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Arleen
Hardenstein

Teresa
Giammanco-Curtice

REALTOR®, SRES, GRI
831.915.8989
Arleen.Hardenstein@Sothebys.Realty

REALTOR®
831.915.0265
teresa.curtice@sothebys.realty

Top Producing Associate for Closed
Dollar Volume and Units Sold in 2021!
Sotheby’s International Realty Company-Owned
Brokerage’s Top 100 Sales Associates in Quarter 3 of 2021
“Arleen was AMAZING! By far the best realtor I’ve ever worked with.
Professional and personable, incredibly responsive. Smart and kind,
would recommend her to others without a hesitation.”
—Nick S.
“Arleen is a wonder! Everything went so smoothly. Every step of the way
people spoke highly of Arleen which made me feel reassured that I was in
good hands.”
—Johanne L.

“We have used Teresa as our real estate agent for over 20 years now, and
we have always been impressed with her local knowledge, professionalism
and excellent instincts. Teresa’s attention to detail, experience, and skills
as a negotiator, complement her extensive network of connections on the
Monterey Peninsula. Issues arise in any real estate transaction, but Teresa has
always been there to skillfully walk us through any surprises.”
—Alexis & Vicki Copeland
“Teresa has represented us in a couple of our real estate transactions. Both
transactions went very smoothly and quick. Teresa is very professional,
courteous, caring and definitely knows the real estate industry. Teresa is
always there to answer your questions at anytime day or night. Teresa is the
only agent we will ever use in our real estate needs. Teresa is truly the best in
the business.”
—Frank & Kristy Salzillo
DRE: 00996292 | TeresaGiammanco.Properties

DRE: 01710953 | ArleenHardestein.com

Nurten
Atila

Joe
Smith

REALTOR®
831.238.6105
nurten.atila@sothebys.realty

REALTOR®, CRS
831.238.1984
joe.smith@sothebys.realty

I’ve Joined
Sotheby’s International Realty

A Wealth
of Local Wisdom

With over two decades of residency in the Monterey Peninsula and Carmel

•

Monterey Peninsula Native, raised his family in Pacific Grove

areas, Nurten Atila engages her extensive knowledge of the local housing
market to provide personal and insightful service to her clients. Nurten
is active in the Turkish American community as well. She is the sitting
president of the Monterey Chapter of the Turkish American Association of
California and has been instrumental in organizing the Monterey Turkish
Festival for over 20 years. Nurten joins Sotheby’s International Realty
after 27 years of financial and sales management experience in the banking
industry, including 16 years of service as the branch manager for Union
Bank Monterey. If you would like to benefit from Nurten’s new network of
real estate professionals, please call her.

•

Full time Agent for over 20 years

•

Certified Residential Specialist Designation (less than 3% of Agents)

•

2019 President of the California Residential Real Estate Council (CRS)

•

Community involvement in Chambers and Kiwanis

•

A Sotheby’s International Realty Top Producer

DRE: 02087843 | Nurten.Atila.com
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DRE: 01335794 | JoeAtPebbleBeach.com

Jacquie
Adams

Dean
Provence

REALTOR®
831.277.0971
JacquieAdamsHomes@gmail.com

Broker Associate
831.277.8622
dean.provence@sothebys.realty

Committed to excellence, Jacquie brings her dynamic background and
thorough knowledge of the beautiful and diverse Monterey Peninsula
to her real estate practice. Jacquie is a dedicated and experienced agent
who takes her business to the highest level in continuing education and
certifications. She holds a BA and MA from the University of California,
Los Angeles.
“Jacquie is a professional who aims to please and produce without
pressure. She makes buying and selling houses in Carmel a painless
experience. I live out of town and she addressed all issues from finances,
repairs, insurance, plus negotiations with other agents, with grace and
integrity. If you want a conscientious, hard-working agent who knows
every aspect of buying and selling homes, and who is known for her
honesty and knowledge. Jacquie is your agent.”
-Catherine
DRE: 1702965 | JacquieAdams.com

Premier Real Estate Expert Serving
The Entire Monterey Peninsula Since 1982
Licensed since 1982, Dean Provence provides unparalleled industry
knowledge. He is a Monterey, CA real estate expert. Whether buying or
selling, he can help his clients get the best deal. Dean has nearly 40 years
of experience in the real estate industry and is highly knowledgeable about
the Monterey, CA area.

Whether looking to buy a first home, or sell a
home at the best possible price,
call Dean Provence today.
DRE: 00833476 | ProvenceTeam.com

Mario
Torrente

Deane
Ramoni

Broker Associate
831.917.1605
mario.torrente@sothebys.realty

REALTOR®
831.917.6080
deane.ramoni@sothebys.realty

Mario Torrente is a native on the Monterey Peninsula and 2nd generation
real estate professional. With over 40 years representing buyers and
sellers, Mario’s experience, tireless work ethic, business strategies, and
professionalism has produced clients for life.
Mario is well versed in residential and commercial real estate, land, and
investment properties. He is considered a valued resource within the
industry for his cooperative nature and personal experience as a resident,
property owner, and landlord. In his spare time, Mario can be found on the
baseball field assisting coaches with T-ball for his grandsons and children.
Mario holds a broker’s license with the California Department of Real
Estate since 1978, a Property Management Certification from the California
Association of Realtors, as well as a Monterey County Local Area Specialist
designation from the Monterey County Association of Realtors.
DRE: 00515075

A Letter From My Clients
“Deane has great professional real estate knowledge and is very familiar
with Monterey County area. She has a can-do attitude, boundless
energy, and always instills a feeling that she has personal stake in every
transaction. We know this because we have purchased and sold 6
properties with Deane as our real estate agent, the first in November, 2009
to our most recent March 22, 2022. We trust her instincts, her advice,
and strongly recommend her to anyone looking for, not just a house, but
a home in a community to set down roots. She is our go-to agent for
anything real estate and will always be part of our family. “
-Mike and Amy

DRE: 01265751

© 2022 Sotheby’s International Realty. All Rights Reserved. Sotheby’s International Realty® is a registered trademark and used with permission. Each Sotheby’s International Realty office is independently owned and operated, except those
operated by Sotheby’s International Realty, Inc. The Sotheby’s International Realty network fully supports the principles of the Fair Housing Act and the Equal Opportunity Act.
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A Local Real Estate Professional at Your Service!
Sam Attar is an expert on local area real estate
with a wealth of knowledge and expertise.
You can trust Sam for up-to-date information.

Sam can help you find
a new home, sell an existing
property, or consult with
you on selling tactics.

2002 Majella Road,

Pebble Beach

36000 East Carmel Valley Road,

Carmel Valley

“Sam got us our dream home! Within 2 weeks, we had
an offer accepted in an extremely competitive market.
Sam went above and beyond for us!”
-Francie Soito, Client

Sam Attar, Realtor
CalDRE#: 02087711
126 Clock Tower Pl Ste 100, Carmel
Office: (831) 626-2222 | Cell: (831) 220-5738
www.carmelhomespro.com
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2021

INTERNATIONAL
STERLING
SOCIETY

THE RUSSELL GROUP

Top 1% for Sales and Volume in Monterey County
Serving the Monterey Peninsula since 2014
Buying or selling a home is one of the most important and emotional decisions in your
life. The Russell Group understands this dynamic and will walk you through every detail.
Whether you are the buyer or the seller, we always have our client’s best interest at heart.

Michelle Spataro-Russell

Brooke Russell

Michelle@expmonterey.com

Brooke@expmonterey.com

831-320-0201
Lic#01878277

831-601-2596

Lic#02133896
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Women’s Council helps build leadership skills
F
rom a small group of female Realtors
fighting to be recognized for their work to
the first local male president, the Women’s
Council of Realtors (WCR) has stories to share.
Founded in 1938, by thirty-seven women from
nine states, the council was born. They were not
allowed to join local Associations of Realtors and
fought for equal commission to their male counterparts, with stories of flowers and wine intended as payment. In 1938 they were able to create
a “Women’s Division” in the National Association
of Realtors where they focused on supporting
each other and growing their business and leadership skills. Today they offer courses on public
speaking, running a business, negotiation, and
leadership with their own Leadership Academy.
Today Women’s Council of Realtors is a nationwide community of 12,000 real estate professionals who include many of the best and brightest
in the business. The backbone of the Council is
the more than 250 local and state networks in
nearly 40 states with volunteer managers trained
to position their groups as a business resource in
their REALTOR® communities.
This structure represents the largest Networks
infrastructure in the REALTOR® family, which
represent 1,200 elected officers that drive over
1,500 programs annually that focus on business
leadership. That’s four events a day around the
country.
Currently, only 1% of all Realtors in the National
Association of Realtors are also members of the
Women’s Council
of Realtors, with
that group being
small but mighty
and holding over
30% of the NAR
Board of Directors, 23% of the
committees and
leading 10% of
the local or state
Ryan White
Women’s Council
of Realtors
President
- Provided photo

Members of Women’s Council of Realtors - Provided photo
associations. Members average double the
income of a typical Realtor - so be sure to call a
member when you are ready to buy or sell.
The local Monterey Peninsula network currently has the highest membership in the state,
higher than any LA or Bay Area network. It is
the largest local volunteer organization under
the Monterey County Association of Realtors,
likely due to the fact that it provides some of the
most informational and motivational events to
its members and the general population. Over
the last couple of years, some of the big topics
have been the always controversial short-term
rentals and water. Over the last two years,
there have been focused panel events on the
newer Accessory Dwelling Units and this year’s
new “Lot Split Law.” In March they hosted four
local city officials to break down in their cities

6 | WHO’S WHO IN REAL ESTATE | APRIL 29, 2022

how these two specific laws were being implemented from several perspectives including
water use, low-income housing, and the creation
of housing in general. The next event in May will
be a panel of successful women laying out the
paths and influences that helped them succeed
to share practices and motivation.
The WCR is not strictly a Women only organization, with roughly 10% of members being male.
This year the local Monterey network welcomed
its first male President, Ryan White, in its history.
This reflects the strength of the local network to
attract local Realtors from all backgrounds and
the inclusive nature that was started 84 years
ago. We are a network of successful REALTORS®, advancing women as professionals and
leaders in business, the industry, and the communities we serve.

Who’s Who in Real Estate?

Monterey Coast Realty

MontereyCoastRealty.com
831.624.2300

The fastest growing independent agency on The Peninsula
The experienced agents of Monterey Coast Realty are delivering exceptional results for clients across The Peninsula.
This team collaborates daily with each other, with sister company Carmel Realty, and with a full service in-house
marketing agency and brokerage team, to deliver exceptional outcomes for their clients. Each person on this team
shares a common commitment to excellence, to our clients and to the community overall. We thank you all for your
professionalism and extraordinary results!

Gary Paul
Baker

Ed
Bass

Realtor®
DRE#02111657

Realtor®
DRE#01214469

Aviana
Bushnell

Brian
Butler

Jahre
Carver

Renee
Catania

Rose
Clark

Martha
Davis

Liam
Doust

The Dunes
Team

The Finkle
Team

Licensed Assistant
DRE#02147782

Realtor®
DRE#01468232

Realtor®
DRE#02081353

Realtor®
DRE#01954589

Realtor®
DRE#01271886

Realtor®
DRE#02067590

Realtor®
DRE#01874247

Broker Associate
DRE#01915769

Broker Associate
DRE#01981092

George
Fusco

Melissa
Garren

Danielle
Germain

Greg
Hamer

Diane
Kahle

Thérèse
Kent

Martin
Klingel

Lore
Lingner

Wendy
Loren

Managing Broker
DRE#00646161

Licensed Assistant
DRE#01978084

Realtor®
DRE#02154598

Realtor®
DRE#02020552

Realtor®
DRE#01931950

Realtor®
DRE#01915769

Realtor®
DRE#02134520

Realtor®
DRE#00788278

Realtor®
DRE#01030054

Lindsay
Loveday

Anita
Madison

Devon
Meeker

Jennifer
Menke

Mike
Miller

Lori
Nelson

Patrick
Norris

Rob
Profeta

Brian
Pybas

Realtor®
DRE#01504906

Realtor®
DRE#01501785

Realtor®
DRE#02074131

Realtor®
DRE#01501033

Realtor®
DRE#01889700

Realtor®
DRE#00683441

Realtor®
DRE#01961932

Managing Broker
DRE#01313907

Realtor®
DRE#02003077

John
Romley

Michelle
Santin

Amy
Scherer

Sharmaine
Torrey

Alessia
Ucelli

Jennifer
Veitengruber

Emily
Weidner

Ryan
White

Ben
Zoller

Realtor®
DRE#01966766

Realtor®
DRE#02082005

Realtor®
DRE#02018967

Realtor®
DRE#02071666

Realtor®
DRE#01896783

Realtor®
DRE#01971299

Realtor®
DRE#02095407

Realtor®
DRE#01996207

Realtor®
DRE#01967810
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Home inspections 101
T

he process of buying a home can be
unlike any experience prospective buyers
have ever had. After finding a home they
like and coming to an agreement on a sale
price with the seller, buyers can expect to add
many items to their to-do list. One of the first
things to jot down on that list is scheduling a
home inspection.
Home inspections are a vital part of the home
buying process. Such inspections can protect
buyers as they’re on the cusp of making what
will likely be the most significant investment of
their lives. Understanding the home inspection
process can help buyers during an exciting yet
potentially nerve-wracking time in their lives.
What is a home inspection?
The American Society of Home Inspectors
defines a home inspection as an objective
visual examination of the physical structure and
systems of a house. Inspectors will conduct
visual examinations from the roof to the foun-

dation of the home. Additional structures on the
property, such as sheds or detached outdoor
living areas, are not typically included in the
examination.
What do inspectors examine?
The ASHI notes that inspectors will examine
the condition of various parts of the home. The
heating system, central air conditioning unit,
interior plumbing and electrical systems, roof
(though inspectors will not climb onto the roof),
attic and insulation will be examined. Inspectors also will examine walls, ceilings, floors,
windows, doors, the foundation of the home,
basement (or crawl space), and structural components.
Can a home fail
inspection?
Homes cannot fail home
inspections, which are just
assessments of a home’s
existing condition. Munici-

Barbara has been a local Monterey Peninsula
Resident since 1979. She applies her Midwestern
work ethic and commitment to each one of her
clients. She has provided consistent award-winning
services throughout her career and was recognized
with an International Diamond Society award
establishing her in the top 17% of all Coldwell Banker
agents worldwide.

Barbara.eads@cbnorcal.com
(831) 915-9771 mobile
(831) 626-2221 office
#01065285

pal inspections are separate inspections conducted
by government agencies to verify that a property is
in compliance with local codes. Home inspectors
will provide detailed reports describing the condition
of a home and indicate if any repairs are in order.
Do I really need a home inspection?
A home inspection is a vital component that can
help buyers make the most informed decision
possible. Forgoing an inspection can leave buyers
vulnerable to potentially costly repairs and issues
with a home that might have been detected with a
proper home inspection. In addition, some lenders
insist that buyers have home inspections conducted
before they will allow them to borrow money.
Home inspections can protect home buyers as
they prepare to make the most significant financial
investment of their lives. More information about inspections can be found at www.homeinspector.org.

Metro stock photo

South County
& Short Sale
Specialists

Legacy Real Estate Group
#01402388

Lucy Jensen
Lucy

Leticia
Jensen De La Rosa

Serving the California
real estate market since 2003

REALTOR ®

Barbara Eads
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REALTOR
(831) 229-0663
(831) 229-0663
lucymasonjensen@gmail.com

Se habla espanol

(831) 214-8224

COLDWELL BANKER’S

$4.5 Billion

$592M+

in local sales

in total sales 2021

1,800+

38+ Years

happy clients

of local experience

Agent in the US
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Who’s Who in Real Estate?

Carmel
Realty
Company

Courtney
Adamski

Rebecca
Wolf Arnold

Geoff
Arnold

Chris
Babalis

Jeremy
Barrett

Carrie
Baumgart

DRE#01444609

DRE#01706104

DRE#02036451

DRE#01999982

DRE#01414802

DRE#01453222

Lisa
Talley Dean

Kim
DiBenedetto

Elizabeth
Dini

Mark
Duchesne

Bobbie
Ehrenpreis
REALTOR®

Bill
Faber

REALTOR®

DRE#01401218

DRE#01278679

DRE#01874522

DRE#01046446

DRE#01136716

DRE#01251959

David
Kent

Broker Associate, CRS

Allison
Kenton

Lic. Assistant to Mitchell Team

Lynn
Knoop
REALTOR®

Greg
Kraft

Broker Associate

Steve
LaVaute

Kean
Matthams

DRE#00847665

DRE#01881424

DRE#01225343

DRE#00618994

DRE#01372152

DRE#02095405

Rob
Profeta

Chris
Pryor

Amanda
English Oliver

Mel
Rosen

Mark
Ryan

Broker Associate

REALTOR®

REALTOR®

REALTOR®

REALTOR®

REALTOR®

Voted Best
Real Estate Company

Monterey Herald Readers’ Choice Awards 2018-2021,
Carmel Pine Cone Readers Poll 2015-2021
Monterey County Weekly Best of 2019-2021

Broker Associate

REALTOR®

REALTOR®

Broker Associate

G

reat companies are built around
great people and great relationships.
Carmel Realty is proud to be defined
by the quality, experience and integrity
embodied in these extraordinary people.
Our team of nearly 60 agents, supported
by 26 brokerage, operations and marketing
professionals, work together to the benefit
of our clients and the community overall.
It is the individual character of each person
on this team and their commitment to a
common set of values and professionalism
that makes Carmel Realty Company the
leading luxury brand on The Peninsula
year after year. Congratulations to each of
you on your extraordinary success!

Managing Broker

REALTOR®

DRE#01313907

DRE#01750627

Licensed assistant to
Chris Pryor and Lynn Knoop
DRE#01491189
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REALTOR®

REALTOR®

REALTOR®

REALTOR®

DRE#01864929

DRE#01458945

Chris
Baumgart
REALTOR®

Mary
Bell

Broker Associate

Sarah
Bouchier

Paul
Brocchini

DRE#01435699

DRE#00649274

DRE#01314765

DRE#00904451

Maria
Finkle

Susan
Freeland

Michelle
Hammons

Chrissy
Handel

DRE#01981092

DRE#01318403

DRE#01986620

Sharon
Matthams

Kris
McAulay

Doug
McKenzie
REALTOR®

Broker Associate

DRE#01883059

DRE#01824908

DRE#01912189

DRE#01833714

Connie
Snowdon

Ed
Stellingsma

Judy
Tollner

Megan
Vera

DRE#00542946

DRE#01251523

DRE#01830671

Broker Associate

REALTOR®

Broker Associate

Broker Associate

Broker Associate

Broker Associate

REALTOR®

REALTOR®

REALTOR®

Brooker Associate

Peter
Butler

Broker Associate

Christine
Chin
REALTOR®

REALTOR®

DRE#00872084

DRE#01222453

DRE#01006898

DRE#00929953

REALTOR®

Malone
Hodges

Broker Associate

Dave
Howarth
REALTOR®

Julia
Humason

Lic. Assistant to Judie Profeta

Courtney
Jones
REALTOR®

Karen
Katz

Broker Associate

DRE#:01375876

DRE#01471087

DRE#01077071

DRE#01872599

DRE#01806907

DRE#01921747

Linda
Miller

Bill
Mitchell

Broker | Managing Director

Vicki
Mitchell

Realtor® | Managing Director

Shelly
Mitchell Lynch

Jamal
Noorzoy
REALTOR®

Judie
Profeta

Broker Assoc. | Managing Director

DRE#00479008

DRE#00541827

DRE#01217466

DRE#01119622

DRE#00703550

Carla
White

Brett
Wilbur

Kristi
Wilcox

Rhonda
Williams

DRE#01264129

DRE#02021155

Broker Associate

Production Manager for
Kim DiBenedetto Fine Estates

Kimberly
Burgess

Assistant to Peter Butler

REALTOR®

Kris
Butler

REALTOR®

Broker | Managing Director

Business Manager
Peter Butler Propertiesr

Susan
Clark

Broker Associate
DRE#00432364

DRE#02038487

www.CarmelRealtyCompany.com ■ 831.622.1000
A Cornerstone in Luxury Real Estate for Over One Hundred Years

WHO’S WHO IN REAL ESTATE | APRIL 29, 2022 | 11

Home buyers should not give up on their dream

Submitted by Blue Adobe Mortgage

O

n January 3rd of this year, the 10-year
treasury yield stood at 1.631%. This was
up from the low of .508% on July 31,
2020. Fast forward to March 31, 2022, and we
were at 2.320%. 30-year fixed rate mortgages
have basically doubled from 2.5% to almost 5.0%
and continue to rise.
Has this rise in rates at least slowed the escalation
of home prices? Not yet. At Blue Adobe Mortgage,
we are still seeing first time homebuyers and buyers with limited down payments being squeezed to
the sidelines. Cash is king and overbidding is still
the norm.
After almost 30 years in the mortgage business,
nothing is making much sense or is normal about
today’s real estate prices, interest rates and stock
market. To even play in the arena with the big
dogs of all-cash and huge down payments, buyers
with limited means must be resilient and bold. This
market is not for the faint of heart.
But many borrowers are resilient. The American
Dream of homeownership burns bright inside
them. They continue to write offers that are over
purchase price, use short escrow periods and
waive some contingencies in many cases. A bor-

rower really needs to have a great team with their
Realtor and mortgage banker watching out for them.
This market is not for everyone.
Today being fully underwriter approved is more
important than ever. It can mean the edge that is
needed to get their offer accepted. In my opinion we
have three levels of approval.
“Pre-qualified” is where a client calls the lender
and walks through the three main areas of what is
needed to meet lending guidelines: debt to income,
down payment, and credit. No paperwork is provided at this point, and everything is based on the
buyer’s honesty.
Pre-Approved” is where the lender has collected
the required paperwork from the borrower like bank
statements, tax returns, W2’s, has pulled credit
and typically runs the file through the automated
underwriting process. If more information is needed
to explain the borrower’s unique scenario it should
be asked for at this point (not 3 days before they
are trying to close escrow). This is where the lender
counts because this is where the paperwork is analyzed and reviewed. In many cases this is where the
lender can suggest ways to make the file stronger
and increase the client’s borrowing capacity. A good
lender digs deep and answers all questions they
know will be asked by the underwriter. If all meets

Did you know?
H

omeowners should give due consideration
to whether or not plants are considered
invasive species before introducing new
plants on their properties. According to the
National Ocean and Atmospheric Administration, invasive species of plants can lead to the
extinction of native plants and animals. Invasive
plant species also can reduce biodiversity and
cause significant fundamental disruptions to local
ecosystems. Though non-native plants are often
cherished for their unique looks, homeowners
planting new gardens or supplementing existing
gardens with new plants are urged to plant only
native species. Such an approach benefits plants
and also local wildlife that depends on native
plant species for food and cover.

Bigstock photo
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the guidelines a pre-approval letter will be
issued.
“Full underwriter approval” is a new checkbox
on the California purchase contract that just
came out this year. It is an option if checked
that says the borrower has gone through the
highest level of steps to get them to the furthest point in the approval process, just shy of
entering in to contract on a home. At this level
the lender has handed the file over to a true
underwriter to get the final stamp of validation
and approval. If the lender has done a good job
and the borrower has supplied all the paperwork requested a Fully Underwritten Approval
can be issued.
Lastly, buyers should be aware that not all
lenders and Realtors are the same. It is always
best to use a local lender and a local Realtor
who knows and understand the market. Nobody
wants to see a pre-approval letter from some
internet lender or a contract from a Realtor
outside the area. The team the buyer works
with should be solution minded and have solid
reputation of performance. Do not chase a low
rate or hitch your wagon to an online Realtor or
lender who does not ask them for the paperwork before handing them the approval letter.

MCAR introduces new
Government and Community
Affairs Director
M

CAR staff and leadership recently formally
announced their new Government and
Community Affairs Director, Adam Pinterits. Pinterits has lived and worked in Monterey
County communities and politics for 12 years. He
first moved to Seaside to attend California State
University Monterey Bay and began interning
for election campaigns. Adam graduated with
honors, earning a bachelor’s degree in Human
Communication.
Starting in 2015, Adam expanded his advocacy into non-partisan efforts. Working with the
nonprofit organization Future 500, he managed
stakeholder engagement communications to
build more collaborative dialogues between com-

panies under criticism and their activist critics. Later he worked as Government Affairs
Director for a central coast compassionate
care provider and served on the legislative
committees for industry associations lobbying on land use and banking regulations.
Pinterits joined MCAR in 2020, managing
communications and member services. He
implemented technology solutions to keep
association operations running smoothly and
keep members informed amid rapidly changing health department policies, state regulations, and industry best practices. Now
serving as the new Government & Community Affairs Director, Pinterits looks forward
to engaging local stakeholders, finding
common ground, and advancing solutions to
Monterey County’s housing availability and
affordability crisis.

Adam Pinterits- Provided photo

A DIVISION OF SUMMIT FUNDING, INC.

Amber
Russell

Monica
Browning

Emma
King

We are ‘Over the Moon’ to represent
so many sales & purchases on the
Monterey Peninsula !

PEOPLE, PRODUCTS AND PASSION...
HELPING YOU GET THE WINNING EDGE
T O
B U Y
Y O U R
N E W

HOME

CALL ME FOR YOUR PURCHASE OR REFINANCE NEEDS

GRACE THOMSON

Loan Officer | NMLS ID# 1249514

(831) 402-6372
grace@blueadobemortgage.com
www.blueadobemortgage.com/gthomson
Visit Us In Downtown Pacific Grove at 623 Lighthouse Avenue
www.overthemoonrealty.com
• DRE#02018015
www.overthemoonrealty.com

26625 Carmel Center Place, Suite 100 Carmel, CA 93923 | Branch NMLS ID# 379702
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Short sale versus foreclosure
S

hopping for real estate may require prospective buyers to learn a whole new language.
Buyers may come across certain terms they
don’t understand. Among the more common terms
that first-time buyers may not fully understand are
“short sale” and “foreclosure.”
According to Realtor.com, short sales and
foreclosure auctions are situations that occur
when homeowners fall behind on payments and
can no longer afford to live in a home. A short
sale happens when a homeowner owes more on
the mortgage balance than the market value of
the property when the owner needs to sell. The
homeowner can ask the mortgage lender to accept
a lesser amount than the total mortgage owed making the homeowner/seller “short” on paying the
lender back.
A foreclosure is a legal process that occurs when
a borrower cannot make mortgage loan payments

for a significant period of time. If the debt is not recouped, lenders will step in and take ownership of
the property, putting it up for sale in a foreclosure
auction.
While these situations can be troublesome for
the homeowner facing financial peril, distressed
properties can be advantageous for buyers who
oftentimes can buy homes at steep discounts.
However, short sales and foreclosures are not
without challenges.
The real estate experts at Zillow say that foreclosures and short sales involve more layers than
traditional transactions. Zillow offers that bank
lenders historically can be slow at giving approval
for mortgages to purchase short sale properties
or even agreeing on an amount for the sale. As a
result, buyers may miss out on other opportunities
while waiting for short sales to move along.
Foreclosures carry their own hurdles. Buyers may

not get a chance to even see a foreclosure property,
nor be eligible to have it inspected, as foreclosed
homes are typically sold “as-is” and at auction. The
real estate agency Re/Max says buying a foreclosure typically is faster than buying a short sale, and
an investor can buy a foreclosed home for below
market value. But foreclosures cannot be contingent
on the sale of another home, so a buyer must have
funds in place and be ready to move quickly.
Short sales are often initiated by homeowners
looking to avoid foreclosure. As a result, short sale
properties may be in decent condition. This may
not be the case with a foreclosure. The American
Society of Home Inspectors says foreclosed homes
may have been neglected by having utilities turned
off and no maintenance done on the home. Other
homes may have been purposefully vandalized by
the former owner or by squatters.
Short sales and foreclosure properties are options
for buyers who want to get the best price possible
on a home and are willing to take some risks in their
pursuits.

How to determine if it’s time to downsize

I

ndividuals work hard to save enough money
to purchase their homes. And the hard work
doesn’t end there. Once homeowners settle
into a new home, they may set their sights on
renovations that suit their individual needs. And
even when buyers find a home that needs no
such work, maintenance requires homeowners’
utmost attention.
All that hard work is perhaps one reason why
seniors may be a little reluctant to downsize
as they advance through their golden years. In
addition to the sweat equity homeowners put into
their homes, all the memories they’ve made within their walls can make it harder to put a home
on the market.
Downsizing is a difficult decision that’s unique
to each homeowner. Seniors who aren’t quite
certain if downsizing is right for them can consider three key factors to make a decision that’s in
their best interests.
· Cost: Perhaps no variable affects senior
homeowners’ decisions to downsize their homes
as much as cost. No one wants to outlive their
money, and downsizing to a smaller home can
help seniors reduce their monthly expenses by

a significant margin. Even homeowners who
have long since paid off their mortgages can
save substantial amounts of money by downsizing to a smaller home or even an apartment or condominium. Lower property taxes,
reduced insurance premiums and the need to
pay for fewer repairs are just some of the ways
downsizing can save seniors money.
· Space: Many people love the extra space
that single-family homes provide. But seniors
can take a walk through their homes and see
how many rooms they still use on a consistent
basis. If much of the home is unused, seniors
can probably downsize without adversely
affecting their daily lives.
· Market: The real estate market is another
factor to consider when deciding if the time is
right to downsize. A seller’s market can help
seniors get the biggest return on their real
estate investment, potentially helping them
make up for meager retirement savings. For
example, home prices skyrocketed across
the country during the COVID-19 pandemic,
making that a great time for sellers to put their
homes on the market. Seniors selling to down-
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size may capitalize on such spikes since they won’t
be looking to turn around and buy larger, equally
expensive homes once they sell their current place.
If the market is down and seniors can withstand the
work and cost a little longer, it may be best to wait
until things bounce back in sellers’ favor.
Downsizing requires careful consideration of a
host of variables. No two situations are the same, so
seniors should exercise due diligence to determine if
downsizing is right for them.
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Real Estate Questions?

COLDWELL BANKER ®
PROUDLY HONORS

Ask Daniel!
"Daniel was so accommodating and
knowledgeable that our house hunting
was easy and fun!"

®

Daniel Cardenas, REALTOR
Coldwell Banker Realty
Junipero 2 SW of 5th
Carmel-By-The-Sea

C. 831.620-2117
O. 831.626.2224

Carmel-by-the-Sea
CalRE #01245314

Dan@dancardenas.com | CalRE#01964336
International President's Elite
Representing the Top 3% of Coldwell Banker Agents Worldwide

Representing the
Top 7% of Coldwell Banker®
Agents Worldwide

Alexandra Mouzas | Celebrating 34 Years
International President’s Circle
& Diamond Society
DRE# 00969679
Alex@AlexandraMouzas.Com
AlexandraMouzas.Com
Cell 619-518-2755
Alexandra Mouzas has handled our real estate transactions with a high degree of skill and
expertise. She is the consummate professional, very knowledgeable and experienced,
thorough, and extremely adept at handling tenant and simultaneous escrow interfaces
and communications. Her broad depth of knowledge and mastery of the requirements
and intricacies of 1031 Exchanges is a strong asset. Alexandra is trustworthy and caring.
We highly recommend her!
-

Michael and Marilyn Yeatts – 1031 Exchange Sellers
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Real estate financing options
T

he decision to buy a home is significant.
Real estate is the biggest investment
the average person will make in his or
her lifetime, which underscores just how significant the home buying decision can be.
The real estate experts at Zillow recently
reported that the national median price of a
home in the United States is $272,446. However, since the National Association of Realtors reported a record low housing inventory
late in 2020, the average house price has
been rising rapidly nationwide. The Federal
Reserve Bank of St. Louis estimates the median home sales price at $374,900, and certain
states have much higher prices. WOWA, a
real estate and finance technology company,
says the average sale price of a home in Canada was $679,051 in July 2021.
Most people do not have $300,000 to
$600,000 in savings on hand to purchase a
home in cash. That means they’ll need to rely
on financing to pay for their dream homes.
Conventional lending
Conventional lending refers to when a bank
or another financial institution loans a home
buyer money to buy a home. This is one of the

most common ways to fund a home purchase.
Personal credit score as well as credit history
help determine eligibility and interest rates for
conventional loans. Availability of assets as well
as income level are some additional determining
factors. Conventional loans are traditionally 10-,
15- or 30-year notes and will require a certain
percentage as the down payment to secure the
loan. The bank will determine the down payment
requirement, which is typically somewhere between 3 and 20 percent.
FHA loan
A Federal Housing Administration loan is issued
by an FHA-approved lender. These loans are
designed for low-to-moderate-income borrowers,
according to the financial guide Investopedia.
FHA loans require lower minimum down payments and lower credit scores than many conventional loans. FHA loans also require mortage
insurance up front, plus annually for 11 years or
the life of the loan depending on the length of the
loan.
HELOC
A Home Equity Line of Credit, commonly called
a HELOC loan, borrows against the available
equity in your home to create a line of credit,

Why it’s smart to have a smart home

D

evices are everywhere. According to a
recent visual networking index forecast
from Cisco, by 2021, there will be four
networked devices and connections per person
across the globe. Those figures are even greater
in North America, where Cisco estimates each
person will have 13 networked devices and connections by 2021.
With all those devices, it’s no surprise that a
greater number of people are embracing the
smart home movement. Those who have yet to
jump on the bandwagon can benefit from learning more about smart homes and why it’s intelligent to have a smart home.
What is a smart home?
According to SmartHomeUSA.com, the term
“smart home” is commonly used to define residences in which appliances, lighting, heating
and cooling units, televisions, computers, enter-

tainment systems, and security systems are
capable of communicating with one another.
Each of these components can be controlled
remotely, typically via a smartphone.
Why is it smart to have a smart home?
The benefits of a smart home are numerous,
and will likely only multiply as people utilize
more devices.
· Time: A recent joint survey from CNET and
Coldwell Banker found that 57 percent of
Americans say that smart home technology
saves them an average of 30 minutes per day.
That’s an especially beneficial advantage for
busy parents and/or professionals who find it
difficult to juggle all of their daily responsibilities.
· Money: Another benefit to smart homes
is their cost savings. Because devices can
be controlled remotely, smart home owners
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much like a credit card. These funds can be used for
large expenses or to consolidate higher-interest rate
debt on other loans, according to Bank of America. It
may be possible to use a HELOC to secure funding to
make improvements to a home for those who want to
flip it as an investment property.
Private money lenders
Individuals investing in real estate who do not intend
to use a property as a primary residence may turn to
private money lenders. These investors can tap into
capital from personal connections and lend at specified interest rates and payback periods, according
to Fortune Builders, a real estate investing resource.
Keep in mind the interest rate will likely be higher with
a private lender than through a conventional lender.
The repayment term also will be shorter.
VA-backed loan
The U.S. Department of Veterans Affairs has a program for acquiring loans through conventional lenders
that will be partially guaranteed against loss through
the VA. This enables a lender to give better loan
terms, such as the option to pay no down payment.
Interested parties need to qualify for a Certificate of
Eligibility and then work with qualified lenders.
People have several options to finance the purchase
of a home. These loans can help make the dream of
home ownership a reality. Potential buyers are urged
to speak with mortgage professionals or financial
planners to consider their options.

can adjust the temperatures on their heating and
cooling units while away from home. That means
they can arrive home each night to a comfortable
home without having to run their HVAC systems
all day while no one was home. In fact, the CNET/
Coldwell Banker survey found 45 percent of Americans say that smart home products save them an
average of $98.30 each month.
· Investment: Whether you’re a developer or a
single-family homeowner, real estate is an investment. Making a home as appealing to prospective
buyers as possible is a great way to get a better
return on your real estate investment. The CNET/
Coldwell Banker survey found that 81 percent of
buyers would be more likely to buy a home if smart
home products were already installed. That can
make the market for your home more competitive,
ultimately earning you more money at resale.
Smart homes are both the present and the future.
Homeowners who want to make their homes more
livable today and more marketable tomorrow
should consider investing in smart home products.

Mick Pfaff
“I DON’T JUST SELL PROPERTIES...
I SELL LIFESTYLES”
“Mick Pfaff represented us as sellers, with integrity and a great deal of savvy; he achieved a very
successful outcome in the prompt sale of our property at a great price. He is the consummate
real estate professional - very knowledgeable, personable, with excellent connections with
other real estate agents and brokers, and with well-seasoned judgement on how to manage real
estate transactions to get the best deal for his clients.”
“I met Mick Pfaff when I went to look at a lot and we instantly clicked. Mick is the
quintessential realtor who knows everyone and has vast knowledge of the market. He is an
excellent negotiator and knows how to finesse the many obstacles that come up during a
transaction. My husband and I were amazed at Mick’s work ethic and how responsive he was to
our needs. I can honestly say that we would never have found our current home if it wasn’t for
Mick.”
“Mick Pfaff is one of the best all-around real estate agents I have ever had the pleasure of
working with, and he will get the job done, without fail. First of all, he is professional in
every respect. Mick’s keen sense of style, presentation and demeanor are synonymous with
everything that comes to mind when you think of Sotheby’s. I was proud to have him represent
my property which concluded in a most successful sale . I would recommend Mick to anyone
seeking a realtor.”

• Bachelor of Arts, Undergraduate Study,
1969 Juris Doctor, Law School, 1975

“In situations like this, you need a seasoned navigator, like Mick Pfaff! He is the agent of hope,
the beacon of stability, the one that patiently listens to your ideas, maneuver around pitfalls,
and build a bridge to your dream house. That was our experience working with Mick finding
our home! Thanks again for everything you have done for us.”

• Active Membership in: NAR, CAR,
SCCAR, SCAR.

“Mick was a total class act to work with. I really appreciated how detailed and clear his
communication was with us and his clients. He was extremely sophisticated and professional
and it was a great pleasure to have the chance to work with him. I hope to work on many more
deals together in the future!”

• Avid golfer, swimmer, boxer,
weight training participant.

• Sustaining member of the Monterey
County SPCA
• Sustaining member of the PBS network,
St. Jude’s Hospital for Children

831.588.2154 | mickpfaff@gmail.com | DRE#: 1355848
mickpfaff.com
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THANK YOU MONTEREY COUNTY FOR VOTING US 2021’s
BEST MEMBER ORGANIZATION FOR BUSINESSES!

�ere’s no place like home...
Find your home in
Monterey County with the
help of a REALTOR®.

THE MONTEREY COUNTY ASSOCIATION OF REALTORS®
CHARITABLE TRUST PROUDLY GIVES BACK TO THE
COMMUNITIES WE SERVE. WE HAVE PROVIDED
OVER $350,000 IN SCHOLARSHIPS TO STUDENTS OF
MONTEREY COUNTY PUBLIC HIGH SCHOOLS, AND
ALMOST $30,000 TO LOCAL CHARITABLE CAUSES
INCLUDING THE FOOD BANK, WILDFIRE VICTIMS,
HOUSING RESOURCE CENTER, AND CASA.

MEMBER BENEFITS
• REAL ESTATE EDUCATION
• LOCAL POLICY ADVOCACY
• MEMBER DISCOUNTS
• LOCAL REALTOR NETWORKING
• MARKET STATISTICS

Ofﬁce Hours: Monday - Thursday, 8:00 AM - 5:00 PM, Friday, 8:00 AM - 4:00PM
Phone: (831) 393-8660 | WWW.MCAR.COM
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Pros and cons to
open-concept homes
O

pen-concept homes have become increasingly popular in recent
years. An open-concept home is one in which the rooms flow into
one another with limited obstruction from walls or other barriers.
According to the National Association of Home Builders, 84 percent of new
single-family homes have fully or partially open layouts.
While they may seem like a new trend, open floor plans are anything but.
Early American homes featured open, often one- or two-room units built
around the central kitchen/hearth. This maximized warmth and functionality. Homes evolved as incomes grew, and soon homes had several smaller
rooms with specialized functions.
What’s old has become new again. However, before diving head first into a
new home purchase or a big renovation to realize an open-concept dream,
consider the pros and cons of this type of setup to determine if it’s really right
for you.
Advantages of open floor plans
Open floor plans facilitate the flow of natural light throughout a space and
can promote air flow, helping to reduce warm or cool pockets of air in otherwise closed-off rooms.
Open homes make socializing easier, even when people are doing different
things. While someone is cooking dinner in the kitchen, he or she can still
interact with someone else playing video games in the family room or paying
bills in the home office. Entertaining also is easier, as mingling with guests is
much more convenient when walls are not getting in the way.
A smaller home can feel much larger if it employs an open concept. The
square footage is not divided into smaller quarters, which sometimes are
rooms (such as formal dining rooms) that are only used a few times per year.
This eliminates underused spaces and opens up sight lines in the layout.
The value of real estate has risen dramatically since the onset of the
COVID-19 pandemic, and prospective buyers may prefer an open-concept
plan because it can help them minimize building costs.
Disadvantages of open floor plans
Open layouts are not for everyone. The same sense of space that occurs
when walls are taken down may make rooms feel cavernous and less cozy,
particularly in homes with ample square footage. In addition, privacy can be
hard to come by when all rooms feed into one another.
When the kitchen is not separate from the family room space, that makes
it easy for noise to compromise the area’s comfort levels. There is no hiding
from noise in an open floor plan, as sounds from voices, television shows and
appliances tend to echo and blend together. And if the home is a single-story
layout, those noises from the main living areas also may carry to adjacent
bedrooms.
Smoke and smells are another thing to consider. When something on the
stove spills over, a small range hood will not be practical for clearing smoke
from a large space. Though the aroma of freshly cooked food is enticing, it
can make it hard for cooks to keep guests out of the kitchen.
Open-concept homes are popular, but homeowners should weigh the pluses
and minuses to see if this trend is truly right for them.

Vacation Rentals
Long Term Rentals
Real Estate Sales
With more than 40 years of
real estate experience,
Judy Ivey has a reputation
for taste and integrity.
Judy specializes in highly
personalized service
and prime properties for
rent and sale in Carmel
and Pebble Beach.

EXCLUSIVE REALTY
831.624.0340
judy@judyiveyexclusives.com
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As local as it gets
Top 1%

NATIONAL, BAY AREA &
MONTEREY COUNTY
REALTORS 2020 & 2021

$180M+
SALES IN 2021

#4

TOTAL SALES VOLUME
TOTAL TRANSACTIONS

#1

LARGEST BROKERAGE
IN AMERICA IN TERMS
OF SALES VOLUME

Bambace Peterson
831.200.3178
bambacepeterson.com
@bambacepeterson
DRE 01731448
Compass is the brand name used for services provided by one or more of the Compass group of subsidiary companies. Compass is a real estate broker licensed by the State of California and abides by Equal Housing Opportunity laws. License Number 01866771. All material presented herein is intended for informational purposes only and is compiled from sources deemed reliable but has not been verified. Changes in price, condition, sale or withdrawal may be made without notice. No
statement is made as to accuracy of any description. All measurements and square footage are approximate.

20 | WHO’S WHO IN REAL ESTATE | APRIL 29, 2022

