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My Mission

BRAD GOTHBERG

Help families make powerful and confident Selling and Buying
decisions.

A home is often the single most important (and largest) investment
people make in their lifetime.

My goal is to make your experience as seamless and stress=free as
possible so you can feel confident in your home selling and buying
decisions.




Brad
Gothberg

AGENT
BRAD.GOTHBERG@THEAGENCYRE.COM | 925.998.5151

A California native with more than thirty-five years of real estate experience in the San Ramon Valley, Brad
Gothberg is a dynamic, highly-knowledgeable member of The Agency Alamo. Brad’s sterling track record
includes being ranked among the top 1% of agents nationwide by Real Trends, the Top 1% in the San Ramon
Valley, by value of combined purchases and listings, and is one of the Top 200 Real Estate Agents in North
America. Brad closed more than a half billion dollars in sales.

Brad's clientele is largely based on an extensive referral network—clients consistently attest to his
professionalism, accessibility, focus and forthrightness.

“| receive great satisfaction in helping both buyers and sellers reach their real estate goals,” says Brad. “Just
like many of my clients, | wish | had a crystal ball into the market. Until that time comes, | strive to provide
clients with the highest level of experience in ‘On and Off-Market Inventory’ and razor-sharp negotiating skills
honed through years of experience in the business.”

Brad has called Alamo his home since 1985. During those thirty-five years he's been married to Stephanie
Mace and raised their daughtor Sami, tucked in the base of the foothills of Mt. Diablo. Since Sami's graduation
from Monte Vista and TCU (go Frogs!!), they now visit her in Colorado Springs. She is currently working at the
Olympic Training Center as a sports psycologist. Brad and his wife are both third generation Californians and
love everything about the Bay Area and all it has to offer. When Brad is not busy with Real Estate, he loves to
be involved in outdoor recreation and sports. Currently you can see Brad at Heather Farms swimming with
the Walnut Creek Masters, playing adult water polo out at Campolindo high, or along the bike trails of Mt.
Diablo.

Brad is a member of TAN (Top Agent Network), which allows the top-producing real estate agents in our local
markets to share exclusive, non-MLS information. Additionally, Brad is an Accredited Platinum Real Estate
Professional and an active member of the National Association of Realtors (N.A.R) as well as the Contra Costa
Association of Realtors (C.C.A.R).

Brad regularly volunteers at the Contra Costa Animal Control, where he walks the dogs and assists with
adoptions. Brad has also served as a Board Member of the Ronald McDonald House Foundation in SF.
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THE GOTHBERG LUXURY ADVANTAGE

35 Years of Experience in the San Ramon Valley
Dedicated and Focused on My Clients

10°% HIGHER

Brad’s average sales price is 20% higher then the average sales price
of all agents.*

$3.1 MILLION

Brads average listing sales price in 2023 per the MLS.

101%

Brad'’s listings sold 101% above list price per the MLS for 2023.

Statistics listed are sourced from the Multiple Listing Service. November 2023.

RECORD BREAKING SA

Sold 580 Highland Drive, Danville for $1,449 per square foot

GHEST PRICE

580 Highland Drive, Danville is the highest price per square
Joot for all of San Ramon Valley

MORE PER SO FT

Sold 334 Cordell Drive, Westside Danville for $250 more per Sq.Ft.
than the average $/Sq.Ft. of all Danville sales which means more
money in my seller’s pocket.

HIGREST PRICE

Sold the highest price home on the Westside of Danville, 334
Cordell Drive. (334 cordeldrive.com).
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+ 35 years of experience
« High-end specialist

« Top 1.5% nationwide (REAL Trends)

3236 Stone Valley Road
Alama, CA 94507
Phane: 925-998-5151
brad.qathberg@theagencyre.com
bradgothberg.com

Specializes in High-End Real Estate

As an Alamo resident of dlose to 40 years, Brad is very proud to call Alamo his home
and is very proud to be representing the magnificent homes he has sold in the Alamo/
Danville communities. He is one of 52 real estate agents in the San Francisco East Bay
area to win this prestigious Five Star Real Estate Agent award for one year.

Brad's true passion is to have a client for life! He has sold many children of clients and
relatives their homes, and 90% of his business is referral anly. Take a look at his reviews
at bradgothberg.com, and you will sée why high end property owners work with Brad

to sell their luxury homes.

LESTATE AGENT A

PN
FIVESTAR

PROFESSIONAL




ey

Table of Contents

11

13

16

18

20

22

Should | Sell My House This Winter?

What Are the Real Reasons You Want To
Move Right Now?

The Perks of Selling Your House When
Inventory Is Low

Home Prices Are Not Falling

Your Home Equity Can Offset
Affordability Challenges

Why Setting the Right Price for Your
House Still Matters

A Checklist for Selling Your House

Top Skills You Need Your Listing Agent
To Have

Key Reasons To Hire a Real
Estate Agent When You Sell



Should'l Sell My House This Winter?

With everything going on in the housing market lately, you might have some
questions about selling your house. Here are a few things you might be
wondering, and the answers to help you feel confident about your decision.

1. Are There Still Buyers Looking for Homes?

Are you putting off selling your house because you’re worried no one’s buying due to
where mortgage rates are? If so, know this: plenty of buyers are still out there, and
they’re purchasing homes today. As Realtor Magazine says:

“ .. consider the life-changing events that took place during the past two years:
3 million marriages, 1.5 million divorces, 7 million births, 4 million deaths, and 7
million Americans reaching 65. Staying put isn’t an option for many growing
families or divorcing couples. The dream of retiring to a home requiring less

maintenance can’t be postponed indefinitely. People need and want to move.’

2l

It’s simple. Buyers will always need to buy, and those who can afford to move at
today’s rates are going to do so. That means buyer demand hasn’t disappeared.



2. Is It Worth It To Sell Now?

The supply of homes for sale is still low, so we're still in a seller’s market today (see
graph below). With more buyers than homes today, buyers crave more options, and
your house may be just what they’re looking for. Selling while inventory is this low
means if you price your house right, it's likely to be in demand. The graph below puts
today’s inventory into perspective.

Months’ Inventory of Homes for Sale
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0
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3. Are Home Prices Falling?

Put simply, they are not. Recent data shows home prices are on the rise at a normal
pace in many parts of the country. And while prices vary by market, experts project
they’ll continue to rise at typical levels of appreciation in the years ahead.

So, with the worst home price declines behind us and prices appreciating today, you
can still sell with confidence this season.

Bottom Line

If you're thinking about selling your house this winter, let’s chat so you have the advice
and information you need to make the right choice.



What Are the Real Reasons You
Want To Move Right Now?

If you're considering selling your house right now, it’s likely because something
in your life has changed — not because of the current market conditions.

While things like mortgage rates play a big role in your decision, you don’t want that to
overshadow why you thought about making a move in the first place.

I's true mortgage rates are higher right now, and that has an impact on affordability. As a result,
some homeowners are deciding they’ll wait to sell because they don’t want to move and have a
higher mortgage rate on their next home.

But your lifestyle and your changing needs matter, too. As a recent article from Realtor.com says:

“No matter what interest rates and home prices do next, sometimes homeowners
just have to move—due to a new job, new baby, divorce, death, or some other major life
change.”

Here are a few of the most common reasons people choose to sell right now. You may find any
one of these resonates with you and may be reason enough to move, even today.

1. Relocation

Some of the things that can motivate a move For example, if you just landed your dream
to a new area include changing jobs, a desire job in another state, you may be thinking

to be closer to friends and loved ones, about selling your current home and moving
wanting to live in your ideal location, or just for work.

looking for a change in scenery.



2. Upgrading

Many homeowners decide to sell to move into
a larger home. This is especially common
when there’s a need for more room to
entertain, a home office or gym, or additional
bedrooms to accommodate a growing number
of loved ones.

3. Downsizing

Homeowners may also decide to sell because
someone’s moved out of the home recently
and there’s now more space than needed. It
could also be that they’ve recently retired or
are ready for a change.

4. Change in Relationship Status

Divorce, separation, or marriage are other
common reasons individuals sell.

5. Health Concerns

If a homeowner faces mobility challenges or
health issues that require specific living
arrangements or modifications, they might
sell their house to find one that works better
for them.

, if you’re living in a condo and
your household is growing, it may be time to
find a home that better fits those needs.

, you've just kicked off your
retirement and you want to move somewhere
warmer with less house to maintain. A different
home may be better suited for your new
lifestyle.

, if you’ve recently separated, it
may be difficult to still live under one roof.
Selling and getting a place of your own may be
a better option.

, you may be looking to sell your
house and use the proceeds to help pay for a
unit in an assisted-living facility.

With higher mortgage rates and rising prices, there are some affordability challenges right
now — but your needs and your lifestyle matter too.

If you want to sell your house and find a new one that better fits your needs, let’s
connect. That way, you’ll have someone to guide you through the process and help you

find a home that works for you.
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Deciding whether it’s the right time to sell your
home is a very personal decision. There are
numerous important questions to consider,
both financial and lifestyle-based, before
putting your home on the market. . . . Your

future plans and goals should be a significant
part of the equation . . .

- Bankrate




The Perks of Selling Your House

When Inventory Is Low

When it comes to selling your house, youre probably trying to juggle current
market conditions and your own needs as you plan your move.

One thing that may be working in your favor is how few homes there are for sale right now. Here’s
what you need to know about the current inventory situation and what it means for you.

The Supply of Homes for Sale Is Far Below the Norm

When you’re selling something, it helps if what you’re selling is in demand, but is also in low
supply. Why? That makes it even more desirable, since there’s not enough to go around. That’s
exactly what’s happening in the housing market today. There are more buyers looking to buy than
there are homes for sale.

The graph below uses data from Realtor.com to look at active listings this year compared to
what’s more typical in the market. It doesn’t include 2020-2022 because those weren't normal
years for the market.

The Supply of Homes for Sale Is Still Low
Active Monthly Listings Counts, November of Each Year

1,227,700 1,272,566

1,142,966

754,846

2017 2018 2019 2023
Source: Realtor.com

As you can see in the graph, if you look at the last normal years for the market (shown in the blue
bars) versus the numbers for this year (shown in the red bar), it's clear inventory is still far
lower than the norm.



What That Means for You

Buyers have fewer choices now than they
did in more typical years. And that’s why
you could still see some great perks if you
sell today. Because there aren’t enough
homes to go around, homes that are
priced right are still selling fast and the
average seller is getting multiple offers
from eager buyers. Based on data from
the Confidence Index from the National
Association of Realtors (NAR):

*  66% of homes sold in less than
a month.

« 2.5 offers: the average
number of offers on recently
sold homes.

An article from Realtor.com also explains
how the limited number of houses for sale
benefits you if you're selling:

“The typical home spent 52 days
on the market this November . . .
more than two weeks (17 days)
less than the average November
from 2017 to 2019. . . . as
still-limited supply spurs
homebuyers to act quickly . . .”

Bottom Line

Because the supply of homes for
sale is so low, buyers desperately
want more options — and your
house may be just what theyre
looking for. Let’s connect to get your
house listed at the right price for
today’s market. You could still see it
sell quickly and potentially get
multiple offers.
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A lack of housing options creates a very -
competitive market, in which many buyers \\
must compete for few available properties.

- Bankrate




Home Prices Are

Not Falling

In late 2022, some experts said home prices would crash in 2023. That made a
lot of people worried about the strength of the residential real estate market.
If you're one of them, here's what you should understand.

Home Prices Never Crashed

Disregard what you saw in the headlines. The actual data shows home prices were remarkably
resilient and performed far better than the media would have you believe (see graph below):

Percent Change in Home Values
Month-Over-Month
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This graph uses reports from three trusted sources to clearly illustrate prices have already
rebounded after experiencing only slight declines nationally. That’s a far cry from the crash so
many articles called for.
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The declines that did happen, weren’t drastic but were short-lived. As Nicole Friedman, a reporter
at the Wall Street Journal (NSJ), says:

‘Home prices aren’t falling anymore . . . The surprisingly quick recovery suggests that
the residential real-estate downturn is turning out to be shorter and shallower than many
housing economists expected . . .”

Even though some media coverage made a big deal about home prices pulling back, the slight
correction that happened is already in the rearview mirror. Basically, this data shows you,
nationally, home prices aren’t falling anymore — they’re actually going back up.

What’s Next for Home Prices?

The consensus from experts is that home price growth will continue in the years ahead
and is returning to normal levels for the market. That means we’ll still see home prices
appreciating, just at a slower pace than the last few years — and that’s a good thing.

Some news sources will see home price growth slowing and put out stories that make you think
prices are falling again. In their coverage, you'll likely see industry terms like these:

* Appreciation: when prices increase.

+ Deceleration of appreciation: when prices continue to appreciate, but at a slower or
more moderate pace.

* Depreciation: when prices decrease.

Don’t let the terminology confuse you or let any misleading headlines cause unnecessary fear.
The rapid pace of home price growth the market saw in recent years was unsustainable. It had to
slow down at some point and that’s what we’re starting to see — deceleration of appreciation, not
depreciation.

Remember, it’s normal to see home price growth slow down as the year goes on.
And that definitely doesn’t mean home prices are falling. They’re just rising at a more
moderate pace.

Even though the media may make things sound doom and gloom, the data shows
home prices aren’t falling anymore. So, don'’t let the headlines scare you or delay your
plans. Let’s connect so you have a trusted resource to cut through the noise and tell
you what’s really happening in our area.

12



Your Home Equity Can Offset
Affordability Challenges

Are you thinking about selling your house? If so, today’s mortgage rates may be
making you wonder if that’s the right decision. But your equity can help with
some of those affordability concerns.

Some homeowners are reluctant to sell and take on a higher mortgage rate on their next home. If
you’re worried about this too, know that even though rates are high right now, so is home equity.
Here’s what you need to know.

Bankrate explains exactly what equity is and how it grows:

‘Home equity is the portion of your home that you’ve paid off and own outright. It’s
the difference between what the home is worth and how much is still owed on your
mortgage. As your home’s value increases over the long term and you pay down the
principal on the mortgage, your equity stake grows.”

In other words, equity is how much your home is worth now, minus what you still owe on
your home loan.

Recently, your equity has been growing faster than you might think. That’s because, over the
past few years, home prices went up significantly — and those rising prices helped your equity to
accumulate faster than usual. While the market has started to normalize, there are still more
people wanting to buy homes than there are homes available for sale. This high demand is
causing home prices to go up again.

13



According to the Federal Housing Finance Agency (FHFA), the Census, and ATTOM, a property
data provider, just over two-thirds (68.7%) of homeowners have either fully paid off their
mortgages or have at least 50% equity (see chart below):

Americans Sitting on Tremendous Equity
68.7% Have Paid Off Their Mortgage or Have at Least 50% Equity

= Mortgaged Homes with
Greater Than 50% Equity

= Mortgaged Homes with
30-50% Equity

Mortgaged Homes with
10-30% Equity

= Mortgaged Homes with
0-9% Equity

Mortgaged Homes in
Negative Equity

0.12% N
1.72%

= Owns the Home Free
and Clear

That means nearly 70% of homeowners have a tremendous amount of equity right now.
How Equity Helps with Your Affordability Concerns

With today’s affordability challenges, your equity can make a big difference when you decide to
move. After you sell your house, you can use the equity you’ve built up in your home to help you
buy your next one. Here’s how:

* Be an all-cash buyer: If you’ve been living in your current home for a long time, you might
have enough equity to buy a new house without having to take out a loan. If that’s the case,
you won’t need to borrow any money or worry about mortgage rates.

« Make a larger down payment: Your equity could be used toward your next down payment. It
might even be enough to let you put a larger amount down, so you won’t have to borrow as
much money so today’s rates become less of a sticking point. Experian explains:

“Increasing your down payment lowers your principal loan amount and, consequently, your
loan-to-value ratio, which could lead to a lower interest rate offer from your lender.”

Bottom Line

If you're thinking about moving, the equity you've built up can make a big difference,
especially today. To find out how much equity you've got in your current house and
how you can use it for your next home, let’s connect.

14



... the average U.S. homeowner now has
about $290,000 in equity.

- CorelLogic




Why Setting the Right Price
for Your House Still Matters

It's important to set the right price for your house. Rely on an expert to make
sure it’s priced appropriately for today’s market.

While this isn’t the frenzied market we saw over the past few years, homes that are
priced right are still selling quickly and seeing multiple offers right now.

To set yourself up to see advantages like these, you need to rely on an agent. Only an
agent has the expertise needed to find the right asking price for your house. Here’s
what’s at stake if that price isn’t accurate for today’s market value.

The price you set for your house sends a message to potential buyers.

Price it too low and you might raise questions about your home’s condition or lead
buyers to assume something is wrong with it. Not to mention, if you undervalue your
house, you could leave money on the table, which decreases your future buying power.

16



On the other hand, price it too high and you run the risk of deterring buyers from ever
touring it in the first place. When that happens, you may have to do a price drop to try
to re-ignite interest in your house when it sits on the market for a while. Just be aware
that a price drop can be seen as a red flag for some buyers who will wonder why the
price was reduced and what that means about the home.

A recent article from NerdWallet sums it up like this:

“Your house’s market debut is your first chance to attract a buyer and it’s
important to get the pricing right. If your home is overpriced, you run the risk
of buyers not seeing the listing. . . . But price your house too low and you could
end up leaving some serious money on the table. A bargain-basement price
could also turn some buyers away, as they may wonder if there are any
underlying problems with the house.”

Think of pricing your home as a target. Your goal is to aim directly for the center
— not too high, not too low, but right at market value.

Pricing your house fairly based on market conditions increases the chance you’ll have
more buyers who are interested in purchasing it. That makes it more likely you'll see
multiple offers too. Plus, when homes are priced right, they still tend to sell quickly.

To get a high-level look into the potential downsides of over or underpricing your house
and the perks that come with pricing it at market value, see the chart below:

00— —0—
| UNDERPRICED | MARKETVAWE | ovemeRicED

Leaves money on the table Sits on the market longer
Attracts more buyers )

Deters skeptical buyers ) Price drops can send the

Could see multiple offers wrong message to buyers

Decreases your

future buying power Faster sale

Prices out potential buyers

Bottom Line

Setting the right price for your house is very important. Don't just guess. Let's talk to
ensure your house is priced correctly for today's market.

17



A Checklist for

Selling Your House

As you get ready to sell your
house, add these items to your
to-do list. A real estate

professional will also provide
other helpful tips based on

your specific situation.

MAKE IT
INVITING

A

v

|:| Open blinds or curtains
to let the light in

|
N\ /

/ l \
I:I Check lightbulbs and
replace as needed
— N
® 9

v

I:l Take down personal
photos or items

b,

/
I:l Fix anything
that’s broken

A=

==

I:I Give every room
a clear purpose

[]

[]

SHOW IT’S
CARED FOR

<>

Clean your vents
and baseboards

S

Vacuum, mop,
or sweep floors

Declutter

throughout

A_A g 2

Organize countertops,
cabinets, and closets

Touch up any scuffs
on the walls

18

BOOST
CURB APPEAL

g/

Power wash
outdoor surfaces

o~

4=

D Wash the windows
(inside and out)

Aro

D Tidy up the
landscaping

. Hm
D Freshen up
your entry

D Sweep patios, decks,
and walkways
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Top Skills You Need
Your Listing Agent To Have

Selling your house is a big decision. And that can make it feel both exciting and
a little bit nerve-wracking. But the key to a successful sale is finding the perfect
listing agent to work with you throughout the process. A listing agent, also
known as a seller’s agent, helps market and sell your house while advocating
for you every step of the way.

They Price Your House Based on the Latest Data

While it may be tempting to pick the agent who suggests the highest asking price for your house,

that strategy may cost you. It's easy to get caught up in the excitement when you see a bigger
number, but overpricing your house can have consequences. It could mean it'll sit on the market
longer because the higher price is actually deterring buyers.

Instead, you want to pick an agent who'’s going to have an open conversation about how they
think you should price your house and why. A great agent will base their pricing strategy on solid
data. They won’t throw out a number just to win your listing. Instead, they’ll show you the facts,
explain their pricing strategy, and make sure you’re on the same page. As NerdWallet explains:

“An agent who recommends the highest price isn’t always the best choice. Choose an
agent who backs up the recommendation with market knowledge.”

20



They Manage Liability and Legal Considerations

Today, more disclosures and regulations are mandatory when selling a house. And all the
paperwork and legal aspects of selling a home can be a lot to manage. Selling a house without
professional guidance exposes homeowners to potential liability risks and legal complications.

Real estate agents are well-versed in the contracts, disclosures, and regulations necessary
during a sale. Their expertise helps minimize the risk of errors or omissions that could lead to
legal disputes or delays.

They’re a Great Negotiator

The home-selling process can be emotional, especially if you’ve been in your house for a long
time. You're connected to it and have a lot of memories there. This can make the negotiation
process harder. That's where a trusted professional comes in.

A skilled listing agent will be calm under pressure and will be your point-person in all of those
conversations. Their experience in handling the back-and-forth gives you the peace of mind that
you’ve got someone on your side who'’s got your best interests in mind throughout this journey.

They’re a Skilled Problem Solver

At the heart of it all, a listing agent’s main priority is to get your house sold. A great agent never
loses sight of that goal and will help you prioritize your needs above all else. If they identify any
necessary steps you need to take, they’ll be open with you about it. Their commitment to your
success means they’ll work with you to address any potential roadblocks and find creative
solutions to anything that pops up along the way.

Bankrate explains it like this:

‘Just as important as the knowledge and experience agents bring is their ability to guide
you smoothly through the process. Above all, go with an agent you trust and will feel
comfortable with . . .”

Whether you're a first-time seller or youve been through selling a house before, a
great listing agent is the key to success. Let’s connect so you have a skilled local expert
by your side to guide you through every step of the process.
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Key Reasons To Hire
a Real Estate Agent

When You Sell

Thinking of buying or selling
a home? Here are just a few

reasons why you’ll want a
trusted real estate
professional on your side.

Industry Experience
We're well versed in the housing
market and know the ins and outs

of the entire process.

Pricing and Market Value

We help you understand today’s real estate
values when setting the price of a listing or

making an offer to purchase your next home.

.
N @
>

Marketing and Exposure

We have effective marketing tools and
networks to attract more buyers.

22
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Expert Insights

We simply and effectively explain
today’s market conditions and
what they mean for you.

Contracts and Fine Print

We help with all of the disclosures and
documents necessary in today’s
heavily regulated environment.

Latest Technology

We act as a buffer in negotiations with all
parties throughout the entire transaction.



“Real estate agents help people buy and sell
homes. Agents educate their clients about
current market conditions, guide them
through each step of the process and make
referrals to other professionals, such as home
stagers and real estate attorneys.”

- NerdWallet




Let’s Chat.

I’m sure you have questions and thoughts about the
real estate process.

I'd love to talk with you about what you've read here and help you
on the path to selling your house. My contact information is below,
and | look forward to working with you.

Brad Gothberg

REALTOR®
The Agency | Alamo, CA [74
brad.gothberg@theagencyre.com THEAGENCY

www.BradGothberg.com
925-998-5151
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