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MARKET BITES

What happens when the owner wants to stay, or the buyer wants the house and
the car, but the seller counters with the cat? Real estate agents have seen it all.

By Neal J. Leitereg




MARKET BITES

Intoday’s market, more than
80% of sellers make concessions to
close the deal, according to Zillow.
The most common concessions
include appliances, repairs and
price reductions, but can occa-
sionally involve a unique item or
circumstance.

Perhaps the most famous
concession was attached to the
2016 sale of the Playboy Mansion,
The 29-room Holmby Hills home
changed hands with the stipula-
tion that Hugh Hefner be allowed
tolive out his days there. He died
at the home in September 2017, at
age 9L

Here are a few stories from
agents that fallinto the unusual
category.

A mustang and a feline

Jeffrey Young, Sotheby’s
International Realty: It was
probably 20 years ago, before
banks would get squirrely about
things left behind in homes. The
house was in Los Feliz. Thad
shown it to my client, and in the
garage was a beautiful '65 Mus-
tang. You could tell that it was
somebody’s baby.

My client said that he would
buy the house if the seller leaves
the car.I had never had anyone
request anything like that before,
but I asked thelisting agent. They
told me the seller will never sell the
car. However, the next day the
agent calls and says, “OK, the
seller will leave the carif the buyer
pays full price, but the buyer must
also take the cat.”

Onthe day escrow was closing,
the only things left behind were
two cat bowls and the car. The cat
lived with my client for the next 10
years and even moved with him to
his next house. I don’t know what
he did with the car.

Dress for success

Boyd Smith, Deasy Penner
Podley: The most interesting
concession I've ever experienced
wasinadealin South Pasadena.
My client, a dressmaker, was the
buyer. The seller’s wife was a
blonde, and so my client made an
offer for the house and init in-
cluded an offer to design a dress
for the seller’s favorite blonde. It
was very playful,

The seller came back and
countered with an offer that in-
cluded “a couture dress for each of
my three blondes.” Eventually,
hoth parties agreed. But we all
wanted to know who were the
three blondes. Eventually, we
found it was for his partner — a

.,

longtime girlfriend — and his two
daughters. It’s funny, real estate is
alittle bit like dating. HowdoI
wow the other party? How do you
create an experience?

Keys to the deal

Bryan Castaneda, the Agency:

Ionce had an off-market listing in
West Hollywood at a full-service,
high-rise building. It provided
unobstructed views with over
$700,000 invested in the remod-
eling of the unit. Needless to say, it
was the most beautiful unit in the
building at that time.

Within the same building lived
another client of mine who was
seeking to upgrade to a bigger
unit. At the time, the highest sold
unit in that building was pur-
chased for $2.2 million. The poten-
tial buyer inquired, to which the
seller responded with an asking
price of $4 million, almost twice
the highest amount recorded for
that building.

The buyer saw the unit, and fell
inlove, We wrote an offer meeting
the asking price, including all
furniture and excluding art. In
principle, we reached an agree-

ment,.

Iworked with the seller to
create an inventory list. The seller
excluded a piano, which was a
sentimental gift. When I told the
buyer, he considered the pianoas a
must-have, asit matched the
decor of the apartment. The seller
advised for him to purchase his
own piano, to which the buyer
argued.

Anultimatum was given —if
the piano would not be included in
the deal, there would be no sale.
The seller refused and we fell out of
escrow, never to meet our asking
price again.

Leafit alone

Tami Pardee, Halton Pardee +
Partners: I think the most unique
request I have heard is whena
seller had planted an oak tree in
herbackyard as a child. The tree
was incredibly important to her, so
inorder to purchase the house, the
buyer had to agree to keep the
tree.

The seller ended up agreeing to
come down in price by $25,000 for
the buyer to agree to not cut down
the oak tree, along with the buyer
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giving the seller the right with
24-hour notice to come and visit
and see the tree that was her sanc-
tuary as a child.

While this was unenforceable,
ironically it ended up being a
protected tree, which the seller
didn’t know at the time, so the
buyer wouldn’t have been able to
cut it down anyway.

Going to the dogs

Troy Hoidal, Truly Great
Homes: When I hought my Mid-
century Modern home in Mon-
tecito 23 years ago, I got it because
Itold the sellers I'd take their three
dogs: Beau, aborder collie; Dusty,
an Australian shepherd; and Meg,
agoldenretriever.

The sellers were an older cou-
ple who were moving to a smaller
residence, and they had put a sign
up saying they needed a new home
for their dogs. I saw the sign when
we went to see the house and said
to my wife, “We can’t take the dogs
from the property.” So when we
wrote the offer, we included some-
thing in there that said we wanted
the dogs.

It was priced way higher than

anything that I could afford at the
time, but the sellers loved the offer,
and we got the house. It was all out
of love, the dogs lasted many years
and it was a delight to have them.

A desk-cluttered deal

Andrew Levant, Kennedy
Wilson Real Estate: [ represented
a couple who were buying a Cala-
basas home from Kourtney Kar-
dashian, They were older, wealthy
buyers who were buying the prop-
erty for their son. We negotiated a
deal, and there was some back and
forth on certainitemsincluding a
desk that Robert Kardashian had
hought for Kourtney. My clients
insisted on the desk.

It made sense; you had this
home decor and fancy furniture
that goes with the fancy wallpaper.
It was all over the top and all cus-
tom for that house.

But the difficulty there were the
personalities. I ended up purchas-
ing averylarge executive deskasa
closing gift to appease the buyer.

Statues of limitations

Neyshia Go, Compass: The
whole deal was bizarre. Aftera
really rough negotiation, the buyer
wanted everything out of the
home, which was a very large,
20,000-square-foot-plus house.

Every square inch of the house
was full, and the sellers hadn't
moved all of their possessions or
furniture yet. A lot of these items
were oversize, ridiculous and
ornate, and had to be disassem-
bled to move, Also, there wasa
bridge on the property that
cracked before closing, and we had
tonavigate this compromised
bridge to move all of this stuff.

Somehow, we managed to get
all of this stuff out, except for these
two giant pink marble statuesin
the niches of the walls. Nobody
knew how much they weighed, nor
did anyone know how they got
there in the first place. The buyer
wanted them gone.

Ithink I called every moving
company I could think of. I called
art moving companies, I called
safe moving companies. One art
moving company wanted to bring
acrane to the house, but said the
job may require a structural engi-
neer.

Come the eleventh hour, the
seller’s agent and I have an epiph-
any. We hired a couple of guys to
drag the statues out of the house.
The marble bases cracked intoa
thousand pieces, but I found a
handy person to glue everything
togetherin halfa day.

2019 WSCE

J21 HOT PROPERTY LOS ANGELES TIMES SATURDAY, MARCH 9,



