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by Kathy Cordova
ave you ever strolled 
by a palatial home on a 
gorgeous lot in Old Palo 

Alto or Crescent Park and won-
dered who owns it, what it looks 
like inside and fantasized about 
how much it would cost to make 
it yours?

Just walk on by and keep won-
dering because, unless you are a 
qualified buyer in the market for 
one of these high-end properties 
that can sell for as much as $10 
million and up, you’ll never know. 
You won’t find this caliber of real 
estate on the Multiple Listing Ser-
vice (MLS), websites such as Zil-
low or Redfin or advertised in the 
“Sunday Open House” sections of 
the paper. 

Houses like these are typically 
bought and sold privately through 
a cadre of real-estate agents in 
Palo Alto who know the market, 
who to market to and, most im-
portantly, how to get the job done 
without exposing their clients’ ad-
dresses, floor plans and financial 
lives to nosy neighbors and looky-
loos. 

“The private market has always 
been prevalent in Palo Alto,” said 
Miles McCormick, a founding 
agent at Keller Williams Realty, 
who reports having three such 
properties listed for sale. “They’re 
private for a specific reason or set 
of reasons. The sellers are well-
known and/or they aren’t com-
fortable with the world knowing 
what their plans are or what their 
living situation is.” 

McCormick adds that publicly 
listing a “trophy property” — one 
that is well-known or a fabulous 
house or a large piece of land — 
could result in as many as 1,000 
people going through the house in 
the first week on the market if a 
broker tour and open house were 
held. 

“It would be completely over-
whelming,” he said.

Michael Dreyfus, CEO and 
sales broker with Dreyfus Proper-
ties, is currently under contract to 
privately sell a large Old Palo Alto 
estate, which, if it goes for asking 
price, will be the most expensive 

(continued on page 32)

D
avid Eichler

Top: Not all high-end properties are sold off-market. This 5,851-square-foot home, built in 2001, on 
close to 7 acres at 437 Whiskey Hill Road, Woodside, is offered for just under $17 million on the MLS by 
Steven Gray, Coldwell Banker, Woodside. Above: This 1929 home sits on .6 acre at 2051 Waverley St. in 
Old Palo Alto. It is offered off MLS at $11,495,000, by Hanna Shacham, Coldwell Banker, Palo Alto. 
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Single-Family Home Sales

Atherton

Year Sales Median % price change

2004 108 $2.99 n/a

2005 103 $3.00M ~0

2006 102 $3.27M 9.0%

2007 80 $3.48M 6.4%

2008 63 $3.38M -2.9%

2009 69 $2.79M -17.5%

2010 81 $2.9M 3.9%

2011 73 $3.29M 13.4%

Woodside

Year Sales Median % change

2004 107 $1.58 n/a

2005 97 $1.83 15.8%

2006 60 $1.94M 6.0%

2007 78 $2.17M 11.9%

2008 48 $2.05M -5.5%

2009 39 $1.57M -23.4%

2010 55 $1.76 12.1%

2011 99 $1.8M 2.3%

Los Altos Hills

Year Sales Median % change

2004 105 $2.11 n/a

2005 133 $2.40M 13.7%

2006 96 $2.41M 0.4%

2007 96 $2.58M 7.1%

2008 61 $2.42M -6.2%

2009 68 $2.44M 0.8%

2010 81 $2.32M -4.9%

2011 99 $2.3M -0.9%

Portola Valley

Year Sales Median % change

2004 87 $1.70 n/a

2005 91 $1.86M 9.4%

2006 59 $1.81M -2.7%

2007 73 $1.93M 6.6%

2008 53 $2.1M 8.8%

2009 54 $1.65M -21.4%

house ever sold in Palo Alto. The 
address and price are top secret. 

“I want to protect my clients and 
protect their privacy. There is noth-
ing more sacred than your house,” 
he said.

In a world in which information 
about what you ate for breakfast, 
your job title and which friends 
you are currently partying with 
is voluntarily provided via sites 
such as Twitter, LinkedIn, Google 
and Facebook, privacy, especially 
around real estate transactions, for 
a certain segment of the popula-
tion is becoming increasingly more 
important. Some are worried about 
security issues. Others don’t want 
their friends, business associates or 
even their own kids to know how 
much they paid for their houses. 

Dreyfus said that his company 
began developing its private mar-
keting program in earnest when a 
single woman who had purchased 
property was unnerved after her 
home address was exposed on a real 
estate website. He also tells a story 
of a woman who recently bought a 
high-end home and had a stranger 
approach her at a social event to tell 
her that she loved her master bath-
room.

“Nobody likes that. It’s creepy,” 
he said.

While agents agree that both buy-

ers and sellers can benefit from the 
privacy of “off-market” listings, re-
fraining from advertising them can 
limit the potential pool of buyers. 
There is one high-end property in 
Palo Alto that, while being market-
ed off the MLS, is being discreetly 
advertised with the address and 

price on the agent’s website. 
Hanna Shacham, an agent with 

Coldwell Banker, has listed 2051 
Waverley at $11,495,000. The 
2,651-square-foot house was built 
in 1929. 

“It is in the historical Catego-
ry Four. I believe this is the least 
stringent category out of the four, 
where structures can be demolished 
under certain conditions, but buy-
ers should verify with the city. The 
seller is working with the city now 

SPRING REAL ESTATE 2012

High-end homes
(continued from page 29)

(continued on page 34)

—Miles McCormick,  
founding agent,  

Keller Williams Realty

‘The private 
market has 
always been 
prevalent in 
Palo Alto.’
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www.2BergesenCourt.com

MARY & BRENT
GULLIXSON

gullixson.com

PRIME ATHERTON LOCATION

www.84NoraWay.com

www.gullixson.com

ATHERTON

ATHERTON LOT
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1602 Alameda, RWC* – SOLD
255 Rengstoff #75, Mountain View* – SOLD
10440 Miller – Cupertino* – SOLD
153 S. California F203, Palo Alto – SOLD
157 S. California Ave. H100, Palo Alto* – SOLD
742 Loma Verde, Palo Alto* – SOLD
702 Garland Dr., Palo Alto* – SOLD

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

Beautifully updated Eichler. 
4BR, 2BA. Updated eat-in 
kitchen/Family room, spacious 
living room looking out over 
serene backyard. Updated 
bathrooms, fresh paint, foam 
roof. Open Sat & Sun. 
Call for price.* Represented Buyer

SOLD BY KATHLEEN IN 2012: NEW LISTING!  2669 GREER RD, PALO ALTO

to remove (the property) from the 
Category Four.” 

The value is clearly not in the 
house, but in the lot, at 26,344 
square feet, and the location, di-
rectly across the street from Steve 
Jobs’ family home, making it a rare 
opportunity for the right buyer, ac-

cording to Shacham. 
“It is a legendary locale,” she 

said. 
How do agents go about market-

ing properties like these without the 
traditional methods of MLS listings, 
broker tours and open houses?

“Instead of the nuclear-bomb 
approach, we’re doing guided mis-
siles,” Dreyfus said. “It used to be 
that when we did private marketing, 

we just emailed other agents. Now 
we have developed a whole pro-
gram around it: websites that are 
password-protected, mailers with 
no addresses or prices that are only 
sent to groups we identify. We’re 
also marketing directly to people 
who we know have had recent li-
quidity events.” 

“I’m on the phone all the time,” 
McCormick said. “I subtly mar-

ket. I call other agents and say, ‘I 
have this; here’s the size; here’s the 
style; this is the neighborhood; this 
is the price.’” Once he is confident 
that the property is a good match 
for potential buyers and they are 
qualified, he will arrange to show 
the property.

Determining the price for expen-
sive, unique properties for which 
comparables are scarce or non-ex-

istent can be challenging. 
“Deciding price is a mix of art 

and logic,” Dreyfus said. “It’s about 
the opportunity and how it is unique 
and who would want it and what 
they would be willing to pay for it.”

In other words, it’s all about 
supply and demand. Right now, 
according to local agents, supply 
in Palo Alto is low and demand is 
high — even in these stratospheric 
markets. 

Carol Carnevale of Alain Pinel 
Realtors reports that she and her 
partner Nicole Aron have several 
buyers interested in this price range 
now, but properties are difficult to 
find. She says that her buyers want 
to live in Palo Alto because they 
place a high premium on having a 
neighborhood and being part of a 
community. 

“There is easy access to an in-
credible public school system. 
Children can bicycle to activities. 
There is richness and diversity in 
Palo Alto,” Carnevale said.

While other nearby cities such as 
Atherton or Los Altos Hills might 
offer more luxury, square footage 
and acreage for the price, Palo Alto 
appeals to buyers who have differ-
ent priorities. 

“Steve Jobs is the icon of the 
whole concept of why people buy 
here,” Dreyfus said. “They like to be 
in the mix. There’s a whole genera-
tion of people who like to exchange 
ideas and you can’t do that when 
you’re on the mountaintop.” 

Freelance writer Kathy Cordova 
can be emailed at khcordova@
gmail.com.

High-end homes
(continued from page 32)

This 7,732-square-foot home on nearly 1.75 acres at 1870 University Ave. in Crescent Park, Palo Alto, is offered on the MLS at just under $9 mil-
lion, by Alan Dunckel and Derk Brill, Alain Pinel Realtors, Palo Alto. 

Paul Keller Photography

Page 34 I Spring Real Estate Special Section



Spring Real Estate Special Section I  Page 35



SPRING REAL ESTATE 2012

SINGLE-FAMILY HOMES, 
TOWNHOUSES, CONDOS 

ARE ON THE RISE

by Monica Guzman

he sights and sounds of 
building are everywhere, 
as housing projects are lit-

erally getting off the ground, in 
Mountain View north to Menlo 
Park
While some are nearing com-

pletion, others are still dreams 
in the making, offering land for 
future development. 
Here’s a sampling of what’s 

happening:

Name of project: 801 Alma
Address: 801 Alma St., Palo Alto
Project description: Underground parking is in progress for the 50 affordable new apartments in downtown Palo 
Alto. The apartments will be available for working families who earn between 30 percent and 50 percent of the me-
dian income for the area. These 1-, 2- and 3-bedroom apartments are within walking distance to public transporta-
tion, grocery stores, medical services and other amenities. The apartments will have an onsite manager, community 
room, computer classroom and outdoor courtyard as well as services such as after-school programs. The develop-
ment is expected to be complete summer of 2013.
Developer: Community Working Group and Eden Housing
Rent: 1 bedroom: $548-$937; 2 bedroom: $655-$1,122, 3 bedroom: $752-$1,291
Information: www.communityworkinggroup.org/801almastreethousing.html, www.edenhousing.org

Name of project: Elevation Palo Alto
Address: 3400 block of Alma Street (Alma Plaza)
Project description: Under the D.R. Horton Built for Better LivingTM brand of en-
ergy-efficient homes, 37 single-family homes will be built on the site of the former 
Alma Plaza. The two- and three-story homes will range from 1,754 to 2,368 square 
feet, with either three or four bedrooms and 2.5 to 3.5 bathrooms. Construction is 
underway and is expected to be completed by late July 2012. A later phase of the 
project will include 18 more homes and 14 below-market-rate apartments. 
Developer: D. R. Horton
Price: not available
Information:  www.drhorton.com/bayarea

Name of project: Mondrian
Address: 465 Chagall St., Mountain View

Project description: Shea Homes is still working to complete 
six buildings of the Mondrian community only minutes from down-
town Mountain View. The community offers three-story townhome-
style condominiums in three different floor plans. All condos have 3 

bedrooms and 3.5 baths and range from 1,548 to 1,637 square feet. 
Although still in progress, all but three of the 151 homes have been 
sold. Due to the success of the new housing community, Mondrian 

will expand to the land next door. The existing Mondrian is expect-
ed to be completed by the end of the year and construction for the 

second phase will begin shortly after.  
Developer: Shea Homes

Price: low to high $700,000
Information: www.sheahomes.com/community/mondrian

M
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(continued on page 38)
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“Bob is an excellent agent. His knowledge 
of the market and background as a real 
estate developer were invaluable to us. 
He sold our home for over list price 

new property with upside potential. I 
highly recommend him.” 

- Doug Ahrens, Los Altos

“In listing my home for sale with Bob, I was impressed by his 
work ethic and attention to detail. In record time, he brought in 
his team of subcontractors to make repairs and  updates to my 
home. He arranged for staging and took care of all the marketing 
details. I am a busy professional and appreciated all of Bob’s 
extra help. He also found me a newly constructed dream home 
with a perfect Chef ’s kitchen.”

- Tammy Huynh, Executive Chef/Proprietor
Tamarine Restaurant, Palo Alto

525 GUINDA STREET, PALO ALTO

NEW CONSTRUCTION IN CRESCENT 
PARK NEAR DOWNTOWN PALO ALTO 

TO BE COMPLETED AUGUST 2012 - CALL FOR MORE DETAILS

HILLVIEW ROAD, LOS ALTOS HILLS
$5,899,000

LA VIDA REAL, LOS ALTOS HILLS
$2,695,000

1853 FILBERT STREET, SAN FRANCISCO

REMODELED 2 BEDROOM CONDO 
LOCATED STEPS FROM THE HEART OF 
UNION STREET - CALL FOR MORE DETAILS

LA SELVA DRIVE, PALO ALTO
$1,990,000

COLLEGE AVENUE, MENLO PARK
$2,125,000

BOB KAMANGAR
Broker Associate, Attorney, General Contractor
Cell (650) 245-0245
bob@serenogroup.com    
www.BobKamangar.com
DRE# 01229105

Unsurpassed Knowledge of Mid-Peninsula Luxury Real Estate Market 
Over $49M Sold in 2011 (Over $15M of Total Sold Off Market)

COMING SOON

COMING SOON

SOLD

SOLD
SOLD

SOLD
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650.465.1651
mhall@apr.com

www.MichaelHallHomes.com
LIC. # 01133676

MICHAEL HALL

Information deemed reliable but not guaranteed.  

MICHAEL HALL 
HOMES

“Professional standards of practice, understanding of the 
human element in real estate, hard work and a sense of humor 
are essential to a successful transaction.  My goal is to build 
lifelong relationships based on trust, cooperation and 
goodwill.” - Michael Hall

of using anyone else. Michael is professional, patient, thorough, 
and goes the extra mile for his clients.” – C.R. Menlo Park 

 OF SUCCESS

 

Name of project: No name yet
Address: 389 El Camino Real, Menlo Park
Project description: What is currently an empty lot will become a development of 26 
homes, 17 townhouses and nine single-family homes. The residences will range from 
2-bedroom, 2-bath homes to 4 bedrooms and 3 baths. With Caltrain, Safeway and the 
Stanford Shopping Center all within walking distance the developer hopes to encourage 
pedestrian use. Expected residents range from professionals who work in the area to 
first-time homeowners and even those looking to downsize. Five of the homes will have 
elevators to accommodate senior and handicapped occupants. The last city approval 
vote is scheduled for July. Construction is anticipated to begin in the fall.
Developer:  Matteson Development Partners, Inc., an affiliate of Matteson Realty
Price: TBD
Information: www.mattesonrealty.com/index.html

Name of project: Classics at Station 361
Address: 209 W. Evelyn Ave., Mountain View
Project description: 45 two-story homes and 20 townhouses (in two three-story build-
ings) in downtown Mountain View are currently under construction. Phase I is expected to 
be completed in four to six months.
Developer: Classic Communities
Price: not available
Information:  www.classiccommunities.net

(continued from page 36)
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650.740.2970
edemma@cbnorcal.com
erikademma.com

Top U.S. Realtor, The Wall Street Journal

Representing  and  in these areas . . . and 

We have worked with Erika on five real estate 
transactions over the last ten years – she is 
fantastic. She is proactive, detail-oriented, creative 
and hard working. We strongly recommend her 
to our friends.

Erika is outstanding. Having had an opportunity to work with Erika as 
both a buyer and a seller, I can say in both instances she demonstrated 
a great understanding of the market and how to get a transaction 
done, but, perhaps more importantly, working with her is a pleasure. 
Erika is extremely focused on what her clients want and need, and she 
is relentless in providing the highest level of service.

Born and raised in  
 and now 

residing in  with 
children in local schools, Erika 
is committed to the community 
and the business of real estate. 
Her expertise is second to 
none and has earned her the 
distinguished ranking as the  

 in her office in 
 and 

the #10 Coldwell Banker agent 
for the entire San Francisco 
peninsula for 2011.
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W
elcome to Real Estate 2012:    A market  that seem-
ingly went from 0 to 60 in a few months and a lag-
ging misunderstanding of many “should be” sellers.    

Sellers who are not cognizant that they would do well to get 
their property to the market sooner rather than later are con-
trasted with sellers and buyers who continue to focus on the 
national news that the housing market is in trouble.    Add to 
this the buyer who frantically wants to “buy before the Face-
book buyers ” and is feverishly competing for the few homes 
that are on the market and you can get whiplashed.  

The wildly divergent viewpoints are confused by what 
seems to be a constant flogging of the housing market on a 
national level.  We no sooner hear a report that the outlook 
is promising, then it is followed by a complete contradiction 
with reports of drops in housing sales.   Betting on the fore-
closure market has become a life science.   Still another recent 
headline (Reuters) boldly stated “Americans brace for new 
foreclosure wave!”    Although national and state trends are 
important, they are rarely timely and rarely reflect any one 
locality.   Nowhere is this more true than the San Francisco 
Bay area.    What matters here is the same factor as every-
where else in the country:    Real Estate is Always Local. 

Last Spring it seemed reasonable to project* that the local 
real estate market was experiencing a turn-around.   By Octo-

ber that projection became a reality. (Chart)   The charts in 
this article better demonstrate the increase in activity and the 
uniformity of a market that changed.    The activity is robust at 
almost all price levels if the home is even close to being real-
istically priced.  If not, the open market self- adjusts it either 
upward or downward in getting to the resultant sale. 

 Real estate in the Bay Area, especially our immediate area, is 
like few others in the country at this time.   We are currently 
experiencing the most active real estate market we have 
seen in many years, especially since 2007.   How long it will 
last is unknown.  

Let’s start with Inventory:  
 “Where Did All the Houses go?” you ask.
The general perception is that there is little to nothing for 
sale, which has resulted in frenetic activity and multiple 
offers on all realistically priced homes.   Another perception 
is that sales are down.     Neither of these is exactly accurate.    
Although we have had many multiple offers this year, that 
activity is not solely the result of an inventory shortage.   
Inventory is clearly down (chart) but it is the demand side 
actually overpowering the supply side that is putting our 
local real estate market out of tilt.   From September 2008 
through October 2011, the economic uncertainty, inherent 
to the financial crisis in both the United States and globally, 

caused buyers to pull back.  Fast forward to 2012 and the 
pent- up demand of the many buyers who waited is showing 
up everywhere.   Now buyers are back en masse.    

The closed sales, on the other hand, speak for themselves.   
Nearly half of our communities  experienced a statistical 
year-over-year increase in the number of sales.    For the 
few communities that do not show up that way statistically, 
it is often explained by closed sales that took place before 
homes could even get to the open market and are therefore 
not recorded in the listing data.  Irrespective of whether the 
numbers of sales are higher or lower, note the change in the 
average sales prices .    Prices are up in almost all communi-
ties.   Inventory levels are off, sometimes dramatically, but 
sales and average prices are up.   In some cases “up” is quite 
a bit “up.”    More importantly, consumer confidence, which is 
a foundation for driving the real estate market,  is very strong 
regarding the many excellent companies that make up the 
greater Silicon Valley .       

What is very different about the real estate market in 
2012 is that in almost every community and at almost 
all price points, we have an increase in sales activity.  
That is very different for an overall real estate market.   Some 
prior years are reflective of higher price level homes pulling 
the market upward.  While, in other years, the lower priced 
homes pushed the market from the bottom up and in turn 
pushed mid-range homes upward.  The stock market tends 
to play into the former and interest rates into the latter.    
Almost always, one end of the market affects the rest of the 
market.    Now, however, all price points are uniformly push-
ing and pulling.    

The “Off Market” phenomenon:  Historically the most 

proven way for real estate to reach its highest selling price 
is to expose it to the broadest market possible.  That is what 
we refer to as  listing a home on the Multiple Listing Service.   
With the current demand being greater than the current 
supply, homes that are being prepared for sale may not even 
get to the open market and, instead, sell on what we call 
an “off market” basis.   Someone makes an offer before the 
house is on the open market.   The seller often feels they just 
struck gold with the quick sale.   Maybe.  Maybe not.   There 
are times when selling off market can be advantageous, if 
not necessary, for a specific reason.  (And in rare cases, may 
actually result in a higher price being offered from a buyer 
who does not want to compete with other buyers were the 
home offered on the open market).   However, selling off 
market can come with risk.    In fast moving markets, as at 
present, sellers can leave money on the table by not expos-
ing their property to the full open market.  They may have 
thought they did well – but it may be that they could have 
done better.   It is a pretty basic picture:   If a home would sell 
for “X” dollars off market, the likelihood of “X” + “Y” is more 
likely were the home exposed to the open market.   It is a hard 
call that each seller needs to make depending on their own 
specific needs.   At least relative to highest sales prices, most 
homes are still trading openly with full MLS market exposure 
as the safest determination of highest sale for the seller.         

With regards to interest rates, many analysts predict that in 
2013 we will see interest rates rise again.   Even with the slight 
recent trend upward, we have the benefit of near record low 
rates.   When rates move upward, even slight increases in 
rates can make substantial differences in monthly mortgage 
payments.    When rates go up, buyers tend to drop out and 
prices soften.   

“Wait for Facebook”
There is absolutely no doubt that the arrival of Facebook and 
the announcement of its Initial Public Offering of the stock is 
of great value to Menlo Park and the surrounding communi-
ties.    For potential sellers who are waiting to sell, anticipating 
the “1000 more millionaires” who will somehow pour into the 
market, there is another phenomenon of which to be aware.    
We have seen it in past markets when sellers, who felt that 
they should wait to put their home on the market, contrib-
uted to a softening of their own resultant sales prices.  The 
clear and simple rule of real estate is that the more homes on 
the market at any given time, the slower the market becomes 
and prices soften.   This is a common occurrence every year:   
houses offered for sale at the very start of the year, when 
there is typically low inventory, sell higher than the exact 
same houses offered a few months later when more homes 
are on the market.    Simply put, when there is less for sale 
and demand is as high as it is at present, sellers obtain their 
highest sales prices.   The converse is also true.   When more 
homes are on the market, the less buyers will pay.   Sellers sell 
their homes for less.    The question then is “Will it happen 
again, once Facebook actually does go public and sell-
ers who waited for that to happen then find themselves 
competing with too many other similar sellers who also 
waited?” 

An equally interesting perspective of the Facebook offering 
(or any of the many other projected IPO’s anticipated for 
the San Francisco Bay area in 2012) is the basic anatomy of 
what I am going to call a “Facebook buyer. “    I recently was 
fortunate to visit the Facebook campus.  Fun place.   Lots of 
energy.   Lots of people working.  The “Facebook buyer” may 

be a somewhat different buyer than we have experienced 
from previous IPO’s.      

Contrary to the instant IPO buyers that were produced in 
earlier years, our country really had not yet experienced the 
major fallout from the bank and stock market crashes.   We 
didn’t have the reality of a world that can turn on a dime as 
the result of failures across the entire financial foundation 
of our country.  Financially, the effect was often negatively 
measurable for those sellers who had to sell during those 
down years.   Yet even with the increased demand and 
competition in the 2012 market, there is still a trace element 
of  restraint in buyers’ offers.   The price being paid needs to 
make sense.   “Irrational exuberance” is now controlled  by 
“Cautious optimism” as a throttle restriction even in most 
multiple offer situations.    Still the activity is dynamic and 
buyers are setting new prices in their offers to those sellers 
smart enough to market their houses at this time.   

Apart from those who will benefit from their infused invest-
ment capital as part of the anticipated IPOs, the majority of 
the projected Facebook buyers fall into a somewhat different 
breed than in past years.    As someone noted recently, “They 
seem to be more interested in gigabytes than they are in a 
car or square footage.”   Interest in living near urban centers 
or taking public transportation is thought to be as important 
as interest in giving something back in their lives.  This is actu-
ally pretty enlightening.   With about a third of the work force 
commuting via shuttle or public transport from San Francisco 
(and another third from the south and east bay) is it any won-
der then that our San Francisco offices have already picked 
up the shift of many buyers to the SOMA, Mission, and Por-
trero Hill markets?    And, of course, where do you think those 
company-run shuttles bringing employees to Silicon Valley 
are located?  It is then a different type of instant buyer and 
not one for which to wait as a seller, nor fear as a competing 
buyer.    They will, however, add to the buying pool sooner or 
later, including spill-overs into adjoining regional cities.    The 
issue is as it always is:  Supply and Demand.  

Global Changes Do Affect Us: 
Influences over which we do not have control can halt even 
our most dynamic local real estate market.   We have seen it 
too many times now.   History really does keep repeating itself.   
Apart from the effects of a natural disaster, there are any num-
ber of other factors that change real estate values and sales.   
Softening of the stock market, potential rises in either interest 
rates or capital gains rates, for instance, can negatively affect 
people’s ability or willingness to buy.   Less clear is what will 
happen should major countries in Europe lose their own eco-
nomic battles.    Slowing of the Chinese economy is coming 
into focus.   The global connection can be a heavy hit as are 
knee jerk stalls of our housing market when the stock market 
drops.    When a market is as robust and fast moving as we are 
currently experiencing, it can be easy to lose  sight of outside 
influences that may become inside effects.  What’s that other 
line about “People buy on rumor and sell on facts?”    We have 
a little of both out there right now.

Where to Go From Here?” 
The seller who is focused on the nightly national news and 
who is waiting for things to change, might miss the best 
opportunity in years to sell their home.    So does the seller 
who waits for that anticipated pocket book full of cash from 
the IPO buyer. The buyer who thinks that interest rates are 
not going to go up may not be aware of the recent, albeit-

even small at present, upward movement in interest rates; 
and when the 30 year fixed rate starts to go up, lenders 
typically start offering good hybrid packages.  That is, loans 
that are fixed for a shorter period of time—5 to 7 years for 
instance—which then convert to adjustable loans after.   The 
loan hybrids are starting to appear once again.       

The bottom line is that in real estate you work with the 
market you know, not the one you project or think is 
going to be there.   When conditions are as favorable 
as they are at present for sellers, it makes every bit of 
sense, if at all possible, to get your property on the open 
market.  You will do well.    Waiting is always a wild card 
and, literally, may end up costing  you money.    The 
same holds true now for buyers with interest rates at 
near record lows but moving upward.   You work with 
the market you know.  

Thank you for your continued referrals.   I very much 
appreciate and enjoy the business.    Although I have never 
guaranteed any one at what price or how quickly I can 
sell their home, I can guarantee that you can rely on the 
information I will give you so that you make your own well-
informed decisions at all times.

STEVE 
BELLUMORI

Consistently Successful Results for Clients  in the Sale of Over 900 Homes!

LOCAL REAL ESTATE – 2012 :   OUT OF BALANCE

International President’s Premier 

Top 1%  Coldwell Banker - Worldwide 

(650) 752-0826
SBELLUMORI@CBNORCAL.COM

Steve Bellumori
www.SteveBellumori.com  

4/27/2012

I
t is always perplexing, if not humorous, to run into someone I know and have them 

comment, “You must be really busy with all going on in the real estate market right 

now.”    And then, sometimes within the same hour, to run into someone else who 

sincerely asks, “Is the real estate market getting any better?”   Same day.  Same zip code.  

Diff erent understandings.  It happens frequently to real estate professionals.   

*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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STEVE 
BELLUMORI

Consistently Successful Results for Clients  in the Sale of Over 900 Homes!

International President’s Premier  

Top 1%  Coldwell Banker - Worldwide 

(650) 752-0826

www.SteveBellumori.com  

Custom designed and built in 1969 and now offered for 
sale by the family of the original owners. Very spacious 
4 Bedroom + Office or Guest Bedroom, 4 Bath ranch 
style home with French mansard roof styling and great 
floor plan. Large formal living room accented by high 
ceilings and a full wall of windows. Spacious dining room 
for formal entertaining and a nice size informal dining 
area overlooking the back yard. A separate family room 
with fireplace is centrally located in the home and is also 
focused towards a nicely designed spa with step water 
cascade into a large in-ground pool. 
Located in the award winning Las Lomitas and Menlo-
Atherton School districts this spacious home of 
approximately 3,450 square feet is set on a serene heavily treed one+ acre corner lot.

sbellumori@cbnorcal.com

323 Walsh Road, Atherton

New Listing! Fabulous opportunity in Las Lomitas!

Information pertaining to square footage obtained from 
sources deemed reliable but not verified.)

Open 1:30 to 4:30 

Saturday, April 21 

and Sunday, April 22

This very special, well planned home is now offered for a new owner to 
remodel or build completely new in this sought after location. 

Outstanding value at  
$3,250,000
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Introducing Prestigio by Intero 

Real Estate Services, purveyor 

of fine and prestigious homes 

throughout the Bay Area.

A Luxury  
Collection. 

www.InteroPrestigio.com

A Prestigio home is given an elevated level of exposure through its carefully 

crafted  marketing portfolio  set up to showcase your home to relevant markets 

locally, nationally and globally.   Customized to the unique style of each luxury 

property, Prestigio will expose your home through the most influential mediums 

reaching the greatest number of qualified buyers wherever they may be in the world. 

Call your local Intero Real Estate Services office to speak with a Prestigio Specialist. 

Los Altos
496 First Street, Suite 200 

Los Altos, CA 94022
650.947.4700

Menlo Park
807 Santa Cruz Avenue 
Menlo Park, CA 94025

650.543.7740

Woodside
1580 Canada Lane  

Woodside, CA 94062
650.206.6200

3 OFFICES SERVING YOUR AREA
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by J. Robert Taylor, J.D.

W here does your right to 
privacy begin and end? 
In the real estate business 

those rights are getting eroded dra-
matically by modern technologies 
and the business of the Internet. 

The essence of private property 
is “privacy.” The home is a sanctu-
ary. The first right of privacy of the 
home was originally recognized in 
the 3rd Amendment to the Consti-
tution. Courts have since extended 
our right to privacy in many areas: 
including procreation, abortion, 
family patterns, education et al. 
However the right to privacy in 

one’s home 
dates back to 
old English 
law where 
the “English-
man’s home is 
his castle.” 

Real estate 
agents are 
c o n s t a n t l y 

pushing the envelope with the 
“more is better” philosophy of 
marketing. This means that the 
home you are interested in sell-
ing or buying will routinely be 
published on the Internet by many 
websites including broker website, 

mlslistings.com, realtor.com, Zil-
low, Trulia, Movoto, Craigslist, 
Facebook, Twitter and the prop-
erty’s own website, just to name a 
handful. 

Enhancements to the data entered 
on the multiple listing service often 
means that there are 20 pictures of 
the property available for viewing 
before you even go see the home. 
They may also show virtual tours 
of the entire home, photos of each 
room, hallways, garden areas, etc. 
These pictures may explicitly or 
implicitly show floor plans of the 
entire home. Interestingly, sellers, 
since they have moved or soon will 
be gone, really don’t care much if 
the world has the floor plan and 
design of the home on the Internet. 
They are just following the real 
estate agent’s lead, where com-
mon practice has recently been to 
plaster the pictures and data in any 
place that you think a buyer might 
potentially look.

Invasion of privacy issues 
abound. Do you really want your 
floor plan and a virtual tour of your 
home available to anyone surfing 
the Internet? Buyers and sellers 
need to be aware that once this data 
goes out on the various services, it 
does not get erased. Do real estate 
agents have a duty to protect the 
privacy of their clients? Are clients 
really aware of the degree and per-
manency of marketing materials? 
Is this type of marketing desirable 
or at all necessary to sell the typi-
cal Bay Area home?

Risks are many. Pictures, virtual 
tours and plans could be utilized 
by the criminal element to invade 
your property. The exact layout of 
your home could be valuable to a 
criminal with the intent to burglar-
ize or commit other crimes on your 
property. A criminal can also view 
items that would be valuable to 
steal: large screen TVs, computer 
systems, furnishings, art and the 
like. Improvements made by the 
homeowner that perhaps are not 
to code or done without permits 
would also be visible to neighbors 
and city zoning officials. Courts 
have often ruled that once you give 
up your right to privacy, then you 
lose it. Homeowners may be invit-
ing the world into their home at 
their peril and the peril of future 
owners. Do you really want every-
one to know you left the toilet seat 
up? This really happens.

Technology presents a new 
challenge for privacy. Homemade 
drones that can shoot high-defini-
tion video from low elevations can 
give amazing perspectives on home 
and land. This could become the 
new standard for marketing for all 
property. Drone technology previ-
ously used exclusively for military 
activities is now going to be avail-
able to individuals and private com-
panies. The issues raised by this 
type of activity are troublesome 
for privacy. What privacy is there 
if your neighbor can take high-def-
inition video of your yard and at 
low-elevation angles can even see 

inside your home? While this may 
seem extreme, recent example of 
private promoters of this technol-
ogy to the real estate community 
have shown samples, and while 
giving quite stunning pictures of a 
property, they coincidentally show 
all the properties nearby in the 
same detail. Do we really want our 
neighbors to see your junk pile or 
your skimpy bathing suit?

Recently on the email listserve 
for one Palo Alto neighborhood 
there was a discussion about hav-
ing cameras in the streets to help 
identify criminals who have caused 
the rash of burglaries in Palo Alto. 
When inquiries were made to the 
police department, they indicated 
that in the past there were com-
plaints that cameras in public 
places were an invasion of privacy 
and too much like “Big Brother.” 
Odd that we would have such sen-
sitivity to privacy in a public place 
where we have no right to privacy, 
yet give it all away when it comes 
to our home, where we have a legal 
right to privacy, unless to open the 
door to the public. 

J. Robert Taylor, J. D., a real es-
tate 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 Alto, CA, or via email 
at btaylor@taylorproperties.com.

FROM REAL ESTATE DRONES TO SOCIAL-
NETWORKING SITES, HOMEOWNERS’ 

PRIVACY IS UNDER ATTACK

6 CAMINO POR LOS ARBOLES      A T H E R T O N

A P R . C O M    |    1 5 5 0  E L  C A M I N O  R E A L ,  S U I T E  1 0 0    |    M E N L O  P A R K    |    6 5 0 - 4 6 2 - 1111

650-543-1225 DIRECT

650-462-1111 OFFICE

samira@apr.com

DRE# 01445386

Square footage 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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 ATHERTON           NEW HOME BY PINNACLE GROUP
Farro Essalat, Architect | Interior design by JoAnn James |  3-levels with elevator | 6 bedrooms  

Guesthouse has 1 bed, 1 bath and loggia 

gullixson.com
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by Casey Moore
he idea is tempting. Converting your 400-
square-foot garage into a spare room could 
provide much-needed living space for your 

household. But the process takes a building per-
mit, and obtaining one can be lengthy and pricey. 
You decide to forgo it. It’s not worth the time or the 
money.

Or is it?
Different city governments require building per-

mits for different types of construction. Yet build-
ing and planning departments sometimes encounter 
homeowners who are either ignorant of or resistant to 
their need for a permit.

New construction adds value to a property and thus 
can increase property taxes, a consequence that mo-
tivates many homeowners to skip the permit process, 
according to Jeff Stricker, a Realtor in the Alain Pinel 
Los Altos office.

However, “that’s unwise because it comes back to 
impact them when it comes (time) to sell,” he said. 
“If some room is added without (first receiving) a 
permit, it can affect appraisals. ... The appraiser may 
not take that space into consideration if it’s not a valid 
permitted space.”

If a particular area is not factored into a home ap-
praisal, the home will lose some of its sale value, he 
explained.

Additionally, any further renovations done on the 
home cannot be completed without first obtaining a 
permit for the illegal renovations, according to Fran-
cis Rolland, Coldwell Banker real estate agent from 

OPEN HOUSE on SAT & SUN from 1:30 - 4:30 PM

4BR/3BA  2,776 sq.ft.       LOT SIZE 7,860 sq.ft.

2 STORY TRADITIONAL STYLE HOME COMPLETED IN 1997

PRIVATE BACK YARD WITH KOI POND & VEGGIE GARDEN

GREAT FRIENDLY NEIGHBORHOOD

WALKING DISTANCE TO PARK & ATHERTON LIBRARY

HIGHLY REGARDED MENLO PARK SCHOOLS

OFFERED AT $1,798,000

DRE # 01109812

www.98walnut.com

Jackie Copple, MBA 
The Professional for Professionals 

(650) 752-0866 Direct

(650) 465-9160 Cell

jcopple@cbnorcal.com

www.JackieCopple.com

your needs.  your tastes.  your language.

Let me help you make your next housing change.  It is 
a great time to buy (still record low interest rates) and 

to sell (low inventory is strengthening prices).

Compelling reasons to choose Jackie as your realtor:
❖ 23 years local experience
❖ represented hundreds of buyers and sellers
❖ dedicated service
❖ professional integrity
❖ successful negotiator

Life is full of change!

Selling or buying a home, 
I am here to help!

HOMEOWNERS WHO 

SKIP BUILDING PERMITS 

GAMBLE WITH HOME 

SAFETY, VALUE

‘In the short 
term, (build-
ing without a 
permit) may 
save $10,000 in 
property taxes, 
but in the long 
term, it could 
cost them 
$100,000.’ 

—Jeff Stricker,
Realtor,

Alain Pinel

(continued on page 48)
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www.AthertonTudorEstate.com

MARY & BRENT
GULLIXSON

gullixson.com

 ATHERTON
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Q  I own two houses, both on 
the same street. I live in one 
and rent the other. Right now 

the tenants in the rental house have 
seven months left on their lease.

My problem is that my wife’s 
mother has just moved here af-
ter her husband died. She needs 
a place to live and I would like 
to move her into the house I have 
been renting so that she can move 
out of my house. Will I be able to 
do that?

A  A lease is an agreement that 
is binding on all parties to it, 
tenant and landlord. Some 

leases have “escape clauses” that 
allow either party to cancel upon 
giving notice, typically 30 days. 
However, if the lease agreement 
you used for this rental does not 
include an escape clause, you have 
no general right to unilaterally 
cancel the lease.  

You may have a very strong de-
sire to move your mother-in-law out 
of your house, but that type of rea-
son is not good cause to terminate 
a valid existing lease. Personal or 
economic changes in life are never 
good cause to cancel.  

If your current tenant violates 
the terms of the lease and fails to 
comply with a three-day notice to 
pay rent or otherwise correct the 
violation, you can terminate the 
lease. However, if the tenant then 
refuses to vacate, you would need 
to bring an unlawful detainer evic-
tion in court.  

Your other option would be to 
convince the tenant to voluntarily 
terminate the lease and voluntarily 
vacate. You should expect that you 
will need to offer a financial or 
other incentive to obtain the ten-
ant’s consent. Your local mediation 
program can help in the process to 
negotiate a mutual termination.

Q  I am the local manager for 
an apartment community 
with 16 units. When one of 

our residents first moved into her 
apartment, she requested permis-
sion to install grab bars in the bath 
tub. 

We could tell from looking at her 
that she was disabled and needed 
these bars to be able to use the bath 
tub. She offered to pay the installa-
tion cost. I said yes, and we noted 
the grab bars on the rental agree-
ment.  

Two years later, she gave her no-
tice of termination. When we did 
the pre-departure walk-through, I 
asked her what she was planning 
to do about the grab bars. She said 
she was removing them.  

The next time I was in the apart-
ment was after she had vacated, 
and when I looked in the bathroom, 
I saw four large holes in the wall 
where the grab bars had been. Can 
I charge this resident’s security de-
posit for our cost to repair the wall 
where the grab bars were located?

A  Under the fair housing 
laws, tenants with disabili-
ties should be allowed to 

make reasonable and necessary 
modifications in order to have 
equal enjoyment of their units. A 
reasonable modification is either 
an internal or external structural 
change to existing premises. 

Reasonable modifications are 
similar to accommodations in that 
there needs to be an identifiable 
relationship between the disability 
and the request. However, there is 
an important difference between 
an accommodation and a modifi-
cation. The burden of shouldering 
the cost for a reasonable modifica-
tion will usually fall on the tenant. 
The same is generally true for any 
costs associated with maintenance 

and upkeep of the modification.  
In this case, the issue revolves 

around damage caused by the re-
moval of a modification. A ten-
ant is responsible for restoring the 
area where the modification was 
located, if it is reasonable to do so. 
A tenant is not, however, obligated 
to pay for damage caused by gen-
eral wear and tear that would come 
along with the modification.  

Based on the facts of this case, 
the four holes could not be deemed 
reasonable wear and tear. Rather, 
it was damage directly caused by 
the installation of the handle bars 
and its subsequent removal. There-
fore, you can deduct the cost of its 
repair from the resident’s security 
deposit. 

Q  My son has severe allergies, 
including being allergic to 
cat fur. To keep him safe, I 

moved my family to a community 
that was advertised as pet free. 
Then, six months after moving 
there, I noticed a cat on the balcony 
of my next-door neighbor. When I 
asked the manager if the cat lived 
in the next unit, she said yes. She 
said the community management 
had no choice because the cat was 
a companion animal necessary to 
mitigate that resident’s disability. 

That may be great for my neigh-
bor, but what about my son who is 
in danger of needing emergency 
medical care if he has an allergy 
attack?

A  Persons who are deemed dis-
abled under the fair housing 
laws are entitled to accom-

modations that are reasonable and 
necessary in order to have equal 
enjoyment of their units. One such 
accommodation can be an excep-
tion to a “no pets” rule being en-
forced in an apartment complex. 
Landlords should accommodate 
such requests, provided that the 
tenant sufficiently establishes a 
nexus between the disability and 
the request.  

The problem then arises when 
granting a tenant’s accommoda-
tion request potentially aggravates 
another tenant’s disability. Your 
request sounds like it is certainly 

necessary, but the competing rights 
here require the parties to engage 
in an interactive process to find a 
solution that is reasonable. For ex-
ample, the parties could decide to 
explore asking the cat’s owner to 
prevent her cat from roaming near 
your unit. 

In the event that this is not a 
feasible solution because of the 
difficulty controlling the cat’s out-
door activity, you and your land-
lord could discuss allowing you to 
transfer to a different unit within 
the complex, away from the ani-
mal.  

If there is no other workable ac-
commodation, you might be able 
to request that the landlord allow 
you to terminate your lease early 
without being charged an early 
lease termination fee. The impor-
tant principle is for the parties to 
explore possible solutions on a spe-
cific, case-by-case basis. 

Q  I am the regional manager 
for a company that provides 
property management for 

several rental communities. We 
have a limited pet policy in all our 
properties, meaning that residents 
can have pets only if we approve 
the specific animal. We have this 
policy so that animals unsuited for 
an apartment community because 
they are too large or too noisy can 
be excluded.  

A resident in one of our proper-
ties gave us a note from his doc-
tor stating that he needed a service 
animal to help with his disability. 
We agreed that he was entitled to 
a companion animal, but now he 
has a very large, very aggressive 
German shepherd living in his unit. 
Frankly, I am afraid of this dog and 
I am worried that some other resi-
dents will be frightened or even at-
tacked by this dog. 

Do we have any right to require 
the resident to remove this dog?

A  The federal Fair Housing Act 
prohibits housing providers 
from discriminating against 

applicants or tenants because of 
their disability and requires that 
they make reasonable accom-
modations to afford such persons 

equal opportunity to use and enjoy 
a dwelling. This includes adjusting 
rules or policies, such as exemp-
tion from a weight restriction for 
pets, for a person who requires 
the assistance of an animal for a 
disability-related need. 

However, tenants are still respon-
sible for the actions and behavior of 
their companion animals, regard-
less of their designation as such 
under the law. It is important to 
remember that reasonable accom-
modation requests differ for each 
individual and must be evaluated 
on a case-by-case basis. 

Fair housing law does not pro-
tect persons whose tenancy creates 
a nuisance or “direct threat” to the 
health or safety of other individu-
als. Your concern about whether 
this animal may cause a nuisance 
should not be based on fear or 
speculation but rather, on an evalu-
ation of trustworthy objective data. 
A large dog that looks menacing 
because of its size and reputation 
may not be a good reason to require 
the resident to remove his dog. 

However, a long or recent his-
tory of aggression towards other 
tenants may justify its removal, 
unless actions are taken to elimi-
nate the threat (i.e., muzzling the 
animal when outside the owner’s 
apartment). Other issues relating to 
the animal, such as noise or waste 
removal, should be handled in the 
same manner that you would with 
non-disabled tenants.  

If problems do arise, you are re-
quired to engage in an interactive 
process with this tenant to explore 
a reasonable solution to the harm-
ful impact from this animal. 

Martin Eichner edits Rent-
Watch for Project Sentinel, an 
organization founded in 1974 that 
provides landlord tenant dispute 
resolution and fair housing ser-
vices in Northern California and 
administers rental-housing medi-
ation programs in Palo Alto, Los 
Altos and Mountain View. Call 
650-856-4062 for dispute reso-
lution or 650-321-6291 for fair 
housing or email mediate4us@
housing.org.

CAN I OUST A TENANT  
TO MAKE ROOM  

FOR MOTHER-IN-LAW?
edited by Martin Eichner

Los Altos.
The next homeowner also may be 

unable to get homeowners’ insur-
ance if part of the home was built 
without a permit, said fellow agent 
Fred Hiebert. 

For city governments, the most 
serious concern is safety. Wood-
side Deputy Town Manager Paul 
Nagengast said that contractors 
who complete construction without 
permits often fail to build structures 
to code, endangering the occupants 
of a home.

“It’s hard to say what does or what 
doesn’t require a permit,” he said. 
“There isn’t a solid (threshold) be-
cause the types of renovations can 
be so different. ... (A homeowner’s) 
best bet is to come in and talk to 
the building department before 
(construction).”

Projects are generally required 
to meet both building and zoning 

codes. Building codes address phys-
ical construction needs and are cre-
ated and enforced to ensure safety. 
Zoning codes may dictate building 
size and location, accessory struc-
tures, construction limitations, in-
surance amounts, and the like.

“Typically, people come in and 
ask beforehand if their proposed 
project requires a permit,” Nagen-
gast said, “then the inspectors can 
look and see what is required.”

The problem of a missing permit 
is treated differently depending on 
the circumstances and type of per-
mit. 

“In Woodside, our approach is 
co-compliance: You meet codes, 
you get your permit,” he said. “It’s 
not intended for us to be penal or go 
after somebody (who doesn’t have a 
permit).”

Neighboring city Palo Alto has a 
similar permit process that works 
with homeowners to ensure build-
ing safety, according to Chief 
Building Official Larry Perlin. Yet 
like Woodside, Palo Alto penalizes 

skipped permits with a doubled 
(Palo Alto) or tripled (Woodside) 
processing fee — that is, when the 
homeowner finally seeks a permit.

Other financial penalties may 
incur in more serious cases when 
the illegally renovated property re-
ceives an official “compliance or-
der” or requires involvement from 
the city attorney. A compliance or-
der sets out a schedule or timeline 
for obtaining necessary permits, 
with a structure that “tries to be as 
cooperative and fair and reasonable 
as possible,” Perlin said.

“Every situation is unique,” he 
said. “It kind of depends on what 
was built, and does it impose any 
sort of immediate threat to life or 
public health and safety or wel-
fare?” 

Yet providing a permit post-con-
struction can entail a destructive 
process. In some situations, it may 
be necessary to tear down walls and 
other new construction in order to 
ensure that the construction is safe 
and compliant with building and 

zoning codes.
Additionally, buyers who discov-

er undisclosed illegal construction 
upon purchase can claim deception 
in sales and ask the seller for finan-
cial compensation. 

There is no law that requires 
sellers to make public their illegal 
renovations, but full disclosure will 
limit the potential liabilities of sell-
ing an unlawfully renovated home, 
Stricker said.

“In the short term, (building 
without a permit) may save $10,000 
in property taxes, but in the long 
term, it could cost them $100,000,” 
Stricker said.

One of his recent clients sold a 
1,200-square-foot home as a 1,600-
square-foot home, with the extra 
square footage coming from an 
illegally converted garage space. 
Despite full disclosure of the illegal 
renovations, the buyer still chose to 
purchase the home. 

The buyer’s primary motivation 
for purchase was the Bay Area’s 
“sellers’ market” — the high de-

mand for houses spiked by inci-
dents like the looming Facebook 
IPO and other Silicon Valley-area 
tech booms. 

“When the market is hot (like it 
is) now, it’s just a matter of disclo-
sure of the lack of a permit,” said 
Stricker, who primarily sells homes 
in Los Altos, Palo Alto and Menlo 
Park. “It’s not slowing down buyers 
from buying a home.” 

Conversely, in a so-called “buy-
ers’ market,” homebuyers have the 
flexibility to be choosy in their se-
lections. They might force a seller 
to provide a permit, or ask for a de-
creased home price as a way of fac-
toring in the unlawful renovations.

In the end, the weighty complica-
tions of the belated permit process 
are “just not worth the risk,” Perlin 
said.

“(Homeowners are) not avail-
ing themselves of the real benefits 
of obtaining a building permit, ... 
which are designed to ensure pub-
lic health, safety and welfare,” he 
said. 

Worth the risk?
(continued from page 46)
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T i m  H a y d e n  P r e s e n t s 

W i n e  C o u n t r y  L i v i n g 

Villa Montana, Knights Valley

Tucked away on 503 +/- acres in Sonoma County, the main 
residence delights at every turn. Privacy abounds on this 
multiple parcel property with equestrian facility, riding trails, 

villamontanaestate.net $35,000,000

Tim Hayden

Broker Associate

707.968.2683 D. 

thayden@pacunion.com

DRE# 01027532

1181 Las Posadas, Angwin

Stunning 41 +/- acre Howell Mountain estate & 
winery. Spectacular Napa Valley and Lake Hennessey 
views. 20,000 gal. winery permit. Bordeaux varietal 
vineyard, 100 yr old olive trees and wine caves.  
1181lasposada.com $10,500,000

1251 Tubbs Lane, Calistoga

This 22 +/- acre private equestrian facility by architect Howard 
Backen is the premier barn in the Napa Valley. 20 stalls, 18 
fenced pastures, hay barn, show and roping arenas and 2 round 
pens. Great place for enjoying yourself and entertaining friends.  
1251tubbslane.com  $4,250,000

2175 Palmer Drive, St. Helena 

Country living in town, 3BR 3BA home only blocks 
from downtown St. Helena shops, restaurants, 
and amenities. Guest house, pool, spa, putting 
green, idyllic for outdoor living and entertaining. 
2175palmer.com $2,350,000

550 Westgate Drive, Napa 

Clean crisp horizontal lines and spa quality amenities 
give this home a high tech modern glamour that is 
sought after and rarely available within the Silverado 

550westgate.com $1,995,000

173 Knoll Place, St. Helena 

Located in the heart of the Napa Valley just above 
Meadowood Resort this spacious 3500 +/- sq.ft. updated 
home enjoys intimate views over the town of St. Helena.  
coming soon   Call Tim

1329 Pine Street, St. Helena 

Conveniently located just 2 blks from St. Helena’s Main St. 
this charming storybook cottage is just one of the two homes 
located on this deep parcel. Perfect weekender situation in which 
you could come and go from one cottage and rent the other.
1329pine.com $1,060,000

m o v e 2 w i n e c o un t ry. c o m

1340 Greenwood Avenue, Calistoga

compound consist of a main house with 3 separate 

space. Raised garden beds, pool, creek side setting 
with expansive lawns. Palisades and vineyard views.
1340greenwood.com $1,475,000

1515 Main Street, St. Helena 

Oozing w/ charm & romance the Ambrose Bierce B&B 
is a 5BD/5BA 3200sf, circa 1872 Victorian Inn. Would 
make a great private residence with short-term vacation 
rental opportunities. Just steps from all the Main St. shops 
and restaurants with long history of repeat clientele.
ambrosebiercehouse.com $1,289,000
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eannah Hunt

aurel Hunt Robinson

LEANNAH HUNT AND LAUREL HUNT ROBINSON  
ARE PLEASED TO PRESENT ... 

PALO ALTO     LOS ALTOS     LOS ALTOS HILLS     MENLO PARK     ATHERTON     PORTOLA VALLEY     WOODSIDE   MT.  VIEW   REDWOOD CITY ... AND THE ENTIRE MID-PENINSULA 

PROVEN PROFESSIONAL AND COMMUNITY LEADERSHIP.  UNMATCHED KNOWLEDGE OF MID-PENINSULA 
NEIGHBORHOODS.  EXCEPTIONAL PERSONAL SERVICE.  A TRACK RECORD OF OUTSTANDING RESULTS.

LEANNAH HUNT & LAUREL HUNT ROBINSON

(650) 475.2030  www.LeannahandLaurel.com

lhunt@serenogroup.com     laurel@serenogroup.com
DRE# 01009791      DRE# 01747147

Exquisitely Remodeled Home 
in Desirable Ladera 
700 La Mesa Drive, Portola Vallely

Offered at $2,395,000

Open Sat & Sun

 1:30-4:30pm

S ituated in the award-winning Las Lomitas School District, this elegant home has 
top quality appointments throughout. This spacious family residence features 4 large 
bedrooms, a fabulous remodeled Master Suite with adjacent nursery/ offi ce area and 
walk-in closet.  A beautifully landscaped private yard on a terraced lot with lush lawn 
area and expansive rear deck with views complete this lovely home. 

www.700LaMesa.com

Other special features include: 

4 Bedrooms & 3 ½ Bathrooms 3,245 sq ft of living space per county records

15,000 sq ft lot per county records Family Room opens to both sheltered front patio 

and expansive rear deck - Ideal for entertaining! Spacious open kitchen with granite 

counter tops & stainless top-of-the-line appliances   Conveniently located close to the 

Ladera Recreation Center, shopping, restaurants, Stanford, commute routes and much more.  

Outstanding Las Lomitas School District
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This stunning Squaw Valley home is located in the private gated community of Squaw Summit 

where it enjoys breathtaking views of Squaw Valley Ski area. The exterior of this lodge style home 

is a beautiful display of stout granite pillars and peeled log columns accenting the cedar shingles, wood 

shake roof and copper metal details. As you enter Double Diamond Ski Estate, you’ll be immediately 

impressed by the charm of this home, characterized by the rich reclaimed pine wood fl oors, pine 

wrapped walls and extensive windows in the great room which creates the feeling of a warm and 

comfortable mountain lodge. There’s room to enjoy with 5 bedrooms, 3 full baths, 3 half baths, a loft 

offi ce, family room, a large outdoor entertaining area, wine cellar and 3 car garage.

www.DoubleDiamondSkiEstate.com

(left to right) 

LARRY LAWRENCE, CHIARA GAJAR, RON GAJAR

Phone: 530.583.1529 | Email: info@LawrenceRealty.com | Website: wwwLawrenceRealty.com | License # 01443756
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www.VillaEiriniEstate.com  

VILLA EIRINI ATHERTON

Price Upon Request

MARY & BRENT
GULLIXSON

gullixson.com

Page 52 I Spring Real Estate Special Section


