bath helped us in this selling
“Ihough Don and Norma o mpﬂfﬁm e ik Extremely

edged ' bout the
hle about the Pleasant Hill market, and @ .
ﬁ;::::ﬁ in general. He wos available to answer my qrestions
in @ timely fashion, and, for example, pnswered my enr{r"
Saturday marning call when [ ran into @ difficult questio

. Norma was alsp great in
while signing the closing PAPPIS natures since | live out of

crate. | would highly recommend this team if pou want

procedure, it was Don [ dedlt

helping me with the electronic £ig

guick, relutively painless sale.” —Sharon

“We had @ need to sell our home quickly in
the Pleasant Hill area. Don and Norma's in-
depth knowledge of the area allowisd us to sell
aur home quickly and for o great prici. [
highly recommend them!!” —}im

Market condition update

Our market in Pleasant Hill peaked in 2005
when the avernge single family home sales price
wis 3710,863. In 2011 the market bottomed oot
with un avernge sales price of $434, 160 In 2004,
three years lnter, the nverage price was
$654.557, 50.7% higher and only B.6%

ELT Echmf:'ll'j.i Pﬂ: price "ﬂk::" '&:ﬁri- Fleasant Hill Yearly Statistics
o erence 3 yeurs 1 . ) !
like short sale, REQ, bank-owned, Detached Single Family Homes
foreclosure, shadow inventory are mostly | T
part of our past. Low inventory issues Taus f‘ﬂ.ﬂhﬂ!ﬁ AvTage Iriuf:ﬂﬂm
sbound in our anea: in 2014, 322 detached snmesszld zales price ? :
single-family homes sold, down from 373 | 2006 2K 700,712 1.0
in 2013, 13.6% lower. Buvers' aboumd; E
sallers. ot so mech. 20HFT 256 Sa77.1E1 =1.0%

It is still a great moarket for home 2008 215 $530.0:00 ~20.8%
sellers, Interest nides remnin low and
nttractive. When &= prime time w zell? 2008 248 ali sl DA™
Anytime this year, should be, but the 2010 243 S480,535 (P
cirlier in the year, the betier. ag there is :
only a tiny amount of inventory and the A =4 A4 H0 =T
baryers ure out in force, ready, willing and 2012 346 468,847 +H.2%
ahle to bay! I your house has any gquirks, 4
it will sell better in & low baventony oS i i 208
market, so give us a call! We'll make it 2014 3 5654557 +=13.9%

happen! As always, we and our-stager will

Don and Norma's listing—
fabulous buying cpportunity!
1836 Doana Drive, Fleasant Hill

Charming 3 becdroom, | bath on
cormer lot offers freshly painted
inigrior with updated Kichen, now
fooring throughout, in a lovely pan
of Gregory Gardens

U toe: S35
"ﬁfiq;yf .- :E& Price: $435.000
| i Comgi

offer pre-listing guidonce on what 10 do 10
improve vour house to sell for wp dollar! Jus
give us n call or empil us and we'll get storted
dowen that path.




Recent activity by Don, Norma and Erik

Street

M5 Sunset Rd

127 Hardy Cir

77 Janin Pl

404 Maont Cir

12 Royston Walk
F1] Hardy Cir

212 llene Dr

| 566 Vislet Way
b6 Mont Cir

23 Sieven Cir

6! Fordhmm Ct
T41 Hervard Dy
1919 Ygnacio Valley Rd
| Thd Miewell Ave
FOA0 Adlmond S1
4708 Tahoe Cir
971 Getoun Dr
B25 Cak Grove Rd #54b
3573 Esperansa Dy
400 Whitee T D

City
Fleasant Hitl
Fleasant Hill
Pleasant Hill
Flensant Hill
Flensant Hall
Mlessant Hill
FMlewsant Hill
Pleazanm Hill
Fleasant Hall
Memsant Hill
Fleazant Hill
Fleasant Hall
Walnui Creck
Walauit Creek
Mootz

Ml nrtuses
Congord
Cpmetrd
Concord
Wallejo

Prics Statuz Represenied

SHO0,000 SOLD Seller

L4 (00 S0OLD Seller

$525.000 SOLD Seller - Eﬁfﬂl
$730.000 SOLD Seller - .:,1_, -
5460000 S0LD Buver %ﬂrt
$K59, 500 SOLD Seller

£594,000 SOLD Seller . e .

S35 (00 SOLD saller

SHEE.O00 SOLD Seller

SR02. 500 SOLD Saller

450,500 SOLD Seller

$523,000 SOLD Seller

£.300,000 SOLD Seller

020000 SOLD Buwer

£325 000 SOLD Seller

SAK7.600 SOLD Buyer

£435,000 SOLD Seller

£355,000 SOLD Selier

53000, (00 SOLD Selier

S345 000 SOLD Seller

The life of 2 Realtor —continued from page |

f4: They don't negotinte hard enough: One of
ceur primary jobs is to negotiste, However, it 15 also
the primary job for the agent on the other side of the
irnnsachion. 5o, while vou moght pet upsel yvou
didn't get evervthing von ssked for, you need 1o
understund there's most likely an equally skilled
agent on the other end fighting for his or her ¢lient
ms well Good agents will fight wo get what their
chients vwant, bast ot the <ome lime know' how fior to
push the line while still preserving the deal.

#5: They're not worth their fee. Some people
think our fee s o rip-off. Mot hardly, After
marketing fees wniil dduea, agents make about 1.5%
per ransaction on average. s expensive o be a
real estmie mgent, They hove o boy lockboxes,
signs, websites, Ely-rm. confnct  manegemen
systems, business cards, MLS dues, and mumy
other things just 1o stay in business. For all their
hard work, it's worth it, Plus we all know that vou
got what you pay for.

He concludes: I've trained humdreds of high level
agents &0 | can fully appreciate the passion and
dodhention it requires o succeed in real estate.
Agents have fsced tough markets ginee 2000, and
while basiness s picking op now, inventory is still
ltmited. creating its own challenges, S0, when vou
hire a Realtor, be mimdful of whal siresses they are
underand how hord they work forY'OU, theclient!

The Flaskerud Team wishes vou o Happy Mew
Year! We welcome vour calls or emuils amytime; just
rewch oo, amd we'll be there for you!




Don, Norma -

& Erik B Al u
FLAGSKERUD b imets 1}
RE Jﬂfﬂ.‘ Tndii.l

'FQ'I\EW us on Fas::bgp’gi n Pleasant Hill Real Estate~The Flailmi'ud Team

Call DON, NOREMA r'"]:"tr'h_:" e ...,...,.1-_2_1-.,,

& e Tl = Tt
at 925-5706-08503

Call Erik at 925-381-7276
at

.lu..l"l.'ua.'lll.ll b

Oon ColBRES 0057 1007 m MNomma CalBRES [D8ET

|E Eveellen right then that in the future we only want to deal
= ‘t‘ C‘liE Ilt with the Flaskeryd team, Thedr |'JH|'I1'§|‘.'|.' i
|:| Good d} integrity, their attertion to details, their
fEE-'dbELC]:{. o prfessionalism in every single motter were
Lj Ao rqgt amazing! We gove them the key and basically forgot
i about our home aof 14 wars, They remodeted, chose
wihat fo do, how to do, they picked the Hme to sel]

*Norma helped me through o very difficult and advertised for us Norma has this speciol quality
situation with the buyer consistently missing that she calms you down and you simply kmow, she
deadlines due to him making very poor will not tuke advantage of you, she will be on your
sefectinns af o mortgoge broker and an sice @il the way, including answering late emails
pnseasoned real estote agent. Norma gave and/or making calls ;) Thank vou so much for all
me very good advice on what needed to be your work, Flaskeryd Team! I om already missing
dane to improve the attractiveness of the youl'—Svetlana

hame and gave me a list of confractors to do

d “Don and Normao made the whole experience o
the work. The contructors were very ¥ oy

respansive and did a good foby, Her advice on RNy QU7 SEOMIE 8 i FUrE. TINeY DI Ve 20

much knowledge and experience and always there
staging the property with o minimum \ ;

; - to gnswer our guestions. They hel 1% in making
oLt rr_,f_f].n'.lh'!ul'n;' T I.l.-'.:.l'.'er.-M:'.'.' ' : ft t - s 'Imj':r . g

several mrjor decivions Dom even called me when

Hottom Nne: o very successful sale"—]im !
:1'1.-_'_1." WARFE H VW eaoig, .”II:I-' |'J-.|:l|".|'1 el I'J:|-'4T:r'|:' .:.'.':lur

“Norma is u real pro in real estate. We met making the seller and buyer happy and satisfied. We
her team when buying o house. We had o are so happy we chose Don and Norma o sell aur
different real estate agent, but understood hame. Highest regards,"—Homer and Carol

Bleg with us at hitp://PleasantHiliREealKetateandirea bl

]
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FLASKERUD

RE/MAX Today

Eventhing we fouch

The life of a Realtor...

A5 Don and Morma enter their 28th year
and Erik enters his 5th yvear of selling

residential real estate, we reflect
back on owr love for our carears,
We have appreciation for loyal
clients who allow us to
continue. For the second vear in

a row we woan Pleasant Hill

Community Focus 2014 Readers’ - o

Local Favorite Reaitor] What an '-,'
honor] Thanks to ol who voted for us!

Thes¢ of you who recently sold or
bought a house know the complexiiies—all we or
vour Realior did to make il happen, Bul most of our
readers don't buy and sell regularly and probably
have no clue what we do, They have no idea what it's
like 1o be an agent, A recent article wiitien by 4 high
lovel real estnie trminer, Byan Stewman, will be
guoded here as his words of wisdom arg compelling
and octun!ly representative of hife in the frenches asa
Realior inday,

He says, “Agents are grossly ander-
apprecisted —you hove no idea how muoch stress an
agent has 1o weather and forge through on & daly
basis. In todav's market of lmibed mventory and

mitltiple offers, sgents hove 1o work their mils off

Juist 1o et b house secured for theirclients.”

Winter 2015

(LTS

Hiere is his list of the top 5 misperceptions shout
reéal estate agents, followed by both his
and'or e commenis.

#1: They seem to have lots of
free thme, Your job probably
consiRis of %35 Mondoy
through Friday or
something similar, Agents
work after hours and
weckends, oo, An agent's
job never ends; having 1o
nocommedate chents when
they are off work, Let's have
some respect for the hours
they put m!

F2: They never seem (o find the

right home. Invenmtory is scirce moour

arca. Buvers can be impatient. but 1t is nol the

pgent’s foult; pationce is aeeded in o Jow nvenbory
rmarket

#3: They often seem o avoeid phone calls. We
hear o lot of complaints about Realiors  not
pnswertng the phone. But not us; oot i oor case, 1
il does go to voee mail, it is because we are busy
talking to a client, a wile company, o loan officer, a
siggn person, or another Realior. We have an office
with a fronl office person taking calls, we; bot il n
poes o voice mail, just leave a message; we'll get
back 1o wou proooptly, Same with emails
Prompiness is our hallmark.

-continued o page 3
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