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A home in the Tri-Valley doesn’t need to have a 
high price tag or a lot of square footage to be 
considered luxury.

“We live in California, where luxury to a lot of people 
includes a view, gated community or something near a 
golf course,” said Tracey Esling, 2025 president for Bay 
East Association of Realtors. 

“Luxury living comes in many 
forms,” she said. “Indoors, it can 
be anything from paint color, rugs, 
and window coverings to spa show-
ers, soaking tubs, and wine rooms. 
Outdoors, that could mean a swim-
ming pool or adding an outdoor 
kitchen or a pergola.”

Esling said that while there are 
homes in Pleasanton which meet 
that definition, there are many others that are luxuri-
ous for other reasons.

According to the National Association of Realtors, 
a luxury home is defined by properties with high 
prices, significant square footage and high-end ame-
nities. While there are homes in the Tri-Valley and 
Pleasanton that have these characteristics, there are 

other things that make them “luxurious”.
Esling said many homebuyers and current residents 

find luxury in both how a home functions and com-
munity amenities.

“For Pleasanton homeowners there’s more to ‘luxury’ 
than just having a big or fancy home,” Esling said, 
“Quality of life can also be as important, if not more 
important.”

Easy access to a vibrant downtown, community 
events, high quality or unique restaurants or a short 
drive to schools is what can be considered living in 
luxury to many people in the Tri-Valley.

Esling said when people think about luxury in 
California, they’re likely thinking of coastal homes 
with an oceanside view or winery estate homes, but if 
you’re moving to the Tri-Valley that may not be some-
thing you care all that much about.

Homes on the market with a sale price exceeding $1 
million were once considered to be luxury according 
to NAR. The median sales price for a single-family 
detached home in Pleasanton has exceeded $1 million 
for the last 10 years.

“People moving to the Tri-Valley from out of state or 
other regions of California may expect the prices they 

pay to cater to the traditional sense of the word luxury, 
but once they’re here, they adjust to the lifestyle that 
includes more than what they paid for their house,” 
Esling said.

Esling shared that some amenities that may not 
have been considered a “luxury” became a must-have 
during and after the COVID-19 pandemic. NAR 
expressed a similar sentiment reporting amenities 
such as extra bedrooms and bathrooms, and homes 
on large lots, became necessities rather than just 
luxuries.

Those types of amenities have continued to add 
value post-pandemic as many Pleasanton homeown-
ers are still able to work from home. “Luxury could 
mean having an extra room to use as a home office,” 
Esling explained.

Esling concluded that lots of factors contribute to 
the luxuriousness of a home, saying, “Luxury is sub-
jective, and here in the Tri-Valley, it’s really anything 
that makes the difference between a property just 
being a house and becoming a home.” n

Editor’s note: Devin Davis is the public affairs special-
ist for the Bay East Association of Realtors, based in 
Pleasanton.

Living in luxury in the Tri-Valley
What's on the inside and where it's located can be as important (if not more) as how the home looks from the outside

BY DEVIN DAVIS

Devin Davis
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3062 W Ruby Hill Dr | Sold at $6,690,000 

3521 Valenza Way | Sold at $2,715,000

17 Fairway Lane | Sold at $2,970,000

4222 Remillard Ct | Sold at $3,298,000

2257 Vineyard Heights Ln | Sold at $3,425,000 

601 Blossom Ct | Sold at $3,410,000

6016 Tillman Ct | Sold at $3,260,000

1134 Laguna Creek Ln | Sold at $4,025,000 

7694 Maywood Dr | Sold at $2,570,000    

43054 Gallegos Ave | Sold at $2,525,000

1843 Sannita Ct | Sold at $4,800,000

3509 Valenza Way | Sold at $3,100,500

6023 Laurel Creek Dr | Sold at $3,250,000 

988 W Lagoon Rd | Sold at $2,500,000

601 Blossom Ct | Sold at $3,410,000

1192 Paladin Way | Sold at $3,708,000

1843 Sannita Ct | Sold at $4,800,000

DOUG BUENZ
925.463.2000
Doug@680Homes.com
680homes.com 
DRE 0084358


OVER 550 FIVE STAR REVIEWS

3509 Valenza Way | Sold at $3,100,500 

6023 Laurel Creek Dr | Sold at $3,250,000

988 W Lagoon Rd | Sold at $2,500,000

601 Blossom Ct | Sold at $3,410,000

1192 Paladin Way | Sold at $3,708,000

3510 Valenza Way | Sold at $5,100,000

6024 Laurel Creek Dr | Sold at $4,025,000

2435 Crystal Dr | Sold at $2,685,000

602 Blossom Ct | Sold at $2,265,000

3122 Conti Ct | Sold at $4,700,000 

1569 Via Di Salerno | Sold at $5,200,000

1833 Spumante Place | Sold at $4,450,000

6036 Alpine Blue Dr | Sold at $2,340,000

861 Owhanee Ct | Sold at $3,200,000

2315 Westbridge Ln | Sold at $4,250,000

1171 Sunset Creek Ln | Sold at $3,060,000

6007 Laurel Creek Dr | Sold at $3,036,000

4193 Grant Ct | Sold at $3,010,000

6155 Clubhouse Dr | Sold at $3,900,000

940 Mingoia | Sold at $2,675,000

2324 Lakeside Circle | Sold at $2,255,000

2112 Laguna Creek Ln | Sold at $2,585,000

7285 Hickorywood Ln | Sold at $2,325,000

340 Corrie Place | Sold at $4,995,000

8026 Kingbird Ct | Sold at $3,900,000

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 Sate of California and abides by Equal Housing 
Opportunity laws. License Number 01079009. 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.

Scan to view our 
current listings!

LUXURY 
EXPERTISE

YOU CAN TRUST.

LUXURY HOMES PREV IEW 2025

Luxury homes are high-end properties with pre-
mium amenities in exclusive areas, and buyers and 
sellers seek out real estate agents who specialize in 

this niche market.
Luxury real estate agents deal with the intricacies of 

luxury properties and offer services tailored to the specific 
needs of affluent clients, providing a level of expertise, 
service and access that exceeds that of traditional agents.

Market expertise is a must for luxury agents, but not 
only for the high-end real estate market and current trends 
and pricing for premium properties. Because community 
amenities and quality of life are important to buyers of 
luxury homes in the Tri-Valley, agents must have vast 
knowledge of the community the home is located in.

While location is very important, so is the property itself 
and a lot of care is put into the presentation. Realtors may 
collaborate with interior designers or stagers to ensure the 
property looks its best for private showings or high-profile 
events.

These private showings and events are part of the so-
phisticated marketing strategies often employed to show-
case properties. Other techniques include high-quality 
photography, video tours and virtual walkthroughs.

Luxury homes are typically priced well above median 
market properties, so the agents who specialize in this 
market need to be well-versed in handling high-value 

transactions. Buyers may not rely as heavily on traditional 
mortgage loans as traditional buyers, and might purchase 
homes with cash or through private financing. These 
transactions often involve complex negotiations and intri-
cate contracts, so agents need to have excellent negotiating 
skills and legal and contractual knowledge. 

Affluent clients value privacy, so luxury agents are 
skilled at maintaining confidentiality, often using off-
market listings or private showings to protect their clients’ 
privacy.

The agents are also expected to provide a level of service 
beyond just the sale of a property by offering a white-glove 
service, ensuring that every aspect of the transaction is 
seamless. This can include handling international transac-
tions, dealing with complex tax issues, or arranging ad-
ditional services like moving assistance or private security.

To accomplish this level of service, a luxury real estate 
agent has to have established relationships with lawyers, 
architects, designers and other professionals who are nec-
essary for successful transactions.

One of the most important reasons for working with 
an experienced and respected luxury agent is efficiency. 
Buying or selling a luxury property involves more details 
and steps than a standard transaction, and agents manage 
all the logistics of the transaction, which saves high-end 
buyers and sellers valuable time. n

Luxury agents offer expertise,  
service in niche market

Knowledge of pricing trends, community amenities  
and most importantly, the property and how to present it

BY GINA CHANNELL WILCOX

SALES AT A GLANCE

PLEASANTON  
(DEC. 9-13)
Total sales reported: 14
Lowest sale reported: $1,035,000
Highest sale reported: $4,550,000
Average sales reported: $1,981,321

LIVERMORE  
(DEC. 9-13)
Total sales reported: 14
Lowest sale reported: $485,000
Highest sale reported: $2,100,000
Average sales reported: $1,165,642

DUBLIN  
(DEC. 9-13)
Total sales reported: 10
Lowest sale reported: $685,000
Highest sale reported: $3,125,000
Average sales reported: $1,628,500

SAN RAMON  
(JAN. 27-31)
Total sales reported: 7
Lowest sale reported: $422,000
Highest sale reported: $2,175,000
Average sales reported: $873,000

Source: California REsource
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 Bespoke Marketing: Cinematic video tours, targeted digital ads, social media, & custom luxury brochures.    
 Negotiation Mastery: Record-breaking sales, highest price per square foot, and seamless transactions.  
 Exclusive Network: Private listings, elite clientele, and global luxury connections.
 White-Glove Service: Personalized concierge support from listing to closing and beyond.
 Staging & Presentation: Partnerships with top-tier staging professionals to elevate every listing.  
 Award-Winning Service & Expertise.
 Highest Transaction in Keller Williams TV at $13,000,000.

At Venema Homes, we don’t just sell homes—we curate luxury experiences. 
With an unparalleled track record and deep market expertise, we are the 
trusted advisors for discerning buyers and sellers in the Tri-Valley’s most 

prestigious neighborhoods.

(925) 413-6544
Liz@VenemaHomes.com DRE# 01922957 www.VenemaHomes.com 660 Main Street, Pleasanton

Elevate Your Real Estate Experience. Contact us!
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The Bay East Association of 
Realtors installed Tracey Esling of 
Legacy Real Estate & Associates in 

Livermore as its president for 2025 dur-
ing a ceremony earlier this month.

Esling has more than 30 years of 
experience working in real estate and 
serves on the association’s Executive, 
Local Government Relations, Political 
Activities, Investment Advisory, and 
Leadership, Evaluation and Selection 
committees. She also has statewide acu-
men, sitting on the California Association 
of Realtors Board of Directors.

Bay East officials said Esling has the 
mantra that “a Realtor’s job is creat-
ing the opportunity for clients to make 
memories and tell stories that will last a 
lifetime” and her vision for her presiden-
cy “is to uplift the voice of Realtors with 
an emphasis on maintaining consumer 
perspective”.

Also anointed during the installation 
ceremony on Feb. 1 were president-
elect Bill Espinola of Parkview Realty 
in Hayward, treasurer Viviana Cherman 
of Elation Real Estate in Pleasanton 
and past-president Barbara Clemons of 
Coldwell Banker Realty in Pleasanton. 
Tricia Thomas is the association’s CEO.

The full Bay East 2025 Board of 
Directors includes Nancie Allen 
(Compass, Fremont), June Burckhardt 
(Legacy Real Estate & Associates, 
Fremont), Don Faught (Compass, 
Pleasanton), Louis Heystek (Compass, 
Oakland), Tina Jackson-Walda 
(Suburban Homes Realty), Delores 
“Dee” Johnson (Delores Dee Johnson 
Realty, Oakland), Joe LoParo (KW 
Advisors, Alameda), Sharon Mancillas 
(KW Advisors, Alameda) and Simi Puri 
(Keller Williams Realty, Danville).

Also on the board are Frank 
Quismorio (Realty Experts, Fremont), 
Geraldine Ramirez (Bay City Real 
Estate Group, Pleasanton), Eliane 
Selwan (JPAR Iron Horse Real 
Estate Group, Pleasanton), Sinath 
Thi (Coldwell Banker Realty, Castro 
Valley), Paul Wong (Coldwell Banker 
Realty, Oakland), Garrick Yan (EXP 
Realty of California, San Ramon) and 
platinum affiliate director Trevor Frey 
(Supreme Lending, Brentwood).

Based in Pleasanton, Bay East is an 
industry trade organization that serves 
more than 6,000 residential and com-
mercial real estate professionals in the 
Tri-Valley and greater East Bay. n

Esling of Legacy in Livermore named Bay East president
'Realtor's job is creating the opportunity for clients to make memories and tell stories that will last a lifetime'

BY JEREMY WALSH

Proud to be a part of the #1 
Brokerage in the Tri-Valley

October 2024 YTD   |    Office Rankings

8213 Regency Drive, Pleasanton

CALL TODAY! 
Cindy will take care of you! 
Cindy is a Full Service  
REALTOR offering:

• Staging/Photography
• Carpet Cleaning/New carpet
• Painting
• Granite/Quartz Installation
• House Cleaning
• Gardening/Landscaping

 cindygeesold@gmail.com 

H O M E S  I N T E R N AT I O N A L 459 Main Street 
Pleasanton, CA 94566

Dre# 01307919

925.963.1984
CINDY GEE

LAGUNA OAKS - RESORT STYLE LIVING! ENTERTAINERS DELIGHT!
Gorgeous updated Gourmet Kitchen, quartz counters, stainless appliances, amazing Park-like Yard. Includes a putting green, sparkling pool/
spa, outdoor Kitchen & more! 5 BED, 3.5 BATH. Approx 4469 SF on 17,000 SF flat lot! Offered at: $3,788,000. Call/text Cindy for details!

Coming Soon!
Cindy has been a TOP PRODUCER for over 20 years! 

Experience Matters! 

 REALTOR/NOTARY
The CINDY GEE Team

Just Listed!

Just Sold!

3746 Riesling Court, Pleasanton

2769 Lylewood Drive, Pleasanton

VVIINNTTAAGGEE  HHIILLLLSS  BBEEAAUUTTYY!!!!

4 BED, 3 BATH. UPDATED & READY TO MOVE IN!! 
One Bed/Bath and Family Room downstairs. Home is 
NW facing. Park-like backyard!! Offered at: $2,088,000. 

Just Sold!

5 BED, 3.5 BATH. Approx 4600 SF. Offered at: $3,878,000. 
Amazing One Story Home. Beautiful Park-like Backyard!
SOLD at: $3,900,000. 

LLAAGGUUNNAA  OOAAKKSS,,  RREESSOORRTT  LLIIKKEE  BBAACCKKYYAARRDD  
AANN  EENNTTEERRTTAAIINNEERRSS  DDEELLIIGGHHTT!!!!!!

LAGUNA OAKS

Top Producing Agents in the Tri-Valley

LUXURY HOMES PREV IEW 2025

QUINN VO / BAY EAST ASSOCIATION OF REALTORS
The 2025 Bay East Association of Realtors leadership team consists of (from 
left) Viviana Cherman (treasurer), Tracey Esling (president), Tricia Thomas (CEO), 
Barbara Clemons (past-president) and Bill Espinola (president-elect). 
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SOLD FOR: $5,950,000 | REPRESENTED SELLERCALL FOR INQUIRIES: (925) 216-9083

36 El Alamo Court, DanvilleComing Soon in Bridle Creek
5 BED | 7 BATH | 6,204 SQFT | 1.63 ACRE LOT6 BED | 5 BATH | 4,655 SQFT | 0.38 ACRE LOT

SOLD FOR: $3,225,000 | REPRESENTED BUYER

4204 Casterson Court, Pleasanton
4 BED | 3.5 BATH | 3,528 SQFT | 0.72 ACRE LOT

SCAN THIS QR CODE TO LEARN MORE ABOUT WORKING WITH KATIE MOE

Showcasing what makes your home truly unique is key, whether it’s hiring a golf pro for private lessons on your putting green or
bringing in professional musicians to set the perfect ambiance for a twilight tour. Your home is more than just a property; it’s an
exclusive story waiting to be told. I’m committed to helping you tell it in a way that highlights the extraordinary lifestyle it offers.

Elevate Your Real Estate Experience

Katie Moe
Founder | Realtor

925.216.9083
DRE #01507863

KatieMoeRealtor.com

2024 AWARD RECIPIENT
Katie Moe

Katie Moe is deeply committed to making
a lasting impact in the community

through supporting local nonprofits, small
businesses, and advocating for schools.

Her dedication earned her recognition as
a 2024 Pillars of Pleasanton honoree.



Page 24 • February 28, 2025 • Pleasanton Weekly

1382 VIA DI SALERNO
PLEASANTON

6 BED 5 FULL + 2 HALF BATH 6,544 +/- SQ. FT.

SOLD AT $5,125,000 ALL CASH

7687 HIGHLAND OAKS
PLEASANTON

190+
CLIENTS HELPED 

SINCE 2020

$566M+
LIFETIME 

SALES

INTEGRITY AT 
YOUR FRONT 

DOOR.4 BED 3 BATH 2,985 +/- SQ. FT. 

SOLD AT $2,650,000 MULTIPLE OFFERS  6 DAYS ON MARKET  

4875 DOLORES DRIVE4875 DOLORES DRIVE
PLEASANTONPLEASANTON

4 BED 2.5 BATHS 1,854  +/- SQ. FT. 

LISTED AT $1,739,000 

SOLD OFF MARKETJUST LISTED

SOLD 10%+ OVER ASK
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1416 ANZA WAY
LIVERMORE

7453 PECAN COURT
PLEASANTON

3 BED 2 BATHS 1,890  +/- SQ. FT. 

LISTED AT $1,499,000 MULTIPLE OFFERS

JULIA MURTAGH

DRE# 01751854
925.997.2411

murtaghrealestate.com

AMY MAYERSON

DRE# 02069902

LAUREN PETERSON

DRE# 02235046

3 BED 2 BATH 1,445 +/- SQ. FT. 

SOLD AT $1,300,000 REPRESENTED BUYERS

Preview our exclusive 
listings, or let us help you 
get the best value for your 
current home. Contact us 
today to start your real 
estate journey!

Compass is a real estate broker licensed by the State of California and abides by Equal Housing Opportunity laws. License Number 01527235. 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 footages are approximate.  Rules & Exclusions apply. Compass offers no guarantee or warranty 
of results. Subject to additional terms and conditions.

JUST SOLD

CALL FOR MORE INFORMATION
925.997.2411
CASTLEWOOD: 4 BED 2 BATH 2 ,120 +/- SQ. FT

DUBLIN: 4 BED 3 BATH 2 ,022 +/- SQ. FT

TOWNHOME: 3 BED 1.5 BATH 1,130 +/- SQ. FT

IN CONTRACT 

4957 FOREST HILL DRIVE
PLEASANTON

4 BED 2.5 BATHS 2 ,328  +/- SQ. FT. 

LISTED AT $1,749,000 MULTIPLE OFFERS

IN CONTRACT

COMING
SOON!
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SERENO

DRIVEN BY PURPOSE 
powered by independence

S A N  F R A N C I S C O  •  P E N I N S U L A  •  S I L I C O N  V A L L E Y  •  E A S T  B AY  •  S A N T A  C R U Z  
M A R I N  •  W I N E  C O U N T R Y  •  T A H O E  •  S I E R R A  F O O T H I L L S  •  C E N T R A L  C O A S T

F O L L O W  O U R  S T R I D E  A T  S E R E N O . C O M   |   D R E  0 2 1 0 1 1 8 1
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900 Main Street Pleasanton, CA 94566 Let's Connect!

Scan with your phone  
to connect to my website.Kris Moxley

925.519.9080
DRE 00790463

moxleyrealestate.com

kris@moxleyrealestate.com

Serving the Tri-Valley  
area for 45 years

Luxury Real Estate Specialist

Concierge Service

Committed to Excellence


