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by Hadar Guibara

I f you’ve been in or around the 
homes market in Palo Alto 
during the past couple years, 

you’ve probably heard about the 
intense bidding wars brought 

on by too 
many buyers 
and too few 
homes up for 
sale. What 
you may 
not know is 
that a large 
p e rcent age 
of sales are 
closing with 

all-cash buyers, many of whom 
have considerably more liquidity 
than they need to land the home 
they’re interested in.

For these and other related 
reasons, the first question on the 
minds of home buyers looking at 
Palo Alto properties shouldn’t be 
“What’s the list price?” but rather 
“What’s the home worth to me?”

This question is important, es-
pecially if you plan to go into a 
deal carrying a loan and all its 
complexities. Home sellers like 
cash offers, and they especially 
like offers — cash or otherwise 
— for more than the price they 
listed their home for. In asking 
yourself how much a given home 
is worth to you, your answer will 
give an indication of whether or 
not you have a chance at it.

In a bidding war, know 
the lay of the land

All other conditions of an of-
fer being equal, many homeown-
ers will sell to the highest bidder. 
Others frequently go with the 
best cash offer, because it makes 
the process so much more simple 
and less risky for them. There is a 
growing number of buyers look-
ing at Palo Alto homes who are 
prepared to pay cash, as evidenced 
by the following figures.

In the first five months of 2013, 
of the 145 properties sold here, 
38 percent were sold for cash. 
Through the end of May this year, 
133 properties were sold with 42 
percent of buyers paying cash. 
These figures indicate a trend, but 
whether or not you’re able to pay 
cash, here is a very good piece of 
advice:

Make your first offer your very 
best offer!

People choose to buy a home 
in Palo Alto for many reasons 
other than just the home itself: 
friendly neighborhoods perfect 
for families, quiet streets, top-rat-
ed schools, the best shopping and 
entertainment venues all within 
an easy drive, walk or bike ride. 
And don’t forget overall lifestyle 
and pride of ownership.

So when determining what 
you’ll offer for a home, consider 
that homes in this market are sell-
ing for considerably more than 
their list price. In the first quar-
ter of 2014, Palo Alto properties 
sold for an average of 10.1 percent 
above what they were put on the 
market for. That’s up from 7.5 
percent for the same time period 
in 2013 and 2.9 percent in first 
quarter 2012. Understanding this 

trend, making your 
first offer the very 
best one you can isn’t 
only logical, it’s man-
datory.

What sellers 
want and how to 

give it to them
Many factors come into play 

in buying a home in Palo Alto to-
day. Starting with a strong, solid 
offer is a powerful first step in 
showing the seller that you’re in 
the game to win. Other things that 
can influence sellers include:

as possible in the offer 

plan to secure financing) 

information about the buyer 

who knows the neighborhood and 
has been successful in placing his 
or her clients in similar type of 
homes 

tegrity and seem to be good fits 
for the home and property. 

All combined, these strategies 
for buying a home in this tight 
seller’s market can get you into 
the home of your dreams quicker 
than you imagined. 

Hadar Guibara is a Realtor 
with Sereno Group of Los Altos. 
She can be reached at hadar@
serenogroup.com.

T hree local Realtor teams and 
12 individuals were among 
the top 250 salespeople in 

the country in 2013, in rankings 
announced by Real Trends in ads 
that appeared in the Wall Street 
Journal on June 27. DeLeon Re-
alty of Palo Alto and Mary and 

Realtors, Menlo Park, ranked No. 

5 and No. 6, respectively.
Last year Ken DeLeon’s team 

ranked No. 1, with sales of $275 
million. This year’s volume 
reached $332 million, earning 
his team the No. 5 spot.

The No. 1 spot was taken by The 

with sales of $552 million.
Top local teams included:
No. 5: The DeLeon Team, De-

Leon Realty Inc., Palo Alto, $332 
million;

son, Alain Pinel Realtors, Menlo 
Park, $324 million;

No. 158: Carol Carnevale and 
Nicole Aron, Alain Pinel Real-

tors, Menlo Park, $95 million.
Top individuals included:
No. 48: David Troyer, Intero 

$133 million;
No. 76: Judy Citron, Alain Pinel 
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LESS-TOXIC PEST CONTROL ... 
UCCE Master Gardeners are offer-
ing a free workshop on “Less-Tox-
ic Pest Control” from 10 to 11 a.m. 
on Saturday, July 5, at the Palo 
Alto Demonstration Garden next to 
Eleanor Pardee Park (garden en-
trance on Center Drive near Martin 
Avenue). The workshop is followed 
by a plant clinic from 11:15 a.m. to 
12:15 p.m. where master garden-
ers will be on hand to diagnose 
garden problems. Participants 
are asked to bring fresh samples 
of plants with problems (a small 
branch, rather than a leaf); photos 
can also help with the diagnosis. 
Information: Master Gardeners at 
408-282-3105, between 9:30 a.m. 
and 12:30 p.m., Monday through 
Friday, or mastergardeners.org

HANDS-ON COOKING ... Classes 
at Sur La Table, #57 Town & 
Country Village, Palo Alto, include 
“10 Skills Every Cook Should 
Know” (Samantha Miotke, Satur-
day, July 5, 10 a.m., $69); “Secrets 
of Perfect Macarons” (Samantha 
Miotke, Saturday, July 5, 1:30 
p.m., $69); and “Date Night: Great 
Summer Cooking” (Nicole Henri, 
Saturday, July 5, 6:30 p.m., $79). 
Information: 650-289-0438 or 
Cooking073@surlatable.com

DESIGN A CUTTING GARDEN 
... Mimi Clarke will teach a class 
on “Cutting Garden Design” from 
10:30 a.m. to 12:30 p.m. on Sat-
urday, July 12, and Wednesday, 
July 30, at Filoli, 86 Cañada Road, 
Woodside. The class will deal with 
materials, evaluating plants and 
growing tips. Class includes a visit 
to the Filoli cutting garden. Cost 
is $45 for nonmembers, $37 for 
members. Information: 650-364-
8300 or filoli.org

ORCHARD WALKS ... Filoli, at 
86 Cañada Road, Woodside, is 
offering a series of daytime and 
evening Orchard Walks this sum-
mer, including from 10:30 a.m. to 
noon on Saturdays, July 12 and 
19. Led by orchard docents, the 
walks focus on the fruits grown 
at Filoli (with tasting right off the 
tree when available). Cost is free 
for members, $20 for adult non-
members, $10 for children; the 
walks are open to children 7 and 
older. Information: 650-364-8300 
or filoli.org

FREE FABRIC ... The next FabMo 
free fabric distribution events 
are Thursday, July 17, 4:30 to 8 
p.m.; Friday, July 18, 8:30 a.m. 
to 6 p.m. and Saturday, July 19, 
8:30 a.m. to 3 p.m. Appointments 
are required, to help manage 
the crowds (Email gather.fabrix@
me.com with preferred date and 
time), but some drop-in hours are 
included. The distribution, with a 
requested donation, takes place at 
2423 Old Middlefield Way, Moun-
tain View. Volunteer greeters and 
sorters are also needed. Informa-
tion: fabmo.org 

Home Front
Home & Real Estate

Send notices of news and events 
related to real estate, interior design, 
home improvement and gardening to 
Home Front, Palo Alto Weekly, P.O. Box 
1610, Palo Alto, CA 94302, or email 
cblitzer@paweekly.com. Deadline is 
one week before publication.

Local Realtors outselling most in country
Two teams rank in top 10, a dozen make top 250 list

33)

For more Home and Real Estate 
news, visit www.paloaltoonline.com/
real_estate.

READ MORE ONLINE
PaloAltoOnline.com

Reality check: 
bidding wars and 
all-cash buyers
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