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Gazing into the real estate crystal ball

Insights from Jordan Levine, senior VP and chief economist for California Association of Realtors

By DAVID STARK

hat does the future hold for resi-
dential real estate, homebuyers
and home sellers?

Jordan Levine, senior vice president and
chief economist for the California Association
of Realtors, had several answers to this ques-
tion during our recent conversation.

What’s front-and-center in your real
estate crystal ball?

Levine: The top thing is interest rates and
what’s going to happen with mortgage rates.
There’s a couple of other things to pay atten-
tion to: The jobs numbers which are driving
inflation.

We have a labor short-
age and that’s driving up
wages. That together with
housing costs are the two
last vestiges of inflation. If
we get strong job numbers,
rates are likely to bump up
a little bit and if we get
weaker job numbers then
they’re likely to go down.

There’s going to be ongoing volatility in
rates even against the kind of backdrop where
rates are gradually falling to the sub-6%
range by the end of next year.

David Stark

Those are two major macroeco-
nomic issues that impact both buyer
and seller behavior. How would you
predict the future of either regional
and local real estate markets?

Levine: For the Bay Area it’s the twin chal-
lenge of supply and affordability. The good
news is that supply has already started to
improve.

As rates come down, youre going to see
homeowners — those would-be home sellers
that are locked in by super-low rates on their
existing home loans — be more willing to
move. That will help supply and prices in the
Bay Area to moderate.

At the same time, youre going to see the
demand side pick up because buyers are
going to be eager to take advantage of these
falling rates as well. You probably won't see
prices go down; they just won't be growing
as fast as they have these last couple of years.

What’s in your crystal ball in terms
of new residential construction, and
does that even factor into how you pre-
dict where markets are going to go?

Levine: It does over the medium term.
Meanwhile, it’s critical to build up the resale
market if you're not building anything new.

We are seeing a little bit of an increase in
new construction statewide. If you go back
to the pre-pandemic timeframe, there were
about 100,000 new homes built per year —
now were doing about 130,000 during the
last two to three years.

The unfortunate part is that most of that
uptick has happened in Southern California,
and mostly concentrated on accessory dwell-
ing units. Hopefully well start to see the Bay
Area participate in some of that growth, add
a little bit of density and supply while still
maintaining neighborhood character and
some of the other things that traditionally
cause opposition and new development.

What about homebuyer behavior?

Levine: It's hard to predict because there’s
a huge psychological component to it along
with a hyper focus on interest rates.

There are a lot of buyers waiting on the
sidelines. That super short-term focus is a
bit misplaced because even as we have price
growth moderating, we still have prices going
up. You're going to have more demand as these
rates go down and you're going to see a tenden-
cy towards short term focus and trying to time
the market and get that perfect interest rate.

It's important to remember it’s a long-term
game, and when you look at the history of
prices and the forecast for where they’re
going in the future, it means the best time to
buy is as soon as humanly possible because
those prices are going to continue to go up.

Where are Bay Area employment
trends in your crystal ball?

Levine: T'm not worried. I do think that
we'll see the labor market moderate. We've
been in an extremely tight labor market for
the last four years, and I think that that will
normalize in California.

We've seen the unemployment rate tick up
to the low five percent range compared with
the high 3% range. That’s still a pretty low un-
employment rate number. I know we've had
some layoffs in the Bay Area, though I think
net job growth is still basically positive or flat.

We might not enjoy that same kind of per-
sistent, super-strong job growth that we've
had, but I don’t see a big retrenchment either,
barring some unforeseen economic shock.

What about population trends, any
worries there?

Levine: That is a little bit more worrisome.
One of the things the Bay Area has been
rocked by was a shift in demographic pat-
terns during the pandemic.

We saw people moving from the Peninsula

to the East Bay and much further afield beyond
Sacramento to vacation and second home
markets like Tahoe and Mammoth. Then the
Bay Area enjoyed the kind of renormalization
where people came back to the cities after the
lockdown over the last year or two.

Now we see that pattern pick back up
where the Peninsula is again losing people to
the East Bay and the East Bay is losing people
to places like Sacramento and Yolo County.
It underscores how, if left unchecked, supply
problems become demand problems. A lot
of people that migrated to Sacramento, most
of them still work in the Bay Area and they
moved for affordability reasons.

It really behooves us to get serious about
the supply side. Pushing people further
abroad, that’s economic activity that we're
depriving ourselves of in the Bay Area, be-
cause those people could be shopping and
spending money after work in the East Bay
as opposed to in Sacramento.

Is it conceivable that we could see
a rebound effect where people would
come back to the East Bay after trav-
eling far afield seeking affordability
opportunities?

Levine: 1 think so. During COVID, many
people said, “You know, I'm locked down so
I might as well be in my cabin in the woods.
After a couple of years people realized they
wanted to be back where the culture is, go to
a game, to see a show and we've seen some
reverse migration back into core urban met-
ros. In fact, in 2022, the Bay Area and core
Southern California were some of the fastest
growing markets for that reason.

See CRYSTAL BALL on Page 22
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PAID ADVERTISEMENT

Talking Real Estate with Doug Buenz | Compass

Q & A: Can an “As Is” Buyer
ask for repairs later?

Q: We recently sold our house to a
buyer “ASIS”. We were only on the
market for about a week and had
3 offers. All were over the asking
price, and we accepted the high-
est one. We did counter the buyer
back insisting the offer be “AS IS”,
and they accepted. Now that the
buyer has done their inspections,
they are coming back and asking
for some repairs. Can they do that? §
We are not happy about this and

want to cancel the deal. What should we do?

A: There is a lot of confusion about “AS IS” contracts. While every seller wants
to sell their house “AS IS”, meaning they don’t have to pay for any repairs, the
contractual process can be a bit tricky. The basic Purchase Agreement (CAR
version, which is almost always used) is essentially an “AS IS” contract in that
the seller is not obligated to do any repairs to the property, other than mak-
ing sure it has smoke detectors, carbon monoxide detectors, and water heater
strapping. Otherwise, the seller is under no obligation to complete any repairs
and is perfectly within their rights to refuse to do any. However, the contract

>> To read the rest of this article go to www.The680Blog.com.

680 &

680homes.com

DOUG Doug Buenz

GROUP (925) 621-0680

doug@680homes.com
DRE 00843458

COMPASS

e

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 01079009.
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OFFER INCLUDES:
e IN-DEPTH MARKET ANALYSIS
* PROPERTY PREP AND STAGING CONSULT

* MARKETING (INCLUDING SOCIAL MEDIA &
PROFESSIONAL PHOTOGRAPHY)

* COMPLIANT SELLER DISCLOSURE PREPARATION

* OPEN HOUSE HOSTING

 EXPERT CONTRACT NEGOTIATIONS

e SELLER’S E&O PROTECTION & SELLERS HOME WARRANTY

AND SO MUCH MORE

Don’t wait! Call or scan the QR code to
schedule a complimentary consultation today.

Karen Neuer

Broker

The Neuer Group
DRE #01514008

M (925) 858-0246
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CRYSTAL BALL

Continued from Page 21

I do think that those kinds of patterns are
coming back where people priced out of the
least affordable markets in the Bay Area look
to places in the East Bay because they largely
still work in the Bay Area.

Do you believe that Pleasanton,
because of its location, will be in high
demand almost regardless of what
the economic conditions are?

Levine: I do because the Bay Area has been
one of the economic success stories globally
over the last 20 to 30 years. We have such an
imbalance between amazing economic, job
and income growth, and we could not keep
up with housing supply.

There is just so much excess demand that
even as unaffordable as things are, even with
interest rates that went from 3% to 7%, we
actually were still selling a lot of homes in the
Bay Area. I think that’s just a testament to its

strength, but also just underscores how that
strength is a double-edged sword because it
necessitates a lot more housing too.

What question do you wish I really
would have asked?

Levine: The only other thing is just how
much different the fundamentals are this time.

For people that think prices are too high or
that we're in bubble territory and things like
that, these are not sketchy lending practices
that drove this. This was lots of demand for
homes butting up against few homes avail-
able for sale because we don't build a lot of
homes and the homes that we already have
in California don’t change hands for myriad
reasons, from capital gains to property tax to
interest rates. Plus, loan delinquencies and
foreclosures are still super low.

In other words, there’s no real estate bubble
on the horizon. m

Editor’snote: David Stark is chiefpublic affairs
and communications officer for the Bay East
Association of Realtors, based in Pleasanton.

SALES AT A GLANCE

Pleasanton (Aug. 5-9)
Total sales reported: 10

Lowest sale reported: $520,000
Highest sale reported: $4,750,000
Average sales reported: $2,082,000

Livermore (Aug. 5-9)
Total sales reported: 19

Lowest sale reported: $650,000
Highest sale reported: $2,675,000
Average sales reported: $1,306,421

This week’s data represents homes sold during
Aug. 5-9 for Pleasanton, Livermore and Dublin,
and Sept. 23-27 for San Ramon.

Pleasanton
4226 1st Street First Street Of Vineyard Ave LLC
to Gawfco Ents LLC for $4,750,000

6537 Calle De La Mancha B. & D. Hager to P. &
L. Chen for $2,147,500

6235 Club House Drive Sami Consulting Corp to
X. &W. Jia for $3,450,000

4101 Cristobal Way C. & S. Vega to C. Qian for
$1,400,000

376 Del Sol Avenue Henry 1996 Trust to E. & K.
Chu for $1,575,000

543 Montori Court Chandel Family Trust to S.
Vonti for $2,872,500

8015 Mountain View Drive #E Rose Trust to M.
Wakerling for $520,000

3154 Pawnee Way Bradley Trust to C. &Y. Yao
for $605,000

1811 Rosetree Court M. & R. Helmer to Q. & B.
Huang for $1,680,000

5725 San Carlos Way Locatelli Family Trust to S.
& A. Aliamus for $1,820,000

Livermore

3161 Bay Meadows Court Asbury 1998 Family
Trust to C. & W. Kan for $2,675,000

1638 Bridle Path Court Scott Living Trust to B.
& M. Stones for $1,500,000

1048 Bucknell Court China Family Trust to Jha
Family Trust for $1,500,000

162 Cameo Drive Smith Family Trust to Gary
Family Trust for $1,300,000

4033 Camrose Avenue W. Triantos to M. & R.
Bharadwaj for $1,765,000

2121 Chestnut Street S. & P. Nallani to K. & F.
Meier for $1,325,000

1644 Del Norte Court Whippet Trust to Sas
Flips LLC for $650,000

865 El Caminito Ross Trust to S. & B. Salunke for
$1,033,500

597 Emerald Street Miller Family Trust to Y. &S.
Mahato for $1,355,000

Dublin (Aug. 5-9)

Total sales reported: 12

Lowest sale reported: $410,000
Highest sale reported: $1,635,000
Average sales reported: $1,156,916

San Ramon (Sept. 23-27)
Total sales reported: 18

Lowest sale reported: $735,000
Highest sale reported: $2,342,000
Average sales reported: $1,302,750

Source: California REsource

HOME SALES

4176 Florida Court P. & R. Cuadro to Ahuja
Family Trust for $915,000

460 Humboldt Way P. & A. Pilz to Hanbon Ca |
LLC for $1,100,000

317 Jensen Street Spicer Trust to B. & B.
Patterson for $910,000

452 Kinglet Road P. Ferrari to M. & K. Ford for
$1,150,000

1274 Lakehurst Road G. Strack to T. Vaughn for
$1,100,000

1761 Monterey Drive B. Kyle to R. &S. Almeida
for $688,000

436 Persimmon Common #7 R. Setty to Dante
Trust for $970,000

1540 San Remo Court Walter Trust to B. & A.
Srivastava for $2,325,000

2137 Westbrook Lane L. & G. Symons to L. & A.
Kamarajugadda for $1,600,000

1301 Windswept Common M. & A. Martino to
Rocha Trust for $960,500

Dublin

5586 Barrel Avenue D. & J. Djuran to M. & M.
Jain for $1,175,000

6712 Birch Court Brester Trust to Villas
Management LLC for $1,310,000

5934 Cannon Road L. & E. Garcia to J. & M. Liao
for $1,085,000

7709 Chantilly Drive V. Patel to C. Sodha for
$880,000

5501 De Marcus Boulevard #325 ]. Freund to
R. & A. Hammond for $410,000

8249 Elgin Lane M. Raphaeil to V. & B. Tubera
for $1,225,000

4254 Escudo Court S. Smith to Bairy Family
Trust for $1,635,000

5436 Gracen Way P. Sen to P. &S. Gala for
$1,105,000

5623 Horizon Parkway S. & R. Nelikil to R.
Cooper for $1,339,000

4210 Loyalton Road Hiresave Trust to A. & C.
Wong for $1,450,000

7008 Newport Court Brisentine Family Trust to
D. Cunha for $1,300,000

Source: California REsource
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SOLD AT $1,325,000

"It has been a pleasure working with Kris to sell our home. We had
a tight timeframe to sell, and Kris made the entire experience very
smooth. She helped us prepare for the sale, coordinating activities
even when she was on a family vacation. Being a first-time home
seller, she was able to walk us through the process and helped us
understand the terms of our offers and get the best price for our
home. | highly recommend Kris to anyone in the Livermore area as
her knowledge, connections, and experience are unmatched.”

— Brett and Sarah - 455 Covellite Ln Livermore, CA

“Kris was absolutely awesome in guiding us through the complexities
of selling our dad'’s San Ramon house. | really appreciated

her mapping out the expected timelines, attention to detail,

and directing us to professionals that were needed to get the
house in selling condition. She was extremely responsive in her
communications and always cheerful and pleasant. Her deep
knowledge and experience gave us a lot of peace as we worked
through the process of selling the house. | was concerned that we
would be able to close escrow before our overseas vacation, and
she got it done for us in good time. We are so thankful for Kris, and
highly recommend her to anyone needing to buy or sell real estate.”

— Rich and Sabrina - 2304 Greenberry Ct, Pleasanton
Buyers (2010), now sellers (2024)
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816 Waverly Common, Livermore

3 BD, 2.5 BA with 1950 SgFt of Living space.
Presented at $1,090,000

Kris Moxley (]@SO ©Exeey

REAL E:Tl-TE

925.519.9080

DRE 00790463

moxleyrealestate.com | kris@moxleyrealestate.com C @ M PAS S
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With deep roots in the community, our commitment goes beyond the real estate transaction. We ensure your journey
to finding a home is smooth, informed, and supported every step of the way. Trust in a partner who knows that your
home is more than an address — it's where life happens.

CHRISTIE,S SAN FRANCISCO + PENINSULA + SILICON VALLEY +« EAST BAY + SANTA CRUZ + MARIN
WINE COUNTRY * TAHOE + SIERRA FOOTHILLS + CENTRAL COAST
INTERNATIONAL REAL ESTATE
SERENO ———— FOLLOW OUR STRIDE AT SERENO.COM | DRE 02101181
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INTEGRITY AT
YOUR FRONT DOOR.

42 CASTLEDOWN ROAD

PLEASANTON
4 BED | 2.5 BATH | 3,476 +/- SQ. FT.
SOLD AT $2,700,000 | REPRESENTED BUYER

We were honored to represent the buyers who fell in
love with this special property in Castlewood. This
custom home, built by renowned Bay Area designer John
Wheatman, is a hidden oasis in one of Pleasanton’s most
sought-after neighborhoods.

JUST LISTED

AMY MAYERSON
DRE# 01751854

JULIA MURTAGH
DRE# 01751854

MURTAGH
| TEAM |

JUST SOLD

7302 JOSHUA CIRCLE

PLEASANTON
4 BED | 3.5 BATH | 2,121 +/- SQ. FT.
SOLD AT $1,855,000 | REPRSENTED SELLER

So excited for the new owners of this stunning home
featuring two spacious primary suites and countless
upgrades throughout. Congratulations to our sellers who
closed 3% over asking.

161 GANESHA COMMON

LIVERMORE
3 BED | 3.5 BATH | 1,568 +/- SQ. FT.
LISTED AT $880,000

Contemporary living in a prime location, featuring three
levels of open living space! Including a spacious kitchen
with high-end finishes, Luxury Vinyl Planking floors,
updated en suite bathrooms in each bedroom, laundry
room, and a 2-car garage. Please reach out for a private
showing.

$550M+ 180+
LIFETIME CLIENTS HELPED
SALES SINCE 2020

murtaghrealestate.com
925.997.2411

LAUREN PETERSON
DRE# 02235046

COMPASS
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BLAI S = LO F LA N D Blaise Lofland Kelly McKaig Jacinda Lofland
KELLY MCKAIG 925.846.6500 925.364.0327 925.846.6500

REAL ESTATE GROUP , , .
ey e blaise@blaiselofland.com  blaiselofland.com

CONNECTING PEOPLE E PROPERTY

WE LIST, WE SELL, WE CLOSE!

439 COVELLITE LANE, LIVERMORE

3BD | 2BA | 1,488 SQ. FT. LIVING SPACE
10,000 SQ. FT. LOT

This Property & Completely Remodeled Home
Combine Indoor & Outdoor Living to Make it Ideal
for Entertaining! Enjoy Beautiful Sunsets while you
BBQ and watch your Favorite Sports, Movies or

Play Games on your Exterior wall-mounted TV in
the Covered Patio. This Large Area Is Essentially

an Outdoor Great Room. Enjoy the Newer Hot Tub
and the Large Grass Area. Whatever your pleasure,
you'll appreciate this Nearly ¥4 Acre (10,000 SF)
Professionally Landscaped Private Property that
Backs to Open Space with direct gate access. Large
cement RV Access for your Recreational Vehicle(s)
of choice, Two Storage Sheds, and Vegetable Garden
Area (Front Left). Recently Remodeled Gourmet
Kitchen, Two Upgraded Bathrooms, Upgraded
Windows, Central Air Conditioning, Gas Fireplace,
Crown Molding, Indoor Laundry, Recessed Lighting,
Ceiling Fans. The desirable West Livermore Location
is unmatched and is Convenient to both Downtown
Livermore & Pleasanton, and many Livermore Valley
Wineries. Super Convenient Commute Access. Great
Attendance Area for Schools!

LISTED FOR $1,379,000

DOWNTOWN VENTANA HILLS BIRDLAND

- . .."-r.‘-- ,_ﬁ"____

641 DEL SOL AVENUE, 1018 NELSON COURT, 4683 COPE COURT,
PLEASANTON PLEASANTON PLEASANTON
3BD | 2BA 4BD | 3BA 4BD | 2BA
1,619 SQ. FT. LIVING SPACE APRX. 3,000 SQ. FT. LIVING SPACE 1,808 SQ. FT. LIVING SPACE
6,825 SQ. FT. LOT 9,365 SQ. FT. LOT 7,274 SQ. FT. LOT
SOLD FOR $1,700,000 SOLD FOR $2,475,000 SOLD FOR $1,720,000

REPRESENTED BUYERS

This is not intended as a solicitation if your property is currently listed with another broker. The above information, is based on data received from public sources or third parties and has not be independently verified by the broker, Keller Williams Tri-Valley
Realty. If important to readers, readers are advised to verify information to their own satisfaction
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ARMARIO HOMES

TRI-VALLEY LUXURY REALTY

This Autumn: Achieve Real Estate Success

Armario Homes is your local expert, making your sale our priority

a5

V" $555000A8BVE | | $501,000/BOVE

ASKING! " ASKING!!
7810 BERNAL AVE, PLEASANTON 2823 VINE CT, LIVERMORE 543 MONTORI COURT, RUBY HILL 399 OAK LANE PLEASANTON
SOLD $3,350,000 SOLD $2,400,001 SOLD $2,872,100 SOLD $2,425,000

-5-2-3-1-.000'@6%;5-" 1 \BOVE | ﬂEPRESEN'ﬂSB

ASKING! . ASKING! SELLER & BUYER!
4443 2ND ST, PLEASANTON 3657 DUNSMUIR CIR, PLEASANTON 1619 ORVIETO COURT, RUBY HILL 1045 RIESLING DR, PLEASANTON
SOLD $1,930,000 SOLD $2,320,000 $4,200,000 SOLD $1,925,000

2311 SILVER OAKS , PLEASANTON 798 E ANGELA ST, PLEASANTON ) i057 BARTLETT PL, PLEASANTON 1230 LAKEHURST RD, LIVERMORE
SOLD $3,425,000 SOLD $1,750,000 SOLD $2,701,000 SOLD $1,360,000

Curious About the

Value of Your Home?
Call today for a FREE Home Valuation

So far in 2024, Armario Homes Has:

v’ COMPLETED $85 MILLION IN SALES

v’ NEGOTIATED 41 SALES FOR CLIENTS
v~ PRODUCED TOP-DOLLAR SALES FOR HOME SELLERS!

DeAnna Armario (925) 694-0806

459 Main Street, Pleasanton - www.ArmarioHomes.com
DRE# 01363180 | Broker DRE# 02065804
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VENEMA HOMES

E XPER E NCE -*- EXGCELLENGE
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1772ZENATOPLACE |27 370 OAKLANE = <. 1 3424 TOURIGA DRIVE

New/Price: $3,449,000 o NewPrices$%9,369,000 N New Price: $2,098,000

KELLERWILLIAMS
4"’ .47 Va vV

f
INTERNATIONAL

*‘__E“iﬁ 3 ez & “,,,;.l bk
45 GOLF couRT 7785 DECI(ER LANE‘* 7

$2,370,000 Mo =5 ~ $1,925,000°¢

1
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E——— Re;lresented B e o -

ol

Lisa Desmond

Liz Venema Amanda Davlin Alexis Venema

Owner, Realtor Chief Operating Officer Junior Partner, Realtor
(925) 413-6544 (925) 922-1619 (925) 963-5446

Michelle Kroger Brenda Meckenstock Jessica Zavari
Realtor Realtor Realtor Realtor
(925) 352-5065 (925) 785-3134 (925) 353-6484 (925) 400-8077

VenemaHomes.com | Liz@VenemaHomes.com | 925.413.654 | 660 Main Street, Pleasanton | DRE# 01922957
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