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by Hadar Guibara

It’s no secret that fewer 
homes for sale throughout 
Silicon Valley coupled with 

larger numbers of qualified 
buyers has created an unusually 
tight market. This trend is well-
mirrored in statistics coming 
out of Menlo Park in the first 
eight months of 2014.
 Let’s look at the changes in 
the number of new single-
family home listings appear-
ing on the market vs. the 
number of completed sales 
over the last four years during 
the period of January through 
August.
 
Progressively fewer 
homes available
 During this eight-month 
period in 2011, 350 new list-
ings hit the Multiple Listing 
Service.  Of that number (and 
including listings already on 

the market), 
265 homes 
were sold.
 A year later 
in 2012, dur-
ing the same 
period, home 
prices were 
rising and 

relief from the Great Reces-
sion was on the minds of 
homeowners. A total of 434 
homes were put up for sale, yet 
total sales reached just 251, 14 
fewer than the previous year.
 In 2013, homeowners obvi-
ously had their reasons for 
staying put as they brought 
298 homes to the Menlo 
Park market, a considerable 
decrease from the 434 new 
listings in January-August 
2012. Among all available list-
ings, 245 homes were sold.
 Home sales activity has 
remained tight thus far in 

2014, with 287 new listings, 
offset by 235 sales.
 What we’re seeing is prop-
erly presented homes moving 
off the market quickly. Many 
factors come into play in pre-
senting a home for sale, some 
making the dwelling more 
attractive to buyers, others 
causing buyers to place less 
value on the property than 
the sellers are asking for. It’s 
clear that in Menlo Park, the 
majority of homes that reach 
the market these days are very 
ready to be bought.
 
Ratio of sale price  
to list price
 Current buyers in Menlo 
Park are willing to pay more 
than these “very ready” homes 
are listed for and consistently 
come in with offers reflect-
ing that willingness. This is 
another trend that has seen 

notable change over the past 
four years.
 The sale price-to-list price 
(sp/lp) ratio shows how much 
buyers are paying over or 
under a home’s asking price. 
In January-August of 2011, 
homes here were selling, on 
average, for about 99.6 percent 
of the listing price. In only 
two months did homes sell 
for more than the price being 
asked.
 The sp/lp ratio jumped a 
little in favor of sellers in 2012, 
with all but two months see-
ing home sales in excess of 
their original prices. In April 
of that period, homes were 
bought at 104.6 percent of the 
dollar amounts shown on the 
listings.
 The tightening market that 
2013 ushered in saw a major 
change in this statistic. During 
the first eight months, homes 

were selling for between 101.4 
percent and 109.1 percent 
of the asking price, with an 
average sp/lp ratio of 105.8 
percent.
 So far this year, the price 
that buyers are willing to 
pay for prime Menlo Park 
homes has increased, creat-
ing an average sp/lp ratio of 
107.2 percent across the eight 
months.
 Clearly the trend for the first 
two-thirds of the last four 
years has been fewer homes 
available on the market and 
rising percentages paid over 
initial listing prices. Don’t 
expect this trend to change 
much over the next 12 
months. A
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Information deemed reliable but not guaranteed.

• Remodeled country home with sweeping canyon 
   and Bay views
• Elevated above the street for optimum privacy and 
   views, yet with level lawn for play
• Flexible floor plan with 3 bedrooms and 1 bathroom
• Lot size of one-quarter acre (approximately 10,890 
   square feet)
• Approximately 1,610 square feet of living space
• The dramatic great room is the focal point of the 
   home, with sophisticated country flair integrating 
   living, dining, and kitchen; pine finishes the 
   towering cathedral ceiling and floors throughout

• The chef ’s kitchen is fabulously appointed with a 
   huge butcherblock island and elevated breakfast bar; 
   fine cherry wood cabinetry on the perimeter is 
   topped in granite with tiled backsplashes
• Stainless steel appliances, all by Thermador, include 
   a gas range with 6 burners and oven, dishwasher, 
   and built-in refrigerator
• Top-rated Portola Valley schools
   (buyer to confirm enrollment

Offered at $1,498,000
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