resi-
dents Erland Patterson and his son. The 
park boasts bountiful green spaces, Pat-
terson said, with picnic areas and music 
concerts during the summer. For swim-
ming lessons, however, Patterson said he 
travels further away to Rinconada Park, 
which has a municipal swimming pool 
and children’s pool.

Southeast of Mitchell Park is the Cub-
berley Community Center where resi-
dents can enroll in an array of courses 
offered by the City of Palo Alto, includ-
ing art, jewelry-making, public speaking 
and bicycle safety.

There is plenty to keep one occupied 
in Fairmeadow, which was what Mac-
queen imagined would be in short sup-
ply when she first moved to the area in 
June 2010.

“After living 15 years in Chicago, I 
was wary of the transition from big city 
to quiet suburbia, but surprisingly we 
aren’t too far away from everything!” 
Macqueen said, noting the accessibility 
of the small shopping area along East 
Charleston Road that offers fine foods 
on-the-go.

“My family and I walk or ride our 
bikes to Piazza’s, to Peet’s Coffee or to 
Rick’s for an ice cream. There’s also a 

 RESIDENTS LOVE LOW TRAFFIC ON CIRCULAR STREETS

Susan Ruspini, who’s lived in Fairmeadow since 1982, often pots her succulents in containers collected from her days working at Woodside High School.

Veronica W
eber

Veronica W
eber

Veronica W
eber

Located on Ramona Circle, these Joseph Eichler-developed homes were built in the 1950s on 
circular streets that don’t encourage through traffic in the Fairmeadow neighborhood.

(continued on page 60)
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www.cityofpaloalto.org/utilities   (650) 329-2161

There is a reason you  
don’t know who we are.

When you flip the switch, plug in an appliance or turn on the TV, you just expect it to work. 
That is what we want, too. We  want your power to be so reliable that you simply take it for 
granted. So every day we are actively monitoring circuit breakers, managing voltage levels 
and balancing load needs, all to prevent outages. And if an outage does occur we quickly 

respond so your power is back up as soon as possible. It’s a lot to think about,  
but we’re happiest when you don’t have to.

—City of Palo Alto Utilities 
Electric Substation Crew 

SPRING REAL ESTATE 2011

good deli restaurant if you want to 
stop and have lunch,” she said. 

Meeting her neighbors has also 
been easy. Maqueen’s family was 
heartily welcomed by the residents 
of Fairmeadow at their annual 
block party on Ramona Circle.

“It was wonderful for introduc-
tions among adults and children,” 
she said, mentioning that it was es-
pecially fun for children who were 

engaged in face painting, water 
balloon and bike-riding contests.

“The block party was also a 
great way to exchange information 
among neighbors. Our family was 
looking for a baby-sitter and we 
found a potential one there,” she 
said. In the past year, Macqueen’s 
family has been one among many 
that have moved to Fairmeadow.

“An old timer once told me a few 
years ago that she has not seen so 
many children in Fairmeadow 
since the baby boom after World 

War II,” Filppu said.
Ruspini, who moved to Carlson 

Circle 20 years ago with her hus-
band and four kids, said she came 
for the schools.

“My kids first went to Fairmead-
ow Elementary then Jane Stan-
ford Middle, but back then, it was 
called Wilbur. Teens from Jane 
Stanford usually go on to Gunn 
High School. My kids did,” said 
Ruspini. 

Macqueen relocated to the Penin-
sula for her husband’s job, with the 

reputation of schools in Palo Alto 
figuring significantly in concret-
izing her final decision to move to 
Fairmeadow. “We have 6-year-old 
twin boys and we wanted them to 
go to good schools. We were wor-
ried that they wouldn’t get into the 
local school since there are some-
times student overflows.”

Luckily, her children were able 
to enroll in Fairmeadow Elemen-
tary.

Erland Patterson, who is for-
merly from Mountain View, said 
he returned to his childhood home 
on South Court in Fairmeadow so 
his children can attend high school 
in Palo Alto.

“My teens are finishing up their 
year at a private school in Moun-
tain View and they’ll be attending 
public school here in Palo Alto, 
which is just as good,” he said. 

FACTS
CHILDCARE AND PRESCHOOLS (NEARBY): Besse Bolton Kids’ Club, 500 
E. Meadow Drive; Covenant Children’s Center, 670 E. Meadow Drive; Ellen 
Thacher Children’s Center, 505 E. Charleston Road; Hoover Kids’ Club; 445 
E. Charleston Road; Palo Alto Infant Toddler Center, 4111 Alma St.
FIRE STATION: No. 4, 3600 Middlefield Road
LIBRARY: Mitchell Park branch, 4050 Middlefield Road (temporary location 
during construction)
LOCATION: bordered by East Charleston Road, East Meadow Drive, Alma 
Street and Mitchell Park
NEIGHBORHOOD ASSOCIATION:  Len Filppu, lead organizer, 650-857-1031
PARK: Mitchell Park, 600 E. Meadow Drive
POST OFFICE: Cambridge, 265 Cambridge Ave.
PRIVATE SCHOOL: Challenger School, 3880 Middlefield Road
PUBLIC SCHOOLS: Fairmeadow and Hoover elementary schools, J.L. 
Stanford Middle School, Gunn High School
SHOPPING (NEARBY): Charleston Center

Fairmeadow
(continued from page 58)

Some of the original Eichler homes on Ramona Circle have been remodeled and updated.
Veronica W

eber

‘There has been an increasing trend in 
Fairmeadow for the past 10 years. Lots of 
families are settling here for the quality of 
Palo Alto Unified School District.’ 

—Len Filppu, lead organizer of the Fairmeadow 
Neighborhood Association
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Thank you...
to all of the hard working Realtors &  their affiliates who support our schools!

Our special thanks to Doug Gonzalez, Coldwell Banker, Caitlin and Gloria Darke, and Alain Pinel Realtors 
for their outstanding efforts in support of  the MPAEF Realtors Campaign. 

Lyn Jason Cobb
Coldwell Banker

650-464-2622
www.lynjasoncobb.com

Doug Gonzalez
Coldwell Banker

650-465-8930
www.douggonzalez.com

Brent & Mary Gullixson
Alain Pinel Realtors

650-888-0860
www.gullixson.com

Veronica Kogler
Coldwell Banker

415-317-3036
www.VeronicaKogler.com

Tom LeMieux
Coldwell Banker

650-329-6645
www.tomlemieux.com

Omar Kinaan
RE/MAX Distinctive Properties

650-776-2828
omar.kinaan@remax.net

Katy Thielke Straser
Alain Pinel Realtors

650-888-2389
www.katythielke.com

Kyra Gebhardt Nelson
Alain Pinel Realtors

650-740-1811

Sue Crawford
Coldwell Banker

650-207-8444

Dulcy Freeman
Dreyfus Properties

650-804-8884

Karin Riley
Coldwell Banker
650-465-6210

Stephanie Savides
Savides Real Estate

650-464-3581

Colleen Foraker
Alain Pinel Realtors

650-380-0085

Mary Gilles
Alain Pinel Realtors

650-543-1236

Maggie Heilman
Alain Pinel Realtors

650-543-1185

Penelope Huang
RE/MAX Distinctive Properties

650-281-8028

Billy McNair
Coldwell Banker

650-862-3266

Keri Nicholas
Coldwell Banker

650-329-6654

Lorie Satzger
Alain Pinel Realtors

650-462-1111

Jami Arami
Alain Pinel Realtors

650-400-5855

Patricia Briscoe
Alain Pinel Realtors

650-543-1171

Carol Carnevale & Nicole Aron
Alain Pinel Realtors

650-543-1195

Judy Citron
Alain Pinel Realtors

650-543-1206

Hugh Cornish
Coldwell Banker

650-619-6461

Gloria & Caitlin Darke
Alain Pinel Realtors

650-388-8449

Richard Bassin & Jennifer Liske
Alain Pinel Realtors

650-400-0502
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Q  Here is a question for our new digital 
age. I just received a written notice 
from my property manager inform-

ing me that from now on, my rent payments 
must be made through the PayPal Internet 
service. I have used PayPal for services such 
as Amazon, but wonder if I can be forced 
to use it for my rent payments rather than a 
traditional check.  

I prefer to pay by check because a check 
would be easier for me to trace if there is a 
complaint raised about whether I paid my 
rent on time.

A  The somewhat complicated rules on 
forms of rent payment are found in 
California Civil Code Section 1962. 

To begin, the form of rent payment must be 
specified in the rental agreement. If you have 
a lease, a new method of payment such as In-
ternet payment through a service like PayPal 
cannot be added during the term of the lease 
without your permission.  

If you have a month-to-month agreement, 
a new method of payment can be added by 
serving you with a 30-day written change of 
terms, if that method is authorized in Section 
1962. This statute includes electronic transfer 
of funds as a method of payment, but it is 
unclear whether the statute allows electronic 
transfer to an account not connected with a 
“financial institution.” This statute was last 
amended in 2001, which means that a “fi-
nancial institution” in 2001 was probably in-
tended to refer to a traditional bank. 

We doubt that the legislature in 2001 even 
contemplated the existence of an Internet 
form of payment such as PayPal. Even if the 
statute authorizes electronic transfer through 
the Internet, there is still an argument that 
it is unreasonable to require tenants to use 
PayPal as the exclusive means of rental pay-
ment. Such a requirement would be an undue 
burden on tenants who do not have access 
to the Internet, or are not eligible for PayPal 
accounts.  

We believe that a landlord’s effort to require 
payment through the Internet as the exclusive 
form of payment without an accompanying 
procedure that would ensure all tenants could 
comply is not enforceable, absent a clearer 
authorization in Section 1962 to do so.  

Rather than risk a notice for failure to pay 
rent based on a complex legal analysis, con-
tacting the landlord through a mediation pro-
gram would be a safer method to resolve this 
type of issue by raising some of the problems 
arising from requiring Internet payment.

Q  I have been the local property super-
visor at a large apartment community 
for several years. I thought I was well 

versed in my reasonable accommodation re-
sponsibilities, but recently I received a re-
quest from a resident that surprised me. 

She has asked me to waive our no-pet 
policy so that she can have a pet parakeet to 
live with her in her unit. I understand that 
disabled people depend on seeing-eye dogs 
and that even cats and other animals can help 
disabled people by being their eyes and ears. 

I don’t understand how a parakeet can help 
someone who is disabled. Do I have to allow 
this request?

A  As you already know, a reasonable ac-
commodation request can be based on 
a waiver of a no-pet rule to permit the 

use of a “service animal” such as a seeing-eye 
dog. However, if necessary to improve the 
daily living functions of a disabled person, a 

reasonable accommodation request can also 
seek to utilize a “companion” animal.  

Companion animals aid a disabled person, 
for example a person with a serious depres-
sion condition, by acting as the focus of the 
person’s care and attention, thereby improv-
ing the disabled person’s daily functioning. 
The person requesting a companion animal 
must have a genuine disability that affects a 
major life function.  

The reasonable accommodation request 
must have the written support of a person 
with medical credentials certifying that the 
companion animal is necessary to alleviate 
the disability.

Q I am a student at a university and live 
on campus. Over the summer I have 
been trying to arrange a living situa-

tion where my best friend and I share a dorm 
room. The problem is I am a girl and my best 
friend is a boy. The university says that they 
do not allow mixed-gender dorms. Isn’t that 
discrimination? 

A The federal and state fair-housing laws 
generally do not apply to post-second-
ary educational institutions. Whether 

by legislative intent or practical applica-
tion, neither the U.S. Department of Hous-
ing and Urban Development (HUD) nor the 
California Department of Fair Employment 
and Housing will accept complaints about 
colleges or universities providing single-sex 
housing. 

California’s Fair Employment and Housing 
Act states that if the institute of education has 
housing segregated by sex, it must provide 
equal housing for both sexes. 

Q  I have rented a house for several years. 
The current owner told me that he is 
going through foreclosure. He says 

that he is about to conclude an agreement to 
allow a “short sale” of the property, which I 
understand is an agreement to sell the house 
to a new owner for less than the amount of 
the mortgage.  

I thought there were special protections for 
tenants who are caught up in foreclosures. 
Are there any special protections for me if 
there is a short sale?

A  There is a federal law, the Protecting 
Tenants at Foreclosure Action (PTFA), 
which gives additional rights to “bona 

fide” tenants living in a property that chang-
es ownership due to a foreclosure. This law 
requires a minimum of 90 days’ notice to 
month-to-month tenants after the foreclo-
sure has been completed. Tenants who have 
a bona-fide lease are entitled to remain until 
the lease expires.  

However, these protections apply only after 
the foreclosure has been completed. In Cali-
fornia, foreclosure is completed when a trust-
ee sale has occurred, resulting in a new legal 
title to the person or company who purchased  
the property at the trustee sale auction. The 
current owner has no standing to control the 
trustee sale.  

A short sale occurs as a result of a “vol-
untary” agreement between current owner, 
new owner and the lender whose permission 
is required. The purpose of the short sale pro-
cedure is to avoid the trustee sale and find a 
new owner before the old owner’s rights are 
extinguished by the trustee sale.  

Unfortunately for you, this means that the 
additional protections of the PTFA will not 
be available to you because the foreclosure 

CAN A LANDLORD REQUIRE A TENANT TO 
PAY RENT VIA PAYPAL?
by Martin Eichner
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MARGOT LOCKWOOD
650.529.2410 Office

650.400.2528 Cell
homes@margot lockwood.com

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

Margot Lockwood presents…

115 Laning Dr, Woodside

Offered at $2,895,000

OPEN SUNDAY 1:30 – 4:30

Offered at $1,079,000

917 Cloud Avenue, Menlo Park

The best of country living in central 

location!  Remodeled 4 bed, 3 bath & 

2 half baths.  In addition to the combo 

LR-DR, FR, it has a large studio and 

detached 2 car garage. The kitchen has a 

fresh country touch with breakfast bar 

combining the family room and eating 

area. Lovely landscaped yard w/pool & 

spa. Just over 1 acre w/ beautiful 3-stall 

barn w/walk out paddocks, tack, feed, 

equipment room & heated wash rack. 

This spacious 3 bedroom, 2 bath 

home includes a bonus room over the 

attached 2 car garage. Living room, 

kitchen and bedroom wing all open 

to the large back yard.  The bedrooms 

have large closets and hardwood floors.  

The bonus room above the attached 

2 car garage is the perfect getaway for 

entertainment.  Wonderful Las Lomitas 

Schools.

163 Santiago Avenue, Redwood City

$779,000

9 Wilmington Acres Court, Redwood City

$1,489,000

OPEN SUNDAY 1:30 – 4:30

Pend
ing

Pend
ing

Page 62 I Spring Real Estate Special Section



SPRING REAL ESTATE 2011

was never completed. The new owner taking 
title pursuant to the short sale becomes your 
new landlord and can decide to continue your 
tenancy or terminate it pursuant to the usual 
30-day notice period, or 60-day notice period 
if you have been a tenant for more than one 
year. 

Q  My husband and I were given a 30-
day notice to vacate our two-bedroom 
apartment. We have lived there for two 

years without any problems, but we had twin 
boys born two months ago. The manager just 
told us we need to move.

We suspect the manager is asking us to 
move because of our babies, since the com-
munity caters to singles, fostering a “young 
professional” culture. Until we had our chil-
dren, there were no tenants with children.  

We know our young boys are noisy like any 
newborns and our neighbors have complained, 
but does the owner have a right to terminate 
our tenancy?

A  A landlord generally has the right to 
terminate a month-to-month tenancy 
with or without “cause” that has ex-

isted for more than a year by serving a 60-
day written notice. This means that the notice 
your landlord gave you is invalid, because it 
was for 30 instead of 60 days. 

Even if your landlord gave you a 60-day 
notice, there is an important exception to a 
landlord’s general right to terminate a month-
to-month tenancy. A termination of tenancy 
cannot violate federal or state Fair Hous-
ing Laws. Discrimination against tenants 
because they have children is a violation of 
these laws.   

You have described strong circumstantial 
evidence supporting the conclusion that your 
family status was the motivation for termi-
nating your tenancy, for example the absence 
of other families with children, your unevent-
ful tenancy for many months prior to having 
children, and the landlord’s effort to attract 
singles.  

The fact that your newborns are noisy 
should be tolerated by the landlord regard-
less of complaints, since a normal level of 
noise from newborns is inherent in housing 
inhabited by families. Of course if there is 
some unusually disruptive type of noise com-
ing from your unit, that noise might be con-
sidered a nuisance that a landlord can take 
action to stop.

Contact your local fair housing agency. 
Agency staff can follow up by educating the 
manager so that he or she will understand the 
applicable notice and fair housing principles, 
or if necessary they can open an investiga-
tion.

Q  I called the rental office of a local 
apartment complex in response to a 
newspaper ad. The manager told me 

on the telephone that there were several one-
bedroom units still available and we set up an 
appointment to view the units. 

When I arrived for the meeting, the manag-
er saw that I am an African-American. When 
he saw me, he told me there was only one unit 
left. I went with him to see this unit, but as 
we walked to it, I noticed several units near a 
nice fountain and patio area that appeared to 
be vacant. When I asked about those units, I 
was told they had just been rented. 

The unit I was shown was in a separate 
building located in the back of the property 
near the carports. When I was inspecting the 
unit, I noticed that several of the immediate 
neighbors were black or other minorities. I 
didn’t see any minority tenants in the other 
parts of the complex.  

I felt like I had been misled and I left. Now 
I am wondering if I had been a victim of dis-
crimination.

A  Federal and state fair housing laws 
specifically prohibit housing providers 
from limiting tenants of a certain race 

to separate areas of the property. This prac-

tice of channeling individuals to certain areas 
and denying rental opportunities in other ar-
eas is known as “steering.”

Steering may occur in several forms. For 
example, a large housing provider may rent 
part of a complex only to certain minorities 
or only to families with young children, while 
saving other sections for tenants perceived by 
the landlord as being more preferable.  

Your experience definitely raises a suspi-
cion of steering. For more information, con-
tact your local fair housing agency or the De-
partment of Fair Employment and Housing. 
These agencies can follow up to determine if 
there is evidence of discrimination by send-
ing “testers” of different races to apply for an 
apartment to see if they are treated differently 
based on their race.  

The agency may also decide to survey cur-
rent tenants to determine if there is a pattern 
of steering. If your experience is supported 
by further evidence, you may have remedies 
available to you.

Q  I am embarrassed to ask this ques-
tion but I have no choice. I separated 
from my husband six months ago. Two 

months ago, I rented an apartment so that I 
could live in peace but my husband keeps 
stalking me and threatening me.  

The police were called the first time and 
tried to calm down the situation, but when 
he showed up again a week later, I obtained a 
restraining order. I have been paying my rent 
on time, but the resident manager has told me 
I need to leave before the end of the month 
because the owner doesn’t want to upset the 
other tenants with my domestic problems.  

I cannot find another place before the end 
of the month. I am afraid I will wind up living 
on the street. What can I do?

A  The situation you describe would define 
you as a victim of domestic violence 
within the meaning of a new state law, 

California Code of Civil Procedure Section 
1161.3. This law prohibits terminating the 
tenancy of a victim of domestic violence, if 
the domestic violence has been documented 
in a police report within the last 180 days or 
has resulted in a restraining order.  

“Domestic violence” covered by this stat-
ute includes “stalking.” Since you have both 
a police report and a restraining order, you 
should be protected from eviction by this 
statute. You would also be protected if your 
husband was a tenant on the lease. 

You should know that you have the right to 
request that your landlord change the locks 
to your unit to ensure your husband cannot 
get in. If your landlord does not change the 
locks as requested within 24 hours, you may 
change the locks yourself, as long as you do 
so in a “workmanlike” manner and give the 
landlord a copy of the new key.

The law does allow the landlord to evict 
you if you voluntarily allow your husband 
into your unit or if your husband is a genuine 
danger to the other tenants. However, if you 
continue to pay your rent, don’t give permis-
sion to your husband to return, and otherwise 
comply with the rental agreement, the land-
lord cannot terminate your tenancy.  

If an eviction action, known as an unlaw-
ful detainer is filed against you, you should 
file a written answer asserting this statute as 
defense to the eviction, and you should bring 
supporting evidence to show the judge on the 
day of trial. 

Martin Eichner edits RentWatch for 
Project Sentinel, an organization founded 
in 1974 that provides landlord tenant dis-
pute resolution and fair housing services 
in Northern California and administers 
rental-housing mediation programs in 
Palo Alto, Los Altos and Mountain View. 
Call 650-856-4062 for dispute resolution 
or 650-321-6291 for fair housing or e-mail 
mediate4us@housing.org. 

Keller Williams Realty is proud to announce that Tom O’Dowd has 
joined its Menlo Park office effective immediately.  Bob Stelzer, 

Managing Broker said “Mr. O’Dowd brings us many years of Professional 
Real Estate experience in both Residential and Commercial Real Estate 
and we consider ourselves to be fortunate to have Tom join us.” Tom’s 
real estate career began in the development and sales of new homes in 
the East and South Bays.  He moved on to Commercial real estate sales on 
the Peninsula and became a Principal in T.M. O’Dowd and Company where 
he was the General Partner in numerous investments including nearly two 
thousand apartment units and office buildings in the Bay Area, Sacramento, 
Nevada and Arizona.  O’Dowd was the sole proprietor of the Management 
Company that manage these investment properties.

Most recently Tom has been involved in a wide array of home sales in 
Atherton, Menlo Park and Redwood City.  He also represented the Buyers 
in the sale of the St. Francis Novitiate on Mt. Alverno in Redwood City 
priced in excess of $20,000,000.  Recently he completed the conversion and 
sale of a 90 Unit Apartment building in East Palo Alto for $45,000,000.

Tom is a long time resident of Atherton. He lives with his wife Vivian 
and their three children and currently focuses on home sales in Palo Alto 
Menlo Park, Atherton and Redwood City.

Tom O’Dowd
Keller Williams Realty
707 Menlo Avenue, Suite 100
Menlo Park, CA  94025
(650) 207-6900 Cell
tom.odowd@kwmenlo.com Email

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

Explore area real estate through your favorite local website:
TheAlmanacOnline.com

MountainViewOnline.com

PaloAltoOnline.com

And click on “real estate” in the navigation bar.

Agents: 

Are you staying current 
with the changing real estate 

market conditions?
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