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A Letter from the Editor

“’ elcome to the premiere edition of the

Rumbold Report. Our monthly fliers usually have
tantalizing tidbits of information, but we thought
you'd like a more in-depth newsletter—so here it
1s. We can’t commit to producing one every
month, but we do promise that those we do print
will be chock full of relevant, interesting
information. We'd love some feedback and we’ll
happily print your “Letters to the Editor” in
coming editions. Enjoy.

—Don Abrams, Owner/Broker & Editor-in-Chief RO A

Meet the Staff

I bought Rumbold Realty 3 years ago and set about putting together a top-notch staff.
One of the top assets of the business, however, was already affiliated with us, in the

person of Bing Girling.

Bing is a long-time Balboa Island resident, former Air Force Colonel, and realtor par

- What’s in a Name?

I bought Rumbold Realty from Chuck Rumbold who,

during 32 years on Balboa Island, had established
himself as an institution in the community and a model
of integrity. I contemplated changing the name for about
five minutes, before sticking to one of my favorite
adages: “If it’s not broken, don’t fix 1t.” I figure that
when more Island people know Abrams than Rumbold,
probably in about 32 more years, there will be time
enough to put my name of the building.
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Where’s Chuck?

Chuck has moved up to Coarsegold, California, a resort

area near Yosemite, to be near his daughter and extended
family. Far from retired, he’s opened up Chuck Rumbold
Realty and has got a new storefront and several agents
working for him. Chuck would love to hear from some
of his old Island friends. Stop by the office for his
phone number and his address.

excellence. He’s also the recently elected President of the Orange Coast Association of
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The other realtors on our staff are:
Phenomenal Property | |
Increases on Balboa Island | Greg Clarke—Greg is an Island builder and Island resident. Greg knows more about
................................. Pg.3 plans and specifications than almost anyone on Marine Avenue and is currently building a

Why Sellers Need a Realtor
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new home on the quiet end of the Island.

Dwight Stones—Dwight is a celebrated former Olympic high jump gold medallist who
intersperses his broadcast career with selling homes. Dwight sells throughout Orange
County and has many contacts for investment properties.

Gwenn Abrams—Gwenn is my “better half” and rapidly becoming one of the Island’s
top salespersons. After careers as VP of HR and Director of Sales, Gwenn found her true

calling selling coastal properties.

Michele Silver-—Michele is a long-time Peninsula resident and active community leader.
Michele’s recent arrival to our staff has brought smiles from all who meet and work with

her.

Don Abrams—After careers as a trial lawyer with the US Justice Department and as
President of an American Stock Exchange Company, I purchased Rumbold Realty to
fulfiil a life long dream of dealing with the products I love—homes. The Year 2000 has
been a great year for us and we look forward to meeting more residents and offering the

utmost in service in the coming months.

Finallyﬁthough not a Realtor, John Roche, our office manager, is here 7 days a week,
keeping the operation running smoothily and helping out wherever needed.

What’s for Sale Now?

There are about 1500 homes on Balboa Island. Three are currently for sale.

¢ 123 Marine Avenue is a nicely landscaped carriage house next to the Village Inn listed for $795,000.
¢ 301 Abalone, listed at $965,000, is a charming 2-bedroom cottage, renovated on the site of an old Island residence
¢ 111 Marine, listed at $995,000, is a duplex with great water views, just 2 houses from the South Bayfront.

All three properties have recently been reduced 1n price and are easy to show.

General Information about Island Values

Basic interior fots have been appreciating significantly

over the last 3 summers. In the summer of 1998, an
average interior lot sold for about $550,000; in 1999, the

average was $650-675,000 and in 2000, $700-$750,000
or more, with little availability.

Bayfronts generally sell for 2 ¥ to 3 times an interior lot.
In 1998, an average baytront lot with an old home sold
for $1,350,000 to $1,450,000; in 1999, $1,600,000 to

$1,700,000. In 2000, there have been no standard size
(30 x 85 foot) bayfront lot-value properties listed, but it
is likely that the threshold price will be $2,000,000 or

more.
Newer Island-Builder homes generally sold for about

$1,090,000-$1,195,000 during 1999. In 2000, newer
homes sold for over $1,400,000. For example: 31-
Apolena sold for $1,450,000, 119 Topaz for $1,425,000,
and 321 Apolena for $1,450,000.
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A common statistic one reads in the newspaper is the rate of property value increases. This can be a misleading statistic,
as the studies usually compare different properties selling in the same area over a period of tirne. We've compiled a study
of our own showing the increases on Island properties where the same property has been sold twice in a relatively short
period, often with a year. The chart below lists the properties, the dates on which, and the prices for which they sold, the
improvements made between sales, and the rate of percentage increase.

Properties Selling Twice

Phenomenal Property Increases on Balboa Island *
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process. She proceeded to tell me that she already had
obtammed two independent appraisals from licensed
appraisers and already had two buyers, one a friend and
one a neighbor, willing to pay the appraised price. She
added that one of the appraisers had suggested that she
talk to me, since I was closer to the local scene and might
have some ideas about the pricing.

I finally inquired what price the appraisers had set and the
homeowner responded that the number was $700,000—
not bad tor a property that her mother had bought in 1954

homeowner agreed to this plan and the next day I
presented her with a detailed market appraisal, which
recommended that the home be placed on sale for
$1,275,000. She then listed the home with my firm and
we marketed and sold it within a week for $1,235,000.

The moral of this true story is that over $500,000 was not
“left on the table” by the homeowner’s fortunate decision
to engage a Realtor. The knowledge that a Realtor has
about the local community is usually far greater than
what an individual homeowner or outside appraiser can

ADDRESS FIRST SALE SECOND SALE IMPROVEMENTS % OF INCREASE o _ ‘ el
- for $48,000! I asked if it mattered whether she received possibly have. And the skill in transforming that
1104 Park Ave $385.000 $530.000 Paint and Décor 37 66% all that the property was truly wor_th, to which she knowledge into a top sale price is what the commission
7/7/99 R/3/00 responded, OF COURSE!! 1 told her that the property check really pays for. Selling a home to friends,
was easily worth over $1,000,000 and that I would like to neighbors, and relatives may seem like the easy way to
I'18 Marine Ave. $525,000 $675,000 None to my knowledge 28.57% present her with a market appraisal, based on the sale of go, but only for those who don’t care what is left on the
7/30/98 9/01/99 other comparable homes In the community. The table. Sellers who do care need a Realtor.
1520 Abalone PI. $675,000 $1,060,000 Major Renovation 57.04% __ -
3 f?] l /99 8 /29 /00 "“:; : 'L %%g&;ﬂqﬁgwé‘%:}j?;gf%%ﬁ;“:ﬁ -Hr} £
218 Apolena Ave. $775,000 $843,000 Minor Décor and Patio 8.77% i Suiiieat
11/13/98 0/24/99 S
203 Grand Canal $855,000 $1,100,000 New kitchen, baths, 28.65%
6/17/98 3/31/00 painting, and flooring
207 Sapphire $865,000 $985,000 None to my knowledge 13.87%
2/11/99 10/15/99
122 Pearl Ave. $950,000 $1,420,000 None or minor décor to my 49.47%
11/26/97 5/10/00 knowledge
321 Apolena Ave. $1,0690,000 $1,450,000 None or minor décor to my 33.03%
3/05/99 5/18/00 knowledge
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" Why Sellers Need a Realtor

—How not to leave money on the table

1104 Park Avenue
Listed & sold this summer by Rumbold Realty for $530,000

Every day I hear stories of people who “cut out the middleman,” i.e., the Realtor, and

save the commission amount by selling their home themselves. Last year, a neighbor
Gl 8T <2 o proudly told me how she had sold her bayfront home herself. I looked up the
H% = transaction in the tax records and discovered that she had sold it for over $300.000 less

s
< baell
ks

< fm, wld F WSy g WA
g Ch - ST 3
ﬁ--_ _'-i'ﬂ"'._-';:?*‘i??“:ffj‘;f.;l":-%:i_-- P e e CEARE P rh‘_n‘-u i T .
w8 e LA e s e et 3 r e e S
t:; :-\.-'ﬁ 'H-::::".!J-":""xl' s "’r

e 3 than it was really worth, all money that she had inadvertently “left on the table” While
B ' ¥ commission payments (which cover everything from market appraisals, writing
contracts, marketing and advertising to supervising home inspections and repairs), are
indeed substantial, they pale in significance to $300,000.
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quick response was that I helped homeowners SELL

A few months ago, an Island homeowner asked if I would
homes, and that writing contracts was a small part of that

help her write a contract for the sale of her home. My

* The information in this section has been obtained from MLS Data, Rumbold Realty records, and our knowledge of local conditions,
and is believed to be accurate.
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