
The real estate market hits the
Pause button every few days.
Why? Who knows? Waiting for
another shoe to drop (such as
even worse economic news?) It
doesn’t make a lot of sense,
really. Mortgage interest rates
have dropped to the lowest in
over 50 years. Lots of people
have rushed to refinance their
homes, but many have discov-
ered that the rules are too tough
for them to qualify now.
Appraisals are extremely
conservative, which means that
if you refinanced back in the
boom times a few years ago,
you might owe too much to
qualify for the required 20 to
30% equity that lenders want
you to have now.

People who ask me about the
real estate market assume that
no one is buying because no

one can qualify for a loan these
days. Surprisingly, this is not
true. Lots of people can qualify
and are walking around today
with pre-approval letters
hanging out of their pockets.
They even have 20% down
payments sitting in their bank
accounts ready to go to
purchase that new home. Why
don’t they make a move?

We’ve talked before about fear
and how that has been holding
the market back for quite awhile
now. Fears such as: What if the
prices drop more? What if I lose
my job? What if a better buy
pops up next week? What if my
friends/relatives think I’m
stupid for buying now?

Another obstacle is information
overload. Every day we hear
more economic news about

things we really don’t under-
stand, like, say, the Case-Shiller
index or Standard and Poor’s
credit rating of companies or
countries. We hear about
Europe’s economic woes, we
see the stock market rocket up
and down. What does it all
really mean? How can we make
a good decision in the face of all
this information (so much of it
bad news)?

How about trying this: turn off
your radio, throw the newspa-
per in the recycling bin, and
think about what you really
want. Do you want a home to
live in for several years? One
that you can make your own
with your unique designer
touches? One that your kids
can grow up in with a sense that
they are loved and provided
for? Want to try your hand at

urban gardening? Raising a
litter of puppies? What does
any of that have to do with the
euro?

For most of us, not much.

The percentage of people in the
United States who own their
homes has varied between 65%
and 70% over the last several
years. “Experts” are saying that
we probably won’t see 70%
home ownership again. So
what? So what if it is 65%
forever more? Isn’t that still a
large majority of the people in
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The Women's Twentieth
Century Club of Eagle Rock

This is a historic building
owned by a historic organiza-
tion. Founded in 1903, the
WTCC fought for women's
suffrage, education and charity.
They (we - I've been a member
since 1992) have supported this
community with gifts of food
and other support for needy
families, money for educational
programs and health care and
many other community activi-
ties.

We have rallied around to
preserve and promote both the
wonderful Craftsman building

and the organization that built it
but the building is large and
expensive to maintain. At a
recent event, a guest pointed
out the deferred maintenance
had gone critical with a patio
beam that threatened to fall off
with the slightest tremor. Our
esteemed president, Anne Wolf,
immediately organized having
the problem dealt with and
explained that the exterior
maintenance had taken second
priority to the failing plumbing.

These are choices these
venerable women shouldn't
have to make about this Grand
Old Lady of a building. What
can we do about this, folks?

Become a member, support the
events and programs. Find out
all about it at www.wtcc-er.org.

Send your donations to WTCC,
P.O. Box 412218, Eagle Rock, CA
90041.

The Solheim Lutheran Home

Full disclosure, I am a board
member of this nonprofit senior
community. I have to tell you,
this organization is so different
than what we all assume a
retirement home or old folks'
home is. And in spite of the
name, you don't have to be a
Lutheran to live here.

The employee roster is com-

posed of so many staff members
who don't just work here, but
see this place and the people
who live here as their own home
and their own family. Their
mission, as well as the pub-
lished mission of Solheim, is to
provide a caring community
where love, peace, dignity and
security are found. The service
of the employees in some cases
spans generations--in stark
contrast to the average turnover
of about 1 year at most senior
living facilities.

Another feature that I find
fabulous on so many levels is
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this country? Can we agree on
this: most of the people in this
country live in homes that they
own?

Let’s go back to the basics for
ourselves. A home is a big
investment and the decision to
purchase should be taken
seriously, but life goes on day

by day by day. Things do
change, such as interest rates
and loan guidelines. If you
qualify for a good mortgage
today, do you want to risk that
you don’t qualify under some
new guideline tomorrow? Do
you want to wake up one day
and see that your opportunity
has passed you by?

Should I Wait Until Spring to Sell?
If you are trying to decide
when to put your house on the
market, here are some thoughts
to consider:

If you go on the market now:

1. December 21 is the first day
of winter, even though we live
in sunny Southern California.
Spring is 3 months away from
then, and that's a long time.

2. You may not see as many
buyers, but the ones who are
out there looking are really
serious.

3. There are fewer homes on the
market, so less competition for
your home.

4. You can close escrow on
your home before the spring
buying season, and so be in a
better position to make a non-
contingent offer on your next
home.

All pretty good reasons, but
the real question that sellers
ask today is not really about
“should I sell now” but  ”Do
you think my home might be
worth more in the spring?”

That is the 64-dollar question,
my friends. I was just asked it
today. And prospective sellers
don’t want to take “I don’t
know” for an answer! “Come
on, someone who has all the
experience you do must have at
least a feeling for what the
market will do next!”

Yes I do. My feeling is that the
market is volatile and will
continue to be volatile and it
could go up or it could go down
based on many economic
indicators that we don’t have
information on yet. Like, will the
unemployment rate be down in
the spring? Or, will the economy
be better? Or will interest rates
go up? Spring is several months
away. Who do you know who is
confident that they know what
will happen then? Remember,
the real bottom of the market
happened in Spring, 2009.

What if I said to you, “Wait
until Spring, your house will be
worth more,” and then come
next April the bottom has fallen
out of the economy again and
your best chance of selling at a

profit was lost? How would you
feel? Do you really trust my
expertise that much? If I told
you that the best price you are
going to get for your house for
the next 5 years is right now,
would you believe me? You
really have to make your own
decision about when to sell. It’s
kind of like deciding when to
have a baby. What might be
great timing for you is wrong for
someone else, so how do you
decide?

One of the hardest things about
putting your home on the
market is getting it ready for
everyone to see. You have to
pack up all your stuff, you have
to clean, fix, paint, freshen,
landscape…lots of stuff. The
best time to put it on the market
is when you have that stuff
done. So when will that be?
Does it help you to have a
deadline? Then get it ready now
and go on the market when you
are done.  I will be here, ready to
do my part when you are ready.
My team is here to provide all
the support possible to help
you through this process.

that pets are welcome here. It's
hard enough for an older person
to make the decision to leave
their home of many years, but if
they have a pet, they often
believe they won't be able to
take them to a retirement home.
Well, check this place out.

Also, this is a facility that has a
continuing care commitment to
its residents that they can spend
the rest of their life here, even if
their money runs out. This
means that they need to raise
money to provide for these
residents. This is where we need
your help.

Send your donations to Solheim
Lutheran Home, 2236 Merton
Ave, LA 90041-9811 or go online
to www.solheimlutheran.org and
click on Make a Donation at the
bottom of the page.

The Center for the Arts, Eagle
Rock

Offering free media arts pro-
grams for youth, art exhibitions,
presenting innovative and
multicultural arts programming
to the communities of Northeast
Los Angeles, and all in one of
the most beautiful and historic
buildings in Eagle Rock, the
former Carnegie Library build-
ing. They even offer yoga
classes here and what a great
space to practice in! Check it out
at www.centerartseaglerock.org.

Mail your donation to 2225
Colorado Blvd, LA 90041.

Northeast Trees

Bringing nature back to the city
with its Urban Forestry, this
group has planted thousands of
trees in the underserved areas of
Los Angeles. Read about their
mission and find out more at
www.northeasttrees.org.

Mail your donation to Northeast
Trees, 570 W. Ave 26, Suite 200,
LA 90065.

The  Collaborative Eagle Rock

Beautiful

Devoted to making Eagle Rock
more beautiful, CERB helped
install the lovely monument at
the eastern entrance to Eagle
Rock from the 134 offramp, built
the Eagle Rock Trail off
Figueroa, and much more. Go to
www.cerb.us for more informa-
tion and to donate online. Or
make checks payable to the
CERB, mail to PO Box 411441,
Eagle Rock, CA 90041.

We lost two wonderful
hardworking community
activists this year: Scott
Wilson, who founded Northeast
Trees, and John Stillion, who
founded Eagle Rock Collabora-
tive. Donate to help these
worthy organizations carry on
the vision of their founders.
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What is Shadow Inventory?
According to DSNews.com:
S&P (Standard and Poor's, the
financial services company that
publishes research and analysis
on stocks and bonds) defines
Shadow Inventory as the
number of properties for which
borrowers are 90 days or more
delinquent on their mortgage
payments, properties in
foreclosure, and properties that
are REO (real estate owned).
The S&P also includes 70
percent of the loans that
“cured” from being 90 days
delinquent within the past 12
months because these loans
carry a higher risk of re-default.

What does Shadow Inventory
have to do with my home in
Northeast Los Angeles or the
San Gabriel Valley?
Generally speaking, around half
of all residential sales in these
areas are either short sales or
foreclosure sales. These
properties sell for anywhere
from 5% to 50% discount from a

"regular" sale. The theory is, if
all the Shadow Inventory came
on the market at one time, the
market prices would collapse
and your home would be worth
even less than it is today.

For example,  according to
Foreclosureradar.com, there are
95 properties in Eagle Rock that
are in some stage of distress,
from having a Notice of Default
filed to being foreclosed, or
REO. There are currently 35
properties on the market in
Eagle Rock. If this Shadow
Inventory  came on the market
all at once, this would throw the
market dynamics into a tailspin
and drive prices down. Why?
Simple laws of supply and
demand. There are buyers out
there, but they are fearful and
jittery. They are mostly afraid of
buying today and having prices
continue to fall tomorrow. With
suddenly 4 times as many
properties on the market, there
would be no sense of urgency
at all and most of these people

would stand on the sidelines
and wait for prices to come
crashing down.

The higher the ratio between
Shadow Inventory and active
listings, the greater an effect
distressed properties can have
on the market in an area.

Here's the next question: Why
would all the Shadow Inven-
tory come on the market at
once?
Between you and me, I don't
think it's very likely that it will.
The scary part of these
numbers is that they are really
just the tip of the iceberg of
distressed properties. Many
short sales occur with the
sellers missing only 1 or 2
payments which means no
Notice of Default gets recorded.
I had one seller successfully
close escrow on their short sale
after not making a payment for
15 months--and no Notice of
Default was ever recorded! So
that person was not in docu-

mented distress until we actually
came on the market as short sale.
Whether it's 15 months or 15
days, I've sold several short
sales that were without any
signs of distress in the public
records. Imagine how many more
underwater home owners there
might be out there, getting close
to giving up trying to stay in
their home. CoreLogic, a
financial analytics company,
estimates there are over 11
million households in the US
that are underwater.

There might be 5 or 10 actual
foreclosures to every 50 or 60
short sales in some neighbor-
hoods. Short sales generally
depress prices because most
buyers who are willing to pay
"retail" prices want full service--
they want to know that they will
close escrow on a certain date,
subject to unforeseen delays like
their own lender problems--but
not to delays caused by the
seller's lender. Buyers figure that
if it's a short sale, they should
get a bargain--and they are often
right. Some short sales sell for
market prices, but they are
generally exceptional properties
and are only selling short
because the homeowner owes
way above current market value
and can no longer keep the
home.

Who knows where all this will
end. The fact is, there are people
out there who need or want to
buy and sell homes today. We
Realtors are in the business of
helping people do that. Phenom-
ena like Shadow Inventory,
foreclosures and short sales
have an effect on price, but in
the end, we all need to live
somewhere and most of us
would prefer to live in a home we
can call our own.

How is Shadow Inventory Affecting our Local Market?
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Active:
5921 Annan Way, Highland Park.  $429,000.  Serene updated Craftsman with 2 bedrooms, 1 bath.  (S)
North of Hill Drive, Eagle Rock.  $499,000.  1950s Ranch with 3 bedrooms, 2 baths.  Short sale, coming soon!  (S)
1507 Wildwood Drive, Eagle Rock. $749,000.  Large hillside home with views across Eagle Rock, 4 bedrooms, and 4 baths. (S)
1978 Chickasaw Avenue, Eagle Rock. $619,000.  Midcentury traditional with 4 bedrooms, 3 baths in central location. (S)

In Escrow:
5326 Loleta Avenue, Eagle Rock. $639,000. Spanish-style remodeled to a great family home with 3 bedrooms, 2 baths. (S)
4545 Indiana Avenue, La Canada. $919,000. 1945 traditional that has been tastefully remodeled and expanded. (S)
5704 Baltimore Street, Highland Park.  $399,000.  Completely remodeled 3-bedroom, 2-bath home on street-to-alley lot. (S)
6202 St Albans Street, Highland Park.  $369,000.  Hip 2-bedroom, 1-bath remodel on a large lot. (S)
5458 Mount Helena Avenue, Eagle Rock.  $599,000.  Midcentury traditional with 3 bedrooms, 2 baths, perfect floor plan and a pool. (S)
1446 Cleveland Road, Glendale.  $599,000.  Charming 3-bedroom, 2-bath home with Batchelder fireplace, pool, and more. (B)
4032 Hampstead Road, La Canada. $1,290,000.  Spanish Revival home with panoramic views, 4 bedrooms, 4 baths. (B)
4745 College View Avenue, Eagle Rock. $399,000. Charming Tudor-style with eastern views. Short sale. (S)

Sold (since publication of the last issue):
5350 Waldo Place, Eagle Rock. LP $549,000/ SP $562,500. Stylish midcentury home with western views, located north of Hill Drive. (S)
4920 Floristan Avenue, Eagle Rock. LP $479,000/ SP $491,925. 1950 2-bedroom, 1-bath home on private lot. (S)
1260 Hill Drive, Eagle Rock. LP $599,000/ SP $725,000. Almost new, all fabulous modern-style home with 3 bedrooms, 2 baths. (S)
365 W Alameda #305, Burbank. LP $305,000/ SP $299,000. Remodeled 2-bedroom, 2-bath condo near downtown Burbank.  (B)
5220 Hartwick Street, Eagle Rock. LP $299,000/ SP $350,000. Three-bedroom, one-bath cottage located north of Colorado Blvd. (S)
2611 Oneida Street, Pasadena. LP $599,000/ SP $580,000. Midcentury home with 2 bedrooms, 1 bath, plus huge family room. (S)
1532 Rose Villa Drive, Pasadena. LP $1,175,000/ SP $1,184,000. Meticulously restored 1925 Mediterranean Revival. (B)
401 E California Blvd #210, Pasadena. LP $599,000/ SP $560,000. Remodeled condo in central Pasadena location. (B)

Happy holidays and best wishes for a successful 2012!

All our best,
Tracy, Keely, and Athena

Stay updated on local events and community news this season by following our blog at
www.LADigs.com!

(B) Represented Buyer
(S)  Represented Seller

www.TracyKing.com
Teles Properties, 210 S. Orange Grove Blvd., Pasadena, CA  91105 626.827.9795 www.LADigs.com

My Recent Activity - See www.TracyKing.com for details and latest updates.


