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Fall Real Estate 2008

BRAND NEW CUSTOM HOME 
IN PORTOLA VALLEY

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

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

z

Association amenities: 3 tennis courts, 

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

781 Las Olas Drive, Aptos

Located in the heart

W

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

Myrt Bauer
           408.981.6978

www.781LasOlasDrive.com

of Silicon Valley

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

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

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

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

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

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

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

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

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

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

M
arjan SadoughiREAD MORE ONLINE

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

ELAINE & DEAN WHITE 

7

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

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

—Flavia

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

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

Maybe you should be 
talking to me. 

Elaine 
Berlin White 
Real Estate Broker 
Attorney at Law 

WORRIED ABOUT 
THE REAL ESTATE 

MARKET? 
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REDWOOD CITY
REPRESENTED THE BUYER

FOSTER CITY
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LAINE & DEAN made selling our 
home and moving to our new home as

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

—Flavia
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ELAINE BERLIN WHITE 

www.ProRealEstateTeam.com

DEAN WHITE

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

237 SIERRA VISTA AVE., MTN. VIEW185 SEMINARY DR., MENLO PARK 
VINTAGE OAKS 4 BD/3BA
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Fall Real Estate 2008C O L D W E L L
B A N K E R

 One Stop and You’re Home
Residential Services • Relocation • Mortgage Services • Commercial

John Carman - Manager
Coldwell Banker Palo Alto Offices

650.752.0700

jcarman@cbnorcal.com

Our People

RESIDENTIAL BROKERAGE

Fall 2008 snapshot  
of the market

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

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

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

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

M
arjan Sadoughi

M
arjan Sadoughi
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C O L D W E L L
B A N K E R

RESIDENTIAL BROKERAGE

 One Stop and You’re Home
Residential Services • Relocation • Mortgage Services • Commercial

John Carman - Manager
Coldwell Banker Palo Alto Offices

650.752.0700

jcarman@cbnorcal.com

Our People

Fall Real Estate 2008

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

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

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

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

C
olleen Cum

m
ins

Veronica W
eber

Veronica W
eber

M
arjan Sadoughi
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monicacormanbroker

monicacormanbroker

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

650.543.1164 
mcorman@apr.com 

www.monicacorman.com

WOODSIDE

PORTOLA VALLEY

WWW.30FOXHILL.COM

WWW.121ASHLANE.COM

MENLO PARK

1313 CRANE ST. DETAILS ON MY WEB-SITE

CUPERTINO

WWW.10110CRESCENTCOURT.COM

Co-Listed with Rich Bassin

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

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

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

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

Veronica W
eber

M
arjan Sadoughi

Veronica W
eber

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

Top 1% Internationally

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

RECENT SALES  by

Erika Demma

Josselyn Lane, Woodside

$10,900,000

Woodside Way, Woodside

$1,795,000

Walsh Road, Atherton

Not Disclosed

Walsh Road, Atherton

$6,900,000

Goya Road, Portola Valley

$5,695,000

Arastradero, Portola Valley

$4,950,000

Iroquois Trail, Portola Valley

$3,275,000

 Colby Avenue, Menlo Park

$4,295,000

Valencia Drive, Los Altos

$2,795,000

Sevilla Drive, Los Altos

$2,095,000

Hillsdale Way, Redwood City

$1,195,000

Farm Hill Boulevard, Redwood City

$1,295,000

Bayview Way, Redwood City

$998,000

Coleman Court, San Carlos

$1,698,000

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

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

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

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

Fall Real Estate 2008

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

by Megan Rawlins

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Banks now require firm documentation of income, a 

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

    at Absolute Mortgage Banking, Palo Alto

Eric Trailer

C
olleen Cum

m
ins
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Hopkins-McNear Estate
Atherton

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

$23,500,000

Vi l la  Accordo
Palo Alto

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

$7,200,000

235 -  243 Seale Avenue
Palo Alto

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

$6,600,000

Prof.  Angel l  Residence
Palo Alto

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

$3,575,000

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

Steve & Carolyn Pierce    +    621 High St, Palo Alto, Ca 94301    +    tel. 650.323.5305    +    fax 650.323.5431    +    info@zanemacgregor.com    +    www.zanemacgregor.com
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Brigid Van Randall
Realtor 
Previews Property Specialist
Coldwell Banker
(650)566-5348 - direct
(408)221-3175 - cell
www.VanRandall.com

Don Diltz
Real Estate Broker

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

Coldwell Banker
(650)464-5555 - cell

 www.DonDILTZ.com

3 —

Most popular questions
 asked by our clients: 

1.  Is this a “good” time to sell?

2.  Is this a “good” time to buy?

3.  How can I get a “good” deal?

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

these very same issues.

We have the answers!
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JOE KAVANAUGH
650.269.1352

joseph.kavanaugh@camoves.com

GINNY KAVANAUGH
650.400.8076
gkavanaugh@camoves.com

www.thekavanaughs.com

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

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

THE KAVANAUGHS

PALO ALTO
Exceptional property! Two homes on one lot 

in Downtown Palo Alto

PORTOLA VALLEY

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

creekside setting

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

80 Vista Verde Way
Breathtaking Views
3 Bedrooms, 2 Baths 

& 2 Half-Baths

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

524 Everett Court 
Designed by Peterson Architects 

2 Bedrooms, 2 ½ Baths

525 Lytton Avenue 
Classic Craftsman bungalow

3 Bedrooms, 2 ½ Baths

www.524EverettCt.com
Price includes both homes

$3,995,000

Experience, integrity  
& results!

COLDWELL BANKER

www.kathleenanddave.com

Kathleen & Dave Pasin
Top 1% Internationally

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

COLDWELL BANKER

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

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

Fall Real Estate 2008

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

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

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

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

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

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

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

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

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

                    Keller Williams, Palo Alto

(continued from page 18)

(continued on page 23)

C
olleen Cum

m
ins

Chris Iverson
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Information deemed reliable, but not guaranteed.

JE N N I NGS L A NE

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

private acre.

Offered at $3,175,000

SOLD IN 11 DAYS

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

Athe r ton
SOLD IN 20 0 8

PA LOM A ROA D

3 Bedrooms, 2 Baths
Bucolic setting on 2.77 acres 

with breathtaking views of Windy Hill.

Offered at $3,900,000

SOLD BEFORE IT WENT 
ON THE MARKET

Por to la Va l le y

A DOBE L A NE

4 Bedrooms, 4.5 Baths
Desirable Pink Horse Ranch home 

with pool on one acre

Price Upon Request

Los Altos Hills
COMING SOONS

C
D
E

SFPENINSULAPROPERTIES.COM

Mandana Nejad, J.D.
Coldwell Banker Palo Alto

650.752.0737 office
650.269.8335 mobile

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

New Construction Homes in Prime Palo Alto!

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

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

4000 sq. ft., 5 bedroom, 4.5 bath Craftsman Home  
www.535northcalifornia.com   $3,899,000
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RESIDENTIAL BROKERAGE

ARVADA DARNELL
Top 1% Worldwide

650.752.0709 
adarnell@cbnorcal.com

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

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

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

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

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

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

Exceptional, personal service.

Leannah Hunt

Laurel Hunt Robinson

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

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

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

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

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

— Ray Bacchetti

Fall Real Estate 2008

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

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

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

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

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

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

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

 for Opes Advisors, Palo Alto

C
olleen Cum

m
ins

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

by Sue Dremann

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

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

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

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

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

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

(continued on page 27)

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

Veronica W
eber
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Information deemed reliable, but not guaranteed.

STEVEN LESSARD
International President’s Premier

650-851-2649
stevenlessard.com

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

Landmark Estate
 Located on 4.9 level acres in central Woodside

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

 Separately located 3-bedroom, 1-bathroom guesthouse

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

 On-site fully fenced tennis court and large barn

 Woodside Elementary School K-8

Co-listed with Tom Dallas 650.529.2440

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

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

4-car lower-level garage

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

 Set on approximately 3 acres of beautiful grounds with  
level lawn

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

 Woodside Elementary School K-8

Co-listed with Tom Dallas 650.529.2440

GREEN

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

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

 Lofty 9-foot ceilings throughout the main level

 Master bedroom suite with filtered Bay views

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

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

 Excellent Roy Cloud School District
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GREAT PRICE REDUCED !

530 SAND HILL CIRCLE  MENLO PARK

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

Deanna Tarr
OFFERED AT $1,175,000

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

524 SAND HILL CIRCLE  MENLO PARK

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

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

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

new refrigerator; new granite counters 

antique mantle

painter; walk-in closet 

San Jose Airports

OFFERED AT $1,230,000

8  RE YNA PL ACE  MENLO PARK

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

Lyn Jason Cobb

OFFERED AT $5,588,000 

29 IRVING  ATHERTON

OFFERED AT $2,950,000

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

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

Broker-Associate
Lyn Jason Cobb & Associates

Matthew.Holder@cbnorcal.com
650.566.5309

Matthew S. Holder

W W W. LY NAN DM AT T.COM

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

This one is Co-Listed with Deanna Tarr

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

650.566.5331

Lyn Jason Cobb

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

bathroomss

expansive view of front yard garden

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

sliding glass doors leading to the courtyard 
patio and garden

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

PAT BRISCOE
Cell  650.303.8173
Direct 650.543.1171
pbriscoe@apr.com

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

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

Information deemed reliable, but not guaranteed.

&EYLER  BRISCOE
EDUCATED

Stanford University, MBA

EXPERIENCED

Real estate agent since 1984

PROVEN TRACK RECORD 

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

Two Atherton Estate 
Properties Successfully 
SOLD In September

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

SOLD

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

Offered at $6,900,000

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

Offered at $7,250,000

Fall Real Estate 2008

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

SummerHill has developments ranging 

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

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

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

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

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

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

(continued from page 24)

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

by Kris Young

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

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

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

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

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

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

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

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

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

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

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

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

Susan Bradley
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1353 Emerson Street  
Palo Alto 

List Price $2,750,000 

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

1628 Hummingbird Lane, Sunnyvale 

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

468 Sierra Vista #9  
Mountain View 

List Price $379,000 

Julia Keady’s Recent Activity 

SOLD 

SOLD 

SOLD 

SOLD 

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

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

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

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

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

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

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

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

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

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

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

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

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

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

(continued on next page)

Paul Saba

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

        first-time home buyer

Kris Young

Susan Bradley
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342 Hawthorne Avenue, Palo Alto 
Open Sunday

249 Lowell Avenue, Palo Alto 
New Listing

102 Pope Street, Menlo Park
SOLD - Retained by Seller

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

Over 
$100 Million
in 2008 transactions

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

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

557 Casita Way, Los Altos
SOLD - Retained by Seller

1709 Waverley Street, Palo Alto
SOLD - Retained by Seller & Buyer



Page 30 FALL REAL ESTATE SPECIAL SECTION

CELESTE’S PR IME PROPERTIES

Celeste Henzel
Previews Property Specialist     n     International President’s Premier

Top 1% Internationally

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

199 BROOKSIDE DRIVE 
PORTOLA VALLEY

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

Offered at $1,998,000

5500 ALPINE ROAD 
PORTOLA VALLEY

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

Offered at $3,195,000

103 RAMONA ROAD 
PORTOLA VALLEY

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

Offered at $1,799,000

121 N. BALSAMINA 
PORTOLA VALLEY
3 bedrooms, 2 baths

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

* Represented buyer

for Sale

PORTOLA
VALLEY 

SALES IN 2008

BY CELESTE

116 RUSSELL AVENUE 
PORTOLA VALLEY

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

Offered at $1,349,000

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

1195 LOS TRANCOS ROAD 
PORTOLA VALLEY

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

Offered at $1,299,000

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

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

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

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

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

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

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

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

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

(continued from previous page)

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

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

Kris Young
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MARY GULLIXSON
650.888.0860 Cell

mgullixson@apr.com

JUDY BOGARD-TANIGAMI
650.207.2111 Cell

judybogard@aol.com

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

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

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

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

www.47View.com

www.47View.com
Los Altos
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Coldwell Banker 

#2 Agent, 2007

San Francisco-Peninsula

#4, Internationally

650 329 6645

tlemieux@cbnorcal.com

tomlemieux.com

35 Barry Lane, Atherton
Excellent opportunity to build or remodel  

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

Offered at $5,750,000

F O R  S A L E

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

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

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

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

Offered at $ 1,849,000

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

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

Offered at $3,250,000

66 Maple Avenue, Atherton 
Excellent Atherton opportunity! 

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

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

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

Offered at $2,295,000

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

F O R  S A L E

F O R  S A L E

F O R  S A L E

F O R  S A L E F O R  S A L E
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(continued on page 36)

Although it sometimes seems that the entire Pen-
insula is “high-end real estate,” there are always 
properties that re-define the category.

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

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

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

into the statistics. And, you don’t hear about the sales be-
cause most of them are confidential,” she said.

Here’s a quick sample of what’s currently available:

The Squire House at 900 University Ave., Palo 
Alto, was built by John and Georgiana Squire in 
1904. It is distinctive not only for its architecture, 

but also for the more than 20 Washingtonia palms that 
line the driveway. When the home was first constructed 

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

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

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

REAL ESTATE 2008
FALL 

REAL ESTATE 2008

Second Section

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

The Squire House at 900 University Ave., 
Palo Alto, is a Neo Classical Revival 
style mansion, complete with Roman 
columns, Palladian windows and a 
ballroom — approached through rows 
of Washingtonia palms. The house is 
on the market for $12.5 million.

 Barbara Boissevain

Top Top of the market
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MENLO PARK  | 1550 El Camino Real,  Suite 100   650.462.1111

WOODSIDE  | 2930 Woodside Road   650.529.1111

apr.com

E X C E L L E N C E
A commitment to excel lence is  what  sets Ala in  P inel  Real tors  apart  f rom our  compet i tors .  We a im for  excel lence,  we 

chal lenge the conventions of tradit ional  real  estate and we push the envelope of innovat ion – because nothing ventured,

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

Woodside $5,498,000

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

Menlo Park $4,495,000

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

Palo Alto $3,995,000

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

Menlo Park $1,649,000

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

It’s just one click to a complete list of
virtually all homes for sale in the Bay Area.
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DAVID CROUCH CUSTOM HOMES, INC.
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detached guest cottage and double garage as 
well) reflects Squire’s love of classicism. The 
Neo Classical Revival style is distinguished 
by its Roman columns, impressively detailed 
capitals, Palladian window and ornate exterior 
cornice. 

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

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

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

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

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

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

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

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

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

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

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

It is a real “aha moment” when you arrive 
at The Knoll at Lauriston after  traveling 
up a 1.9-mile twisty, winding, tree-lined 

roadway accessed by a private gate near the 
end of Alpine Road in Portola Valley.  

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

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

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

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

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

One is  reminded of the White House 
upon first seeing stately 60 Park-
wood Drive in the Lindenwood sec-

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

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

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

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

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

The 18 acres at 28030 Natoma Road 
is the second largest parcel in all of 
Los Altos Hills. “It’s pretty much the 

same as it was 200 years ago,” agent Gary 
Nobile of Ventura Barnett Properties said. 

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

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

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

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

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

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

(continued from page 35)

Sitting on five acres, ‘Le Soleil’ at 320 Harcross Road in Woodside is billed as a French 
chateau, complete with 10,000-plus-square-foot home, formal gardens, vineyards, tennis 
court, pool and room for nine cars. The house is on the market for $8.395 million.

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

The Beaux Arts-style home — with 15-foot ceilings on the first floor — at 60 Parkwood 
Drive in Atherton offers 17,000 square feet of house on 2.25 acres. The house is on the 
market for $23.5 million.

‘When properties of this caliber are sold it doesn’t go 
into the statistics. And, you don’t hear about the sales 
because most of them are confidential.’
                  —Mary Gullixson, Alain Pinel, Menlo Park

Bernard Andre
M

ark Stoddard
Bernard Andre

(continued on page 43)



FALL REAL ESTATE SPECIAL SECTION  Page 37

Mary Gullixson
6x13



Page 38 FALL REAL ESTATE SPECIAL SECTION

Fall Real Estate 2008

A Tradition of Excellence in Real Estate
♦  25 years of experience assisting Home Seller’s and 

Home Buyer’s on the Peninsula and Silicon Valley 
neighborhoods!

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

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

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

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

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

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

John W. King
Direct: 650-354-1100 
jwking@akrealty.com

Housing perks lure new hires
Peninsula employers cope with sky-high housing costs

by Alexander Papoulias

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

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

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

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

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

Spearheaded by Bowlsby, and backed 

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

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

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

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

(continued from page 40)
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C O L D W E L L
B A N K E R

NATHALIE de SAINT ANDRIEU 
Previews Property Specialist

(650) 804-9696
nathalie.sa@camoves.com

©2007 Coldwell Banker Real Estate LLC. Coldwell Banker® is a registered trademark licensed to Coldwell Banker Real Estate LLC. An Equal Opportunity Company. 
Equal Housing Opportunity. Owned and Operated by NRT LLC.

 Harvard Ave., Menlo Park $975,000

 Lincoln Ave., Palo Alto $5,600,000

 Pineview Rd., Menlo Park $1,695,000

 Partridge Ave., Menlo Park $1,588,000

 Partridge Ave., Menlo Park $1,588,000

 Partridge Ave., Menlo Park $1,788,000

 Partridge Ave., Menlo Park $1,788,000

 University Drive, Menlo Park $898,000

 Black Mountain Rd., Los Altos Hills $4,275,000

 College Ave., Menlo Park $1,800,000

 Hawthorne Drive, Atherton $6,995,000

 Kingswood Drive Hillsborough $2,399,000

 Waterloo Ct., Belmont $1,550,000

 College Ave., Menlo Park $1,625,000

 Princeton Ave., Menlo Park $1,650,000

 Stanford Ave., Menlo Park $1,900,000

When buying or selling real estate count on me to be the right choice for you. 
My philosophy of quality service has built many long term relationships in the 

real estate industry which enables me to provide my clients with a broad range of unique 
opportunities. Experience the difference, expertise, determination, care and trust can 
make in your next move.

Despite the continuing challenges the markets present I have a 
proven commitment to excellence and dedication to “Truly Remarkable Service”

 Properties Recently Listed and Sold by 

Nathalie de Saint Andrieu
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 “Professional standards 
of practice, hard work 
and a sense of humor 
are essential in any 
successful transaction. 
I am committed to my 
clients needs and to 
my community. My 
goal is to build lifelong 
relationships based on 
trust, cooperation, and 
goodwill.”
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Michael Hall
Seniors Real Estate Specialist 
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Veronica W
eber

On the cover: This four-bedroom, 
4,700-square-foot Sharon Heights 
home at 1090 Lassen Drive in Menlo 
Park was reduced to $4,495,000 in 
September. 
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We cover Midpeninsula real estate like nobody else.
I love your real estate 
website! I like the ability 
to customize the map and 
table view for my specifi c 
home search needs. Your 
Neighborhood Guides are 
very easy to see and full 
of detailed info that I can’t 
fi nd anywhere else. 

– Theresa Kinane, prospective 
Midpeninsula home buyer

“

”

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

©2008 Embarcadero Publishing Company

Agents: 

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

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

by, the university’s athletics department has 
a number of programs for housing aid that 
vary according to position and terms set by 
negotiation. Stanford owns all homes and 
apartments used by coaching staff.

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Palo Alto’s city government has used 

housing incentives to secure a number of its 
department heads.

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

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

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

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

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

(continued from page 38)
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apr.com

650.543.1184
CarolRosemaryNicole@apr.com

CarolRosemaryAndNicole.com 1550 El Camino Real     Menlo Park, CA  94025

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

Perspective

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

Experience

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

Performance

Carol
Carnevale

Rosemary
Squires

Nicole
Aron

The Art of Real Estate
M A S T E R I N G

SLOW MARKET?
CAROL, ROSEMARY AND NICOLE

ARE SELLING HOMES TODAY! 

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

based upon their unmatched experience.

Sold through August, 2008!

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



Page 42 FALL REAL ESTATE SPECIAL SECTION

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

Welcome to this updated, custom home on 
approximately 3.25 acres in the desirable 

Westridge area. The foyer opens to the expansive living 
and dining rooms complemented by a spectacular  
kitchen with casual dining and separate family room.  
The home’s 4 bedrooms include a privately located 
bedroom and bath, two bedrooms with shared bath,  
and the master suite complete with dressing area and 
walk-in closet, exercise studio, and marble bath. Outside, 
perennial beds crowded with an ever-changing display 
of fragrance, texture, and seasonal color border pink 
flagstone patios. Below, a nearly level lawn overlooks a 
view to the south that reaches all the way down the Valley.

 4 bedrooms and 3 full baths

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

 Broad flagstone patios bordered by 
landscaped perennial gardens

 Approximately 3.25 acres with 
magnificent views of the Valley

 Excellent Portola Valley schools

 Offered at $3,949,000

385 WESTRIDGE DRIVE  ■  PORTOLA VALLEY

650-566-5353
hcornish@cbnorcal.com

Top 1% of Coldwell Banker Agents 

Atherton

Menlo Park

Portola Valley

Woodside

On A Clear Day You Can See Forever

International President’s Premier

For more information on this property and others, please visit my Web site at: 

WWW.HUGHCORNISH.COM
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Fall Real Estate 2008
NEED A GOOD 
REALTOR?

Colleen 
Foraker
Realtor
650.380.0085

Someone who:

• Listens carefully

• Communicates openly

•  Is responsive and 
resourceful

•  Works diligently to 
achieve your goals

•  Handles all the details 
from start to finish

Atherton

Palo Alto

Menlo Park

Los Altos

This mix of Queen 
Anne and Colo-
nial Revival 
architecture at 
860 University 
Ave., Palo Alto, 
is on the market 
for $8,650,000.

M
ark Stoddard

Across the street from the Squire 
House is another venerated Palo 
Alto home. The Colonial Revival, 

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

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

columns and spindled balustrades to the 
front-facing gable.

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

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

(continued from page 36)
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Exclusive Broker

RICH ROLLINS

326 Hawthorne, Palo Alto

Spectacular Old World Craftsman remodel
Prime Downtown North Palo Alto neighborhood

Exclusive Broker

RICH ROLLINS
(650) 327-0375
Stanford ’74

COMING SOON!
New Construction in 
Downtown North Palo Alto

Sold w
ith

 

Multip
le 

Offe
rs!

Exc

RIC

Vintage details, arched doorways, inlaid hardwood 
fl oors, coved ceilings, Gourmet kitchen, granite 
counters, custom cabinetry, stainless appliances. 
Lush, sunny, private front and rear garden setting 
with specimen plantings. Walk to downtown, 
Stanford, Caltrain, steps to Johnson Park. 2+ 
bedrooms, cozy fi nished basement offi ce/media 
room, luxurious main bath and ½ bath.

Offered at $1,495,000

The Professional for Professionals
MBA, CRS, SRES

(650) 752-0866
jcopple@cbnorcal.com

www.JackieCopple.com

“Jackie is a professional. She is very precise in 
every aspect of what she does. She does not leave 
any stone unturned, and is a true representative 
of her clients. Jackie is honest and fair. We felt 
very taken care of, which in his stressful nature 
of buying and selling a house can be essential.”

“Jackie consistently went above and 
beyond the normal efforts exerted by other 
agents with whom we interacted, and 
she was always right out there in front, 
protecting our interests. Jackie was a great 
guide through this exciting adventure! 
She has a wonderful communication of 
warmth and professionalism that always 
put us right at ease.”

Let Jackie Help You Achieve Your 
Real Estate Dreams!

Your needs. Your tastes. Your language.

Dedication, and Energy
Local Market Knowledge

Marketing Skills
Negotiation on your behalf

Integrity 
Financial Background

Jackie Copple has been helping clients on the Peninsula 

achieve their personal fi nancial goals for over 25 years, as a tax 

accountant, a fi nancial planner, and since 1989 as a Realtor.

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

opple
ackie

Separating themselves from the pack
From dog owners to ethnic specialists, real estate agents offer a particular expertise

by Johanna Toivio

T

(continued on page 46)

Djuna Woods, a Coldwell Banker real-estate agent, walks her dog Bucky on a trail at Streamside Open Space land 
adjacent to Sand Hill Road. Woods caters to homebuyers seeking homes with larger (and contained) yards, proxim-
ity to dog parks and trails and dog-friendly neighborhoods.

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

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

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

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

For many people, their pets are like their children, 
and as Woods puts it, “it takes a village to take care 
of a dog.” If homeowners have to go out of town or 
they are working late, they have people in the neigh-
borhood to help take care of pets. When scouting for 

Veronica W
eber
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Alan Russell
Princeton Capital

650.947.2296
alanrussell@princetoncap.com

Soli Saatchi
650.947.2263

www.solisaatchi.com

Nargis Sadruddin
650.917.7971

nargis.sadruddin@cbnorcal.com

Yvonne Gau
650.949.8513

www.yvonnegau.com

Charlene Geers
650.917.7990

cgeers@cbnorcal.com

Vicki Geers
650.917.7983

www.vickigeers.com

Enis Hall
650.917.8265

ehall@cbnorcal.com

Sylvia Seufferlein
650.947.2231

www.sylviaseufferlein.com

Elizabeth Thompson
650.949.8508

www.elizabeththompson.com

Dora Thordarson
650.917.8270

www.dorathordarson.com

Beth Tompkins
650.947.2253

beth.tompkins@cbnorcal.com

Anne Ward
650.917.7727

award@cbnorcal.com

Stacey Archbell
650.269.3436

stacey.archbell@cbnorcal.com

Jo Buchanan & 
Stuart Bowen

650.947.2219/650.949.8506
www.BuchananAndBowen.com

Kim Copher
650.917.7995

www.justcallkim.com

Terri Couture
650.917.5811

www.terricouture.com

Ursula Cremona, Patricia 
Robison, Victoria Johnston

650.917.7967
www.robisoncremona.com

Mickey Shaevitz
650.947.2266

mshaevitz@cbnorcal.com

Kirk Mahncke & 
Helen Kuckens

650.917.7988
www.kirkandhelen.com

Shelly Potvin
650.917.7994

www.shellypotvin.com

Terrie Masuda
650.917.7969

www.terriemasuda.com

Alice Nuzzo
650.917.5808

www.alicenuzzo.com

Mary O'Neill
650.917.5814

moneill@cbnorcal.com

Tina Kyriakis
650.947.2260

Tina@TinaIsMyAgent.com

Dave Luedtke
650.917.7960

www.daveluedtke.com

Christine 
Hoover Sorensen

650.947.2238
www.christinesorensen.com

Your Bay Area/Peninsula Residential Specialists
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* represented buyer  

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

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

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

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

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

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

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

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

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

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

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

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

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

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

Yet many Realtors don’t want to focus 

on one type of clientele. 
“You don’t want to specialize because 

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

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

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

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

Editorial Intern Johanna Toivio can be 
reached at jtoivio@paweekly.com.

(continued from page 44)

Veronica W
eber

Part of the expertise of Grace Wu, an Alain Pinel broker, is understanding the needs of 
Chinese potential homebuyers, who may be seeking good feng shui, or appropriate spaces 
for an extended family.
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SUZANNE SCOTT

selling the finest homes in the finest neighborhoods

Selby Lane address

Cul de sac location

Four bedroom four bath 

Gorgeous lot with mature 

landscape and pool

$4,750,000

Just Listed 
   Pending

celebrating 5 years with Cashin
650-387-4333

sscott@cashin.com
www.suzannescott.com
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 LISA SCHUMACHER
Previews Property Specialist

650.888.5244

Lisa.Schumacher@cbnorcal.com

 

Offered at $1,850,000

apr.com  |   MENLO PARK  1550  E l  Camino  Rea l     650 .543 .1181

Ray Walton
650.465.1020
Virtual tour at  www.raywalton.com

1090 Lassen Drive, Menlo Park

You are cordially invited to preview this spectacular new house with 
unsurpassed views from almost every room.  It has  4 bedrooms (fi fth 

bedroom option), 4.5 baths, a large family room, gourmet kitchen with marble 
counters, library, breakfast room, formal living room, formal dining room, 
breakfast room and too many amenities to list. Unsurpassed quality and 

detail are found throughout this amazing and beautiful home.  

LISTED AT $4,495,000

A parachute or a brick?
Think before signing forms on mediation and arbitration in real estate

by J. Robert Taylor, J.D.

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

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

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

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

The basics 
Both mediation and arbitration are a means to resolve 

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

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

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

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

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

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

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

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

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

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

(continued on page 50)
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Barry Lane Atherton Woodside Burlingame

Menlo Park Redwood City Portola Valley

Woodside Woodside Portola Valley

Woodside Woodside

Santa Clara Palo Alto Menlo Park

Menlo Park Atherton Menlo Park

Redwood City Redwood City Woodside 

Foster City Atherton Palo Alto 

Los Altos Palo Alto Menlo Park

Menlo Park Woodside San Carlos

Portola Valley Menlo Park Los 

Altos Saratoga Saratoga San Carlos

 Santa Clara Sunnyvale Menlo Park 

Ladera Menlo Park Menlo Park Los 

Altos Santa Clara Menlo Park Menlo 

Park Menlo Park Menlo Park  Barry Lane Atherton 

Woodside Burlingame Menlo Park

Redwood City Portola Valley Woodside

Woodside Portola Valley

Woodside Woodside Santa Clara

Palo Alto Menlo Park Menlo Park

Atherton Menlo Park Redwood City

Redwood City Woodside Foster 

City Atherton Palo Alto Los Altos 

 Palo Alto Menlo Park Menlo Park 

Woodside San Carlos Portola 

Valley Menlo Park Los Altos Sara-

toga Saratoga San Carlos  Santa Clara

SEAN  FOLEY 
Homes, Estates and Investment Properties

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

DIRECT: 650.329.6631 CELL: 650.207.6005

SEAN  FOLEY 
Homes, Estates and Investment Properties

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

DIRECT: 650.329.6631 CELL: 650.207.6005
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CHRIS MCDONNELL & KELLY GRIGGS
T W O  G E N E R A T I O N S  O F  R E A L  E S T A T E  E X P E R T I S E

We are excited to announce Chris McDonnell and her daughter, Kelly Griggs, 
have joined together as a residential real estate sales & marketing team 

at Coldwell Banker, Menlo Park.  Chris has 24 successful years of experience 
in residential real estate on the Peninsula at Coldwell Banker.  Kelly recently  
transitioned from corporate real estate, adding seven years of experience in real 
estate and fi nancial analysis, business strategy, and sales.  

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

cmcdonnell@cbnorcal.com
kelly.griggs@cbnorcal.com
www.chrisandkellyhomes.com

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

SMART STRATEGIES AND NEGOTIATIONS 
FOR BUYERS AND SELLERS  
The rich synergy of their backgrounds in 
local market knowledge, marketing strategy, 
negotiations and market analysis will provide a 
powerful combination to meet all the real estate 
needs of both buyers and sellers.

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

LOCAL MARKET KNOWLEDGE  
Through Chris and Kelly’s professional and 
personal exposure to these communities, they 
bring deep local market knowledge to every client. 

and worked with hundreds of buyers and sellers 
along the Peninsula. Kelly grew up in Atherton, 
attending local public schools. Kelly holds a B.S. 
in Business from the Haas School at UC Berkeley 
and now lives in San Mateo. 

BACKED BY NATIONAL BROKER WITH 
STRONG LOCAL PRESENCE  
Coldwell Banker is a national company with 
cutting edge technology and holds the largest 
market share locally. 

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

Thank you for your support!

CHRIS MCDONNELL & KELLY GRIGGS
Two Generations of Real Estate Expertise

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

E

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

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

Offered at $798,000

the parties, the witnesses and the attorneys. 
A judgment received in a binding arbitra-

tion cannot be appealed absent fraud, con-
flict of interest or some other very extreme 
injustice. If the arbitrator merely applies 
the law incorrectly or uses some Solomon-
ic formula to provide “justice,” the losing 
party has no recourse to appeal the judg-
ment the way current arbitration clauses are 
written in real estate contracts.  

Interestingly in a recent case  entitled 
Cable Connection Inc. v. Direct TV  the 
California Supreme Court held that parties 
to a litigation could agree in an arbitration 
clause containing a provision that allowed 
for judicial review when an arbitrator’s de-
cision was inconsistent with California law. 
In other words, if the arbitration clause is 
drafted properly the arbitrator cannot make 
an arbitrary decision without a proper basis 
in law without the risk of his decision being 
overturned by a Superior Court judge.

What your agent doesn’t want 
you to know

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

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

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

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

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

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

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

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

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

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

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

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

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

estate cases.
There is very serious pressure applied 

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

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

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

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

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

(continued on page 48)

Judges are doing  
everything possible  
to avoid hearing real  
estate cases.
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Q  E v e n 
though I 
am a rent-

er, the “mortgage 
meltdown” has 
me concerned 
about my rights 
if the house I 
rent goes into 
foreclosure. Do 
I have to move if 
my landlord loses 
her property in a 
foreclosure sale?

A  It depends on who owns the prop-
erty after the sale and whether 
or not you are a month-to-month 

tenant or you have a lease. For month-to-
month tenants, if the property is returned 
to the mortgage holder or purchased by a 
new owner, a new California statute ef-
fective July 8, 2008, requires a 60-day 
written notice to move. Tenants with 
leases are in a better position only if the 
lease was signed prior to the mortgage.  

In that case, a tenant can stay until the 
lease expires. Otherwise, a tenant is only 
entitled to a 60-day notice after the fore-
closure even if there is a lease. Sometimes, 
new owners or mortgage holders may be 
willing to let a tenant stay on for a period of 
time or even may be willing to compensate 
a tenant for moving early, offering what is 
known as “key money.” 

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

Q In about three months I am selling 
the duplex I own. The real estate 
agent handling the sale wants my 

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

A The tenant has no obligation to 
release you from any liability 
for lost, broken or missing per-

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

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

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

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

Q I have a severe back problem. To 
reduce my pain my doctor has 
recommended that I sleep on a 

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

A You have the right to a reason-
able accommodation due to your 
disability. Although landlords 

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

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

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

Q I answered a “room for rent” ad 
on my college bulletin board that 
said the room had a microwave 

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

A Your situation requires two re-
sponses. One is that since the 
microwave was listed in the ad, a 

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

Secondly, in order to remove the oven af-
ter it is repaired, the landlady must serve 
you a 30-Day Change of Terms notice list-
ing the action that the oven will no longer 
be allowed. This notice only applies if you 
are a month-to-month tenant; it cannot be 
used if you have a lease. In this case, the 
landlady could terminate availability of the 
oven only when the lease is renewed. ■
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List your home for 1.5% commission*

Cheryl DeGolia
650-274-4894

cdegolia@hotmail.com

Open Sunday
1:30-4:30

392 Greenoaks Drive, Atherton  
Offered at $2,995,000

Buyers Search the MLS 
at www.penhomes.com

605 Cambridge Avenue, Menlo Park, CA 94025

SERVING THE 
ENTIRE PENINSULA 

SINCE 1995
*Some restrictions apply

650.324.2200

Enjoy incomparable Valley Views from an authentic Tuscan Villa situated 
in the very most prestigious Oakville location.  Neighbors are legendary- 

Dalla Valle, Screaming Eagle, Rudd, Showket and more. Private, gated 
estate includes a cabernet vineyard. 4.8+/- acres, 3+ Bedrooms, 3 Baths, 
pool, bocce court, wine cellar plus much, much more.

For any inquiries regarding 
All Wine Country Real Estate
please contact

Molly Bolz 
707-967-4640 Cell 707-738-2368
mbolz@napanet.net

Molly Bolz Presents A Napa Valley Dream

Offered at $7,800,000

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

RentWatch
In case of foreclosure, does a tenant have to move?

by Martin Eichner
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STEVE & CAROLYN PIERCE
650.323.5305
650.533.7006 Cell

spierce@zanemacgregor.com

MARY GULLIXSON
650.543.1175

650.888.0860 Cell

mgullixson@apr.com

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

OFFERED AT $23,500,000

Beaux Arts estate commissioned in 1909 by E.W. Hopkins and designed by 

Bliss & Faville. Impeccably restored for the 21st century with state-of-the-art systems 

by the renowned Orlando Diaz Azcuy Design Associates and acclaimed builder,

Ryan Associates. A once in a lifetime experience of living in unsurpassed elegance,

detail and beauty. This significant home offers a timeless interior of noble scale and an 

eight car garage amongst over two acres of beautifully landscaped grounds.

www.HopkinsMcNearEstate.com

www.gullixson.com
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Why are these towns different from all others?
Palo Alto, Menlo Park, Mountain View buck the national trends

by Carol Blitzer

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

by Carol Blitzer

Veronica W
eber
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Jim McCahon & Holly Stockman Present:

GREAT PROPERTIES!  GREAT VALUES!

1000 MOUNTAIN HOME ROAD
WOODSIDE 

OFFERED AT $9,950,000 

1480 BAY LAUREL DRIVE
MENLO PARK 

OFFERED AT $4,950,000 

135 WILLOWBROOK DRIVE 
PORTOLA VALLEY

OFFERED AT $4,390,000 

45 ROBERTA DRIVE 
WOODSIDE

OFFERED AT $6,795,000 

COUNTRY ESTATE   PRIVATE RETREAT

TRADITIONAL ELEGANCE CREEKSIDE SETTING

www.mccahon.comwww.mccahon.com

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

Top 1% agents Coldwell Banker International 
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COMING SOON!

GWEN’S 2008 SALES

Gwen Luce
Top 1% of all Coldwell Banker Agents

International President’s Elite

Previews Property Specialist

Seniors Real Estate Specialist

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

www.gwenluce.com

ON THE MARKET, MONDAY 10/13!

Villas de las P lazas in Barron Park!

South Palo Alto Beauty!

Los Robles Avenue, Palo Alto (S)

Webster Street, Palo Alto (B)

McGregor Way, Palo Alto (S)

La Para Avenue, Palo Alto (S/B)

Cereza Drive, Palo Alto (S)

Flowers Lane, Palo Alto (S)

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

El Centro Street, Palo Alto (S/B)

Paul Avenue, Palo Alto (S)

Josina Avenue, Palo Alto (S)

Baker Avenue, Palo Alto (S/B)

College Avenue, Menlo Park (S)

4021 Villa Vista, Palo Alto

Fall Real Estate 2008

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

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

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

Carman finds many feel they don’t need to 

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

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

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

(continued from page 7)

(continued on next page)

% ChangeCity
Median Price
Jan-June 2008

Median Price
Jan-June 2007 % Change

East Palo Alto

Los Altos

Menlo Park

Mountain View

Palo Alto

Redwood City

Single Family Home Sales

Atherton

# Sales
Jan-June 2007

#Sales  
Jan-June 2008

Information provided by the Silicon Valley Association of REALTORS® from MLS Listings Inc.

Los Altos Hills

Portola Valley

Woodside
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$1,008,000

$1,575,000

$885,000

$350,000

$4,150,000

$2,675,000
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$3,245,000

$1,710,000

$1,295,000

$1,060,000
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$875,000

$641,500

$3,400,000
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$1,910,000

$2,060,000
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33

30
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– 20%

 – 22%

  – 42%
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This starter home in Palo Alto, 
a two-bedroom, one-bath near 
downtown at 1111 Alma St., 
was offered for $900,000 in late 
September.

M
arjan Sadoughi


