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Evolution of Photos
With advent of internet, the importance of pho-
tographic pictures soared with their improved 
presentation formats with the advancing digital 
camera technologies. Listing agents used to 
take photos by themselves. Then some agents 
started hiring professional photographers. 
Now, there are millions of self-claimed “profes-
sional” photographers. Use of Photoshop has 
enabled real estate photos to be more attrac-
tive than the reality.  
 First, pictures became saturated with colors, 
ending up like oil paintings. It had gone too far 
and they were eventually disliked by buyers. 
Then wide-angle lenses which were intended 
for bathrooms or small rooms are now used for 
all objects because it makes space larger. To-
day, wide-angle lenses present a strangely thin 
house like the one in the Harry Potter movie, or 
a long narrow kitchen where it looks very diffi-
culty to work; in short, dimensions are not only 
distorted, but also they look very odd. Again, 
those photos are a far cry from the real things 
buyers see with their own eyes. We expect 
photographers to change the lenses for differ-
ent objects. Another new fashion is making 
everything bright “white,” which collaborates 
with the popularity of whitish materials used for 
remodeling. Because those photos are too 
whitish with little contrast, buyers cannot see 
the details very well. We feel they are unattrac-
tive and will sooner or later fizzle out.  
 Most recent arrival is HDR photos which 
makes the scenery through a window clear and 
vivid. If the exposure is adjusted to the room, 
the widow becomes white and obscure; if the 
exposure is adjusted to the window, the room 
becomes too dark. With multiple exposures, 
the HDR makes both room and the window 
clear and vivid. But we have developed a bet-
ter and simpler way to achieve it.   
 It is important to remember that photo pictures 
we need are not for photographic competition; 
the purpose is simply to sell the house. Many 
“professional” photographers often do not un-
derstand the selling points of the property or 
what buyers want to know, which also varies 
from one property to another. Agents cannot 
dictate their photographers due to lack of their 
own technical knowledge.
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We hear unfamiliar terms like negative in-
terest rates and repo.  Negative interest 
rates mean that you will get interest when 
you borrow! Do not get too excited. No 
banks will lend you money by paying you 
interest. There are two parts in negative 
interest rates: Monetary policy by a central 
bank and professional bond traders. Banks 
are required to have cash reserves for 
which the central bank may pay interests. 
When banks hesitate to lend money, the 
central bank may charge interests on 
banks’ excess reserves to encourage them 
to lend more. The repo (repurchase 
agreement) suddenly became news, in 
which the FRB buys securities from banks 
to provide them with cash and sells back 
to them quickly. This indicates some 
banks are short of liquidity. The negative 
interest by FRB on banks’ cash reserves 
will not work under this circumstance.  
 If a bond is carrying a negative yield, a 
loss is guaranteed if it is kept until maturi-
ty. Bond traders do not make profit from 
interests; they frequently trade and make 
capital gains (or losses). So, all they are 
interested is if the bond price will go up 
(interest rates will go down). This can cre-
ate a negative yield. 
 Negative interest (increase in the value of 
money) means deflation (general price de-
cline). For example, you can buy 25 gal-
lons of gas today with $100, and if you 
can buy 30 gallons in a week, the same 
$100 is worth more in a week. Consumers 
are normally encouraged by low rates: low 
borrowing rates and meager interest on 
bank deposits. However in the above sce-
nario, they may choose not to buy today 
and wait for lower prices in the future. 
This situation is “deflation trap,” where no 
conventional monetary policy (rate cuts 
and more money supply) would be effec-
tive. Germany, France and Japan have 
negative bond yields, and they keep dig-
ging into the same easy money policy 
without success. Since Germany has little 
fiscal debt, increased fiscal spending may 
help; however, it is legally and culturally 
difficult. Japan has too much government 
debt; however, individual debt is small 
with large net worth. So higher rates may 
encourage consumption, but it is political-
ly suicidal. Both countries traditionally get 

out of a recession by increased exports,
which are not going well today. 
 For the US, it is extremely complicated
because both the government and con-
sumers have large debt. Our economy is 
still growing and not in a deflation trap 
yet; however, the inverted yield curve is a
warning sign and there is no clear answer 
for how to deal with the situation. 

Palos Verdes Housing Market 
The market inventory that began decreas-
ing in August increased again in Septem-
ber, making us uneasy. To our relief, it re-
sumed decreasing in late September, final-
ly indicating a clear direction for shrinking
inventory. Given the steady sales, fewer
new listings due to the weakness in prices
and the oversupply have contributed to 
reducing the inventory. The real question 
is how much it will go down by January 
2020. Since last year’s market was de-
pressing, it should be better this time. In-
terest rates that are unlikely to sharply go 
up given the slower economic growth
should shore up the housing market.
There is a remote risk of higher rates.
The mushrooming government deficit re-
quires increased Treasury issuances in the 
midst of less foreign purchases of US 
Treasuries as their dollar incomes from
exports are smaller. As evidenced by the 
FRB’s Repo, the primary dealers of the US 
Treasury seem to have liquidity problems 
because they have to sell more under the
weak demand. In fact, the FRB has re-
sumed directly buying Treasuries.  
 The median escrow price of single family 
homes in PV has kept decreasing since 
mid August. It currently stands around 
$1.4M where we believe it stops. The
market condition is still very good up to 
$1.5M; the price ranges above this line are
not performing well. Currently, the seg-
ment just above $1.0M is very hot; accord-
ingly, northwest of RPV is in a good condi-
tion. 
 As rents have gone up too far, the PV’s 
lease market has been struggling since last 
year. Given super low interest rates, it 
may be better to buy than rent. The im-
proved employment and wages in addition 
to lower prices support the current strong 
demand. However, as the good selling 
price range indicates, those buyers seem
to have limited financial resources.
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A: Active       U: Contracted      P: Pending      S: Sold      
Prices in '000s.   Source: MLS (as of 10/16/19) 

Rockyfield contacts     
BRE Broker License: 01328577 
 
727 Silver Spur Rd. Suite 205 
Rolling Hills Estates, CA 90274 
Phone: (310) 544-0857  
Anthony Iwata Ext. 1#  
(English+Japanese) 
Catarina Zerbinatti Iwata Ext. 2#  
(English, Spanish, Portuguese, Japanese, Italian) 
email:  properties14@rockyfield.com 

Free Notary Service 
We offer free notary public service 
to the readers on our mailing list. 
Customers who buy or sell their 
homes with Rockyfield will have 
free notary service for 5 years.  
(Direct service only, excl. loan documents; 

additional charge for a trip to your place.)  

Please make an appointment with 
Catarina at 310-544-0857 ext. 2# 

Staging 
Staging business is to decorate a house with ornaments and furni-
ture to make the house look attractive. It was originally used to give 
warmth to a newly built or flipped house. Now that many agents rec-
ommend home staging, lots of staging business providers popped 
up. While the majority of staged houses are vacant, we also come 
across partially staged houses where owners still reside. In short, 
staging is becoming a standard practice for selling houses. Why 
staging? Perfectly coordinated and designed staging will make a 
house look very nice; the owner will be delighted to hear many posi-
tive comments from open house visitors.   
 Let’s make the anatomy of staging. Why do so many agents rec-
ommend staging? As we wrote before, it is very difficult for agents to 
differentiate themselves. When a staging provider tells them poten-
tial benefits of staging, they are compelled to jump on it; and now, 
they do just because everyone else does. A prospective seller may 
ask for staging as other agents interviewed for listing may offer.  
 We are not keen on staging with few exceptions, nonetheless. 
While it is true that many open house visitors say how beautiful the 
house is, staging is unnecessary if the praise is about the house per 
se; or is wasted if the visitor’s praise is about the staging. More im-
portantly, serious buyers look beyond furniture and decorations. 
Sellers should not be interested in “onlookers.”  It is rare to see stag-
ing that perfectly matches with the house as to colors, sizes, ages, 
types, etc, and sometimes it looks odd. Stagers also tend to put too 
much stuff, making the house appear crammed. Even if the owner’s 
furniture is old, they usually match the house with warm atmos-
phere. Although good staging may ease the cold feeling of a newly 
built or remodeled house, it never gives “life” to the house. 
 The cost is another issue. An average 3 or 4 bedroom house would 
cost $4,000-$6,000. Agents may offer to pay for an expensive 
house; they may have difficulty, considering other expenses related 
to listing, with inexpensive houses, unless the owner agrees to pay 
or share the cost. However, the agent’s burden is secondary. With 
$5,000, important upgrades of the property or professional painting 
can be done; or a few pieces of matching furniture can be bought. 
The cost of filling many nail/screw holes and touch-up paint cannot 
be ignored after staging ornaments are removed. 
 Serious buyers examine core features and attributes of the proper-
ty. Ask yourself: “Am I naïve enough to buy a house because it is 
decorated beautifully?” We have concluded that the money spent on 
staging can be used for something more relevant and effective.  
 How to present your home is extremely important. However, the 
strategy must be tailored to each house.  

4 Bedroom house with ocean view for lease
Spacious one-level house is looking for a new tenant. 
Very close to Vista Grande Elementary. Ocean view from 
living room and two other bedrooms. Many updates have 
been recently made:  Totally remodeled master bath; New 
carpets in all bedrooms. Brand new living room patio 
sliding door and two bedroom windows; smooth ceilings 
throughout; new gas furnace and ducts. Rent is very at-
tractive $4150 per month.  
 
Need a handyman? 
If you are looking for a house cleaner, handyman, paint-
er, plumber, roofer, electrician, gardener, bathtub re-
pairman, rain gutter installer or contractor, we should be 
able to introduce a quality one.  Contact: Catarina 
 
 Our free fair market value analysis 
If you just remodeled your house, you ought to be in-
terested in how much your home is worth now. Or you 
may be simply curious. We will be happy to provide a 
fair market value estimate. No strings attached.   


