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RealEstate

By Hadar Guibara

It’s unlikely that you’ll wake 
up 12 years from now and 
discover that there are no 

homes for sale in Mountain 
View — that’s assuming the cur-
rent three-year trend in new list-
ings numbers doesn’t continue.

From January to August 2011, 
194 new home listings entered 
the Mountain View real estate 
market. In that same period 
three years later, in 2014, that 
number had dropped to 156. 
If this downward trend were 
maintained in just the first 
eight months of upcoming years 
— and if Septembers through 
Decembers remained basically 
steady — by the time 2027 rolled 
around, there would be no more 
new listings.

We don’t expect that to hap-

pen, because 
real estate 
is a cyclical 
market, with 
semi-predict-
able ups and 
downs. Yet 
this current 
down period 
in single-family home avail-
ability has buyers biting their 
fingernails and playing a chancy 
version of Russian roulette with 
their offers.

Paying 10 percent  
above listing price

 It’s no longer enough to 
approach a homeowner with 
an offer right at or a little above 
what he or she is asking for the 
home. That tactic worked just 
a few short years ago, when 
many homes throughout Sili-

con Valley actually sold for less 
than the asking price. In 2011 
in Mountain View, in January, 
March and November, buyers 
paid 96.7 percent, 97.0 percent 
and 99.8 percent, respectively, of 
the homes’ list price.
 Between January and August 
2014, buyers paid 110 percent 
of the asking price on homes 
here. Low inventories and fierce 
bidding wars have caused buy-
ers in most Silicon Valley cit-
ies to come into deals with 
their strongest possible offers. 
Two examples: During the first 
eight months of 2014, buyers in 
Menlo Park paid 106 percent 
while buyers in Palo Alto laid 
down 113 percent of the initial 
asking price of the homes they 
purchased.
 Another trend worth watch-
ing is the length of time it’s tak-

ing for deals on the homes in our 
tiny inventory pool to be final-
ized. For the last several years, 
the average days on the market 
for Mountain View homes has 

been dropping, but numbers for 
September 2013 through August 
2014 paint a startling picture.
 During the first six months 
of that period (September-Feb-
ruary), homes were sold, on 
average, in 33.2 days. Over the 
next six months, that average 
dropped to an even 14 days. 
While it’s true that fall and 
winter aren’t the hottest selling 
seasons, the difference in these 
numbers is still remarkable.
 So while we’ll probably never 
see zero homes for sale in Moun-
tain View, it will be interesting 
to watch the inventory and other 
trends as we move into the 
slower fall and winter months.  V

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

Mountain View home listings continue their downward trend
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‘Low inventories 
and fierce bidding 
wars have caused 

buyers in most 
Silicon Valley cities 
to come into deals 

with their strongest 
possible offers.’
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more wine geek oriented. We 
have tastings every day and will 
taste everything in the shop over 
time.” 
 The tasting bar is “a commu-
nity of people where friends and 
small groups meet. It has a social 
aspect of its own,” he said. “We 
have never advertised; it’s strictly 
word of mouth.”
 The shop has small tables scat-
tered about where patrons can 
engage in serious wine contem-
plation, or just to enjoy a glass 
or two with friends. Upstairs, 
there is space for larger groups 
and private functions. A wall-
mounted chalkboard announces 
the tasting lineup.
 The daily wine bar selection 
highlights six to ten wines from 

a specific viticultural region. 
Recently, old Volnays, Pom-
mards (Burgundies), South-
ern Rhônes, Austrian rieslings, 
Chablis, California pinot noirs 
and French dessert wines were 
featured. The 2.5-ounce pours 
can be bought individually or 
as a wine flight. Prices vary 
accordingly. Buying three or 
more bottles qualifies for a dis-
count. 
 In addition to aficionado tast-
ings, Friday and Saturday week-
end samplers typically feature 
less rarefied wines, with a wider 
variety and more earth-bound 
prices. It’s a great way to learn 
about wines, wine regions, styles 

Mention pinot noir and 
watch Victor Pugliese’s 
eyes light up. 

 Then again, his eyes widen 
at the mention of sangiovese, 
chardonnay, nebbiolo, syrah, 
grenache, aligoté and sémillon. 
Victor knows wine grapes and 
the varietals that make great 
wines. His Vin Vino Wine bottle 
shop and tasting bar has been a 
fixture on California Avenue for 
nearly three decades. 
 He didn’t grow up in wine 
country: quite the opposite, geo-
graphically and substantively. 
“Grew up in south Florida,” the 
energetic Pugliese said. “No wine 
growing up.” 
 His wine exposure came when 
he was a business student at 
Stanford University. “Knowl-
edgeable friends became men-
tors.” There were learning trips 
to Napa Valley at the time the 
California wine industry was 
about to explode. (According to 
the Wine Institute, there were 
about 500 bonded wineries in 
California in 1980; today there 
are over 3,700.)
 After graduation, Pugliese 
became an economics consultant 
in Cambridge, Mass. He loved 
wine, but it remained an avoca-
tion; “I had college debt to pay 
off,” he explained. Still an avid 
wine lover, he located a boutique 
wine shop in Cambridge that 
sold the legendary — and hard 
to find — Stags’ Leap vineyard, 
and learned all he could there. 
 Inspired, Pugliese migrated 
west again and began a self-
directed education in Napa and 
Sonoma. In 1985, he opened a 
500 square-foot shop on Cam-
bridge Avenue in Palo Alto. 
Four years later, he moved to the 
current location on California 
Avenue. 
 “From the beginning, I had a 
tasting bar to let patrons tell me 
what they liked,” he said. “Some 
of those customers are still regu-
lars. It’s not a classic wine bar, 

Avove:  
Leo Kadejian 
sniffs the 
bouquet of a 
dry German 
riesling at Vin 
Vino Wine’s 
tasting bar in 
Palo Alto. 

Left: A glass 
of Volnay 2011 
Burgundy.
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The Grand Cru of wine shops
VIN VINO WINE AND TASTING BAR IMPROVES WITH AGE
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