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Excellence x 2
Imagine having a well-connected and respected, personable, energetic and shrewd go-getter as your
advocate in what could be the most important real estate transaction of your life. Then multiply this person by
two. That’s what you get when you choose Derek Chin and Natalie Rome as your Realtors.
Together, this dynamic team has all your bases covered, 24/7. From researching, marketing and networking to
negotiating and shepherding you through every step of the escrow process, Derek and Natalie always put you
first. Hiring these two top professionals is as close as it gets to guaranteeing yourself a smooth, stress-free
experience that ends with you getting just what you want.
We approach our business with the attitude that, as Aristotle once said: "We are what we repeatedly do.
Excellence, then, is not an act but a habit.”
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Geneva is a Northern California native; born in Carmel by the Sea and a resident of San Francisco & the Bay
Area for over 25 years. Her love of real estate stems not only from her fascination with and inspiration by
architecture, but also from experiencing the constantly changing market and the desire to help people find
the home of their dreams.
With her extensive experience in media production, marketing and technology; paired with her attention to
detail and innate artistic sensibility, Geneva’s attention to detail and affinity for helping people and
understanding their needs make her an asset to her team and her clients. Joining one of the top producing
teams in San Francisco at Compass, she has behind her decades of real estate know how and experience.
Geneva utilizes the specialized Compass technology platforms to help her clients gain an edge and
understand the market and property values. She also has access to off market opportunities both at
Compass and within the San Francisco agent community.
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PREFACE

Intro
San Francisco Bay Area is one of the most desirable real estate markets in the world,
and we understand that navigating the property buying process can seem challenging.
However, with the expertise and breadth of knowledge of your Compass agent, you are
in trusted hands. We will guide and advise you during every step of the buying process
to help you find the perfect home that fits your needs, budget, and lifestyle.

Before you start
1. What is your price range?
2. What type of property are you looking for? (single-family home, condo, TIC)
3. Do you have any preferred neighborhoods?
4. Do you have pets?
5. Do you have children?
6. Is school proximity an important factor for you?
7. Is proximity to public transportation an important factor?
8. What amenities are most important to you? (parking, yard, etc.)
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PREFACE

How to
Buy a Home:

1

4

Reach out to your Compass Agent, a
licensed real estate professional. They
will work as your advocates and trusted
advisors to help guide your search.

Reach an agreement with the seller on
price and terms. Once you have seen
a home you like, you can place an
offer, which is a non-binding agreement to pay a certain price for the
home. If your offer is lower than the list
price, the seller will likely return with a
“counter offer”, which you can choose
to accept, reject, or counter. Your
Compass agent will advise on pricing
throughout the process.

Find an Agent

2

Get Pre-Qualified
Before beginning your search, your
first step is to get pre-approved for
a mortgage loan (unless you will be
paying in cash for the full price of
your home). Your Compass agent can
connect you to a mortgage advisor.
Based on your income and credit
history, the mortgage advisor will
determine how much a bank will lend
you, which will help you determine the
price range for your search.

Negotiate

5

Review Contract
and Disclosure
Package

3

Analyze the contract of sale, disclosures
and other documents with your attorney
and/or agent. Your attorney and/or
agent's job is vital to protecting your
interests and understanding the
disclosure package.

Attend viewings and open houses
spanning a range of areas and property
types. Now is the time to consider your
ideal location and amenities.

6

Visit Properties

Submit Formal
Oﬀer
Work with your agent to submit your
final offer which includes
contract and disclosure package.
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7

Seller Approves
the Purchase

Once price is agreed upon and the
seller approves your offer, you are one
step closer to becoming a home
owner!

8

Final WalkThrough with
Your Agent
A final walk-through ensures that the
property's condition hasn't changed
since your last visit and that the terms
of your contract will be met.

9

Closing of
Escrow
Congratulations,
you are now a home owner!
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FINANCING YOUR PURCHASE

Why get pre-approved

Pre-approval is different from pre-qualifying, as it is a full loan approval
instead of an opinion letter. It is recommended to get pre-approval before
looking at homes. Finding out what you qualify for will help you look in the
right price range.

Determining How Much You Can Afford
The lender will determine your purchasing power,
which gives you a guideline as to what you can
afford before you begin the process. They will show
you a variety of different types of financing (fixed,
adjustables, etc.), and will determine how much you
qualify for with each type. Based on your desired
payment level and type of financing with which you
feel comfortable, we can determine your purchasing
power.
Know What Your Down Payment Will Be and
Provide Financing Options
You need to choose a home based on what funds
you have available, the lender will design a loan
that will work for your individual situation.

Know What Your Monthly Payments Will Be
Before picking a price range, you should make
sure you are comfortable with your total monthly
payment: Principle, Taxes, Interest, Insurance
(and Mortgage Insurance, if necessary).
Turns You Into a Cash Buyer
In today’s market, buyers are not the only parties
concerned about financing. Sellers are equally
concerned. In cases where there are multiple
offers for homes, the buyers must put themselves
in the best possible position to have their offers
accepted. Getting pre-approved also puts the
buyer into a better negotiating position, as the
Seller knows the buyer is ready, willing and able to
buy, and that financing is not in question. Buyers
who are not pre-approved have less chance of
obtaining an accepted offer on the house they
wish to buy.
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The home loan process

Preparation
Loan Application with
Supporting
Documentation

Credit Report

Pre-Approval Issued

Loan Options

Loan Submission
To Lender

Lender
Underwriting
Begins

Property Search
Property Search
Begins

Offer Accepted

Escrow Period
Conditional Approval
Given by Lender

Final Approval
Given by Lender

Loan Docs Sent
From The Lender
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Loan Docs Recorded
Purchase Closes

FINANCING YOUR PURCHASE

Things you should NOT do when
applying for a home loan

Below are a list of things to steer clear of when seeking to obtain financing for a home. The following items may be detrimental when trying to
move forward with the loan process.

DON’T buy or lease an auto
before you apply for a home loan
Lenders look carefully at your debt-to-income ratio.
A large payment such as a car lease or purchase can
greatly impact those ratios and prevent you from
qualifying for a home loan.

DON’T buy new furniture or
major appliances for your new home
If the new purchases increase the amount of debt you are
responsible for, there is the possibility this may disqualify
you from getting the loan, or cut down on the available
funds you need to meet the closing costs.

DON’T move assets from one bank account to another
These transfers show up as new deposits and complicate
the application process, as you must then disclose and
document the source of funds for each new account. The
lender can verify each account as it currently exists. You
can consolidate your accounts later if you need to.

DON’T run a credit report on yourself
This will show as an inquiry on your lender’s
credit report. Inquiries must be explained in writing.

DON’T change jobs
A new job may involve a probation period, which must be
satisfied before income from the new job can be
considered for qualifying purposes.

DON’T attempt to consolidate bills
before speaking with your lender
The lender can advise you if this needs to be done.
DON’T pack or ship information
needed for the loan application
Important paperwork such as W-2 forms, divorce decrees,
and tax returns should not be sent with your household
goods. Duplicate copies take weeks to obtain, and could
stall the closing date on your transaction.
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The underwriter
reviews your loan

1. Credit

3. Income and Ratios

It is important that credit has been
established with a good payment
history. Any derogatory credit must
have a good explanation. Outstanding
collection accounts, judgements, or
liens must be paid through escrow.
The credit report will also list a credit
score – a mathematical calculation of
your overall credit rating.

Your gross monthly income (before
taxes) is computed. Bonuses, overtime, part-time, or self-employment
income is averaged over the last two
years. The principal, interest, taxes,
and insurance (PITI) on the new loan
(plus mortgage insurance, if applicable) is divided by the gross monthly
income to get the “top” ratio. P.I.T.I and
all debts are divided by the income to
get the “bottom” ratio.

2. Job Stability
A consistent job history with the same
company is ideal; however if changes
have been made for advancement, it
is acceptable. Schooling completed in
preparation for a specific vocation is
considered to be a part of your
job history.

Ratios are ideally 33 over 38 for an
80% loan and lower for a 90% , 95%
or 97% loan. If other components are
strong, higher ratios may be permitted.
(PITI / Gross Monthly income = Top
Ratio) (Total Debt / Gross Monthly
income = Bottom Ratio)

4. Down Payment, Closing
Costs and Cash Reserves
To be considered, your funds must have
been verified as having been yours for 3
months. A 5% minimum down payment MUST be from your own funds;
however, the remainder of the down
payment, closing costs, and the 2 to
3 months of reserves may be gifted by
a relative who provides a letter and
bank statement showing the ability
to give.

5. Property
The property is the security for the loan.
The lender will require an appraisal
by a certified fee appraiser to assure
that there is sufficient collateral. The
underwriter will review the appraisal to
verify the marketability, condition, and
value of your home. The lender will
also review the title report and require
title insurance on the property for your
protection as well as theirs.
*If you don’t fall within these
guidelines, don’t panic! Lenders work
with various investors that offer loan
products to fit all situations.
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Components
of a mortgage

P.I.T.I.

Principle, Interest, Taxes and Insurance

Insurance

Homeowner’s Insurance,
Mortgage Insurance, Homeowner’s Dues

Formula 1

Purchase price x 1.1792%

Formula for Property
Taxes in San Francisco:

Formula 2
Formula for Home
Owners Insurance:

= Monthly Property Taxes
12 months

Loan Amount x 0.35%
12 months

San Francisco

= Monthly Homeowners
Insurance

FINANCING YOUR PURCHASE

How do lenders qualify
borrowers?

Income

Assets/
Reserves

Debt

Credit
(FICO Score)

Debt
Ratio

Income $200,000 / $16,667 per month
Total monthly payments on installment
+ revolving debt

Proposed Monthly Housing Expenses:
Purchase Price: $1,250,000
Loan Amount: $1,000,000
Down Payment: $250,000
30-yr fixed interest-only payment @3.875%: 4,702.37
Taxes per month $1,302.08
HOA Dues (or hazard insurance) $500.00
Total monthly payment (PITI) - $6,504.45

Monthly Debt Payments: $400.00
Total Debt Service: $6,904.45
Housing to income ratio 39%
Overall debt service to income ratio 41.40%

*Many lenders will allow up to 43%-45% of your gross income and total monthly obligations.
**Lenders will use a formula of 1.25% of the sales price to calculate property taxes. The property taxes in many cities will be more or less.
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Property Types

Single Family Home:
A single-family home (often abbreviated as SFH), house or dwelling is a free-standing residential building that is maintained as a single dwelling unit. Even if the dwelling unit shares one or more walls with another unit, it is considered a
single family home if it has direct access to a street and does not share heating facilities/ equipment, water equipment,
nor any other essential facility or service.

Condo:
A condominium is usually attached housing, where the buyers/owners of each unit own their individual unit and a portion
of the private land that the building sits on, as well as any amenities. All condominium buildings have associations
(often referred to as Homeowner Associations) that govern/oversee the policies of the condominium building as a whole,
allocate expenses for maintenance, and collect the homeowner association fees.

Co-Op:
Cooperative (Co-Op) housing is the form of ownership in which the whole property is owned by an cooperation and then
sold as shares to the individual buyers/owners of the community. Cooperative housing typically shares the costs of upkeep
and maintenance and shares amenities across all of its members.

Tenancy In Common (TIC):
Tenancy In Common (TIC): In a TIC, a building is owned by a TIC group in percentage shares, including the rights to occupy a particular unit. Each owner has a distinct, separately transferrable interest in the building as a whole. All areas of
the property are owned equally by the group, and therefore an individual may not claim ownership to a speci c part of the
property.

*Talk to a qualified attorney to find out which option is best for you.
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The flow of a real estate transaction
Seller

Buyer

Agent presents Comparable Market Analysis
Price established, Listing Agreement signed

Commitment to the agent
Market education
Financial pre-qualifications

MLS (Multiple Listing Service)
Marketing, advertisement
Open House showings

Viewing properties
Property of choice located
Writing offer with agent

Purchase offer presented to Seller

Negotiation of terms
Seller

Agent

Buyer

Sales contract accepted

Disclosures provided

Escrow opened
Earnest money deposit

Loan process initiated

Inspections facilitated

Disclosures inspection
Preliminary Title Report

Inspections obtained

Possible additional negotiations
Conditions removed

Seller

Agent

Buyer

Conditions removed
Deposit increased

Escrow closing procedures

Cash proceeds
Move out

Loan funding
Property title records at City Hall
Utilities transfer to Buyer
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Keys delivered
Move in

BUYING PROCESS

Disclosures
In San Francisco, it’s typical for the listing agent to provide a general disclosure
package to all serious buyers. This is your opportunity to review general information
about the property prior to writing an offer. It is required that the sellers and agent
disclose everything they know about the property and that you are aware of anything
that might affect your decision to purchase the property.

General Disclosures that you will see are:
Real Estate Transfer Disclosure Statement (called the
RETDS), SF Seller Disclosure Statement

Underground Storage Tank Report
(if built prior to 1992)

These 2 disclosures are questionnaires about
the property completed by the seller

This report indicates if there is evidence of a tank.

Natural Hazard Zone Disclosure
(Property ID or JCP Report)

Preliminary Title Report

Provided by the Title Company, this report gives you
information about the sellers

This report gives you all information about how the property
might by affected by a natural hazard. Earthquake, Wildfire,
Tsunami, Flood, etc. based on its specific location.

Pest Inspection Report

Generally provided by the seller, this report looks specifically
at structural damage to the property from wood boring
beatles, termites, dry rot, etc.)

Agent’s Visual Inspection Disclosure

Report of Residential of Building Record
(3-R Report)

The San Francisco Building Department issues a 3R to show
the current use of a property, a history of
building permits & other important information.

It is required that both agents do their own visual inspection

Properties located in a Homeowners Association should include:
Conditions, covenants and restrictions commonly
referred to as CC&Rs

HOA Budget and Budget Reserve Study (if it’s a larger
building)

Home Owners Association (HOA)
Meeting Minutes for the last 12 months

Condominium Certification Form
House Rules / Misc Communication
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Making the oﬀer

Q: What is a good offer?
A: A good offer depends on multiple factors: the market,
the neighborhood, the seller needs and the list price. It is
your agent’s job to provide you with the best information on
these factors to help you make a decision. Is the list price
low or high compared to the market? Is your offer the only
one or are there several you are up against? Are properties
in general selling above or below the asking price in the
neighborhood?

Q: How do you win in
a multiple bid situation?
A: Primarily by understanding the strategy and motivation
of the sellers. It is important to know how many other offers
have been placed, the state of the market, and the goals
of the seller. An offer is more than a purchase price – a
good offer is drafted carefully with overall terms that will
appeal to the seller.

Q: Is it beneficial to provide a personal
letter or enclose photos, etc. with the offer?
A: Absolutely. Sellers want to know who is buying their
house. Whether you are buying from a developer or
individual seller, a solid offer package with a personalized
cover letter shows that you are a serious purchaser.

Q. How long will it take to know if my offer
has been accepted?

Q: What is the counter offer?
How does it work?
A: When you submit an offer, the seller has four choices:
1. They can ACCEPT it as written, and you are ratified—
meaning you are “in contract” to buy it.
2. They can REJECT it.
3. They can offer you a “BACK-UP” position—in the case
that they have accepted another offer, this will put you
in first position to ratify if the first offer cancels or falls
through.
4. They can COUNTER your offer. They can counter you on
the purchase price, the length of escrow, contingency periods, or any other terms. Once you receive their counter you
can then 1) Accept 2) Reject or 3) Counter their counter.
This can go back and forth several times until both sides
come to an agreement. As soon as one party agrees to the
other’s counter, you are ratified.

Q: What is a Multiple Counter Offer?
A: If a seller receives more than one offer, they can counter
all of them or a select few. In this scenario, the offer is not
ratified when you respond to their counter. The seller has
the final say, therefore you are not ratified until the seller
accepts your counter.

A: It is preferable to allow 24 hours for the seller to
respond. In some cases the seller requests more time, but
usually no more than a couple days.

San Francisco

BUYING PROCESS

Escrow

Escrow: What is it?

How Does Escrow Work?

How Long Does Escrow Last?

Escrow is the period of time between
your offer being accepted and closing
escrow. Escrow is a deposit of funds, a
deed or other instrument by one party
for the delivery to another party upon
completion of a particular condition
or event.

The principals to the escrow—buyer,
seller, lender, agents—cause escrow
instructions, most usually in writing,
to be created, signed and delivered
to the escrow officer. If a broker is
involved, he will normally provide the
escrow officer with the information
necessary for the preparation of your
escrow instructions and documents.
The escrow officer will process the
escrow, in accordance with the escrow
instructions, and when all conditions
required in the escrow can be met or
achieved, the escrow will be “closed.”
The duties of an escrow holder
include: following the instructions
given by the principals and parties to
the transaction in a timely manner;
handling the funds and/or documents
in accordance with the instruction;
paying all bills as authorized;
responding to authorized requests from
the principals; closing the escrow only
when all terms funds in accordance with
instructions and provide an accounting
for same : the Closing or Settlement
Statement. The escrow officer can ONLY
take instructions from all parties in
agreement. No one party in the transaction can soley give instructions. The
escrow officer does not represent any
one party—they are a neutral 3rd party
in the transaction.

This is determined on a case by case
basis and will be written into the offer.
Generally 30-40 days is common.
However, in some cases, you (or the
seller) may need more time. In some
cases, it is shorter, for example with an
all cash deal.

Why Do I Need an Escrow?
Whether you are the buyer, seller, lender or borrower, you want assurance
that no funds or property will change
hands until ALL of the instructions in
the transaction have been followed.
The escrow holder has the obligation
to safeguard the funds and/or documents while they are in the possession
of the escrow holder, and to disburse
funds and/or convey title only when
all provisions of the escrow have been
complied with. The escrow officer is
a neutral third party and does not
represent any one party.
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Who Chooses the Escrow?
In San Francisco, it is usually the buyer’s
choice, as the buyer pays the escrow
fees. The selection of the escrow holder
is normally done by agreement between
the principals. If a real estate broker is
involved in the transaction, the broker
may recommend an escrow holder.
However, it is the right of the principals to
use an escrow holder who is competent
and who is experienced in handling the
type of escrow at hand. There are laws
that prohibit the payment of referral
fees; this affords the consumer the best
possible escrow services without any
compromise caused by a person
receiving a referral fee.

BUYING PROCESS

What Happens During Escrow?
The escrow period gives all parties involved the time needed to comply with the terms
of the offer and prepare to transfer title from the seller to the buyer. During this period,
you do several things, all of which your agent will help you with:

1.

You put down a refundable
deposit of 3% of the purchase
price which is held by the title
company

2.

Your lender processes your
loan and will ask you for various
information needed to approve
you

3.

4.

You do your due diligence on
the property, and remove your
contingencies by the deadlines
you requested in your off

7.
You sign all loan and title
documents when they are ready

5.

8.

6.

9.

You have any inspections you
wrote into your offer done

The lender orders an appraisal
for the property

You review and sign disclosures

San Francisco

You sign all loan and title
documents when they are ready

Closing happens a couple days
after you sign documents
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San Francisco Median Home Sales Prices
By Bedroom Count, Property Type & Neighborhood

3-Bedroom House

$2,000,000

$1,460,000
$1,359,000

Central Richmond

Outer Richmond

$1,300,000
$1,200,000

(Central) Parkside

Outer Parkside

$1,825,000
$1,655,000*
$1,310,000

$1,000,000
$945,000
$1,000,000
$882,500

Lakeside

Merced Manor

Merced Heights

Ingleside

Ingleside Heights

Oceanview

$1,125,000

$1,187,500

$1,155,000

$1,450,000

Lake Shore

Realtor District 3, Southwest

$1,325,000

$1,474,000

$1,725,000

$1,515,000

Inner Parkside

$1,415,000
$1,722,500

$1,250,000

Outer Sunset

$1,525,000

Golden Gate Heights

$1,400,000

Central Sunset

Inner Sunset

$2,300,000*

$2,113,000*

$1,987,000

$2,519,000

$2,000,000

$2,562,500

$3,000,000

$4,162,500*

12 months home sales reported
to MLS, 12/16/18 – 12/15/19

$1,590,000*

$1,950,000

$2,650,000*

$1,894,000*

$1,257,000*

$1,500,000
$1,377,500

An asterisk signifies 4 or fewer sales
during the 12-month period. Fewer sales
usually means less statistical reliability.

$1,756,000

$1,922,500

$2,050,000*

$1,950,000

$1,620,000

$1,900,000

Realtor District 2, West
This is the
largest district for house sales in the city.
$1,440,000
$1,680,000
$2,300,000
2nd

$2,100,000

Inner Richmond

Lone Mountain

$2,047,000

Jordan Park/ Laurel Heights

$1,430,000

$3,800,000

$2,480,000*

Lake Street

$2,925,000

$4,357,000*

5+ Bedroom House

12 months home sales reported
to MLS, 12/16/18 – 12/15/19

4-Bedroom House

Realtor District 1, Northwest - Median Sales Prices

2-Bedroom House

Sea Cliff

San Francisco Neighborhood

$1,962,500
$1,780,000*
$1,882,500*

West Portal

Balboa Terrace

Ingleside Terrace

$2,024,000

$2,400,000*

$2,127,500*

$3,120,000

$1,755,000*

$2,200,000

$3,265,000

$2,015,000

$1,912,500*

$2,078,000*

$2,000,000*

$1,700,000

$2,100,000

4-Bedroom House

$2,487,500*

$2,680,000*

$3,175,000*

$2,305,000*

5+ Bedroom House

12 months home sales reported to MLS, 12/16/18 - 12/15/19. Many SF neighborhoods have few sales, especially in a
specific home size: A blank field indicates insufficient data. Data from sources deemed reliable, but may contain errors
and subject to revision. How a median sales price applies to any particular property is unknown without a specific
comparative market analysis.

Median sales price is that price at which half the sales occurred for more and half for less. It is a very general statistic that typically disguises a wide
range of prices in the underlying individual sales. How these median prices apply to any particular property is unknown without a specific analysis.
* An asterisk signifies 4 or fewer sales during the 12-month period. Fewer sales usually means less statistical reliability.

$2,362,500

$1,892,500

Forest Hill Extension

Monterey Heights

$2,180,000

Forest Hill

$1,715,000

$2,750,000

St. Francis Wood

Sherwood Forest

$1,495,000

Diamond Heights

$1,510,000

$1,650,000

Mt. Davidson Manor

$1,758,000

$1,457,000

Westwood Park

$1,360,000

$1,600,000

$1,220,000

Sunnyside

$1,510,000

Westwood Highlands

$1,402,500

Midtown Terrace

$1,500,000

$1,655,000

$1,410,000

Miraloma Park

3-Bedroom House

Forest Knolls

2-Bedroom House

San Francisco Neighborhood

Realtor District 4, Central South – Median Sales Prices

$2,700,000

Eureka (Castro) Valley/ Dolores Heights

$5,440,000*

$3,700,000

$3,575,000*
$2,952,500

$2,412,500
$3,300,000

$6,062,500

12 months home sales reported to MLS, 12/16/18 - 12/15/19. Many SF neighborhoods have few sales, especially in a
specific home size: A blank field indicates insufficient data. A house with more bedrooms is not necessarily larger than one
with less, and the size and quality of homes of identical bedroom counts vary enormously. Many factors affect sales prices
besides neighborhood/ bedroom count: quality of location within the neighborhood, condition, size, views, amenities,
parking, outdoor space, etc. Data from sources deemed reliable, but may contain errors and subject to revision.

Median sales price is that price at which half the sales occurred for more and half for less. It is a very general statistic that typically disguises a wide
range of prices in the underlying individual sales. How these median prices apply to any particular property is unknown without a specific analysis.
* An asterisk signifies 4 or fewer sales during the 12-month period. Fewer sales usually means less statistical reliability.

Hayes Valley, North of Panhandle
& Alamo Square
Lower Pacific Heights

$2,550,000

$4,360,000

$3,400,000

Realtor District 6, Central North
Relatively few house sales. This is a big district for condo sales.

$2,400,000
$2,065,000

5+ Bedroom House

Too few sales in any one home size for reliable analysis.

Clarendon Heights

Duboce Triangle

Corona Heights

$2,475,000

$2,825,000

$2,580,000

Ashbury Heights/ Buena Vista Park

Twin Peaks

$2,625,000

4-Bedroom House

Too few sales in any one home size for reliable analysis.

$1,855,000

3-Bedroom House

$2,908,000

$1,762,500

$1,705,000

2-Bedroom House

Realtor District 5, Central – Median Sales Prices
largest and 2nd most expensive district in the city for house sales.

Cole Valley/ Parnassus Heights

Noe Valley

Haight Ashbury

Glen Park

San Francisco Neighborhood

This is the

3rd

$2,500,000

Marina

$7,750,000

$6,500,000

$4,572,500

5+ Bedroom House

$1,480,000
$1,580,000

Inner Mission

Potrero Hill

$1,780,000

$1,812,500

$1,750,000

3-Bedroom House

$3,050,000

$2,168,000

$2,340,000

4-Bedroom House

$2,500,000

5+ Bedroom House

12 months home sales reported to MLS, 12/16/18 - 12/15/19. Many SF neighborhoods have few sales, especially in a
specific home size: A blank field indicates insufficient data. The size and quality of homes of identical bedroom counts
vary enormously. Many factors affect sales prices besides neighborhood/ bedroom count: quality of location within the
neighborhood, condition, size, architecture, views, amenities, parking, outdoor space, etc. Not all home sales are
reported to MLS. Data from sources deemed reliable, but may contain errors and subject to revision.

Median sales price is that price at which half the sales occurred for more and half for less. It is a very general statistic, which typically disguises a
wide range of prices in the underlying individual sales. Anomalies and significant fluctuations in median sales prices unrelated to changes in fair
market value are not uncommon in San Francisco neighborhoods. * An asterisk signifies 4 or fewer sales during the 12-month period. Fewer sales
usually means less statistical reliability.

$1,375,000

2-Bedroom House

Realtor District 9, East
Bernal Heights has by far the most house sales in this district.

Bernal Heights

San Francisco Neighborhood

Russian, Nob & Telegraph Hills

Realtor District 8, Northeast
Very few house sales. This is a big district for condo and co-op sales.
$1,890,000
$2,650,000
$3,575,000

In more expensive areas, there is a greater percentage of house sales unreported to MLS.
How a median sales price applies to any particular property is unknown without a specific comparative market analysis.

$4,192,500

$3,300,000

Cow Hollow

$5,500,000

$4,400,000*

4-Bedroom House

$7,925,000*

$4,200,000

$3,058,000

3-Bedroom House

Presidio Heights

Pacific Heights

2-Bedroom House

San Francisco Neighborhood

Realtor District 7, North – Median Sales Prices
This is the most expensive house district in San Francisco.

$884,000
$1,100,000
$1,110,000
$1,132,500

Visitacion Valley

Crocker Amazon

Outer Mission

Mission Terrace

$1,515,000

$980,000

$1,350,000

$1,100,000

$1,600,000

$1,450,000

$1,212,500

5+ Bedroom House

$1,610,000

$2,200,000

$2,600,000

Too few sales in any one home size for reliable analysis.

$1,300,000

$1,100,000

$1,210,000

$977,500

$1,250,000

$1,430,000

$1,335,000

$1,150,000

4-Bedroom House

12 months home sales reported to MLS, 12/16/18 - 12/15/19. Many SF neighborhoods have few sales, especially in a
specific home size: A blank field indicates insufficient data. The size and quality of homes of identical bedroom counts
vary enormously. Many factors affect sales prices besides neighborhood/ bedroom count: quality of location within the
neighborhood, condition, size, architecture, views, amenities, parking, outdoor space, etc. Data from sources deemed
reliable, but may contain errors and subject to revision.

* An asterisk signifies 4 or fewer sales during the 12-month period. Fewer sales usually means less statistical reliability.

Median sales price is that price at which half the sales occurred for more and half for less. It is a very general statistic, which typically disguises a wide
range of prices in the underlying individual sales. Anomalies and significant fluctuations in median sales prices unrelated to changes in fair market
value are not uncommon in San Francisco neighborhoods. How a median sales price applies to any particular property is unknown without a specific
comparative market analysis.

ALL SAN FRANCISCO:
Median Sales Prices

$1,258,500

$1,067,000

Portola

Little Hollywood

$990,000

Excelsior

$1,210,000

$1,050,000

$900,000

Silver Terrace

$995,000

3-Bedroom House

$892,500

$894,000

2-Bedroom House

Bayview Heights

Bayview

San Francisco Neighborhood

Realtor District 10, South - Median Sales Prices
This district has the most house sales in the city, and is also the most affordable.

2018

2019 YTD

$920,000

$833,000

$780,000

$690,000

$1,101,000

$962,500

$900,000

$768,000

District 3

$955,000

District 2

$1,162,500
$840,000

$1,222,500

$1,250,000

$675,000

$540,000

$1,080,000

$1,050,000

$590,000

$485,000

Bernal Heights, Potrero
Hill & Inner Mission

Sales reported to MLS by 11/21/19. Not all sales are reported. Median Sales Price is that price at which half the sales occurred
for more and half for less. It is a general statistic that may be affected by other factors besides changes in fair market value.
Data from sources deemed reliable, but may contain errors and subject to revision. All numbers approximate.

District 10

$1,225,000

Sunset, Parkside &
Golden Gate Heights

$1,325,000

9 neighborhoods including
12 southern neighborhoods
Lake Shore, Lakeside, Merced
clustered around Bayview,
Heights, Ingleside, Oceanview
Portola, Excelsior, Crocker
Amazon and Visitacion Valley
$730,000

Partial year data should be considered preliminary until full year data is available.

2017

$1,450,000

2016

$779,500

2015

$1,011,000

2014

District 9

$1,200,000

2013

$1,380,000

2012

$1,405,000

San Francisco Median House Sales Prices by Year

$1,500,000

Sales reported to
MLS by 11/21/19

$1,520,000

San Francisco Median Sales Prices in Selected Realtor Districts

$1,615,000

Median HOUSE Sales Price Trends since 2012

$1,606,000

$-

$200,000

$400,000

$600,000

$800,000

$1,000,000

$1,200,000

$1,400,000

$1,600,000

$1,575,000

$1,437,500

$1,422,500

District 4

$1,050,000

$1,901,000

$1,820,000

$1,651,000

$1,468,500

District 1

$1,580,000

$2,100,000

$2,001,000

$1,260,000

$1,716,000

$1,733,000

$900,000

Inner, Central & Outer
Richmond; Lone Mtn;
Lake Street; Jordan
Park & Sea Cliff

District 5

$1,880,000

Noe, Eureka & Cole
Valleys; Ashbury,
Corona & Clarendon
Heights; Glen Park &
other neighborhoods

Some districts – such as Districts 1 & 4 – contain neighborhoods
of very widely varying values. Partial year data should be
considered preliminary until full year data is available.

$1,405,000

2019 YTD

$3,812,500
$3,500,000

Sales reported to MLS by 11/21/19. Not all sales are reported. Median Sales Price is that price at which half the sales occurred
for more and half for less. It is a general statistic that may be affected by other factors besides changes in fair market value.
Data from sources deemed reliable, but may contain errors and subject to revision. All numbers approximate.

$1,075,000

2018

$2,100,000

16 neighborhoods clustered
around St. Francis Wood,
Forest Hill, West Portal,
Miraloma Park & Sunnyside

$1,222,500

2017

$2,060,000

2016

$2,300,000

2015

$2,305,000

2014

Pacific & Presidio
Heights, Cow
Hollow & Marina

District 7

$3,905,000

2013

$4,975,000

2012

$4,700,000

San Francisco Median House Sales Prices by Year

$2,495,000

Sales reported to
MLS by 11/21/19

$4,598,000

San Francisco Median Sales Prices in Selected Realtor Districts

$4,730,000

Median HOUSE Sales Price Trends since 2012

$4,950,000

$-

$500,000

$1,000,000

$1,500,000

$2,000,000

$2,500,000

$3,000,000

$3,500,000

$4,000,000

$4,500,000

$5,000,000

2-BR 850-1250
Sq.Ft.

$1,140,000

$1,320,000*

Realtor District 2, West

$1,075,000*

$1,550,000

$2,200,000

$1,150,000*

$832,500

$680,000

$910,000

Realtor District 4, Central South

$665,000

12 months home sales reported to MLS, 12/16/18 - 12/15/19. All columns reflect both condo and co-op sales. Many SF
neighborhoods have few condo sales, especially in a specific unit size: A blank field indicates insufficient data. Below
Market Rate unit sales excluded. Data from sources deemed reliable, but may contain errors and subject to revision.

Diamond Heights

Stonestown

Ingleside Heights

Ingleside

Realtor District 3, Southwest

$1,530,000

$1,318,000*

$1,312,500

An asterisk signifies that there were 4 or fewer sales within the 12 month period. Fewer sales usually means less statistical reliability.
How a median sales price applies to any particular property is unknown without a specific comparative market analysis.

Inner Sunset

Lone Mountain

Outer Richmond

$1,457,500*

$1,785,000

$1,020,000

$2,625,000*

$1,727,500

3 & 4 Bedroom
Condo/Co-op

Central Richmond

$1,410,000*

$1,424,000*

2-BR 1251-1650
Sq.Ft.

$1,505,000

$1,130,000*

$1,060,000

Realtor District 1, Northwest

1-Bedroom
Condo/Co-op

Inner Richmond

Jordan Park/Laurel Heights

Lake Street

San Francisco Neighborhood

San Francisco Condo & Co-op Median Sales Prices

2-BR 850-1250
Sq.Ft.

$1,455,000*

$1,500,000

$1,050,000
$880,000

Eureka (Castro) Valley/ Dolores Heights

Mission Dolores

$1,500,000

$1,800,000

$1,762,500*

$1,680,000

$1,625,000

$1,715,000

$1,460,000*

$905,000
$815,000

$975,000*
$707,500
$805,000

Hayes Valley

North of Panhandle (NoPa)

Alamo Square

Lower Pacific Heights

Western Addition

$975,000

$1,297,500

$1,325,000

$1,422,400

$1,185,000

$1,450,000

$1,377,500

$1,652,500*

$1,140,500

$1,725,000

$1,727,500

$1,675,000

$1,625,000

12 months home sales reported
to MLS, 12/16/18 - 12/15/19

$1,732,500

$1,995,000

$1,774,500*

$1,787,500

$1,800,000

$2,687,500*

$2,100,000

$1,825,000

$1,756,000

* An asterisk signifies 4 or fewer sales during the 12-month period. Fewer sales usually means less statistical reliability.

$975,000

Anza Vista

Realtor District 6, Central North, Condos & Co-ops

$1,350,000

$1,232,500*

Twin Peaks

$1,430,000*

$1,100,000

$945,000

Ashbury Heights/ Buena Vista Park

$1,485,000

Duboce Triangle

$945,000

Cole Valley/ Parnassus Heights

$1,355,000

$1,440,000

$890,000

Noe Valley

$1,250,000*

Corona Heights

$855,000

3 & 4 Bedroom
Condo/Co-op

12 months home sales reported
to MLS, 12/16/18 - 12/15/19

2-BR 1251-1650
Sq.Ft.

Realtor District 5, Central – Median Sales Prices
This is the 3rd biggest district, for condo sales in the city.
$1,325,000*

1-Bedroom
Condo/Co-op

Haight Ashbury

Glen Park

San Francisco Neighborhood

2-BR 850-1250
Sq.Ft.

2-BR 1251-1650
Sq.Ft.

$971,000
$1,025,000*
$1,030,000

Pacific Heights

Presidio Heights

Cow Hollow

$1,550,000

$1,320,000

$1,482,500*

$1,610,000

$1,660,000

$1,752,500

$780,000
$713,000

Van Ness/ Civic Center

Downtown

$1,198,000

$1,199,000

12 months home sales reported to MLS, 12/16/18 - 12/15/19. All columns reflect both condo and co-op sales. Many SF
neighborhoods have few sales, especially in a specific home size: A blank field indicates insufficient data. Data from
sources deemed reliable, but may contain errors and subject to revision. How a median sales price applies to any
particular property is unknown without a specific comparative market analysis.

Median sales price is that price at which half the sales occurred for more and half for less. It is a very general statistic, which typically disguises
a wide range of prices in the underlying individual sales. The analysis of 2-bedroom condo sales was broken down by unit square footage and
does not include sales that did not specify square footage in MLS. Units on upper floors with excellent views typically command large
premiums in price. * An asterisk signifies 4 or fewer sales during the 12-month period. Fewer sales usually means less statistical reliability.

$931,500

$1,222,000

$664,000

$2,347,500*

North Waterfront

$1,799,000

$1,400,000*

$1,710,000

$950,000

$1,293,000*

$1,979,000

$2,465,000

Financial District/Barbary Coast

$796,000

North Beach

$1,407,500

$1,875,000

$2,200,000

$2,747,500

$2,662,500

Too few sales in any particular unit size for analysis

$990,000

Nob Hill

$1,400,000

3 & 4 Bedroom
Condo/Co-op

$2,437,500

Telegraph Hill

$1,025,000

Russian Hill

Realtor District 8, Northeast – Median Sale Prices: Condos & Co-ops

$1,025,000

Realtor District 7, North – Median Sales Prices: Condos & Co-ops

1-Bedroom
Condo/Co-op

Marina

San Francisco Neighborhood

$930,000
$1,081,000

Potrero Hill

Dogpatch/ Central Waterfront

$1,242,500

$1,949,000

$1,500,000

$1,307,500

$1,657,500

$1,360,000

$1,565,000*

$1,862,500

$1,825,000

$1,605,000

$1,810,000

$2,400,000

$775,000

$650,000
$635,000*

$906,500

Hunter’s Point

Candlestick Point

ALL SAN FRANCISCO:
Median Sales Prices

$1,600,000

$849,000*

12 months home sales reported to MLS, 12/16/18 - 12/15/19. All columns reflect both condo and co-op sales. Many SF
neighborhoods have few sales, especially in a specific home size: A blank field indicates insufficient data. Below Market
Rate unit sales excluded. Data from sources deemed reliable, but may contain errors and subject to revision. How a
median sales price applies to any particular property is unknown without a specific comparative market analysis.

$1,280,000

$775,000

$805,000*

Bayview

Realtor District 10, South

$1,825,000

$980,000

* An asterisk signifies 4 or fewer sales during the 12-month period. Fewer sales usually means less statistical reliability.

Units on upper floors with excellent views typically command large premiums in price.

$1,352,500

$1,220,000

$1,300,000

$897,500

$1,267,000

Inner Mission

$891,500

South of Market (SoMa)

$1,380,000

$1,125,000

$960,000

Mission Bay

$1,272,500

Bernal Heights

$928,500

Yerba Buena

1-Bedroom
2-Bedrooms
2-Bedrooms
3 & 4 Bedroom
Condo/Co-op
850-1250 sqft
1251-1650 sqft
Condo/Co-op
Realtor District 9, East – Median Sales Prices
This district has the most condo sales of any district in the city, both re-sale condos and new construction.
South Beach
$995,000
$1,375,000
$1,875,000
$3,500,000

Neighborhood

2013

2014

2015

2016

2017

District 8 North

Noe, Eureka & Cole
Valleys; Corona
Heights, Mission
Dolores & others

2019 YTD

District 5

Sales reported to MLS by 11/21/19. Not all sales are reported. Median Sales Price is that price at which half the sales occurred
for more and half for less. It is a general statistic that may be affected by other factors besides changes in fair market value.
Data from sources deemed reliable, but may contain errors and subject to revision. All numbers approximate.

District 6

District 9

South Beach, Mission
Bay, SoMa, Potrero
Hill, Inner Mission,
Dogpatch & others

$690,000
$805,000
$929,000
$1,090,000
$1,050,000
$1,099,000
$1,166,000
$1,181,000

Hayes Valley, NoPa,
Alamo Square, Lwr
Pacific Heights &
Western Addition

$730,000
$799,000
$925,000
$1,125,000
$1,102,500
$1,210,000
$1,255,000
$1,265,000

2018

$861,000
$1,030,000
$1,100,000
$1,295,000
$1,200,000
$1,356,000
$1,275,000
$1,297,500

Russian, Nob &
Telegraph Hills;
North Beach; &
Financial District

In some districts, new condo construction makes year-overyear, apples-to-apples price comparisons difficult. Average
unit sizes can vary considerably by year and by district.

2012

$890,000
$1,025,000
$1,175,000
$1,267,000
$1,300,000
$1,406,000
$1,450,000
$1,510,000

San Francisco Median Condo Sales Prices by Year

San Francisco Median Sales Prices in Selected Realtor Districts

Median CONDO Sales Price Trends since 2012

Pacific & Presidio
Heights, Cow
Hollow & Marina

Sales reported to
MLS by 11/21/19

District 7

$965,000
$1,215,000
$1,333,000
$1,498,000
$1,498,000
$1,560,000
$1,480,000
$1,580,000

$400,000

$500,000

$600,000

$700,000

$800,000

$900,000

$1,000,000

$1,100,000

$1,200,000

$1,300,000

$1,400,000

$1,500,000

$1,600,000

0

100

200

300

400

5+ Bedrooms

$2m $2.499m

$2.5m $2.999m

$3m $3.999m

$5 million+

3 & 4 Bedroom
Condo/Co-op
$1,825,000

$2,600,000

5+ Bedroom House

$4m $4.999m

2-BR Condo/Co-op
1251-1650 sqft
$1,600,000

$2,200,000

4-Bedroom House

12 months MLS sales of houses, condos, co-ops and TICs. Less than 5 sales in a segment were not charted. Data
derived from sources deemed reliable, but may contain errors and subject to revision. All numbers approximate.

$1.5m $1.999m

600

$1m $1.499m

2-BR Condo/Co-op
850-1250 sqft
$1,280,000

1-Bedroom
Condo/Co-op
$906,500

500

$1,610,000

$1,258,500

700

$500k $999k

4 Bedrooms

San Francisco City-Wide Median Sales Prices

3 Bedrooms

3-Bedroom House

Up to
$500,000

2 Bedroom

2-Bedroom House

800

900

Studio-1 BR

2019 Sales by Price Segment & Bedroom Count

San Francisco Home Sales

2011

2010

2009

2008

2002

2001

2000

1999

1998

1997

1996

1995

1994

1993

| 2012 recovery ►

Median sales price is that price at which half the sales occurred for more and half for less. It can be and
often is affected by other market factors besides changes in fair market value. Data from sources
deemed reliable but may contain errors and subject to revision.

2003

Loan standards
collapse
2004

Early 90’s
recession after
late 80’s boom

2005

Mid-90’s recovery
& dotcom boom

2006

2008 - 2011
crash & recession

2012

2007
peak

2013

Median prices are generalities, most
useful to discern broad market trends.

2007

TIC Median Price

2014

Condo Median Price

2015

House Median Price

2016

$-

$100,000

$200,000

$300,000

$400,000

$500,000

$600,000

$700,000

$800,000

$900,000

$1,000,000

$1,100,000

$1,200,000

$1,300,000

$1,400,000

$1,500,000

$1,600,000

Sales reported to MLS

2017

Median Sales Prices by Year, 1993 – Present

2018

San Francisco Home Price Appreciation

2019

Compass is a real estate broker licensed by the State of California, DRE 01527235. Equal Housing Opportunity. This report has
been prepared solely for information purposes. The information herein is based on or derived from information generally available
to the public and/or from sources believed to be reliable. No representation or warranty can be given with respect to the accuracy
or completeness of the information. Compass disclaims any and all liability relating to this report, including without limitation any
express or implied representations or warranties for statements contained in, and omissions from, the report. Nothing contained
herein is intended to be or should be read as any regulatory, legal, tax, accounting or other advice and Compass does not provide
such advice. All opinions are subject to change without notice. Compass makes no representation regarding the accuracy of any
statements regarding any references to the laws, statutes or regulations of any state are those of the author(s). Past performance
is no guarantee of future results.

These analyses were made in good faith with data from sources deemed reliable, but may contain errors and are subject to
revision. It is not our intent to convince you of a particular position, but to attempt to provide straightforward data and analysis,
so you can make your own informed decisions. Median and average statistics are enormous generalities: There are hundreds of
different markets in San Francisco and the Bay Area, each with its own unique dynamics. Median prices and average dollar per
square foot values can be and often are affected by other factors besides changes in fair market value. Longer term trends are
much more meaningful than short-term.

It is impossible to know how median and average value statistics apply to any particular home without a specific comparative
market analysis. Many factors affect sales prices besides neighborhood/ bedroom count: quality of location within the
neighborhood, condition, size, architecture, views, amenities, parking, outdoor space, etc.

Compass San Francisco Bay Area Reports: https://www.bayareamarketreports.com/

RESOURCES

San Francisco
real estate websites

Compass

San Francisco Government

www.compass.com

www.sfgov.org

San Francisco Board of Realtors
(The official MLS site)
www.sfrealtors.com
Easy to use, easy to navigate. Up to the minute – real time
information on listings.

Socket Site

A great resource to use when looking for city services, resources
within your district, paying property taxes, or getting your dog’s
license.

San Francisco Department of
Building Inspection
www.sfdbi.org
DBI is the regulatory safety agency for San Francisco buildings.
Check here for permit information.

www.socketsite.com
Plug into San Francisco real estate tips, trends and the local
scoop.

Goldstein, Gellman, Melbostad,
Gibson & Harris, LLP

Walkscore
www.walkscore.com
Great source for quickly accessing what is nearby.

www.g3mh.com

Crime Mapping

A firm that specializes in Real Estate.

www.crimemapping.com

Curbed
www.curbed.com
A neighborhood and real-estate weblog. Curbed covers the
greater New York, Los Angeles and San Francisco areas.

San Francisco

RESOURCES

San Francisco
neighborhood websites

Bernal Heights

Panhandle

www.bhnc.org

www.nopna.org

Castro / Eureka Valley

Pacific Heights

www.castrosf.org

www.phra-sf.org

Central Waterfront / Dogpatch

Potrero Hill

https://www.facebook.com/DogpatchNeighborhoodAssociation/

www.potreroboosters.org

ColeValley

Russian Hill

www.colevalley.org

http://rhnsf.org

Haight Ashbury

South Beach / Mission Bay

www.hanc-sf.org

http://sbrmbna.com

Hayes Valley

Telegraph Hill

www.hayesvalleysf.org

www.thd.org

Nob Hill

Inner Sunset Park Neighbors

http://nobhillassociation.org/

www.inner-sunset.org

Mission

Richmond

www.sanjoseguerrero.com

http://richmondsfblog.com/

Noe Valley
http://noevallyassociation.org

San Francisco

SFAR Purchase Contract
(for use in San Francisco County)

Sally Ride, Martin Luther King, Jr.
333 Main St, San Francisco, CA 94105-5030

3% purchase price

Compass

01527235

Derek Chin

SR

MLK

Compass - San Francisco Beach Street, 891 Beach Street San Francisco CA 94109
Geneva Bumb Shanti

00854466

4153772847

333 Main St

333 Main St, San Francisco

SR

MLK

333 Main St

333 Main St, San Francisco

SR

MLK

SR

MLK

333 Main St

333 Main St, San Francisco

SR

MLK

333 Main St

333 Main St, San Francisco

SR MLK

333 Main St

333 Main St, San Francisco

SR MLK

SR MLK

SR

MLK
333 Main St

333 Main St, San Francisco

Sally Ride
Sally Ride

Martin Luther King
Martin Luther King, Jr.

Compass
Derek Chin

333 Main St

X
Sally Ride

X
Martin Luther King, Jr.

Compass

01527235
00854466
Derek Chin

Compass - San Francisco Beach Street, 891 Beach Street San Francisco CA 94109
Geneva Bumb Shanti

4153772847

333 Main St

333 Main St

Sally Ride
Martin Luther King, Jr.
Compass

01527235
00854466

Derek Chin

Compass - San Francisco Beach Street, 891 Beach Street San Francisco CA 94109
Geneva Bumb Shanti

4153772847

333 Main St

333 Main St, San Francisco, CA 94105-5030

Sally Ride
Martin Luther King, Jr.

Compass - San Francisco Beach Street, 891 Beach Street San Francisco CA 94109
Geneva Bumb Shanti

4153772847

333 Main St

333 Main St, San Francisco, CA 94105-5030

Sally Ride

Compass - San Francisco Beach Street, 891 Beach Street San Francisco CA 94109
Geneva Bumb Shanti

Martin Luther King, Jr.

4153772847

333 Main St

