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“In buying our new dream home, Elaine was creative & persistent. She continues to be there  
for our family as a trusted advisor, friend, & resource. We have & will continue to recommend  

Elaine to anyone looking to sell or purchase a home. Her knowledge, negotiating skills, great 
service, professionalism & outstanding performance truly set her apart.” 
—Chet & Roxanne, Atherton buyers

“Elaine helped us sell an inherited property - we were out of state and dealing with lots of  
complicated factors, and Elaine made the entire process easy and created a strategy that  

maximized the sale value of the property.” 
—Suzie, Woodside seller

“Elaine’s experience was invaluable as we looked at a variety of properties. She was patient  
when we got cold feet and supportive when we were ready to take the plunge. She has  

remained in contact and has been helpful after we closed on our home. We cannot recommend  
her enough.”  
—Mike & Erin, Belmont buyers

WWW.ELAINEWHITE.COM

Can You Say These Things About Your Realtor? 

Elaine Berlin White
Top 1% Coldwell Banker Agents Worldwide 
#179 Team of Wall Street Journal’s Top Realtors of 2013
1377 El Camino Real, Menlo Park 94025 
ewhite@cbnorcal.com | 650.566.5323
CalBRE#01182467

Elaine’s Clients Say…

•  Licensed real estate broker for 20 years, licensed attorney for 36 years
•  Trained and experienced negotiator and mediator;  

Court appointed Special Master to sell homes
• Teacher of law and real estate
•  Bay Area native with extensive community involvement  

including Las Lomitas School Board Trustee
•  Extensive construction, remodeling and renovation experience
• Team of professionals to assist buyers and sellers
• Top 1% of Coldwell Banker agents worldwide

Facebook.com/EBWRealEstate

Broker Associate, Attorney at Law



SEAN FOLEY
YOUR ADVOCATE IN EVERY TRANSACTION!

Homes, Estates & Investment Properties 
Direct: 650-529-2486 | Cell: 650-207-6005 
SeanFoleyCB@gmail.com 
2969 Woodside Road, Woodside 
Cal BRE 00870112

Successfully Representing 
Sellers & Buyers for 32 years

Woodside  
Menlo Park

Portola Valley  
Atherton  
Palo Alto

Los Altos Hills  
Redwood City  

Los Altos
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Designer: Linda Atilano

On the cover: This home at 383 Hedge Road, Menlo 
Park, in the Suburban Park neighborhood, was rebuilt 
in 2005 and includes a great room and master suite 
with vaulted ceilings. It was offered at $2,495,000 in 
late March. Photo by Michelle Le.
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Premier California Ranch & Recreational Properties

Historic Sierra Ranch 
• Rare 1,000 acre historic ranch NW of Lake Tahoe
• Magnificent 9,000 square foot log home
• Three creeks, a lake, six ponds, guest home, toy barn, more
• Fish, hike, swim, hunt, horseback ride and mountain bike
• Pre-1914 water rights, income from cattle, corporate retreat.

Private Sierra Valley Ranch
• Surrounded by mountains, Clover Valley Ranch has 2,655 acres
• Exciting opportunities for recreation and ranching
• Two trout creeks, expansive meadows, abundant wildlife
• Multiple home sites with remarkable views of the valley
• Opportunity for income and conservation easement. 

Bayview Ranch - Sonoma County 
• Wine country ranch with approximately 272 acres
• Oak-studded hills with stunning views of SF Bay Area
• Acreage for vineyards plus lakes, springs, creek and wells
• Two ranch compounds, barns, farmhouse, cottage, and more
• Hike, bird watch, mountain bike, horseback ride and enjoy.
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Offered at $8.95 Million Offered at $2.9 Million Offered at $7.9 Million

24

30

44  What’s new? 
Very few new homes are  
on the market today

48  Are ‘ghost homes’ 
becoming a problem? 
Neighbors are concerned about 
empty houses on their block

52  North Los Altos 
A convenient neighborhood 
with a lot of charm

56  Real Estate Matters 
How a 1031 exchange  
can save on taxes

60  Rent Watch 
Dissecting a rental scam:  
red flags



The Almanac | Palo Alto Weekly | Page 5

Providing A
Network of
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Home-Improvement

Professionals

650.566.5353
hcornish@cbnorcal.com
CalBRE# 00912143

HUGHCORNISH.COM
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R oger and Margaret Smith 
had always thought of 
themselves as in the 

“we’re going to die in the house” 
scenario.

Then Margaret hurt her knee 
— and suddenly gardening in 
the Woodside home where they’d 
lived for 42 years wasn’t quite so 
attractive.

Oddly, the very day she fell, 
the Smiths had arranged to have 
a conversation with Kaye Shar-
brough of Senior Seasons, a home 
referrals and resources company.

They figured they could stay in 
their home for another five years, 
Margaret said.

“Then I fell, and I realized it was 
a fantasy,” she said. “Even though 
we had prepared the house with all 
the things older people need — we 
were in our 80s — life changes.”

Soon they were checking out 
The Meadows of Napa Valley, 
a retirement community not far 
from their son and his family. 
And they realized they’d need to 
sell their Woodside home quickly.

Sharbrough introduced them to 
Chris Iverson, a sales associate 
with Dreyfus/Sotheby’s Interna-
tional Realty in Menlo Park, who 
offers a free report on downsizing 
at StressFreeMove.info.

Iverson likes to call himself 
“a matchmaker” or “the quarter-
back” or “the catcher.”

He’s been in the real estate 
business for about 10 years after 
working for IBM, consulting in 
the biotech and pharmaceutical in-

dustries, and he finds many older 
people are stymied about down-
sizing from the family home. 

In the past, he said, people 
would downsize in steps, first 
moving to a place where they 
could get help with cooking and 
cleaning while they “did the fun 
stuff. Now people are pushing 
back, skipping independent and 
going straight to assisted,” such as 
Sunrise of Palo Alto, an assisted-
living community.

“I deal with people who wait 
too long,” he said, describing a 
situation where the homeowner 
had caregivers 24/7. While the 
caregiver stayed in the master 
bedroom, the homeowner had a 
smaller bedroom, sat and watched 
TV all day and subsisted on Spa-
ghetti-Os.

His preference is to work with 
people long before the kids need 
to intervene.

That’s what he found with the 
Smiths.

“We looked around at 40 years 
of stuff. That’s where it all kind of 
gets stuck,” Iverson said.

“That was the only thing they 
were worried about — not what 
the house would sell for, expenses 
like Realtor commissions, just 
how do we actually accomplish 
this? ... How do we get from sitting 
here with a houseful of stuff to a 
two-bedroom condo in Napa?”

Iverson connected the Smiths 
with Managing Moves and More, 

Chris Iverson, a sales associate with Dreyfus/Sotheby’s International in Menlo Park, often works with clients who are downsizing, tryng to take the stress out of the move by 
connecting them with moving experts. He worked with Roger and Margaret Smith, who sold their longtime Woodside home in 2013 for $1.2 million, which helped them finance 
moving to a retirement community in Napa.

Thinking  
 of moving

Single-family home sales — by median prices

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

City Median Price 
2014

Median Price 
2013 % change Median Price 

2012
% change in  

two years

Atherton $4,250,000 $3,575,000 18.9% $3,200,000 32.8%

East Palo Alto $500,500 $417,000 20.0% $285,000 75.6%

Los Altos $2,350,000 $2,100,000 11.9% $1,825,000 28.8%

Los Altos Hills $3,199,000 $2,796,500 14.4% $2,600,000 23.0%

Menlo Park $1,880,000 $1,510,000 24.5% $1,325,000 41.9%

Mountain View $1,467,500 $1,275,000 15.1% $1,100,000 33.4%

Palo Alto $2,420,000 $2,100,000 15.2% $1,727,500 40.1%

Portola Valley $2,467,500 $2,268,750 8.8% $2,200,000 12.2%

Redwood City $1,097,000 $949,000 15.6% $787,500 39.3%

Woodside $2,245,000 $2,052,500 9.4% $1,605,000 39.9%

(continued on page 8)

???Local Realtor urges seniors not 
to wait to sell their homes

by Carol Blitzer
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JUST SOLD

Broker-Associate

(650) 520-3407
lan@lanbowling.com

CalBRE # 01248958

Keller Williams

(650) 269-7538
johnmc@kw.com
CalBRE # 01720510

Lan Liu Bowling John Chung

www.LanBowling.com

Lan Liu Bowling presents

 RANKED AMONG THE  COUNTRY’S TOP AGENTS BY THE WALL STREET JOURNAL.

920 Hamilton Avenue, Palo Alto

Magnificent New Construction, 
Classic Craftsman Design 

Know us by our reputation,benefit from our experience.
Professional excellence and undivided, individualized attention.

6 BEDROOMS | 6.5 BATHS | 4,000+ SQ. FT. HOME | 11,250 SQ. FT. LOT | ASKING PRICE: $8,500,000

Located in sought-after Crescent Park, this just-completed new home combines the charm of a classic Craftsman with grand ambiance and 

modern features. Espresso-hued hardwood floors tie all the rooms harmoniously together, while tall ceilings, expansive windows, clerestories, 

and glass doors expand the flowing floor plan and fill the home with natural light. Detailed care is evident throughout with perfectly selected 

lighting fixtures that add a contemporary touch to the homes classic qualities.  Multiple built-ins are as functional as they are beautiful, 

drought-tolerant professional landscaping, short distance to downtown, excellent Palo Alto schools.
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PALO ALTO

Single-family home sales — by volume

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

City # Homes Sold 
2014

# Homes Sold 
2013

# Homes Sold 
2012

Atherton 97 105 83

East Palo Alto 119 97 153

Los Altos 271 323 365

Los Altos Hills 91 114 113

Menlo Park 336 340 394

Mountain View 226 280 325

Palo Alto 349 406 478

Portola Valley 83 78 63

Redwood City 508 605 596

Woodside 100 108 84

a Mountain View company specializing in ex-
pediting the moving process.

“These people come in and all we have to do 
is stick dots on ‘what I want and don’t want’; 
they worry about the logistics,” Iverson ex-
plained. 

“Putting dots on is easy. Acting on those deci-
sions is difficult because it’s boring and slow,” 
he said.

For some clients, that process is very free-
ing, he said, noting that the moving pros coach 
along the way, asking such questions as, “When 
was the last time you wore the sweater with the 
reindeer on it?”

“Shoes are a classic example. Very few 
75-year-olds need high-heel shoes. You can re-
ally divest yourself of a lot of shoes,” he said.

The moving company deals with the issues of 
what can be kept (and moved), what can be sold 
at a consignment store, what can be donated and 
what recycled.

“Both companies (also On the Move in 
Woodside) try to have zero go to the landfill,” 
Iverson said.

“I’m from a long line of Yankee tinkerers,” 
said Roger Smith, a former minister at Wood-
side Village Church and retired psychotherapist. 
“I have a reason to save things because I could 
find a use for them. I squirreled away a lot of 
stuff. It was overpowering. Chris has a mantra: 
‘Take what you want, the rest will simply disap-

pear,’” he said.
Margaret was no slouch herself when it came 

to accumulating stuff.
“I had so many unfinished projects ... (like) 

inkle-loom weaving,” she said. “I had a lot of 
things I was going to do someday — that was 
30 years ago.” 

The couple had self-published memoirs from 
their parents as well.

“I want to work on my memoirs now. I could 
do that once we left the house.”

The Smiths needed to put the house on the 
market quickly. 

“It was August. We never would get Roger out 
unless we moved within three weeks,” Margaret 
said.

At first, Margaret was resistant to staging.
“Chris helped me understand what it was for. 

He shared market information,” she said, and 
he helped the Smiths finance the upfront costs 
(about $20,000).

“We certainly were in the totally retired cat-
egory, not rich Woodside folks,” she said.

“We didn’t have to do anything except do 
some packing,” she added, with help and a lot 
of direction from Managing Moves’ staff.

In the meantime, Iverson was working on 
selling the house.

The house was painted, inside and out; people 
came in and freshened the yard; and the interior 
was staged.

The house was built in 1928. The buyer “had 

Thinking of moving?
(continued from page 6)
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At the high end of Palo Alto’s real estate market is this home at 1499 Edgewood 
Drive, a 4,725-square-foot house on half an acre offered for $9.5 million in early 
April. In addition to the five bedrooms, the home features a pool, spa, bocce court 
and gardens by award-winning designer Bernard Trainor.
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Entry level in Palo Alto was represented by this Eichler-style condo at 425 Grant 
Ave., #23, offered at $1,099,000 in early April.

MENLO PARK
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A five-bedroom home sitting on a half acre in Sharon Heights, this home at 50 La 
Loma Drive, Menlo Park, was offered for $4,850,000 in early April.
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This entry-level home in Menlo Park, at 1031 Henderson Ave., was touted as “close 
to Facebook.” It was offered for $1,099,000 in early April.

(continued on page 10)

I squirreled away a lot of stuff. It was 
overpowering. Chris has a mantra: “Take 
what you want, the rest will simply 
disappear.”

— Roger Smith, former Woodside homeowner



APPROX. 15,084 TOTAL SQ. FT. | Main Home: 10,923 | Guest House: 952 | Garages: 2,074 | Mechanical buildings: 1,135

6 bed, 7 full baths, 2 half baths in main residence  |  Guest house, built in 2007 has 1 bed, 1 bath
Attached 3-car garage and detached, temperature-controlled 4 car garage  |  Approx. 3.5 acre comprising 2 separate 

parcels (2.5 ac and 1 ac)  |  Pool (66’ x 20’)  |  Fireplace terrace, fire pit garden, and barbecue kitchen

Fully landscaped with redwood groves, magnificent oaks, sun-swept lawn,and gardens  |  Menlo Park schools

GULLIXSON.COM    |    SHOWN BY APPOINTMENT

Information deemed reliable, but not guaranteed. 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 to purchase price, buyer should conduct buyer’s own investigation. 

gullixson.comMARY AND BRENT ARE THE #6 TEAM NATIONALLY, PER THE WALL STREET JOURNAL.  

MARY GULLIXSON
650.888.0860

mary@apr.com
License# 00373961

BRENT GULLIXSON
650.888.4898
brentg@apr.com
License# 01329216

RARE SIGNATURE ATHERTON ESTATE ON STUNNING 3.5 ACRES

#1 IN MARKET SHARE IN ATHERTON
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Making The 

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

www.DanZiony.com

Dan Ziony
Serving buyers and sellers in Palo Alto, Menlo Park, Atherton, Portola 
Valley, Woodside, Los Altos, Los Altos Hills and other Peninsula  
communities for more than a decade

to be someone with a sense of ‘here’s 
what can be done with this place.’ It 
was a problem property as far as I was 
concerned,” Roger said.

“After being there for 40-some 
years, I didn’t know anything about 
selling property,” he said, adding that 
escrow closed 71 days after Margaret 
fell. (The house actually sold in 54 
days, he said.)

Then the Smiths were hit with cap-
ital-gains taxes.

But, Margaret said, although the 
taxes were huge, “the sale of the house 

could pay off all debts and still have 
resources ahead to take care of us in a 
continuing-care community. That was 
one of our goals. Honestly, until we 
met Chris I had no idea how to do it.”

Looking back, a year and a half 
later, Roger said: “It’s important for 
people who are thinking of a down-
size move: Do it before the crisis hits. 
And you never know when that will 
be. As you get older, stuff happens.”

“When you get to be 80, it pushes 
the frailty index a little higher,” Mar-
garet added. “Think about moving 
while you’re still mobile. It’s really 
tough on the body, on the mind. It’s 
taken us about a year to adjust to a 
whole different lifestyle.” 

Median prices of condominiums

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

City Median Price 
2014

Median Price 
2013

Median Price 
2012

Median Price 
2011

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

East Palo Alto $510,000 $378,000 $290,000 $185,000

Los Altos $1,200,000 $952,000 $864,500 $792,500

Menlo Park $1,200,000 $810,000 $895,000 $705,000

Mountain View $777,100 $650,000 $612,500 $470,000

Palo Alto $1,250,000 $947,500 $890,000 $760,000

Redwood City $688,000 $550,000 $490,000 $373,108

Woodside n/a $840,000 n/a n/a

MOUNTAIN VIEW
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At the high end in Mountain View is this three-bedroom, two-bath home at 1208 
Awalt Drive, which was offered for $2,195,000 in early April.
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Entry level in Mountain View included this two-bedroom, one-bath condo at 400 
Ortega Ave., #106, which was offered for $599,000 in early April.

Thinking of moving?
(continued from page 8)
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ZachTrailerGroup Community
Connected

ZachTrailerGroup
WSJ Top 150 Agents Nationwide

650.906.8008
www.zachtrailer.com | ztrailer@zachtrailer.com

Information deemed reliable but not guaranteed. License# 01371338

104 LAUREL AVENUE
THE WILLOWS  |  MENLO PARK

204 UNIVERSITY DRIVE
ALLIED ARTS  |  MENLO PARK

SOLD
WITH MULTIPLE OFFERS & ABOVE ASKING

SOLD
WITH MULTIPLE OFFERS & ABOVE ASKING

5BR 3.5BA  |  ±3,507SF  |  ±9,830SF Lot
UNCOMPROMISED QUALITY & DESIGN

4BR 3BA 2halfBA  |  ±3,660SF  |  ±5,600SF Lot
TRADITIONAL MEETS MODERN

ACTIVE
OFFERED AT $2,499,000  |  CALL ZACH FOR DETAILS

4BR 3.5BA  |  ±2,254SF  |  ±43,995SF Lot
MID-CENTURY MODERN ON JUST OVER AN ACRE

245 CERVANTES ROAD
CENTRAL PORTOLA VALLEY

ACTIVE
OFFERED AT $2,698,000  |  CALL ZACH FOR DETAILS

3BR 3BA  |  ±1,849SF  |  ±2,895SF Lot
MODERN COTTAGE NEW CONSTRUCTION

467 EVERETT AVENUE
DOWNTOWN PALO ALTO
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Selling a house where one 
has lived for a long time 
isn’t easy, even for some-

one in the business.
That’s what Alain Pinel Realtor 

Derk Brill and his wife Patricia 
Boomer learned when they de-
cided to put the family home in 
the Waverly Park neighborhood 
of Mountain View on the market 
this spring.

The Brills had lived there, 
raising their two children, for 18 
years. Over the years they’d re-
modeled and updated the home, 
including partially removing be-

tween the dining and family room 
to create a more open floor plan 
better suited to entertaining. Not 
long ago they did a major land-
scape renovation, adding drought-
resistant native grasses, drip irri-
gation and mow-optional Buffalo 
grass “that uses one quarter of the 
water. It made the lot very inter-
esting and quite beautiful,” Brill 
said.

But in 2012, the Brills joined a 
Mountain View co-housing group 
whose 19-unit was recently com-
pleted. (Brill described the co-
housing group as “an intentional 

community” that held potlucks 
for years as the prospective buy-
ers got to know each other, talk-
ing about their shared values: sus-
tainability, small carbon footprint 
and appreciation for outdoors/
nature.)

Although each unit is indepen-
dently owned, the community 
shares a large kitchen; a laundry 
area; media, craft and exercise 
rooms; and a rooftop terrace. 
The plan is to have community 
meals three or four times a week, 
he said.

The couple moved into their 

four-bedroom, 2,000-square-foot 
unit in January.

But preparing their longtime 
home for sale proved a bit of a 
challenge, Brill acknowledged.

Like he advises his clients at 
Alain Pinel, Brill brought in a 
stager. One of the first things 
she suggested was painting the 
trim and doors he and his wife 
had painstakingly stained years 
earlier.

“I had to remember I was sell-
ing a product. Look at the buyer 
— a young family not looking for 
stained oak,” Brill said. “These 
are things I tell sellers day and 
night.” 

Next came the brick fireplace. 
The stager suggested it needed 
updating and chose a giant piece 
of quartz that runs up the wall to 
the ceiling — a modernized look, 
he added.

As an interior designer, Boom-
er was attracted to bright colors 
and had assigned red to the liv-
ing room, navy blue to the dining 
room and yellow to other rooms.

“The stager suggested light 
pewter throughout with a white 
ceiling and trim,” Brill said.

Then came redoing the floors, 
including replacing the carpets 
“with not what we would have 
chosen, but poised for the new 
buyer, that young family,” he 
added.

Preparation to sell included 
replacing the front door, adding 
more contemporary lighting fix-
tures and replacing the mailbox 
with a midcentury modern “ret-
ro-cool” look.

In all, Brill expects to put in 
between $15,000 and $18,000 to 
make the house ready. He expects 
those improvements will “bring a 
minimum of $50,000 more. More 
than that, it will generate an offer 
right away. This is why you paint 
and stage,” he said.

In addition to bringing in a 

stager — and listening to her 
— Brill said he would ask a col-
league to do the pricing and ne-
gotiating.

What he’s learned in the pro-
cess is it’s a “lot easier to give 
advice than to accept it. ... You 
don’t get the true feeling for the 
depth of those emotions until it’s 
you. I gained more empathy and 
(insight into) how to help them 
get to that point,” he said.

Initially, he felt sorrow about 
the move. 

“My wife has mentally moved 
on to the new development, where 
her heart is. Mine was with the 
old house,” he said. 

He described going back to the 
house, without their furnishings: 
“It was like seeing a corpse. The 
soul of the house was gone. It 
wasn’t ours anymore.”

Today he tells his clients who 
are considering selling their 
longtime homes, “I know how 
this must sound to you” — and 
he sees the light go on. 

Learning how to let go
Longtime Realtor steps back, takes a deep breath and turns it over to the pros

by Carol Blitzer

Would-be home buyers 
can count on frus-
tration this spring 

as they confront the reality of 
today’s market: Inventory of 
homes for sale is at a historic 
low (see chart at right).

Chris Iverson, a sales asso-
ciate with Dreyfus/Sotheby’s 
International Realty in Menlo 
Park, likes to use the Moscow 
analogy when advising his 
buyer clients: Picture a long 
line of Muscovites out in the 
cold waiting to buy one moldy 
loaf of bread.

“It’s the only loaf there 
is, kind of like buyers here. 
People are buying homes that 
need a lot of work, are on busy 
streets, kind of ‘the bad hous-
es’ are selling now because 
people just want a house.”

And he takes it a step 
further: “If (they’re) in the 

entry-level market, under $3 
million in Palo Alto, they’re 
looking for a place to put their 
stuff. Finishes, features (they) 
should be looking for at that 
price point, they’re not. 

“That’s the dynamics of the 
market,” he said.

And it doesn’t seem to be 
changing anytime soon, given 
that big employers — Apple, 
Facebook, Google — are con-
tinuing to hire, the geography 
isn’t changing, post-Proposi-
tion 13 tax laws aren’t being 
revoked and capital-gains 
taxes are looming.

To top it off, he said, “Palo 
Alto is a destination city. Peo-
ple don’t sit there thinking, 
‘When I make it big, I’ll move 
to Milpitas.’ That depresses 
natural turnover of moving 
up, moving out.”

— Carol Blitzer

There’s simply not 
much on the market
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Derk Brill’s Mountain View home went on the market on a Wednesday, with open houses on Saturday and 
Sunday, offered at $1.9 million. By Monday there were three preemptive offers, and it sold for $2.4 million.

L
il

i C
a

o

It’s a lot easier 
to give advice 
than to accept 
it. ... You don’t 
get the true 
feeling for the 
depth of those 
emotions until 
it’s you.
— Derk Brill, Realtor 

and home seller
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DeLeon Realty
List your home with

650.488.7325| www.deleonrealty.com | DeLeon Realty CalBRE #01903224

®

DeLeon Realty will cover all of the 
following at no additional charge:

• Staging*
• Property Inspection 
• Pest Inspection 

*Includes: Design, Installation, 1 Month of Furniture Rental and Removal 

Our clients love the personal attention they receive from Michael Repka, 
from beginning to end. Additionally you will receive a suite of free services 
from the DeLeon Team, including interior design, construction consulting, 
handyman work, and dedicated marketing to local and foreign buyers. 



WELCOME TO WINE COUNTRY 

GREEG MOUNTAIN RANCH
St. Helena, Napa Valley  

Gregg mountain ranch is a private 161 
+/- acre vineyard estate affording some 
of the best views of Lake Hennessey, 
Pritchard Hill, Conn Valley, St. Helena, 
Rutherford and Oakville. This is a unique 
opportunity to acquire an extraordinary 
property that includes an ultra premium 

hillside Cabernet Sauvignon Vineyard.
greegmountainranch.com

$4,999,900

m o v e 2 w i n e c o u n t r y . c o m
Tim Hayden 

Broker Associate
707.315.6775

thayden@pacunion.com
license# 01027532

ST. HELENA WINERY ESTATE 
nvwineryestate.com
$12,750,000

CONTEMPORARY NAPA VINEYARD ESTATE 
threepalmsestate.com
price upon request

907 POPE STREET | ST. HELENA 
907popestreet.com
$1,575,000

Discreet St. Helena Gem…Tastefully remodeled 3 bedroom/ 3bath, 
large private lot with pool and raised garden beds.  Just a few blocks 
from Main street shops and restaurants.

131 KNOLL PLACE | ST. HELENA 
131knollplace.com
$1,850,000

Madrone Knoll residence overlooking world class vineyards and 
St. Helena. The views, proximity to town and private access to 
Meadowood Resort make this property a coveted wine county retreat. 

St. Helena vineyard estate, exceptional view home with 2.5 acres of 
Premium cabernet vineyard, winery permit, and equipment included.

COMING SOON! Contemporary Napa estate designed by Brandon 
Jorgensen situated on an 8.5 +/_ acre knoll with sweeping valley views. 
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I see a woman with gray hair tied back 
in a knot, gardening in her front yard 
in Menlo Park. Parents cheer for their 

children in a soccer game in a park across 
the street. The home next to the 
gray-haired woman’s is being 
painted and prepared for mar-
ket.  

“Have you ever thought about 
selling?” I ask her.  

“I have real estate agents ask-
ing me all the time if I want to 
sell,” she says. “Where would 
I go?” 

Eighteen years ago, home-
owners like her would have 
downsized and moved to a 
smaller, more manageable 
property. This would free up 
a home for younger buyers who wanted 
good schools and proximity to local parks. 
Today, not only is there no place for aging 
residents to go, but the tax bill they will 
have to pay on selling their house is a ma-
jor deterrent. I did some rough math based 
on when she bought the home, and esti-
mated that if the gray-haired woman sold 
her home, she would have to write a check 
to the IRS for approximately $400,000. 
Because of the 1997 Clinton tax laws, you 
can no longer roll over your capital gains 
into a new home and defer the taxes. You 
must pay capital gains tax each time you 
sell, at about a 40 percent tax rate.  

Homes like this woman’s, which come 
on the market at a list price under $2 mil-
lion, generate a frenzy of interest. In Janu-
ary, a 1,200-square-foot home in down-
town Menlo Park sold with 33 offers. The 
winning bid was more than $500K over the 
asking price. Prices are rising so quickly 
that, by summer, that sale may look like 
the best deal in town.  

The 32 buyers who lost out on that home 
are going to have an uphill battle. Not only 
do they have to compete with other families 
trying to get into a good school district and 
a desirable neighborhood, but they have to 
compete with builders who are quickly 
becoming their fiercest rival. Some young 
buyers think they’ll find a fixer-upper and 
get a good deal. In this market, there are 
no good deals. The “deal” is getting the 
deal. If an older home in a desirable neigh-
borhood could be considered a tear-down 
on a good-sized lot, builders will want 

it. It used to be that builders wouldn’t be 
able to outbid an end-user because doing 
so was cost-prohibitive. Today’s builders 
can make a guaranteed profit selling new 

construction to foreign buyers 
who don’t want the hassle of 
maintaining an older home.  

So how do buyers who are 
looking for a family home 
compete with builders, foreign 
buyers and other desperate 
families? In my book, “How 
to Buy the Home you Love in 
the Bay Area,” I encourage 
buyers, first and foremost, to 
know their competition. For 
example, the home with 33 of-
fers could have been consid-
ered a teardown. The lot was 

just big enough to make it attractive to a 
builder. If you know that builders could 
be your competition, do the math and cal-
culate the range of profitability for the 
builder based on comparable sale prices 
and construction costs. While builders are 
aggressive competitors, there is a ceiling to 
their investment level. Figure out the high 
end of the threshold and bid higher than 
that amount.  

J. Paul Getty once said, “I like to buy 
when everyone’s selling and sell when ev-
eryone’s buying.” Based on that philoso-
phy, now is an excellent time to sell. If you 
think you might be ready to move in a year, 
sell now. Buyers are very willing to negoti-
ate rent-backs in this market. If you think 
your house might be a teardown, put it on 
the open market. But don’t be hasty. There 
are many investors/builders who send let-
ters to residents offering to buy their home 
for cash. Although it’s tempting to accept 
this type of offer to avoid the hassle of 
open houses and real estate agents tram-
pling through your house, the best way 
to get the highest price for your home is 
to put it on the Multiple Listing Service 
for everyone to see. In this auction-driven 
market, you want as many bidders as pos-
sible. Remember the old adage: “Buy low, 
sell high.” We are at the high-water mark 
right now. 

Djuna Woods is a Realtor with Cold-
well Banker in Palo Alto. She is the au-
thor of “How to Buy the Home You Love 
in the Bay Area: The Step by Step Guide 
to Winning Multiple Offers.”

2015 SPRING REAL ESTATE

If you bought low, you 
can sell high — now

by Djuna Woods

MARGOT LOCKWOOD
650.400.2528 Cell

homes@margotlockwood.com
Cal BRE#01017519

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

Margot Lockwood presents…

320 Jane, Woodside
Not on multiple listing $6,999,000

Fern Trail, Woodside
Offered at $99,000

2 lots sold as one. Total 10,000 
sf. There is no road access to the 
lots. Fern Trail intersects Skyline 
Blvd near County Rd. No perk 
survey or reports.

Custom built contemporary tri level home on 6+ acres. 
5 bedrooms, 4.5 bath. Open living floor plan with 
stunning kitchen. Main level consists of sunken LR, Kitch/
Family rooms, 2 bedrooms, one full and one half bath. 
Upper level consists of master bedroom/bath, guest 
suite with bath and library open to lower level Guest 
suite and entertainment room, work room and bath 
on lower level.  There is also a 2 car attached garage 
and separate work shop area.

Offered at $599,000
1946 Silverwood, Mountain View

Adorable Swiss chalet-style 
townhouse with no common walls. 
These units are very rarely available. 
There is a large private yard/patio 
off the living room. There is a half 
bath on the main level along with a 
washer and dryer hook-up. Upstairs 
are 2 bedroom and a full bath. One 
covered parking with additional 
parking area readily available. The 
association has common area 
laundry area in the parking area. 

New Listin
g

Offered at $199,000
17600 Skyline, Woodside

4.8 acres in Woodside x Elk 
Tree Rd. Enjoy the redwoods. 
This property is down sloped 
facing west. Challenge is getting 
septic but not impossible. Some 
reports available. Wonderful 
Portola Valley Schools. Only 15 
minutes to Hwy 280.

Pending

Real EstateMatters

Djuna Woods

In this market, there are no 
good deals. The “deal” is 
getting the deal.



Best of California Living

Colton Court
Offered at $3,595,000

S
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E M E R A L D  H I L L S

Gorgeous, Multi-level Townhome

Sand Hill Circle
Offered at $1,695,000

S
O

L
D

M E N L O  PA R K

Gorgeous Estate on 4.5 Acres

Moore Road
Offered at $6,495,000

Representing 
SELLERS and 
BUYERS of 
EXCEPTIONAL 
PROPERTIES

F
O

R
 S

A
L

E

W O O D S I D E

Magnifi cent Bay Views

Roan Place
Offered at $2,195,000

P
E
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W O O D S I D E

Superb Location

Audiffred Lane
Offered at $3,295,000

S
O

L
D

W O O D S I D E

Atherton Masterpiece

Valley Road
Offered at $10,500,000

S
O

L
D

AT H E R T O N

Sweeping Views

Castanya Way
Offered at $1,895,000

S
O

L
D

P O R T O L A  VA L L E Y

Top 1% Nationwide 

Over $1 Billion Sold 

Top US Realtor, The Wall Street Journal

650.740.2970
edemma@cbnorcal.com

erikademma.com CalBRE# 01230766

Personalized Service     Knowledgeable      Responsive     Strong Negotiator

Congratulations on a tremendous 
2014! You fi nished the year strong 
and kicked off 2015 with an even 
stronger enthusiasm and passion 
for your business, earning the title 
of #1 Independent Agent in your 
offi ce for Top Sales Associate and 
#1 Listing Agent for January 2015. 
Your talents, tremendous energy 
and expertise as a real estate 
professional will continue to bring 
you success in the years to come.

Mike James, President
San Francisco Bay Area 
Coldwell Banker

”

“ 
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Considering Selling?
Our current market is experiencing historically high sales prices. If  you are thinking of  selling, your timing 

couldn’t be better. Contact Derk to learn what separates him from the rest of  the local agents.

Derk Brill
E-PRO, CERTIFIED RELOCATION SPECIALIST

Alain Pinel Realtors

CELL 650.814.0478

dbrill@apr.com
CalBRE# 01256035

www.DerkBrill.com

13091 Lorene Court
Mountain View

Sold with multiple offers 25% over list price
$2,402,000

920 Hamilton Avenue
Palo Alto

Represented buyer, sold off-market
Sold for $8,650,000

1350 Miravalle Avenue
Los Altos

Sold at $250k + over list price
$4,250,000

202 Pope Street
Menlo Park

Sold with multiple offers $150k+ over list price
$2,950,000

Selected sale over the last 30 days

SOLD SOLD

SOLD SOLD
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Derk Brill’s success in the Mid-Peninsula real estate market is no secret. Born and 
raised in Palo Alto, with family roots dating to the 1920’s in the city, he is the product 
of  the Palo Alto school system and Menlo School of  Business Administration. His 
skills, expertise, and reputation have resulted in a ranking as the top-producing 
agent in the Palo Alto office, and among the top agents in the United States. 

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

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

Alain Pinel Realtors’ partnership with Luxury Portfolio International 
assures that in addition to local and national marketing, Derk’s 
clients benefit from extensive international exposure through a 
large network of  brokerages throughout the world.

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

Local Knowledge, Local Resources, Global Reach
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Ginna Lazar of Sequoia Realty Services stands in a bedroom in a Los Altos Hills home she will be selling in the near future. The home is currently being cleaned out and will 
need repainting, including a bedroom’s wall. The original owner failed to prime the wall, and the paint then peeled off.

W hile reading a disclo-
sure packet can be a 
massive house-hunting 

buzzkill, don’t be tempted to skip 
the fine print, Realtors advise.

What if you’ve found a dream 
home in the perfect neighborhood 
for the right price, only to discover 
it’s half-eaten by termites and has 
a cracked foundation, leaky roof 
and a bundle of other pesky prob-
lems? Maybe it was the site of a 
recent ax murder?

Though it may be painful, care-
fully combing through a proper-
ty’s disclosure packet is an essen-
tial part of real estate transactions. 
A good Realtor will be there to dig 
through it with clients and point 
out the differences between easily 
fixable flaws and major red flags.

A disclosure packet contains 
all the detailed information on a 
property’s condition, usually com-
piled after a professional home 
inspection (or several). A seller 
is obligated (except in foreclosure 
situations, or when no one’s oc-

cupied the home for a number of 
years) to provide this information 
so potential buyers know what 
they’re getting into, what kinds 
of repairs or upgrades they might 
need to make, and what a fair of-
fering price would be.

Some disclosure information is 
mandated by the state, while oth-
ers are shared thanks to common 
practice and standard of care. By 
California law, all property dis-
closures must include the Transfer 
Disclosure Agreement, which cov-
ers information on the condition 
of all appliances, plumbing and 
electrical systems, water and gas 
supplies, structural components 
and known problems or defects 
— such as environmental hazards, 
property additions, neighborhood 
concerns or lawsuits. Also re-
quired is the California Natural 
Hazards Disclosure Statement, 
which covers such information 
as whether or not the property is 
located within a flood, wildfire, 
landslide or earthquake zone. 

Suspect the house may be 
haunted? The law only requires 
disclosure of deaths occurring on 
the property within the last three 
years. 

Longtime local Realtor Ginna 
Lazar, with Sequoia Realty Ser-
vices, Redwood City, said one 
potential buyer decided not to 
bid on a house in Woodside after 
learning that an elderly man had 
recently died there under hospice 
care. A home in Palo Alto, how-
ever, where a murder had taken 
place, sold with multiple offers. 

“Some people are bothered by 
these things and some just aren’t,” 
she said. 

Sellers often opt to include more 
information, such as a supplemen-
tal checklist, specialized inspec-
tions (including pest or septic 
reports) and information on old 
permits, she added. Individual 
counties also have their own local 
disclosure forms. 

Obviously it behooves the buyer 
to know what they’re getting into 

When a fixable flaw can be a deal breaker
by Karla Kane

Disclosure packets:
assuranceorred flag?
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Ginna Lazar will provide potential homebuyers a disclosure 
packet listing all the home’s inspection records and areas 
that need repair or might be considered for a remodel, such 
as the large jacuzzi tub in the master bathroom. 
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SUECRAWFORD
BRE#00587710

(650) 566-5341 DIRECT

scrawford@cbnorcal.com

www.suecrawford.com   

“Wow in the Willows”

227 Chester Street  MENLO PARK

A wood-burning fireplace in the living room, hardwood floors, and multiple skylights combine to make this three 

bedroom, two bath home particularly appealing. The “wow” factor is the recently added great room/kitchen with 

its cathedral ceiling, granite counters, and custom cabinetry. Flooded with sunshine, this breathtaking room is 

equipped with top-of-the line appliances, including a built-in Miele coffee-maker. Two rooms next to the kitchen of-

fer private office space, a laundry and a cozy family room. A hall bath remodeled with the tub-shower has a tile sur-

round with a decorative mosaic frieze. The master bedroom has a walk-in closet and hardwood floors. The updated 

en suite bath has dual, cabinet-style sinks. A French door opens from the kitchen/great room to the flagstone patio 

and rear garden. Approx. 5203 lot, 1590 sq.ft. per Realist. Buyer to verify. Excellent Menlo Park schools. 

 Offered at $1,649,000

before committing to a property 
purchase, but the process can help 
smooth the way for sellers, too. Ac-
cording to Lazar, disclosure pack-
ets and presale home inspections 
have taken on even more impor-
tance locally in the last 25 years or 
so, when multiple offers on homes 
started becoming more frequent. 
Previously, it was often up to the 
buyer to arrange inspections later. 

With so much competition for 
bids, “it made more sense for the 
sellers to go out and get all of 
their inspections ahead of time 
and make everything known to 
the buyer so, if they offered to 
buy it ‘as is,’ they knew what ‘as 

is’ was,” she said. 
Having all inspection infor-

mation disclosed means that all 
potential bidders have the same 
knowledge to go on and only the 
bid itself will vary between offers.

It’s up to the seller to decide 
the level of detail included in the 
disclosure, but generally the more 
information the better to insure 
there are no nasty surprises when 
negotiations get further along.

“If the seller knows something, 
it’s best just to go ahead and dis-
close it,” Lazar said.

And it’s ultimately up to the 
buyer to decide what’s acceptable 
and what’s out of the question. 

Lazar said it’s not uncommon 
for older homes in the area to have 
undergone construction without 
city permits. 

“Unpermitted additions are usu-
ally disclosed upfront, and that is 
a liability for the buyer,” she said.

A cracked foundation is the 
most major no-no she’d warn cli-
ents against taking on, she said, 
while other, more easily fixable 
flaws needn’t necessarily be deal 
breakers.

Termite damage is the most 
common issue she comes across 
in disclosures on the Peninsula, 
thanks to the wood-chomping 
critters’ prevalence in Northern 

California. And while of course 
the home may sell faster, and for a 
higher price, if the seller is able to 
make repairs and upgrades ahead 
of time, Lazar acknowledged that, 
depending on the situation of the 
seller, that may not always be fea-
sible. Putting out as much infor-
mation as possible in the disclo-
sure packet assures all parties that 
they know where they stand. And 
if there’s something questionable 
in the disclosure that warrants fur-
ther investigation, Lazar said the 
buyer can always opt for a second, 
specialized inspection. 

“I have a responsibility to call 
your attention to something I no-
tice. If there’s something about the 
roof, let’s pay the extra money and 
get our own roof inspection just to 
set the buyer’s mind at ease,” she 

said. 
Michael Hall of Alain Pinel 

Realtors in Palo Alto said that the 
abundance of disclosure informa-
tion and reports common in local 
transactions is unique to the very 
fast-moving market of the Bay 
Area.

“I know of no other place in the 
country where this is common 
practice. Certainly not in South-
ern California where I began my 
career,” he said. “As a buyer in 
most markets, you are responsible 
for inspections after the contract 
is ratified. It means that the buy-
ers are constantly re-negotiating 
the terms and/or price of the deal. 
Very frustrating.” 

Freelance writer Karla Kane 
can be emailed at karlajkane@
gmail.com.

A page from a 
disclosure packet 

assembled by 
Ginna Lazar 

features photos of 
a home’s flooring, 

windows and 
faucets that need 

repair.

One flaw 
disclosed in the 
packet of a Los 
Altos Hills home 
was a large 
damaged deck 
that needs to be 
rebuilt.
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Sherry Bucolo 
650.207.9909  |  sbucolo@apr.com
www.SherryBucolo.com
License# 00613242

578 LOWELL AVENUE, PALO ALTO

Offered at $5,989,000
SOLD 404 SENECA STREET, PALO ALTO

Offered at $3,950,000
SOLD

1051 PARKINSON AVENUE, PALO ALTO

Offered at $4,980,000
SOLD 345 WEBSTER STREET, PALO ALTO

Offered at $2,395,000
SOLD

Recent 2015 Sales by Sherry Bucolo
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Sherry Bucolo 
650.207.9909  |  sbucolo@apr.com
www.SherryBucolo.com
License# 00613242

1499Edgewood.com

Presented by Sherry Bucolo

For a private showing, please contact:

1499 EDGEWOOD DRIVE
PALO ALTO

680 MANZANITA WAY 
WOODSIDE

ManzanitaEstate.com
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Q uality home staging is 
more than just moving 
out personal items and 

clutter and putting in generic 
placeholders. The Peninsula is 
home (no pun intended) to many 
styles of architecture — Victo-
rian, Craftsman, Eichler and 
McMansions, and everything in 
between. 

A good stager is able to match 
the style of the home with the ap-
propriate furnishings, something 
that might not be on residents’ 
radar in their day-to-day lives.

“Life gets in the way of hav-
ing a home that is perfectly fur-
nished and appropriate to its ar-
chitecture,” according to Menlo 
Park designer Jo Ann James, 
who’s staged many high-end 
homes in Atherton and Menlo 
Park in her 28-year career. 

“An example of this is the 
wonderful dining-room set that 
was a gift from your in-laws. It’s 
beautiful, but it’s a different style 

than your living-room furniture. 
But it was free, and it’s beautiful 
so you keep it,” she said.

Living with young children 
also tends to mean sacrifices 
in style, and worn-out furnish-
ings can indicate poor upkeep to 
potential buyers. Furthermore, 
everyone tends to accumulate 
simply too much “stuff” over 
the years, and as nature abhors 
a vacuum, rooms get cluttered. 
A stager’s job is to understand 
the architecture of the home — 
and the design it was intended to 
have. 

“I have a huge inventory of 
furniture from the San Francisco 
Design Center. I can match any 
architectural style with my fur-
nishings,” James said. “We want 
to furnish it to complement the 
architectural and create a unified 
look.”

Stagers can use individual 
pieces of art or furniture to help 
guide the visitor’s eye to aspects 

of the home that are particularly 
pleasing — or lead them away 
from those that aren’t.

“We use art in our stagings to 
direct the traffic flow, to move 
the buyer past a feature we don’t 
think is an asset and on to some-
thing else,” James said. “People 
see the furnishings, not the con-
struction behind the walls. So 
expensive furnishings, visually, 
equate to a well-maintained, ex-
pensive home in the buyer’s 
mind.”

Most of the homes she works 
with that were built 10 to 30 
years ago are traditional in style, 
with newer ones built as East 
Coast traditional or contempo-
rary. Generally, she said, mix-
ing and matching styles is not a 
good idea, as it simply confuses 
the aesthetic, although, she con-
ceded, Arts-and-Crafts homes 
can work well with contempo-

Designer Chantal Mefford, of Modern Homes Realty, used all original authentic midcentury modern 
antique furnishings, complementing the modern architecture and era of the home.

Middle and above: Stager Jo Ann James draws on a huge inventory 
of home furnishings from the San Francisco Design Center to match 
the architectural style of the house. 

Creating a
    UNIFIED look

Stagers can match architectural 
style of homes on the market 

(continued on page 26)
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by Karla Kane



GKAVANAUGH@CAMOVES.COM  |  GINNYKAVANAUGH.COM  |  CALBRE# 00884747  |  COLDWELL BANKER

GINNY KAVANAUGH   TOP PRODUCING REALTOR
And your competit ive  advantage in  real  estate
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rary furnishings, depending on 
the home’s particulars. 

Chantal Mefford is a designer 
specializing in midcentury mod-
ern homes and works with broker 
Monique Lombardelli at Modern 
Homes Realty, which offers free 
staging to clients. When staging 
an Eichler or similar home, she 

sees her goal as “utilizing the 
space so that it’s truly honoring 
the architecture,” she said. Mid-
century modern fans, in particu-
lar, she said, tend to appreciate an 
aesthetic that’s true to a home’s 
architectural style and are en-
thusiastic about maintaining the 
midcentury look. She works with 
a furniture company in Burlin-
game to score genuine antiques to 
place in clients’ homes. 

“Placing furniture in an Eichler 

home makes it more valuable, 
instead of being something that 
looks like it probably shouldn’t 
be there,” she said. 

She works with homeowners 
to de-clutter and replace mis-
matched items with period pieces. 
Often, after the home is sold, the 
new owners opt to buy some or 
even all of the furniture she’s used 

in staging. 
Keeping true to a house’s ar-

chitectural style can help it reach 
its fullest show potential, which 
entails not only looking great but 
welcoming, too. When staging is 
done successfully, it allows poten-
tial buyers to feel connected to the 
home, and to imagine themselves 
belonging there. 

“I think the design has to move 
you emotionally. Essentially when 
buyers are walking into a listing 
you want them to feel like it’s 
their home and that’s truly my 
goal, to make design that moves 
emotion,” Mefford said. 

Freelance writer Karla Kane 
can be emailed at karlajkane@
gmail.com.

Designer Chantal Mefford, of Modern Homes Realty, said the furnishings were chosen to provide the space with blends of bright hues, influencing the viewer emotionally and 
making the interior attractive and exciting. 

Traditional furniture, including artwork, picture frames and doodads 
on the coffee table, fit a more traditional architectural style.

A unified look extends into the bedrooms of this more traditional home.

Stagers
(continued from page 24)
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240 CINNABAR ROAD
WOODSIDE

High-Tech contemporary home on 3+ park-like acres  |   Sweeping views of SF Bay  |  3 levels serviced by elevator
4 bed/4 baths + 2 half baths  |  2 multi-room apartments  |  Underground commercial grade space for creators or collectors 
Parking for up to 8 cars  |  Infi nity pool  |  Putting green  |  Play area  |  Firepit     $13,800,000       www.240cinnabar.com

Information deemed reliable, but not guaranteed. Square footage and/or acreage information contained herein has been received from seller, existing reports, appraisals, pub-
lic records and/or other sources deemed reliable. However, neither seller nor listing agent has verifi ed this information. If this information is important to buyer in determining 
whether to buy or to purchase price, buyer should conduct buyer’s own investigation. 

gullixson.com

MARY GULLIXSON
650.888.0860

mary@apr.com
License# 00373961

BRENT GULLIXSON
650.888.4898
brentg@apr.com
License# 01329216

670 LOS TRANCOS ROAD
PALO ALTO

3 VINEYARD HILL
WOODSIDE

Desirable modern architecture   |   Premier Central Woodside address  |  4 bed and 5.5 baths
Approx. 5,250 sq. ft.   |   Pool and spa   |  Tennis court  |  Corner lot of ~3.07 ac
Portola Valley Schools             $8,495,000          www.3vineyardroad.com

This incredible ~5.4 acre parcel is part of the Hewlett Subdivision
Stunning 360 degree views of San Francisco Bay, Western Hills, Arastradero Park
Survey and Site Feasibility Study available   |   Palo Alto schools       $8,000,000      www.gullixson.com

WANTED
Executive home for lease 

in Atherton, Woodside, 

Portola Valley, Palo Alto 

or Los Altos Hills

SALE PENDING



Page 28 | The Almanac | Palo Alto WeeklyPage 28 | The Almanac | Palo Alto Weekly

195 Brookwood Road, Woodside

$3,995,000
Listing Provided by: Virginia Supnet & Greg Goumas, Lic.#01370434, 01878208

16251 Maya Way, Los Gatos

$3,249,000
Listing Provided by: Dominic Nicoli, Lic.#01112681

10440 Albertsworth Lane, Los Altos Hills

$11,488,000
Listing Provided by: Greg Goumas & John Reece, Lic.#01878208 & 00838479

See the complete collection 
www.InteroPrestigio.com

A Luxury Collection By Intero Real Estate Services 

2015 Intero Real Estate Services Inc., a Berkshire Hathaway affiliate and a wholly owned subsidiary of HomeServices of America, Inc. All rights reserved. 

All information deemed reliable but not guaranteed. This is not intended as a solicitation if you are listed with another broker.  

®

®

13195 Glenshire Drive, Truckee

$6,900,000
Listing Provided by: Greg Goumas, Lic.#01878208

Sand Hill Estates, Woodside

$35,000,000
Listing Provided by: Dana Cappiello & Cutty Smith  Lic.#01343305 & 01444081

1730 Peregrino Way, San Jose

$4,000,000
Listing Provided by: Dana Cappiello, Lic.#01343305

18630 Withey Road, Monte Sereno

$6,500,000
Listing Provided by: Albert Garibaldi, Lic.#01321299

5 Betty Lane, Atherton

$24,800,000
Listing Provided by: David Kelsey, Tom Dallas, Greg Goumas Lic.#01242399, 00709019, 01878208

6 Quail Meadow Drive, Woodside

Price Upon Request
Listing Provided by: Greg Goumas and Karen Gunn Lic.#0187820, 01804568

138 Bolivar Lane, Portola Valley

$6,488,000
Listing Provided by: Irene Reed & Greg Goumas, Lic.# 01879122 & 01878208

25 Oakhill Drive, Woodside

$8,500,000
Listing Provided by: Dana Cappiello, Lic.#01343305

333 Raymundo Drive, Woodside

$9,000,000
Listing Provided by: Greg Goumas and Karen Gunn, Lic.#0187820, 01804568

PENDINGPENDING
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Menlo Park
807 Santa Cruz Avenue
Menlo Park, CA 94025

650.543.7740

Woodside
1590 Cañada Lane

Woodside, CA 94062
650.206.6200

Los Altos 
496 First Street, Ste. 200

Los Altos, CA 94022
650.947.4700

2015 Intero Real Estate Services Inc., a Berkshire Hathaway affiliate and a wholly owned subsidiary of HomeServices of America, Inc. All rights reserved. 

All information deemed reliable but not guaranteed. This is not intended as a solicitation if you are listed with another broker.  

®

®

Every athlete needs a mudroom.

You run. Ski. Off road. Tackle. Steal bases. Dunk. Dive. Snorkel. Hop and skip. 
You live life to the max but dread bringing any of it into your gorgeous home. 

We get you.

www.InteroRealEstate.com

The Solution to Selling Your Luxury Home.

Menlo Park
807 Santa Cruz Avenue
Menlo Park, CA 94025

650.543.7740

Woodside
1590 Cañada Lane

Woodside, CA 94062
650.206.6200

Los Altos 
496 First Street, Ste. 200

Los Altos, CA 94022
650.947.4700

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. 

 
For more information about listing your home with the Intero Prestigio International program, 

call your local Intero Real Estate Services office.

La Vid, Sonoma, California   |   $22,000,000  |    Listing Provided by: Tim Murray & Nicki Naylor Lic.# 0063078 & 01024605 

2015 Intero Real Estate Services Inc., a Berkshire Hathaway affiliate and a wholly owned subsidiary of HomeServices of America, Inc. All rights reserved. 

All information deemed reliable but not guaranteed. This is not intended as a solicitation if you are listed with another broker.  

®

®
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This home at 25 Oakhill Drive in Woodside was part of Intero Realty’s recent luxury real estate tour. It is listed for $8.5 million, has five bedrooms, six bathrooms, two kitchens 
and 7,988 square feet of living space, as well as a pinot noir vineyard, a bocce ball court and person-sized chess board on the 3.86-acre lot. 

E veryone knows the local 
real estate market is hot, 
with many homes continu-

ing to sell almost as soon as they are 
listed, often with multiple offers and 
for well over the listing prices.

But there are local properties that 
often require a bit more work by Re-
altors, the ultra-high-end properties 
that fetch $10 million or even $20 
million or more. 

How does one find the right buyer 
for a $35 million, 92-acre five-lot 
subdivision in Woodside; or a 7-bed-
room, 10-bathroom Palo Alto home 
on an acre in the foothills for nearly 
$12 million; or a 9,000-square-foot 
English Tudor mansion in Atherton 
listed for $28 million?

Increasingly, Realtors are reach-
ing out to foreign buyers, often by 
making trips to where those buyers 
live. 

Ken DeLeon of Palo Alto-based 
DeLeon Realty said he and a team 
will be visiting China in April to 
attend two real estate trade shows 
in Beijing. The company will be 
spending close to $100,000 on the 
trip, which will include two Man-
darin speakers in the team of four, 
DeLeon said. 

They will bring along market-

ing materials in Mandarin that are 
designed to impress, including 30-
page brochures on expensive paper 
that cost $20 each to produce. “The 
Chinese heavily correlate the quality 
of the marketing materials with the 
quality of the home,” he said.

His company has been success-
ful in part because of relationships 
it has built in China over a period 
of years, a concept called “guanxi,” 
DeLeon said. “Over the years they 
start to trust you and then they refer 
their friends to you,” he said. 

About half the very high-end buy-
ers are “elite tech” and about half in-
ternational, DeLeon said. Nearly 80 
percent of the international buyers 
are Chinese, but some Russians, In-
dians and some Europeans also buy 
high-end properties locally, he said. 

DeLeon’s website content has 
also been translated into Manda-
rin. It features videos that cost up to 
$10,000 to produce, with profession-
al actors and using drones for aerial 
shots. DeLeon says he recently sold 
a $14 million home, without the buy-
er seeing the home in person. 

“They really go off our videos,” 
he said. 

Alain Pinel, who works for Intero 
Realty’s Woodside office, recently 

visited Japan, China and Taiwan in 
search of new customers. Closer to 
home, Intero recently sponsored a 
tour of luxury real estate celebrating 
Chinese New Year. On two Fridays in 
February, potential clients could visit 
a selection of the firm’s local listings, 
including Sand Hill Estates, a $35 
million property located off Lawler 
Ranch Road near Interstate 280. The 
firm enticed visitors with treats at 
each property including wines from 
Thomas Fogarty and Woodside Vine-
yards, Wells Fargo Private Banking, 
Opera San Jose and San Jose Jazz. At 
the Sand Hill Estates property guests 
got a free lunch.

Realtors Dana Cappiello and 
Cutty Smith share the listing of the 
Sand Hill Estates property, and they 
say the event, which was Cappiello’s 
brainchild, was a big success. While 
none of the homes showcased im-
mediately sold, “through that event 
we brought in more interest that we 
foresee turning into sales by the end 
of the year,” Smith said. “It brought 
in client interest, and we plan on do-
ing more of these events.”

DeLeon said it is common to have 
large events such as catered parties 

Marketing 

Zillion-dollar properties require 
special effort by Realtors

by Barbara Wood

(continued on page 34)

at the high end
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High ceilings and amazing views are among the features of 
this home at 6 Quail Meadow Drive in Woodside, listed at 
$17.5 million.
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Stunning Rustic Modern with Sweeping Views

OFFERED AT $7,750,000

kerwinassociates.com

205 Cervantes Road, Portola Valley
Minutes from Silicon Valley drop into Portola Valley—to a quiet, secluded 
street wooded with heritage oak trees. And to a brand-new home that’s 
extremely sophisticated, elegant, and high-tech—and yet cozy, warm and 
approachable. You’ll enjoy a wonderful, airy, indoor/outdoor feeling, stunning 
bay views and environs made for entertaining. Will you use the spacious 
pool house for guests? Or keep it all to yourself? The main house features 
soaring ceilings, a gourmet kitchen, deluxe master suite and endless 
contemporary details.

Rustic modern architecture

6,817 total sq. ft.
         - 4 bedrooms / 3 full bathrooms/ 2 half-baths
         - Office/bonus room
         - 694 sq. ft. guest house/pool house

Soaring ceilings throughout

Great room and kitchen share Cantina doors leading to the patio and pool

Spacious master suite has Cantina doors leading to a private patio with 
fabulous bay views

Sunlit master bath has heated floors, huge shower area and soaking tub

Sonos audio throughout

Large garage with plenty of storage space

Approx. 1.4 acre lot

Acclaimed Portola Valley Schools

t e r r i@kerw inassoc ia tes .com

Photography by Bernard Andre
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GULLIXSON REPRESENTING A

Information deemed reliable, but not guaranteed. Buyer to verify to their satisfaction.  Photography by Bernard André

WWW.132ISABELLA.COM   WWW.91ISABELLA.COM   ATHERTON  |  $14,950,000

51 Adam Way, Atherton
Offered at $12,500,000

THE GULLIXSONS HAVE ACHIEVED AN IMPRESSIVE TOTAL SALES VOLUME OF OVER $3.3 BILLION IN REAL ESTATE SALES. 

THIS INCLUDES SALES IN EXCESS OF $2(?) BILLION FROM HOMES SOLD JUST IN ATHERTON.

REPRESENTING #1 OF THE MARKET SHARE IN ATHERTON

SOLD 1ST QUARTER 2015 IN A

ELEGANT NEW HOME BUILT
Menlo Circus Club area  |  Interior desig
3 levels all serviced by elevator  |  The
2 bedroom/1 bath guesthouse  |  2 car

 ~1.7 acre flag lot   |  

ATHERTON ESTATE IN MENLO CIRCUS CLUB AREA
Architect Farro Essalat   |  3 levels all serviced by elevator  |  6 bed/7 baths +3 half baths 
2 offices  |  Custom marble floors  |  Mahogany paneling and woodwork  |  Wine Cellar for  
~2500 bottles  |  Collector’s garage for up to 14 cars  |  Pool  |  Pool house  |  Tennis Court

~1.3 landscaped acres with koi pond  |  Menlo Park schools

REPRESENTED

2 OFF-MARKET

ATHERTON 

ESTATES

86 Michaels Way, Atherton
Offered at $8,998,000

50 Belbrook Way, Atherton
Offered at $21,800,000

233 Polhemus Avenue, Atherton
Offered at $7,200,000

SOLD SOLD SOLD SOLD SALE PENDING
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ATHERTON’S FINEST ESTATES

WWW.118SELBY.COM   ATHERTON  |  $14,980,000ATHERTON  |  $18,350,000

MARY GULLIXSON
650.888.0860

mary@apr.com
License# 00373961

BRENT GULLIXSON
650.888.4898
brentg@apr.com
License# 01329216

ATHERTON BY MARY & BRENT

T BY THE PININACLE GROUP
gn by Farro Essalat | 6 bedroom suites 
eatre  |  Wine Cellar with tasting room   
r attached and 2-car detached garage 
Menlo Park schools 

NEW CONSTRUCTION IN WEST ATHERTON
Exceptional steel-frame and concrete construction  |  6 en-suite bedrooms 

3 levels all serviced by elevator  |  16-seat theatre  |  Oversized recreation room 
Wine cellar  |  Pool/spa  |  2 pavilions, one with BBQ kitchen 

Private flag lot of approximately 1.22 acres

25 Isabella Avenue, Atherton
Offered at $7,950,000

89 Tallwood Court, Atherton
Offered at $4,400,000

1 Kilroy Way, Atherton
Offered at $9,600,000

2 Valley Road, Atherton
Represented the Buyer

SOLD SOLD SOLD SALE PENDING Additional Sales

gullixson.com

REPRESENTED SELLER
Sunkist Ln, Los Altos – off market

Goya Road, Portola Valley
Coleridge Ave, Palo Alto – off market

REPRESENTED BUYER
Golden Hills Dr, Portola Valley

Olive Hill Lane, Woodside
Valley Road, Atherton

Arlington Way, Menlo Park
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to let potential clients and neigh-
bors know a high-end property is 
for sale. 

Mary and Brent Gullixson, a 
mother-and-son team who work 
for Alain Pinel Realtors in Menlo 
Park, currently have an $18.35 
million listing in Atherton, a new 
six-bedroom, nine-bathroom, 
15,418-square-foot home. 

“The difference in marketing 
luxury real estate from the aver-
age home begins with the agents 
themselves,” Brent Gullixson 
said. “This is not a market where 
you drop the lockbox out front 
or send in your area specialist to 
show property. We are at every 
showing to help explain material 
knowledge about the home, prop-
erty or surrounding area.”

“As far as I can remember all 
of our sales at this level have been 
paid in cash,” he said.

A 2014 report by the National 
Association of Realtors agrees. 
“International buyers are more 
likely to make all-cash purchases 
when compared to domestic buy-
ers,” the association reported. 

According to the report, in 2014, 
nearly 60 percent of reported in-
ternational transactions were all 
cash, compared to only one-third 
of domestic purchases. Why? It can 
be hard for foreign buyers to get a 
loan because they don’t have a U.S. 
credit history, Social Security num-
ber or local banking history.

Between April 2013 and March 
2014, Chinese buyers spent more 
than those from any other country, 
spending an estimated $22 bil-
lion, with an average sale cost of 
$590,826, according to the report. 

China was also the fastest grow-
ing source of transactions, account-
ing for 16 percent of all purchases, 
up 4 percent from last year. Mexico 
ranked third with 9 percent of sales 
and India and the U.K. both ac-
counted for 5 percent. Only Cana-
dians made more purchases in the 
U.S., accounting for 19 percent of 
the sales, the report says.

Real estate agents also advertise 
in foreign language publications, 
such as the Epoch Times. 

One of the homes featured on 
the Intero tour was a Woodside 
home listed for $17.5 million. 

Realtor Karen Gunn said the 
8,660-square-foot home “really 
is a trophy property,” with room 
for entertaining up to 300 people 
at a time. “Hotel-type tents can fit 
on that lawn,” Gunn said.

The home, designed by archi-
tect William A. Churchill, has 
lots of teak, lots of windows, a 
sauna, pool, wine room, dance 
studio with a Murphy bed, amaz-
ing views, a billiards table, five 
bedrooms and six bathrooms. 
The master bedroom has a fire-
place and a balcony; there’s a full 
bar, a gym, and solar panels that 
assure the home has only $3,000 
in annual power bills, Gunn said.

There is also a four-car garage 
with a Tesla charger and an office 
with room for four people. 

While the market for high-end 
properties can sometimes lag — 
the Flood Estate in Woodside has 
been on the market since Novem-
ber 2012, originally listed at $85 
million and reduced to $69.8 mil-
lion in April 2013 — most Real-
tors are not worried.

Smith said that since the end of 
January, she has sold four homes 
in Woodside, with the listing 
prices ranging from $1.9 to $3.2 
million, with more than one sell-
ing for more than the asking price. 

Those commissions might help 
pay for a number of brochures and 
drone photo shoots. 

Almanac Staff Writer Barbara 
Wood can be emailed at bwood@
almanacnews.com.

Ken DeLeon says his company shows large properties and neighborhoods to international clients in this 
Cirrus airplane owned by DeLeon Realty.

This is just 
one of the 
kitchens at 25 
Oakhill Drive 
in Woodside.

High end marketing
(continued from page 30)

This home at 6 Quail Meadow Drive in Woodside is listed for $17.5 
million. It has 8,660 square feet, a sauna, pool, wine room, dance studio 
with a Murphy bed, a billiards table, five bedrooms and six bathrooms.
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Intero Realty, which is listing this $35 million, 92-acre property called the Sand Hill Estates, located 
off Lawler Ranch Road in Woodside, recently hosted a two-day luxury real estate tour featuring this 
property and several others with a Chinese New Year-theme designed to attract the type of buyer who 
could afford the five-lot property. 
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‘This is not a 
market where 
you drop the 
lockbox out 
front or send 
in your area 
specialist to 
show property.’

— Brent Gullixson, 
Alain Pinel Realtors, 

Menlo Park
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STRATEGY: the most important word 

after Location, Location, Location

www.CarolAndNicole.com

1550 El Camino Real     Menlo Park, CA  94025

Just as chess requires a keen strategy, 

so does navigating the real estate market. 

Over 1,000 Peninsula homeowners have 

successfully relied on our proven strategies. 

It’s your move...
Carol Carnevale and Nicole Aron
BRE #s: 00946687, 00952657

650.543.1195
CarolandNicole@apr.com

Included among the top

real estate teams

in the nation

by the

Wall Street Journal

Stay
Connected.
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RARE WOODSIDE 91+ ACRE ESTATE   |  Visit: 331Greer.com for a video tour 

PROPERTY CAN BE SOLD AS 2 SEPARATE PARCELS 
LOCATED JUST 2 MILES FROM THE TOWN OF WOODSIDE

Information deemed reliable, but not guaranteed. Square footage and/or acreage information contained herein has been received from seller, existing reports, appraisals, public records and/or other sources deemed re-
liable. However, neither seller nor listing agent has verifi ed this information. If this information is important to buyer in determining whether to buy or to purchase price, buyer should conduct buyer’s own investigation. 

gullixson.com

MARY GULLIXSON
650.888.0860

mary@apr.com
License# 00373961

BRENT GULLIXSON
650.888.4898
brentg@apr.com
License# 01329216

MARY AND BRENT ARE THE #6 TEAM NATIONALLY, PER THE WALL STREET JOURNAL.  
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Apples vs. oranges

$800,000:
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MOUNTAIN VIEW
Address: 217 Ada Ave. #17
List price: $799,000
Bedrooms: 2
Bathrooms: 2
Interior: 1,338 sq. ft. 
Lot size: 1,536 sq. ft.
Date built: 1983
Walk score: 45

EAST PALO ALTO
Address: 1104 Laurel Ave.
List price: $729,000
Bedrooms: 3
Bathrooms: 3
Interior: 1,670 sq. ft.
Lot size: 8,030 sq. ft.
Date built: 1954
Walk score: 48
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This top-floor townhouse in the North 
Whisman neighborhood boasts a sunny 
balcony and an open kitchen with counter 
seating for four. Other features include tile 
floors in the entry and kitchen, wall-to-wall 
carpeting in the hallway and bedrooms and 
two secured parking spaces. Master bed-
room suite has a red marble counter and 
skylight. HOA fees are $415.

Located in the Bay View neighborhood, 
this ranch-style house on a roomy corner lot 
is minutes from the Facebook campus. Fea-
tures include hardwood floors (below wall-
to-wall carpeting), kitchen with a breakfast 
bar, a step-down living room, a recreation 
room with a fireplace, a barbecue pit in the 
bonus room and a new roof.

$1,500,000:
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MOUNTAIN VIEW
Address: 604 Mariposa Ave.
List price: $1,395,000
Bedrooms: 3
Bathrooms: 2
Interior: 1,413 sq. ft.
Lot size: 8,000 sq. ft.
Date built: 1947
Walk score: 79

MENLO PARK
Address: 1307 Crane St.
List price: $1,695,000
Bedrooms: 3
Bathrooms: 2 full, 1 partial
Interior: 2,000 sq. ft.
Lot size: 1,045 sq. ft.
Date built: 1988
Walk score: 83
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Wood floors, French doors, marble coun-
ters in the bathrooms, an updated kitchen — 
all this and more lies in this Shoreline West 
neighborhood home. View the landscaping 
— a sunny lawn and redwood trees — from 
a large deck. Easy access to Castro Street, 
Caltrain and Stevens Creek Trail.

Just a block from Menlo Park’s “down-
town,” Santa Cruz Avenue, is this complex 
of six townhomes at the end of a private 
lane. The Mediterranean-style home with 
tall ceilings and sliding-glass doors, offers 
an open-floor plan, with living and dining 
room opening to an entertainment deck. 
Close to Menlo Park schools.

Even at similar prices, 
properties differ widely

by Carol Blitzer

L ooking in one’s price range is a constant test of values. What’s more im-
portant — roomy living quarters or access to terrific schools? A backyard 
worthy of your gardening ambitions or walkability to a downtown?

Sometimes you just need to see what’s out there and compare what you can get 
within your budget. 

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

(continued on page 42)
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 “Michael is responsive and knowledgeable, has excellent judgment and is 
thoughtful and attentive to detail.” -- Martha Angel, Palo Alto

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

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

|  Los Altos  |

650.465.1651 ■  mhall@apr.com
BRE# 01133676

MICHAEL HALL

578 Univerisity Avenue  ■  Palo Alto, CA 94301 Information deemed reliable but not guaranteed.  

www.MichaelHallHomes.com

CELEBRATING 20 YEARS OF SUCCESS

Experience. Commitment. Results.
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455 HERMOSA WAY, MENLO PARK

12775 VISCAINO ROAD, LOS ALTOS HILLS

5000 ALPINE ROAD, PORTOLA VALLEY

www.455Hermosa.com 
Architecturally fine five bedroom, 
4.5 bath home on three levels, on 
prime west Menlo street. This gorgeous 
5,200+ square foot home, built in 2003 
by Pacific Peninsula Group, includes a 
large and beautifully appointed kitchen/
family room with breakfast nook, and a 
downstairs media room, wine cellar and 
game room. The well-landscaped gardens 
provide appealing space for enter taining 
or quiet contemplation. 

$4,800,000
Shown by appointment

ww.12775Viscaino.com 
The best of  the old and the new. Rarely is 
there a home like this in Los Altos Hills –
unique in its history, yet rebuilt, and mod-
ernized to meet the needs of  the 
21st century. This magnificent proper ty 
is on approximately 2.7 acres with views 
out to the Bay and hills, and is 10,291 sf. 
including a 6 bed/6.5 bath main house, 
pool house, pool & spa, tennis cour t, 
guest house and 4-car garage. It is 
close to downtown Los Altos and in the 
Palo Alto School District.

$15,000,000
Shown by appointment

www.5000Alpine.com 
Peace and privacy abound in this 
gorgeous 25-acre proper ty with views to 
the Bay, San Francisco and beyond.  
Situated minutes from Por tola Road this 
is the first time this special proper ty is 
being offered for sale in more than 40 
years.  There are three residences on the 
proper ty and inviting pathways leading to 
sunny, level and gently sloped areas. This 
rare and special proper ty can be enjoyed 
as it is or be developed by a new owner.

$5,000,000
Shown by appointment

BRE #01111473      650.543.1164     mcorman@apr.com    www.monicacorman.com
monicacormanbrokermonicacormanbroker  Information deemed reliable, but not guaranteed. 

Buyer should conduct their own investigation to their satisfaction.



  Information deemed reliable, but not guaranteed. Sq. ft. and/or acreage information contained herein has been received from seller, existing reports, appraisals, public records and/or other sources deemed reliable. 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.

Monica Corman, Broker
License #01111473

mcorman@apr.com
www.MonicaCorman.com  650.543.1164

710 BERKELEY AVENUE, MENLO PARK

Mandy Montoya Safka
License #01911643
msafka@apr.com
650-823-8212  www.MandySafka.com

|||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||| ||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||||| ||||||||||||||||||||| |||||

 1045 ATKINSON LANE, MENLO PARK

Exceptional estate-like 
property on a 2/3 acre 

private lot in desirable Menlo 
Oaks.  Almost entirely built 
since the 1990s, the warm 
and inviting 6,127 square foot 
main house has six bedrooms 
and five baths, on three levels, 
plus a large game room and 
attached three-car garage. 
A beautiful pool house and lap 
pool set in park-like grounds 
are perfect for entertaining.  
A separate cottage for guests 
or in-laws makes this a rare 
and fabulous property. 

$5,975,000

www.710Berkeley.com

Ideally situated in a quiet 
cul-de-sac in the prime 

West Menlo Park, this 
sophisticated 3,000 square 
foot 4 bedroom, 4 bath 
home has soaring ceilings 
and Brazilian Cherry floors.  
The greatroom opens to 
a covered patio overlook-
ing the lushly landscaped 
backyard. The eat-in kitchen 
has a large island and 
European appliances. 
Perfect for entertaining, the 
separate guest quarters/
media room has a wet bar 
and additional bath.

$3,850,000

www.1045Atkinson.com
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Apples vs. oranges
(continued from page 38)

$2,500,000:

V
e

ro
n

ica
 W

e
b

e
r

PALO ALTO
Address: 2291 Cowper St.
List price: $2,789,000
Bedrooms: 3
Bathrooms: 3
Interior: 2,075 sq. ft.
Lot size: 6,000 sq. ft.
Date built: 1935
Walk score: 61

PORTOLA VALLEY
Address: 812 La Mesa Drive
List price: $2,690,000
Bedrooms: 4
Bathrooms: 4
Interior: 5,490 sq. ft.
Lot size: 12,045 sq. ft.
Date built: 1964
Walk score: 2
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Arched doorways and coved ceilings 
add charm to this Spanish Revival home in 
Old Palo Alto. Features include two mas-
ter suites, with a universal-design master 
shower, wood-burning fireplace in the living 
room, formal dining room, eat-in kitchen, 
plus a workshop and laundry in the base-
ment.

This large, midcentury home in Ladera, 
offers views from bedrooms and multiple 
decks of the city, the hills and the bay. Fea-
tures include vaulted ceilings in the living 
room, a huge recreation room next to a me-
dia room (or fifth bedroom) plus an office. 
Access to commute routes and recreation 
programs.

$3,500,000:
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MENLO PARK
Address: 470 Santa Rita Ave.
List price: $3,400,000
Bedrooms: 5
Bathrooms: 3 full, 1 partial
Interior: 2,632 sq. ft.
Lot size: 10,850 sq. ft.
Date built: 1957
Walk score: 56

ATHERTON
Address: 66 Jennings Lane
List price: $3,488,000
Bedrooms: 4
Bathrooms: 3
Interior: 3,654 sq. ft.
Lot size: 41,382 sq. ft.
Date built: 1955
Walk score: 62
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Centrally located in Menlo Park, this large 
home boasts high ceilings, a great room and 
a gourmet kitchen. Features include French 
doors leading to a back patio, a five-zone 
audio/video system and attic access through 
a two-car garage. Already renovated, this 
home has plans for expansion with the city 
of Menlo Park.

In the heart of Atherton, but with access 
to Menlo Park schools, this home is located 
on a private cul-de-sac. Along with the for-
mal living and dining rooms, there’s a spa-
cious kitchen with a family room. Outside 
is a separate pool house (with wet bar and 
sauna), pool and tennis court.
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GULLIXSON
GULLIXSON
mary & brent

Mary Gullixson
650.888.0860 | Mary@apr.com

CalBRE# 00373961

Brent Gullixson
650.888.4898 | BrentG@apr.com
CalBRE# 01329216 

Mary and Brent Gullixson are the #6 Team 
in North America  |  The Wall Street Journal, 2014

Over $3.6 Billion in Total Sales on 
the San Francisco Peninsula

C E N T R A L  W O O D S I D E  –  8 +  AC R E S

740 Whiskey Hill Road, Woodside
Remodeled with 4 bedrooms, offi ce, and 3.5 baths   |   2-bedroom, 1-bath 

caretaker's cottage   |   Hi-tech systems   |   Pool, hot tub, 2-stall barn, and corral   
~ 2.93 acres   |   Portola Valley schools 

www.740WhiskeyHill.com

Offered at $5,250,000

Adjoining properties available separately or together 

for $14,230,000 to create an equestrian compound.

555 Manzanita Way, Woodside
Remodeled 4-bedroom, 5.5-bath main home   |   1-bedroom, 1.5-bath guest 

house   |   ~ 9,000 total square feet   |   Pool, tennis court, remodeled 4-stall 
barn, and corral   |   ~ 5.1 acres   |   Portola Valley schools 

www.555Manzanita.com

Offered at $8,980,000
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2015 is not shaping up as a banner year for new residential 
construction in Menlo Park, Palo Alto or Mountain View.

But a few new projects offer opportunities to live in 
brand-new homes, including attached residences in 

Mountain View and free-standing homes in Palo Alto’s 
Duveneck/St. Francis neighborhood. 

Here’s a snapshot of new construction currently on the 
market:

What’s new?
Very few new homes are on the market today

by Carol Blitzer

Name of project: Edgewood Plaza
Address: 2086 Channing Ave., Palo Alto

Project description: Ten three- and four-bedroom 
homes with open-floor plan, gourmet kitchen,  

master suite (with heated master-bath floors), private 
patio and attached two-car garage

Developer: Sand Hill Property Company
Cost: beginning at $2,995,000

Information: 2086channing.com; listing agent:  
Nathalie de Saint Andrieu, Nathaliesa@pacunion.com, 

650-804-9696

Name of project: Guild Thirty-Three
Address: Sales office: 1951 Colony St., Mountain 
View
Project description: Thirty-three attached resi-
dences, ranging from 1,251 to 1,972 square feet, are 
being pre-sold. Amenities include private court-
yards, gourmet kitchens and energy-efficient fea-
tures such as solar panels, water heater, heating and 
air conditioning and dual-glazed windows.
Developer: William Lyon Homes
Cost: in the $1.2 to $1.5 million range
Information: lyonguild33.com; 650-584-3117; sales 
counselor: Trinh Tran, Trinh.Tran@lyonhomes.com
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Name of project: Reflection
Address: Sales office: 1956 Rock St., Mountain 
View
Project description: Nineteen three-level homes 
ranging from 1,413 to 2,022 square feet, two and 
three bedrooms, 2.5 to 3.5 bathrooms, many with 
porches and/or decks and attached two-car garages
Developer: Dividend Homes
Cost: in the high $1.1 million range
Information: dividendhomes.com/community/
reflection, Mjfrankel@DividendHomes.com or call 
408-465-2544
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Elyse Barca
650.743.0734

Elyse@ElyseBarca.com
ElyseBarca.com

License #01006027

Darcy Gamble
650.380.9415
Darcy.Gamble@pacunion.com
DarcyGamble.com
License #01956441

 Sterling professional reputations among clients and fellow Realtors

 Savvy negotiators

 Local knowledge and global connections

 Exceptional purchase contract knowledge

 Adept facilitators of listing and buying process

 Enhancement experts to improve home’s market value

Why do so many 
buyers and sellers 

choose 
Elyse and Darcy 

. . . again and again?

PALO ALTO | SOLD

ATHERTON | SOLD

MENLO PARK | SOLD

PALO ALTO | SOLD

MENLO PARK | SOLD

MENLO PARK | SOLD

ATHERTON | 96NormandyLane.com

WOODSIDE | SOLD

JUST LISTED

elyse & darcy
Luxury Property Specialists
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REBUILDING

TOGETHER

PENINSULA

SUNBEAM 

FOUNDATION

WESTWIND  

4-H RIDING  

FOR THE 

 HANDICAPPED

YOUTH

COMMUNITY

SERVICE

LUKEMIA 

& LYMPHOMA 

SOCIETY

NOV 2
5 PM 

ROTACARE  

MEDICAL  

CLINIC

LOS ALTOS  

SENIOR  

CENTER

MAGICAL 

BRIDGE

SILICON  

VALLEY 

 FACES

SUNNYVALE 

COMMUNITY 

SERVICES

One of the guiding principles at Sereno Group is that personal choices affect community in unexpected ways.  At Sereno Group, we are always encouraged to

see the good, and uphold it.

In an effort to support the best of our community, Sereno Group has pledged to give 1% of our gross commissions to a charitable or community-minded group 

committed to making a positive difference in the communities we serve. Organizations are chosen in our specific office communities and are selected by our 

agent teams each quarter, with the aggregate sum of donation dollars being delivered to our beneficiary organizations at the end of each period.

Sereno Group is committed to our local communities and will always seek to support them in any positive way possible. 

PA L O  A LTO
2 5 8  H i g h  S t r e e t

P a l o  A l t o

( 6 5 0 )  3 2 3 - 1 9 0 0

L O S  A LTO S
3 6 9  S .  S a n  A n t o n i o  R o a d

L o s  A l t o s

( 6 5 0 )  9 4 7 - 2 9 7 3

H E R E

F O R

G O O D

LOS ALTOS   |   PALO ALTO   |   LOS GATOS   |   WILLOW GLEN   |   SARATOGA   |   SANTA CRUZ   |   WESTSIDE SANTA CRUZ   |   APTOS

WE LIVE WHERE YOU LIVE. WE WORK WHERE YOU WORK. OUR COMMUNITY IS YOUR COMMUNITY. 

S E R E N O G R O U P. C O M / O N E P E R C E N T
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(650) 475-2030 
lhunt@serenogroup.com
CalBRE# 01009791  

(650) 475-2035 
laurel@serenogroup.com

CalBRE# 01747147

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

167 TOYON ROAD, ATHERTON

Offered at  $4 ,750,000
OPEN HOUSE SAT & SUN 1:30-4:30PM

LEANNAH HUNT &  

LAUREL HUNT ROBINSON 

ARE PLEASED TO PRESENT...

E L E G A N T  H O M E  I N  

P R I M E  L I N D E N W O O D
 

This stunning residence located in the desirable 

Lindenwood area of Atherton features 4 bedrooms, 

an open kitchen/ family room and an exceptional 

floor plan with an abundance of windows and light. 

Situated on over an acre lot, the home spans 2 

levels and has been meticulously maintained.  A 

grand entry foyer welcomes the visitor to this 

classic home with hardwood floors throughout 

the living room, spacious formal dining room and 

kitchen/family room. The park-like setting includes 

an expansive rear yard, gorgeous landscaped 

private garden and swimming pool. A true 

masterpiece! 

Special features include:     

• 4 Bedrooms & 3.5 Bathrooms

• Gracious living room with fireplace

• Open Kitchen family room with beam ceilings, 

fireplace and built-in cabinetry

• Sunroom off living room and dining room with 

French doors to the rear patio

• Pool house with sauna and changing area

• Detached cottage for wine storage

• Attached two car garage

• 3,660 sq ft of living space per county records

• Lot Size approx. 45,400 sq ft per county 

records

• Outstanding Menlo Park Schools 

w w w .167 To y o n . c o m
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The house is an example of 
what is popularly referred to as a 
“ghost home,” a property owned 
by a nonresident (sometimes non-
citizen) who has no plans on ever 
moving in.

“I try not to think about it,” said 
the 26-year Palo Alto resident 
who lives next door to the ghost 
home. “I watch the house as if it 
were a neighbor so I pick up pa-
per, and if the recycle bin is left 
out I’ll be sure to move it back. 
It costs so much money to live 
in Palo Alto, it’s kind of unfath-
omable that you’d just buy it and 
never come in,” she said.

A 15-year homeowner across 
the street talked about the Chi-
nese homebuyers he’s heard 
about: “We would love to actu-
ally see them and their kids. We 
like neighbors. It’s a waste with 
the housing shortage. It’s a crazy 
use of a house.”

Indeed, Palo Alto has attracted 
growing numbers of Chinese na-
tionals over the past four years, 
according to Ken DeLeon, a real 
estate agent who connects Chi-
nese buyers to properties in the 
Bay Area.

“California is their favorite 
market and within that is Los An-
geles and Silicon Valley. Many 
of them already have friends or 
colleagues living and working 
around here. There’s an estab-
lished Chinese community with 
Mandarin schools … for their 
children to attend. There are Chi-
nese grocery stores with the food 
that they want and plenty of Man-
darin speakers. So psychologi-
cally it’s something that they feel 
comfortable with,” he said.

Some Chinese have purchased 
homes and sent their wives and 
kids to live in them to establish 
residency and enroll the kids 
into excellent American schools. 
Some, however, purchase proper-
ty solely for the investment value 
and have no intention of ever set-
ting foot inside.

“Sometimes they’ll purchase 
the home just as a security play, 
just to move some assets out of 
China. They feel very comfortable 
with the Silicon Valley investment 
environment,” said DeLeon.

For some residents, living near 

Some Crescent Park residents are concerned that so-called uninhabited “ghost houses” are replacing real neighbors.

Are 

Neighbors are concerned about  
empty houses on their block

by Joshua Alvarez

(continued on page 50)

‘ghost 
homes’ becoming 

a problem?

T he house in Palo Alto’s Crescent Park neigh-
borhood is large and beautiful, its lawn is regu-
larly manicured and, peering through its large 

windows from the sidewalk, it looks meticulously clean 
inside. Problem is, nobody lives there.
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Summer Brill, Sales Associate
650.468.2989
summer.brill@dreyfussir.com
License No. 01891857

Noelle Queen, Sales Associate
650.427.9211
noelle.queen@dreyfussir.com
License No. 01917593

Michael Dreyfus, Broker
650.485.3476
michael.dreyfus@dreyfussir.com
License No. 01121795

Downtown Palo Alto   
728 Emerson St, Palo Alto
650.644.3474

Downtown Menlo Park
640 Oak Grove Ave, Menlo Park
650.847.1141

dreyfussir.com

Local Knowledge  •  National Exposure  •  Global Reach

OUR LISTINGS AND RECENT SALES

491 Guadalupe Drive, Los Altos  |  491Guadalupe.com

6 Blue Oaks Court, Portola Valley  |  6BlueOaksCt.com

14700 Manuella Road, Los Altos Hills  |  14700Manuella.com

170 Fox Hollow Road, Woodside  |  170FoxHollow.com

2157 Avy Avenue, Menlo Park  |  2157Avy.com2330 Byron Street, Palo Alto  |  2330ByronStreet.com
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ghost homes is a source of annoy-
ance and disappointment.

“It’s not troubling, but it’s not 
what we had hoped for,” said a 
two-year resident who lives a few 
houses down from a ghost home. 
“We would prefer neighbors look-
ing out for neighbors and families 
and children out on the block. 

It’s wonderful to have neighbors 
who can look out for each other 
and say hello, goodbye and good-
night. On the flip side, it’s made 
the value of the neighborhood go 
up,” she said.

The trend has troubled some 
potential sellers. Daniel Kwang 
has lived in Palo Alto since the 
1970s and is considering sell-
ing his deceased mother’s home. 
“I’m not going to sell my house to 

some overseas investor. If I’m go-
ing to sell to anyone it’s going to 
be someone who has a family and 
will be part of the neighborhood. 
Think it would be a waste given 
the housing market,” he said.

In some cases, ghost homes 
have proven to be a safety concern 
for those nearby. 

“My home and the ghost house 
next door were robbed on a Sun-
day a few years back,” said the 

26-year Crescent Park resident. “I 
hope no one is watching. At the 
time it happened I think it was 
mostly based off the economy 
and people not leaving their doors 
locked. But you wonder if anyone 
will go inside and vandalize it. It 
is a safety concern.”

Some residents are wholly in-
different to ghost homes or be-
lieve the resentment is misplaced. 

“We’re more concerned about 
the monster home getting built 
next door,” said Phil Salsbury. He 
lives across from an empty house, 
but the owners are actually plan-
ning on moving in and have intro-
duced themselves.

Another resident does not really 
blame the buyers. “I just think it’s 
part of the progress of the city. 
A lot of times people are buying 
them so they can get in for the 
schools. Housing inventory is re-
ally low,” she said.

DeLeon says he urges his cli-
ents to at least rent out their 
homes, but there is a trend that the 
more expensive the home is, the 
less likely the buyers will place it 
on the rental market.

“Generally, if my Chinese cli-
ents buy a mid-level home ($2-3 
million) they are comfortable 
renting out. But as you go up in 
price point or with new construc-
tion, they are more leery about 
renting it out. There is a higher 
propensity to keep the home in 
a pristine condition. An empty 

home is a shame, and, I think, 
inefficient. If someone can af-
ford $10,000 a month of rent it’s 
probably someone who is very re-
sponsible and can take care of the 
home. It would be ideal to have all 
the home space fully utilized.” 

Freelance writer Joshua Al-
varez can be emailed at joshua.
alvarez1189@gmail.com.

672 Melville, Palo Alto  1766 Fulton, Palo Alto 

               Alan and Nicki Loveless 
  Serving buyers and sellers with expertise and integrity 

                              Recent Sales 2015  

1519 Samedra, Sunnyvale 17177 Crescent, Los Gatos 

Ghost homes
(continued from page 48)

Neighbors say they often pick up newspapers in front of seemingly abandoned “ghost houses.”
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‘It costs so 
much money 
to live in 
Palo Alto, 
it’s kind of 
unfathomable 
that you’d 
just buy it 
and never 
come in.’

— Crescent Park 
neighbor to a  
ghost house
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TERRI COUTURE
TOP 1% COLDWELL BANKER

DIRECT: (650) 917-5811
TERRI.COUTURE@CBNORCAL.COM

TERRICOUTURE.COM

CAL-BRE#01090940

My clients always want to know what is happening  
in the real estate market.

As part of your financial team, it is my responsibility  
to keep you informed of the general and  

specific real estate market conditions. 

I have all the current market trends, conditions and statistics.  
If it’s happening, I know about it.

Houses are selling!

95% of my business is referrals from past clients and  
previous clients. Clients trust me to help them make decisions.

Want to make the right financial decision?  
I will guide you to success.

Coldwell Banker #1 IN CALIFORNIA

LOS ALTOS LOS ALTOS HILLSMOUNTAIN VIEW PALO ALTO

PORTOLA VALLEY MENLO PARK ATHERTON LOS GATOS
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N orth Los Altos’ charm — 
with its traditional ranch-
style houses, townhouses or 

newly renovated midcentury modern 
homes — has attracted residents for 
years, but its accessibility to down-
town, its library, history museum, 
manicured parks and more has made 
North Los Altos the place to stay.

Val Carpenter, a resident since 1991, 
was drawn to the neighborhood be-
cause of its proximity to downtown. 
She has served as a Los Altos City 
Councilwoman from 2005 to 2014 
and twice as mayor.

But before she even lived in the 
area, Carpenter would take her daugh-
ters to Lincoln Park, Shoup Park and 
Redwood Grove Park.

“When my kids were small, I would 
bring them to Shoup Park and just be 
wishing, hoping and dreaming some-
day that we could live here. So this 
was really a dream come true for me 
to move to Los Altos. And I’ll be here 
forever,” Carpenter said.

She fell in love with the downtown 
area that was peppered with one-of-
a-kind shops and cafes. Carpenter 
described the downtown’s secluded 
nature like a “hidden gem.” 

“Los Altos has a real sense of com-
munity that’s different from other 
towns I’ve lived in. We have the pet 
parade, the art and wine festival, the 
Festival of Lights Parade, and there’s 
just a real connectedness in this com-
munity that I think is pretty rare,” 
Carpenter said.

The nearby library and history mu-
seum were also places that allowed 
for historical enrichment for old and 
young alike. Carpenter also men-
tioned that the library was a conve-
nient resource for her daughters when 
they were growing up.

Although both her daughters attend-
ed Pinewood School, Carpenter assures 
that both the public and private schools 
offer strong forms of education.
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Rich and Val Carpenter stand in front of their Los Altos home, where they’ve lived since 1991. 

(continued on page 54)
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A home on Stratford Place in the North Los Altos neighborhood. 

A convenient 
neighborhood with 

a lot of charm
by Rachel Lee

North  Los Altos



Midtown Realty, Inc.  
Real Results, Real Estate

SOLD

2775 Middlefield Rd, Palo Alto  •  Phone: (650)321-1596  •  Fax: (650)328-1809
See our local listings online at — www. midtownpaloalto.com    BRE# 1900986

 

“For more than 55 years, Midtown Realty has been assisting 
its neighbors and friends with one of the most important 
purchases in their life… their home! At Midtown Realty, we 
are dedicated to working with people, not clients. We sell 
homes, not houses and Palo Alto is our home, not a branch 
office. Year after year people trust us to help with their most 
important investment, their home. You too can count on us 
for all your real estate needs. Give us a call today.”

Your Neighborhood  
Midtown Realty Team

SOLD

SOLD

Tim Foy
Owner/Broker

Jane Volpe
Realtor/MBA

Leslie Zeisler
Realtor, SRES

Joann Weber
Property Manager 

Realtor

Chris Taylor
Realtor

SungHee 
Clemenson

Realtor

Yamei Yee
Realtor

Lisa Knox
Realtor

Rosemary 
Prince

Office Manager

Chris Marino
Realtor

REAL RESULTS, REAL ESTATE
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Omar Kinaan
Realtor®, GRI, CLHMS

Certified International
Property Specialist

650.776.2828
Omar@Kinaan.com
CalBRE# 01723115 

Representing Buyers and Sellers 
of Fine Peninsula Homes

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

7 Sandstone Street, Portola Valley* 1621 Portola Avenue, Palo Alto* 234 Bonita Road, Portola Valley*

1475 Woodland Avenue, Menlo Park
* Represented the Buyers

350 Embarcadero Road, Palo Alto 1301 Drake Avenue, Burlingame* 1023 Henderson Avenue, Menlo Park

Malika Junaid, a member of 
the Planning and Transportation 
Commission and co-founder of 
M*Designs Architects, has lived 
in North Los Altos since 2005. 
She moved in to a home near 
Egan Junior High School and 
Bullis Charter School with her 
family, drawn both by proximity 
to her office and the good reputa-
tion of the local schools.

Junaid finds the convenience 

of grocery stores and a thriving 
downtown as rewarding benefits 
of living in the area. And the ver-
satility of the North Los Altos 
neighborhood accommodates her 
family nicely.

“We are an outdoor family, we 
love taking our kids out hiking, 
jogging and biking. But we’re also 
a working family so we need to be 
close to day-to-day services, and 
I think that’s what you get in Los 
Altos,” Junaid said. “You can take 
one turn and go off into the hills 
or you can take another turn and 
go get your eggs.” 

North Los Altos
(continued from page 52)
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A home on Mount Hamilton Avenue in the North Los Altos neighborhood. A home on Surrey Place in the North Los Altos neighborhood. 

CHILDCARE AND PRESCHOOLS: Children’s Corner, 97 Hillview Ave.; Los Altos Parents Preschool, 201 
Covington Road (nearby); Tiny Tots Preschool, 647 S. San Antonio Road
FIRE STATION: No. 15, 10 Almond Ave.
LIBRARY: 13 S. San Antonio Road 
LOCATION: bounded by Foothill Expressway, El Monte Road, El Camino Real and Adobe Creek
PARKS: Village Park, Edith Avenue at San Antonio Road; Shoup Park, 400 University Ave.; Lincoln Park, 
University at Lincoln Avenue
POST OFFICE: 221 Main St.
PRIVATE SCHOOLS (nearby): Los Altos Christian School, 625 Magdalena Ave.; Canterbury Christian 
School, 101 N. El Monte Ave.
PUBLIC SCHOOLS: Los Altos School District — Santa Rita or Almond elementary schools, Egan Inter-
mediate School; Mtn. View-Los Altos Union High School District — Los Altos High School
SHOPPING: Downtown Los Altos, Los Altos Village Court and San Antonio Center

FACTS
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Thanks to my clients and friends, it’s been another busy 
season serving Buyers, Sellers and the Community 

If your thoughts are turning to buying or selling real estate this Spring or in the near future, 

call me.  I would be happy to meet with you and start making plans for your success.

Coming Soon
Old Palo Alto. Quality construction with many 

custom features, including gourmet kitchen, high ceilings, 

custom finished basement with wine cellar and gym. 5400 sq. ft. 

home with park-like yard.  5 bedrooms. 4 bathrooms.

Nancy Goldcamp

Direct: (650) 400-5800
nancy@nancygoldcamp.com

CalBRE# 00787851

www.nancygoldcamp.com

COMING SOON

PALO ALTO

Pleasant cul-de-sac setting in 

south of Oregon Expressway.

 3 bedroom, 2 bath.  

Remodeled kitchen. 

2 car garage.   

1145 LINCOLN AVENUE

PALO ALTO

Charming cottage-style

home in Crescent Park 

neighborhood.  Oak floors, 

tall windows, cheerful kitchen. 

3 bedroom, 2 bath.

PENDING SALE

LOUIS ROAD

Original owner says 

goodbye to her beloved home, 

neighbors and neighborhood. 

Mid-century modern home

on 8700 sq. ft. lot.

2015 HOUSING CONFERENCE 

SPONSORED BY AVENIDAS.

Another successful event.

Thanks to the top-notch local 

businesses and community 

services for their support!

OPEN SUNDAY
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Why exchange?
Avoiding paying taxes is legal, if you fol-

low the IRS Code. When it comes to real 
property, doing a 1031 tax-deferred 
exchange has become a standard 
tool in the real estate investor’s 
toolbox. 

Longterm creation of wealth in 
real estate can be done without 
ever paying any capital-gains taxes 
through utilizing tax-deferred ex-
change techniques. This section 
of the code applies to all types of 
property, including land, homes, 
apartments, commercial property and even 
leasehold property. 

Investors are generally motivated to ex-
change for at least one of four reasons. First, 
they want to change their investment from 
one type of property to another type, i.e., 
sell land and exchange it for income-pro-
ducing property or sell a property in Tahoe 
and trade into one in Hawaii. Second, they 
may want to sell a property where there is 
very little or no loan and trade for a much 
more expensive property with more leverage 
so that over time there will be greater ap-
preciation. Third, they may wish to diversify 
the type of real estate they own, i.e., instead 
of just rental houses they may want to trade 
some of their real estate portfolio into office 
buildings. Fourth, since a married couple 
can now exclude $10,860,000 from estate 
taxes, holding on to depreciated real estate 
until the first spouse dies allows the estate to 
sell the property using the stepped-up basis 
you get on death, thus avoiding all capital-
gains taxes.  

What if I don’t exchange?
All of these goals could be fulfilled by 

just selling the investment property and 
then taking the proceeds after tax and buy-
ing the new investment. Unfortunately, this 
method may cost you approximately 40 
percent in capital-gains taxes on your net 
gain in the property. 

Gain generally equals the selling price 
minus your original purchase price minus 
whatever depreciation you have deducted. 
There may also be additional taxes due 
on any depreciation you have taken on the 
property. 

One upside is that the new property you 
purchase will have a new tax basis for de-
preciation purposes. When you exchange, 
the old basis is carried over to the new 
property and thus you will be getting fewer 
tax benefits from depreciation. However, 
the benefit of paying no capital-gains tax 
usually outweighs any benefits that may be 
obtained by depreciation.

Follow the rules or  
pay the taxes

1. Both the property you sell and the 
property you acquire must be held for in-
vestment. Personal residences or vacation 
homes do not qualify for tax-deferred ex-
changes. You can exchange multiple prop-
erties for just one property or vise versa.

2. You must identify your intention to do 
an exchange when listing the property and 
on all contract documents.

3. You must perform the exchange simul-
taneously, meaning sell and buy in the same 
transaction on the same day OR do a de-
layed (sometimes referred to as “Starker”) 
exchange.  

4. If you elect to do a delayed exchange 
you must identify the property you will be 
acquiring within 45 days after the close 

of escrow of the property you are 
selling. You can identify up to three 
properties (more can be identified 
under special circumstances) and 
close on all, some or just one of the 
three you identify. You must close 
escrow within 180 days after the 
close of escrow of the property you 
are selling. Funds from the prop-
erty you are selling must be held by 
an intermediary, not the title com-

pany, your broker or your attorney. You will 
pay the intermediary a fee for doing this, 
which is based on the size and complexity 
of your transaction.

5. In order to be fully tax deferred you 
must purchase a property(s) of equal or 
higher value and you must receive no cash 
or mortgage relief in the exchange transac-
tion. If you do receive cash or mortgage re-
lief out of the transaction then that portion 
will be taxable.

6. While you may do a direct exchange 
with another person, i.e., you buy my condo 
in Palo Alto and I will buy your apartment 
building in Redwood City, most exchanges 
involve three parties: exchanger who wants 
to exchange, the buyer who purchases the 
exchanger’s property and the seller of the 
property that is the target of the exchanger. 
The buyer of the property to be exchanged 
and the seller of the target property just 
have to cooperate with the paperwork for 
the exchanger and are at no legal or tax risk 
in the transaction.

Timing is everything
Most 1031 exchanges today are done by 

using the delayed exchange rules, since 
closing escrows on two or more properties 
simultaneously can be difficult to arrange. 
However, the law only gives you 45 days 
from the sale of your property to identify 
the property(s) you are going to exchange 
into, and time goes quickly. 

I always encourage clients who need to 
do an exchange to structure the sale of their 
property to give them the maximum flex-
ibility so that they can identify the property 
they want to purchase prior to the close of 
escrow. That way, if there is some delay, 
there will be time to recover. If you miss the 
deadlines, your exchange will be disquali-
fied, and you will owe the tax.

Creative ideas
Sometimes clients are reluctant to sell 

their property because they don’t know 
what to invest in. One solution is to find 
and purchase the investment property you 
want before you sell. It is still possible to 
do a 1031 exchange in that case by do-
ing a “reverse exchange.” In other words 
you acquire the property you want to buy 
through the intermediary prior to selling 
your property. 

Once your property sells then you do 
an exchange with the property you have 
acquired through the intermediary. To do 
this you have to have the money to purchase 
the property before you sell the property 
you own. This is rarely done, but for cer-
tain wealthy or resourceful individuals it 
is possible.

How a 1031 exchange  
can save on taxes

by J. Robert Taylor, J.D.

JENNY POLLOCK
(650) 867-0609
LIC. #01215021

DEANNA TARR
(415) 999-1232

LIC. #00585398

16 Biltmore Lane   Sold off Mkt
Menlo Park       $1,750,000

200 Scenic Drive       Just Sold

Redwood City       $1,698,000

168 Sand Hill Circle              Active
Menlo Park     $1,695,000

3653 Jefferson        Sold

Emerald Hills     $1,125,000

Over 17.5M in sales in 2014

Postcards From The Journey...

A Tradition  of  Trust

Real EstateMatters

(continued on page 60)
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FOR SALE
VISCAINO ROAD
LOS ALTOS HILLS

monicacormanbroker
BRE #01111473       mcorman@apr.com   

650.543.1164   monicacorman.com
Information deemed reliable, but not guaranteed. Buyer to verify.

SOLD
SAN MATEO DRIVE

MENLO PARK

SOLD
HOLLY STREET
MENLO PARK

CO-LISTED WITH MANDY SAFKA

FOR SALE
ALPINE ROAD

PORTOLA VALLEY

25 ACRES

SOLD
ARLINGTON WAY

MENLO PARK

CO-LISTED WITH MANDY SAFKA

SALE PENDING
MUNDELL COURT

NORTH LOS ALTOS

SOLD
LAUREL AVENUE

MENLO PARK

SOLD
JAMES AVENUE

ATHERTON

REPRESENTED THE BUYER

SOLD
EL CENTRO STREET

PALO ALTO

CO-LISTED WITH MANDY SAFKA

SOLD
YALE ROAD

MENLO PARK
REPRESENTED THE BUYER

SUCCESS

FOR SALE
BERKELEY AVENUE

MENLO PARK

CO-LISTED WITH MANDY SAFKA

SOLD
COTTON STREET

MENLO PARK

SOLD
PALM COURT
MENLO PARK

SOLD
UNIVERSITY DRIVE

MENLO PARK

SOLD
SENECA STREET

PALO ALTO
REPRESENTED THE BUYER

REPRESENTING
MENLO PARK
ATHERTON
PALO ALTO
STANFORD
WOODSIDE

PORTOLA VALLEY
LOS ALTOS

LOS ALTOS HILLS

FOR SALE
HERMOSA WAY
MENLO PARK

FOR SALE 
ATKINSON LANE 

MENLO PARK

CO-LISTED WITH MANDY SAFKA

2015
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Kathleen is a Palo Alto native who has successfully helped buyers and sellers in this  
local market for over 13 years. Professional Service with a Personal Touch!

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

This information was supplied by reliable sources. Sales Associate believes this information to be correct but has not verified this information and 
assumes no legal responsibility for its accuracy. Buyers should investigate these issues to their own satisfaction. Buyer to verify school availability.

153 S. California Avenue F109, Palo Alto

2 BD, 2 BA

Ground floor single level condo

1117 sf

Call for details

3807 Corina Way, Palo Alto

SOLD

742 Loma Verde Ave., Palo Alto

SOLD

1449 University Ave., Palo Alto*

SOLD

COMING SOON

3815 Ross Rd., Palo Alto

SOLD

485 Arboleda Dr., Los Altos*

SOLD

35 Skywood Way, Woodside

SOLD

* Represented Buyer
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Thank You to My Clients for Trusting Me to Represent them in 2014!
Look below for a partial list of my Seller and Buyer stats in 2014.

www.JOHNFORSYTHJAMES.com
john.james@apr.com | CalRE# 01138400

(650) 218.4337

Thinking of Selling in 2015?  Call me today.
John’s team of architects, landscape designers and 

project manager, will coordinate the appropriate trades 
to transform your home into a show ready property so 

you can sell for the highest possible price.  
Every Time!

 

Represented Seller

27% Over Asking Price

2025 Liberty Park Avenue, Menlo Park
Listed for $1,189,000

Represented Seller

51% Over Asking Price

13651 Burke Road, Los Altos Hills
Listed for $5,388,000

13001 Ten Oak Way, Saratoga
Listed for $1,825,000

Represented Seller

7% Over Asking Price

Represented Seller

1% Over Asking Price

15 Iris Way, Menlo Park
Listed for $1,258,000

Represented Buyer

2% Below Asking Price

3532 Ramona Street, Palo Alto
Listed for $3,688,000

Represented Buyer

2% Below Asking Price

Listed for $1,325,000

Represented Buyer

SOLD Off-M
arket

751 Loma Verde Avenue, Palo Alto
Listed for $1,150,000

Represented Buyer

SOLD

1124 Briarwood Court, Los Altos
Listed for $2,350,000

Represented Seller

SOLD

1500 Fairway Drive, Los Altos 
Listed for $2,598,000

1446 Revere Avenue, San Jose
Listed for $718,000

Represented Seller

6% Over Asking Price

Represented Seller

17% Over Asking Price

26088 Duval Way, Los Altos Hills
Listed for $1,988,000

3221 Ross Road, Palo Alto
Listed for $1,598,000

Represented Seller

20% Over Asking Price

Represented Seller

8% Over Asking Price

610 Chimalus Drive, Palo Alto
Listed for $2,198,000

780 Dixon Way, Los Altos
Listed for $4,198,000

Represented Seller

SOLD

547 Bryson Avenue, Palo Alto
Listed for $1,598,000

Represented Seller

32% Over Asking Price

Represented Seller

Sold Over Asking Price

135 Osage Avenue, Los Altos
Listed for $3,998,000

Represented Seller

SOLD

895 Terrace Drive, Los Altos
Listed for $1,849,000

Represented Seller

SOLD

1520 Fairway Drive, Los Altos
Listed for $2,398,000

1785 Oak Avenue, Menlo Park
Listed for $2,500,000

Represented Seller

SOLD
Represented Seller

21% Over Asking Price

546 6th Avenue, Menlo Park
Listed for $619,000

With High Buyer Demand and Low Inventory, 
Now Might Be Your Opportunity to Sell!

Average price per square foot in Palo Alto
MARCH 2007 - To-date
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In the Bay Area many home-
owners face a large capital-gains 
tax when they sell their home. 
One choice is to retain your home 
as an investment property and 
rent it out. In the future you can 
use your property to exchange 
in other investment property(s) 
should you choose to do so. This 
leaves all the money you would 
have paid in taxes investing in 
Bay Area real estate. If you can 
afford to do this, it is a great way 
to build your estate.  

Do I need expert help?
Yes, in most cases you will need 

a broker who has had consider-
able experience in navigating the 

exchange process. I would also 
encourage most clients to consult 
with a knowledgeable real estate 
attorney if there are any questions 
or concerns. It is also a good idea 
to consult with an accountant or 
financial adviser. However, many 
accountants and financial advisers 
do not understand real estate ex-
changes so be prepared to ask lots 
of questions and make sure the 
answers deal directly with the tax 
advantages and disadvantages of 
doing a tax-deferred exchange. 

J. Robert Taylor, J. D., a real 
estate attorney and broker for 
more than 20 years, has served 
as an expert witness and media-
tor and is on the judicial arbi-
tration panel for Santa Clara 
County Superior Court. He 
can be emailed at btaylor@tay-
lorproperties.com.

1031 exchange
(continued from page 56)

Real EstateMatters ing from overseas. Professional 
fraudsters are adept at using In-
ternet phone protocols to disguise 
their origin in ways that make 
them appear to be local residents. 
The same is true of an apparently 
legitimate identity. Scammers 
might use the name of someone 
who is deceased or whom they 
know cannot be immediately 
contacted because they are travel-
ing or unavailable for some other 
reason.  

In sum, every sentence of your 
question smacks of a rental scam, 
and you would be well-advised 

not to pay the requested security 
deposit and to contact your local 
law-enforcement agency or the 
district attorney’s office for guid-
ance and assistance. 

Project Sentinel provides 
landlord-tenant dispute resolu-
tion and fair-housing services in 
Northern California, including 
rental-housing mediation pro-
grams in Palo Alto, Los Altos 
and Mountain View. Call 650-
856-4062 for dispute resolution 
or 650-321-6291 for fair hous-
ing, email info@housing.org or 
visit www.housing.org.

Open Sun 1:30-4:30 3318 Waverley Street,  
Palo Alto  |  3318waverley.com

Newly constructed just six years ago, this 
beautiful Mediterranean style home is built 
to last, with the highest quality materials 
and craftsmanship. Designer features 

artisan tile, stone and stained glass, and 
crown molding throughout the home.
•  Tremendous kitchen and family room plus 

large lower-level media/recreation room
•  Whole-home audio system
•  Attached 2-car garage
•  Beautifully landscaped with very private 

rear yard
•  Easy access to parks, commuter routes, 

Stanford University and shopping at the 
Midtown Center

•  Excellent Palo Alto schools: El Carmelo 
Elementary, Jane Lathrop Stanford 
Middle, and Gunn High 

Offered at $4,498,000 
Beds 6 | Baths 4 | 
Home + 3,782 sf  |  Lot +7,084 sf 

Ranked by the Wall Street  
Journal as one of the top  
realtors in the nation (I’m Proficient in Chinese)

Julie Tsai Law
Broker Associate, CRS, MBA, SRES

650.799.8888 | Julie@JulieTsaiLaw.com
JulieTsaiLaw.com
License No. 01339682

Ranked by the Wall Streettt t
Journal as one of the top 
realtors in the nation (I(( ’m Proficient in Chinese)e

Juuulill e Tsai Law
Broker Associate, CRS, MBA, SRES

650.799.8888 | Julie@JulieTsaiLaw.com
JulieTsaiLaw.com
LiLiL cense NoN . 01339682

Luxurious Mediterranean  
Home in Sought-After Midtown

Q  My boyfriend and I 
have been saving up to 
move into a place of our 

own, but we are having difficulty 
contacting our new landlord. We 
found an apartment listed on 
Craigslist and sent an email indi-
cating our interest. The landlord 
responded by telephone and told 
us that, although he was out of 
town on business, we were free 
to stop by and take a look at the 
apartment. We drove by, decided 
we loved the place and called him 
to let him know we wanted to be 
his tenants. 

His attorney shortly thereafter 
sent us a one-year lease agree-
ment. We signed the lease and 
we paid him first and last month’s 
rent, using an online cash card 
because the landlord was out of 
town and he had indicated that 
an immediate move-in required 
prompt payment. Now we are re-
ceiving calls from the landlord’s 
attorney saying that we must send 
additional money as a security de-
posit before they will transfer the 
keys to us.  

Should we send the deposit 
even though we don’t think the 
lease requires it? My friend says 
this might be a rental scam, but 

the phone calls are coming from 
a local area code, and the landlord 
is listed as a community college 
professor on the Internet. How 
should we proceed?

A  You are right to be con-
cerned about a possible 
rental scam. You should 

take several immediate steps to 
investigate. You can search for 
this supposed attorney in the 
state bar association database. If 
you can locate the name then you 
should call the attorney at his or 
her office and demand that the 
keys be transferred immediately.  

If a security deposit is not a part 
of the signed lease agreement then 
you would be under no obligation 
to provide a security deposit. And 
you should demand that the de-
posit request be withdrawn. Any 
reputable attorney would respond 
to these concerns. 

However, if you find that no 
such name exists in the state 
bar association database then 
it is time to begin thinking that 
someone is committing fraud at 
your expense. There are several 
red flags in your narrative. First, 
while Craigslist is a widely ac-
cepted place to find rental units, 

it is also a common mechanism 
for rent scammers. You should 
always, without exception, meet 
your prospective landlord or their 
agent in person. A landlord that is 
eager to rent a property can cer-
tainly make time to meet prospec-
tive tenants.  

Second, you mentioned that 
you drove by and loved the prop-
erty but also that keys were never 
made available. It is common for 
rent scammers to advertise va-
cant properties and suggest that 
people drive by to take a look. 
You should not rent a property 
without the landlord or agent first 
granting you access to the interi-
or, which allows you to examine 
whether the property is suitable 
and whether the person offering 
to rent actually has access to the 
rental unit.  

Third, paying online without 
ever having met the landlord or 
ever having been allowed entry 
to the rental is strongly indicative 
of a rental scam. There are other 
payment methods that protect 
against fraud to different extents.  

Finally, the fact that you re-
ceived a phone call from your lo-
cal area code does not mean that 
the call is not actually originat-

Dissecting a rental scam: red flags
edited by Anky van Deursen
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Call “ Dr. Chuck – Your Real Estate Insider”™ for a FREE consultation and a copy of his latest book:

Dr Chuck’s Sell Smart Program – Retire Wealthy & Tax Free in Less Than 18 Months

It could be the best financial decision of your life!

Real Estate Investors

 Double Your Income

 Triple Your Free Time

 Create a Tax-Smart Legacy,  

for Those You Love

Downsizers—Retirees

 Maximize Your Sale Price

 Buy Your Next Home Tax-Free

 Preserve What You Have  

for Those You Love

1st Time Home Buyers

 Use the Magic of Equity Share to Afford a Home

 Create Tax Benefits for Your Parents or Co-Partners

 How Sharing Payments and Benefits “Makes the 

Impossible —Affordable!”

“Chuck’s Invest - 
Smart Strategy 
avoided capital 
gains on my rental 
and tripled my net 
income. I recommend him highly.”

“Chuck showed 
us a way to sell 
our home of 35 
years and we 
avoided nearly 
$900,000 in taxes.”

“We were renting in 
SF for $3,200 per 
month. We now own, 
pay less, have great 
schools & get appreciation & a secure future.  
Thanks Chuck for making this possible!”

While Chuck holds a doctorate from Stanford University, SPF is not owned by or affiliated with Stanford University

Office: 650-326-2900 / Direct: 650-346-4150

www.stanfordpf.com chuckfuery@gmail.com
BRE#00889106

Dr. Chuck Fuery
BE Smart — SELL Smart

For Fresh RE Insights 

Tune into Dr. Chuck 

Saturdays @2PM on 

Radio KDOW 1220 AM

Tom Stafford  
BRE#00385653

650-747-0371

Christina Stafford  
BRE#01843009

650-275-2286

Colleen Haight  
BRE#01923202

650-275-3307

Stafford and Haight Realty is pleased to announce 2015 Bear Gulch Road on the 
market for sale for the first time in 17 years. Over 127 flat to rolling acres nestled 
in a serene and sunny San Gregorio valley at the end of a very private road.

Situated on this expansive property is a turn-of-the-century original 2,500 
square foot farmhouse, a spacious 2,500 square foot barn, charming bunkhouse 
and guest quarters.

This property awaits your vision and is a blank palette for the equestrian 
enthusiast, vintner, farmer or simply the perfect retreat from a more hectic 
world. Ample adjudicated water rights and a wonderfully sunny micro-climate 
provide the foundations for your dreams to grow.

STAFFORD & HAIGHT 
R E A L T Y

2015 Bear Gulch Road, San Gregorio 
Beds 4  Baths 4 .5  |  3,350 SF total living Space 

Price: $2,395,000
127 +/- Acres  |  Main House, Barn, Guest Houses

Price: $4,800,000

17125 Skyline Blvd, Woodside

2995 Woodside Road, 
Suite 400 WoodsideSTAFFORD & HAIGHT REALTY
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Seattle • San Francisco • Tokyo • Aspen • Paris 
• Whistler • London • New York • Beverly Hills
• Sun Valley • Hawaii • Atlanta • Laguna Beach 
• Singapore • Boston • Sausalito • Bahamas • 
Santa Barbara • Chicago • Vail • Cannes • Las 

Vegas • Santa Monica • Miami Beach • Palo Alto
• Menlo Park • Venice • Coeur d’Alene • Mos-
cow • Toronto • Playa del Carmen • Sarasota 
• Phuket • Santa Fe • Hong Kong • Geneva • 

Bend • Buenos Aires • Vancouver • Scottsdale 
• Beaver Creek • Turks and Caicos • Big Sky • 

Montreal • Grand Cayman • Rome

David A. Weil, Realtor®

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

Downtown Menlo Park
640 Oak Grove Ave, Menlo Park
650.847.1141

Please contact me for information on how our Global Network can help you with our real estate needs.

We are not just an alliance.

We are a true global network.

Visit my website and blog at davidweilhomes.com   



Page 64 | The Almanac | Palo Alto Weekly
License# 01066910

650 465 7459
tom@tomlemieux.com
tomlemieux.com

Ranked #80 Nationally, The Wall Street Journal, 2014

Over $1.9 billion in sales since 1998

Map data ©2014 Google

T O M L E M I E U X . C O M 

Representing over 493 buyers & sellers 

in Menlo Park & Atherton since 1998.

SOLD by
Tom LeMieux
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