
Be Ready For When The Market Gets Active  

30-year Fixed (Zero 
Points, $417,000, 
4.221 APR)  

4.125% 

15-year Fixed (Zero 
Points, $417,000, 
3.613 APR)  
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# of Listings (Single 
Family Homes) 

538 

Average selling 
price 

$1,172,540 

% of asking price 102.5% 

Avg. number of 
days on market 

33 

Number of Homes 
Sold 

811 

Santa Clara 
County 
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research and consultation 
become the next logical 
steps.   
     The research centers 
mainly on the data.  The 
good news is that there’s 
more data than you need 
and it’s all easily 
accessible online with a 
few easy point and clicks.   
     The consultation comes 
next as you’ll probably 
want help in the 
interpretation of the data.   
In my view, there are two 
stages of consultation.   
     The first stage is 
h a v i n g  i n f o r m a l 
conversations with people 
whom you are familiar 
and trust.  At this point, 
it’s not important that 
they are professionally 
affiliated with the real 
estate industry.  Just 
s o m e  i n t e l l i g e n t 
c o n v e r s a t i o n  w i t h 
someone you trust and 
respect is good enough. 

     Happy New Year!  I 
hope that you enjoyed the 
holiday season and that 
you’ll have a prosperous 
2016.   
     In the real estate 
industry, January is a time 
of contemplation and 
p r e p a r a t i o n .   T h e 
contemplation occurs 
mostly when people start 
to think about how they 
might want to participate 
in the real estate space in 
the coming year.  Is this 
the year to buy, or to sell, 
or to invest?  Maybe this is 
the year to buy after years 
of saving.  Maybe this is 
the year to sell and take 
advantage of the run up in 
value over the past few 
years.  Maybe there’s room 
in the budget for that 
rental property you’ve 
been thinking about. 
     Whatever your interest, 
once curiosity is piqued, 
you’ll want to explore the 
possibilities.  That’s where 

     Once your confidants 
give general guidance and 
input, you’ll enter the 
“preparation” stage of 
consultation.  This stage is  
formal and normally 
inc ludes  a  trained 
professional who can 
understand your goals and 
can help develop an action 
plan to achieve them based 
on your specific situation.   
     F i n d i n g  s u c h  a 
professional can be found 
through personal referral, 
direct marketing,  research, 
etc.  Regardless of method, 
your goal is to find someone 
who’s not only qualified, but 
someone you can trust. (Of 
course, I’m hoping your 
search leads you to me.) 
     The first part of winter is 
the perfect time to develop 
your real estate strategy.  
By the time the market 
becomes very active 
(typically in late February) 
you’ll be in a great position 
to execute effectively. 

Santa Clara County Region January 2016 

My New Year’s Resolution To You 

HAPPY NEW YEARReal Estate Views 

opinions of what the data means to help 
you better understand current trends. 
     My goal is to generate dialogue with 
you.  The more we engage, the better we 
understand, not only the market, but 
each other. 
     My primary goal is to inform and 
educate.  It is not to sell anybody on 
anything.  My hope is that you see value 
in the information and perspective that I 
offer and that you utilize me as a 
trusted resource.  

     Like many people during this time of 
year, I’m prone to making resolutions.   
Not all of them work out the way I want, 
but this is one that I’m confident will.   
     My resolution is that my top priority  
will be to serve as a real estate resource 
for you.  It would be nice if I get the 
opportunity to participate in your 
transaction, but “selling” will not be my 
primary focus. 
     To this end I will study the market 
and report relevant facts.  I will offer 
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