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A: The last thing you want to deal
with as a new homeowner is if the
heater goes out, or the dishwasher
stops working. 

Having a dedicated home war-
ranty with a support line and
service vendors is reassuring and
important. We feel it’s so impor-
tant, in fact, that we will buy al-
most every one of our buyers a
comprehensive one-year warranty
for their new home, as we know
that despite the most diligent of
diligence efforts, things will and
do come up with any home. 

The only time when we don’t get
a home warranty for our clients is
when they’re getting a fixer and
replacing everything, or with
brand-new construction, as devel-
opers are mandated to provide a
one-year fit-and-finish warranty
by law.

We view a home warranty as an
extension of the support and coun-
sel we’ve been providing our buy-
ers throughout the purchase pro-
cess. Years of experience tells us
that the relatively modest premi-
um is far outweighed by the cost
just one (covered) service call and
the appreciation a client has in
knowing that we were still sup-
porting them after closing, and
this is what’s most important to
us.

Kevin Ho, Vanguard Properties,
415-297-7462,

kevin@kevinandjonathan.com; Jonathan
McNarry, Vanguard Properties,

415-215-4393,
jonathan@kevinandjonathan.com.
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A: Buyers and sellers have the
option of including a home war-
ranty into the contract when a
home is being sold and purchased. 

Typically, when my buyers pur-
chase a home, I give them the gift
of a one-year home warranty pol-
icy as a gesture of goodwill and to
help them deal with unforeseen
challenges in that first year of own-
ership. 

Every policy and set of coverages
is different, and so much depends
on the assessment of the service
provider — typically a third-party
repair person — on each particular
service call. Based on the policy
coverage, and for a relatively rea-
sonable, flat service fee, a tech-
nician will diagnose and/or ad-
dress the problem at hand, which
may cost less than hiring a stand-
alone company to help.

My buyers have utilized their
home warranty policy to re-key
their locks, address plumbing
issues, and repair or replace appli-
ances. Some investors use home
warranty services to maintain
their investment properties. Some-
times buyers don’t use the policy at
all and don’t renew the policy. It’s
like a health insurance policy:
sometimes you use it a little, and
sometimes a lot. 

Jeremy Davidson, Compass, 415-717-4103,
jeremy.davidson@compass.com.

A: Deciding to invest in a home
warranty will depend on several
factors, including the home’s age,
how much work you’re willing to
do yourself, and whether you
have reserves for unexpected
repairs. 

A home warranty may be a
good idea if inspections show
your appliances or home systems
may be near the end of their
lifespan, if you’re not a DIY-er, or
don’t have a handyman on speed-
dial. Also, if you don’t have a
reserve fund set up, a home war-
ranty could help. 

You may not need a home
warranty if you’re already experi-
enced with home improvements,
or if you’re buying new construc-
tion (most builders provide a
warranty covering workmanship
and materials). 

Home warranties vary wildly
in their coverage, terms and limi-
tations, so if you do consider
purchasing a warranty to protect
your home investment and for
peace of mind, always read the
fine print.
1 Insider tip: If you’re a seller,
offering a home warranty can
give you an edge over the compe-
tition in today’s market.

Leo Peak, Peak Real Estate Group at
Corcoran Global Living, 415-816-1469,

leo@leopeak.com.
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LOS ANGELES —
The housing market’s
comedown from its high-
flying days early this
year is deepening, with
home sales in July falling
for the sixth straight
month.

Sharply higher mort-
gage rates, surging in-
flation and prices that
remain near all-time
highs are making homes
less affordable. Sales fell
20.2% from July last year,
reaching the slowest
pace since May 2020,
near the start of the
pandemic.

But the slowdown has
begun to tip the home-
buying equation, if ever
so slightly, in favor of
house hunters who can
afford to stay in the mar-
ket and away from sell-
ers, who’d previously
been able to offload their
homes at prices they may
have never dreamed of. 

Homes are still selling

lightning fast, on aver-
age, and many continue
to fetch multiple offers.
But many sellers have
had to become more
flexible on their asking
price and find they no
longer can demand
would-be buyers waive
important safeguards
like a home inspection
before closing the deal.

The shift doesn’t mean
it’s a buyer’s market now
— it’ll take a sharp in-
crease in the number of
homes on the market
before that happens.
Still, it is a notable re-
versal after a housing
shortage, rock-bottom
mortgage rates and soar-
ing home prices skewed
the housing market
strongly in sellers’ favor
in recent years.

New data show some-
what of a mixed picture
of the housing market,
with sales continuing to
decline while the tight
inventory of properties
for sale keep prices
climbing.

Home sales fell in
July, but some buyers
see silver lining
By Alex Veiga
AP BUSINE SS WRITER


