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By Robert Antoniadis

Spring Ahead With Lessons From 1918...

March 2021: Year Over Year YTD 2021: Year Over Year

Median 
Sales 
Price

# 
Units 
Sold

$ 
Total

Transacted

Sold/List
Ratio

Median  
$/Sq ft

+9%

-48%

+2%+3%

-44%
Median 
Sales 
Price

# 
Units 
Sold

$ 
Total

Transacted

-39%

+45% +18%

A year ago, on Thursday March 19th the Governor issued his 
        Stay At Home order to deal with the unforeseeable Covid 
          induced Pandemic. Ironically, the very same Governor is on 
the brink of being recalled largely due to him being caught dining at 
The French Laundry; against the very order he mandated. The NBA 
suspended its season, MLB        Spring training was halted, Open 
Houses were banned, paranoia and panic frenzy shoppers were 
hoarding and depleting grocery store shelves, 2009 Recession Fears 
deja vu, Dooms Day,         End Of the World, Marshall Law Fears 
proliferated, wearing a mask in public          went from non-existent 
to compulsory, the concept of social              distancing            was 
about to become commonplace while the death toll attributable to 
the virus would begin a steady march exceeding 2,700,000 World-
wide, 550,000 in the USA, 60,000 in CA, and 3500 in San Diego .

You might ask yourself how has Point Loma Real Estate fared in the 
First Quarter and what to expect as we work our way through the 
remaining Three Quarters of 2021.

A trip down memory lane back to 1918 through to 1920 when the 
Spanish Flu pandemic struck and how the economy reacted and 
recovered provides thoughtful insights.

Approximately 650,000 (.6 of 1%) of a total population of approxi-
mately 100,000,000 people died in the United States between 1918 
to 1920 without a vaccine. Today with a population of 331,000,000, 
three vaccines being administered, 550,000 (1/10th of 1%) have died. 
If the mortality rate of Covid was equivalent to the Spanish Flu, our 
death toll today would approximate 2,000,000. Things were worse
then.

The unemployment rate in 1918 was 1.4%. Post WWII recessions 
drove unemployment to 11.7% (8X) in 1919 though it declined 66% 
to 4% by 1923

Alcohol was prohibited, which fueled the “ Prohibition Era”
Unrest, organized crime, & violence proliferated.

Yet against this back drop, without a vaccine, once the population 
reached herd immunity, the economy still managed a remarkable 
boom that produced “The Roaring Twenties” that lasted for six 
years.

Last year during the depths of COVID, unemployment skyrocketed 
from 3% to over 15% (5X). Unrest, social & political gyrations 
manifested themselves. Unemployment today is now down 62% to 
6% though still 3% higher than pre COVID levels.

With a quarter of the year behind us, on a Year Over Year basis (Jan 
1- March 27, 2021 vs 2020) the market has contracted -48% in the 
Number of SOLD transactions over last year before the turmoil
associated with the arrival of COVID manifested itself (31 vs 60). 
2021 continues to mirror 2019 when 30 SOLD transactions were 
effectuated for the same period of time (01/01/19-03/27/19). The 
market in terms of units SOLD decelerated -6% in 2019 because of 
an erosion in affordability vis a vis 2018 due to a +25% increase in 
interest rates from 2018, reaching 5%.

Today’s 3.17% at time of writing on its way to 3.75% and beyond 
30-Year Fixed Mortgage Rate has risen +20% from an all-time low 
of January of this year which was 2.65%; (it was 3.29% last year at 
this time); and yet 2021 Demand still declined on a year over year 
basis prior to COVID. This is attributable to (i) -39% lower invento-
ry levels vis a vis March 2020, (ii) affordability issues associated with 
rising out of reach prices, (iii) income not keeping pace with rising 
home appreciation.

Unlike 2019 where rising interest rates resulted in a pullback in Real 
Estates Sales, this year 2021 record high prices due to limited supply 
brought about by record low interest rates that are now on the rise
have finally caught up and put a damper on Real Estate Sales. In 
both cases, two different roads, one with rising interest rates, the sec-
ond with just high prices, both arrived in the same place; an erosion 
in affordability /a decline and pull back in activity.

The first quarter 2021 YTD Median Sales Price is up +9% to 
$1,315,000 from $1,206,000 in 2020 on a year Over Year basis. 
Notwithstanding this, the 2021 Median will continue to softly drift 
North         as we work our way through Spring. This is attributable 
to (i) limited supply, (ii) the current Median of Pending Homes, (not
SOLD yet but under contract) approximates $1,363,000. The March 
2021 Median which represents the Median value of homes that 
went off market in the month of March only of $1,300,000 is -38% 
lower than the Homes that went off market in February 2020 which 
produced a Median of $2,087,000. The 5 Year Median Trailing 
Average is $1,150,000.

The first quarter 2021 YTD SOLD Median Days on Market this 
year is 16 Days, up +7% from 2020 which was 15 Days on Market 
on a Year Over Year basis.

The Median Home being a 3 Bedroom, 3 Bathroom Approximating 
2,250 Square Feet built in 1956.

First quarter 2021 Total YTD Dollars Transacted $56,000,000 
(Jan 1 through to March 27, 2021) versus $85,000,000 (Jan 1 through 
to March 27, 2020) represents a -44% decrease in Total Dollars 
transacted over last year on a Year over Year basis. The 5 Year First 
Quarter Total Dollars Transacted Trailing Average is $54,000,000. 

In the First Quarter of 2021, the Sold/List Ratio was +101%, 
demonstrating the power of multiple offers/ scarce inventory for 
Sellers, while last year in the First Quarter the Sold/List ratio was 
99%

The Point Loma 2021 First Quarter Median Price Per Sq Ft 
increased +3% to $652 from $632 in the First Quarter of 2020

March 2021 record low Inventory of 24 units contracted -8% vis a 
vis 2020 which was 26 units while increasing +26% from February 
2021 which was 19 units.

March 2021 Sales of $26,000,000 were +18% higher than March 
2020 which were $22,000,000 and +8% more than the Feb 2021 
$24,000,000.

YTD, the number of homes SOLD in the First Quarter of 2021 is 
Averaging 10 Homes per Month, -50% less than the 2020 First 
Quarter Average of 20 homes per month. The 5 Year Trailing 
Average First Quarter SOLD per month is 12 Homes per Month.

The current 2021 Expected Market Time of 38 Days, from the time 
you list your home for sale to the time an offer is accepted, is arrived 
at by dividing Current Inventory of homes for sale (24) units by the
Sales Velocity the last 30 Days, (Off Market/Pending Sales the last 
thirty days) (19) units.

The 2021 Expected Market Time of 38 Days has contracted -39% 
from 62 Days last year at this time, and -67% from February 2021 
which was 114 Days. Less than 60 Days is considered a Hot Seller’s
Market. 60-90 days is considered a Slight Sellers’ Market. 90-120 
Days is considered a balanced market. 2021 Spring and its associ-
ated Demand, Sales Velocity should propel the EMT in a southerly 
trajectory through Summer in Point Loma.
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Median Sold Price 2020 - 2021
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Pending Sales • Year Over Year
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Inventory • Year Over Year
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Analyzing the number of homes that Sellers received and accepted an offer that went Off Market, the 19 (Pend-
ing Sales) in the Month of March 2021, increased +27% from the 15 homes that went Off Market in March 
2020. Keep in mind March 2020 Pending/ Off Market Pt Lama Real Estate transaction immediately began to 
contract due to the March 19 2020 mandated shutdown last year. Comparing March over March on a Year over 
Year basis is marginal due to the associated mid-month mandated curtailment of activity last year. In the last 30 
Days, Sellers accepted 19 offers (+375%) from Buyers ; last year due to the shock of the Pandemic, only 4 offers 
were accepted by Sellers in the scary month of March.  

Demand is encountering headwinds;             rising interest rates, record low inventory, record high prices and 
income not being able to keep up the pace, hence eroding affordability, weakening Demand.

To be clear, it is absolutely still a Seller’s Market. During the course of the pandemic “Home Sweet Home” has 
proven to be more important and valuable than ever, particularly in Point Loma. As the economic engine 
of the country speeds up, the economy is set for a rebound, with GDP growth forecasted at 6.5% which 
will result in a stellar 2021.Though unemployment remains well above pre-pandemic levels (3.5%), the number 
fell below the 10,000,000 mark to 6.2% for the first time since the March/April 2020 record high levels of 15%.

With a runway                          that is opening up again and the momentum of a robust economy, folks spending 
money, dining out, going to restaurants,                  going to the beach,           travelling again, and more 
importantly, as COVID-19 dissipates                          the Fed has begun and will continue to raise the 10 YR 
Treasury rate to avoid the economy from overheating. With approximately 100,000 doses         of vaccines 
administered, we have gone from over 45,000 new cases of COVID-19 per Day in CA            to 2,500 per Day 
which is allowing for the reopening of more our economy. There is an inverse relationship between COVID-19 
& Interest Rates, the record low interest rates we experienced and even today at 3.17% for a 30 YR Fixed Rate 
Mortgage are the result of COVID-19. As COVID-19 dissipates, rates will and have begun to rise.

The 30 Year Mortgage which for the most part trails and follows the 10 YR 
Treasury with about a 1.7% differential, will follow and rise in turn. As rates 
rise, Buyers lose purchasing power, affordability decreases, market time days 
on market increases, supply increases, the rate of price appreciation slows, 
the pond shrinks and market decelerates.

This year for the same monthly payment of $3,000 with 20% down from 
the low January 2.65% interest rate to where rates are headed 3.75%, Buyers 
will lose $100,000 of purchasing power that they could otherwise offer to a 
Seller.

A Correct Listing Price         is critical to maximizing your net proceeds. 
Listing correctly is always important, but taking into consideration the 
dampening effect of rising interest rates will have on affordability and the 
short window of time before the Spring Buying season comes to an end, 
Listing correctly is key         to taking advantage of limited inventory, (i) 
capturing Buyer’s             attention, (ii) creating competition, (iii) resulting 
in bidding wars.

The steady rise over the last six months of the 10-YR Yield to 1.7% from 
0.52%, and the fact the 30 YR mortgage over time moves in the same 
direction is a wakeup call to Buyers that their purchasing power will erode 
and evaporate as rates and prices continue to rise. Contemporaneously for 
Sellers, as affordability declines primarily due to rising interest rates and 
prices, demand has already begun to cool off, fewer multiple offers and 
slower price appreciation, and more inventory which means more 
competition.

With that said, if your current life circumstance necessitates the sale of your 
home in 2021, as difficult as an emotional decision it may be, the sooner 
you Spring into Action, or better said, “Take Action this Spring” the better 
you will do financially. Market activity is decelerating due to a rise in the 
10 YR Treasury and corresponding 30 YR Mortgage Rate as the economy 
rebounds. Activity will further soften particularly as we move into our 
traditional summer market as families resume vacationing. The current 
Point Loma Spring Market is still attracting attention and multiple offers 
where Buyers are competing against each other for homes if Listed correctly 
at market value.
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The Point Loma Market at a Glance

Homes between 
$1M - $2M

Homes between 
$2M - $3M

Homes > $3M

Homes < $1M

100% 24

4% 1
54% 13
34% 8

8% 2

Inventory
As of 03/26/21

4%

54%

34%

8%

$2M - $3M

$1M - $2M

+$3M
<$1M

Expected Market Time
(in Days: March 2021)

30

60

24

240

< $1M: 

>$3M: 

$1M - $2M: 

$2M - $3M: 

Homes between 
$1M - $2M

Homes between 
$2M - $3M

Homes > $3M

Homes < $1M

Sales
2021

31100%

1
24
5
1

3%
77%
17%
3%

$1M - $2M

<$1M

3%

77%

3%

17%

$1M - $2M

+$3M

$2M - $3M

<$1M
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# Transactions 2020/21
Year Over Year  % Change
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Homes Pending
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10 YEAR TREASURY 30 YEAR MORTGAGE

March Avg: 38 Days
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financial planning

2

by Steve Rosen

I f wedding bells are about to 
be chiming, your child and 
future spouse have probably 

heard by now of the need to have a 
heart-to-heart talk about money and 
managing finances.

But here comes the hard part for 
many couples. How do you break the 
ice and get the conversation started, 
especially if one partner tends to shift 
the talk to last night’s ballgame or 
disappears and heads for the other 
room when money questions start 
flying?

Before the frustration level over 
what’s yours, mine and ours hits 
the breaking point, there are some 
questions that can serve as talking 
points to relieve the tension, plus 
other suggestions on how to handle 
the money topic.

Lucas Buci, a financial planner 
and principal at Aspyre Wealth 
Partners in Overland Park, Kansas, 
said a good strategy to break the ice 
is for couples to share their money 
history. It’s a less threatening way to 
get the conversation going, he said.

“Talk about money memories, 
what finances were like in your 
childhood household, and what 
lessons and values around money 
came from your parents,” Buci 

said. “These provide insights to 
your future spouse about how you 
see finances and can enhance the 
understanding and empathy needed 
to handle tough financial situations 
and decisions as a couple.”

For example, Buci said, share 
your biggest money success. What 
decisions did you make to achieve 
this success? Talk about your goals: 
Where do you want to be financially 
in three years, seven years and more? 
Why is it important to you?

“Define what each partner wants 
and values,” Buci said. This should 
lead to a conversation about what 
steps are needed to get there.

As we know, opposites attract, 
partners may have completely 
different money styles. Good 
communication will give a couple a 
better understanding of each one’s 
viewpoint.

Financial planner Jamie Bosse, 
also of Aspyre, suggests couples talk 
about what’s on their bucket lists as 

a way to get a conversation rolling, 
particularly on how to save for these 
experiences.

“If you listen to any financial 
podcasts or follow financial experts 
on Instagram,” Bosse said. “You 
could say ‘I heard something 
interesting today.’ Explain what it 
was then ask (your future spouse), 
‘How do you feel about that?’”

One partner could work on a 
household budget and show it to 
the significant other and ask for 
input, Bosse said. Or, create a joint 
net worth statement to get all the 
financial information out in the open 
so it can be shared.

As you are figuring out which 
accounts you are using to pay for 
wedding expenses, Bosse said you 
could naturally drift into some 
questions about the future, such as 
maintaining separate bank accounts, 
one joint account, or both.

Finally, if the wedding ceremony is 
many months off, income tax season 
is a good time to broach money topics 
together, said financial planner Sandi 
Weaver, a financial planner with 
Weaver Financial in Mission, Kansas. 
“Virtually everything ends up in the 
tax documents,” Weaver said.  n
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Happy Birthday!

April 2021 
Birthdays

100DollarGuess.com Winners

We give away $100 every month! March’s winner:

Annie Chambers

Hal Ryan

George Khouli

Dominic DiLuigi

Andre Lusti

Norm Magnesun

Scott Nuanez

Maja Cline

Drew Niedringhaus

Branden Boysen

Leila Cahill

Stephanie Bergstrom

04/02

04/02

04/05

04/14

04/15

04/17

04/20

04/21

04/23

04/23

04/25

04/30

A Big Thank You
to Keith York of 
Modern San Diego!
Keith informed us these following 
residences were where he actually slept ... 
others were unbuilt/spec homes that he 
didn’t actually live in:

Rented 3515 1/2 Wisteria - 1940-1944

Remodeled - 3505 Talbot (demolished) 1944-1947

Built/Lived - 977 Albion (1948-50)

Rented the ‘Point Loma Barn’ west of Albion Street (where Point Loma Woods is today) 

in 1950 while building 3360 and had sold Albion to the Eitels

Built/Lived - 3360 Harbor View (1950-1957)

Built/Lied - 955 Bangor (1957-)

Historic Photo Credit: San Diego History Center.

Congratulations Brenda F!In Point Loma... Name 2 
of the 5 residences that 
Sim Bruce Richards built 
AND lived in himself.



92106 3 Month Year Over Year Review 
01/01/2021 - 03/27/2021 over 01/01/2020 - 03/27/2020

-30% 

+2% $ Median Home Value

$ Total Market Volume 

$1,387,000 from $1,365,000

$41,000,000 from $59,000,000

65% # Homes Sold Between $1M - $2M
Accounts for 65% of the Activity

In the 3 Months of the Year: 26 total transactions from 39
# Single Family Homes Sold-33% 

$

Year Over Year $ Sales & # Unit Distribution

Data: Sandicor MLS Jan 1, 2020 - Mar 21, 2021.

92107 3 Month Year Over Year Review 
01/01/2021 - 03/21/2021 over 01/01/2020 - 03/21/2020

Year Over Year $ Sales & # Unit Distribution

$705,000

$551,000

+28%

$1,315,000

$1,206,000

+9%

$10,500,000

$5,450,000

+93%

1

17

-94%

101%

99%

+2%

$652

$632

+3%

24

35

-31%

5

6

-17%

1

2

-50%

31

60

-48%

2021

2020

YEAR $ LOW $ MEDIAN# $ HIGH # < $1MLIST/SOLD $/SQ FT # $1M - $2M # $2M - $3M # >$3M

$56M

$85M

-34%

TOTAL$

$775,000

$690,000

+12%

$1,387,000

$1,365,000

+2%

$3,500,000

$3,575,000

-2%

3

11

-73%

17

22

-23%

5

3

+66%

1

3

-66%

26

39

-33%

2021

2020

YEAR $ LOW $ MEDIAN# $ HIGH # < $1M # $1M - $2M # $2M - $3M # >$3M

$41M

$59M

-30%

TOTAL$

-48% 

-34% 

+9% $ Median Home Value

$ Total Market Volume 

$1,315,000 from $1,206,000

$56,000,000 from $85,000,000

+77% 

In the 3 Months of the Year: 31 total transactions from 60
# Single Family Homes Sold

$

# Homes Sold Between $1M - $2M
Accounts for 77% of the Activity



Robert’s 

2021 
Home Sales

* Above data from 01/01/2021

AVERAGES $652 104%7 $1,910,833 $1,984,833 $17,309,000

REPADDRESS# DAYS
ON MKT

LIST 
PRICE

SALES 
PRICE

TOTAL
PROD’N

$ PER
SQ FT

SOLD/
LIST %

$17 MILLION
2021 Year to Date

North of

3518 Lowell Way

3373 Ocean Front Walk

2930 Chatsworth Blvd

3623 Warner

702 Rosecrans

616 Saltgrass

404 San Antonio D

751 Gage

3611 Hyacinth

2622 Bellezza Dr

$1,325,000

$2,125,000

$2,000,000

$1,899,000

$1,395,000

$1,250,000

$1,200,000

$715,000

$2,650,000

$2,500,000

$2,125,000

$2,000,000

$1,899,000

$1,575,000

$1,395,000

$1,250,000

$1,200,000

$715,000
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Seller

Seller
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Seller

Seller

Seller

$578

$446

$793

$822

$702

$770

$628

$478

102%

107%

100%

106%

100%

97%

121%

104%

$1,295,000

$1,995,000

$2,000,000

$1,795,000

$1,395,000

$1,295,000

$995,000

$695,000
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Sold Under the Radar

104%

101%

$17M

$1M
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+56%
FASTER

x17
MORE $

Robert will Sell Your Home

FASTER 
& For More Money

FIRST QUARTER AT A GLANCE

MORE $

+3%



We Do Home Rentals!
If you need your Single Family Detached Home or 1-4 Unit 
Rented, Robert will take care of it. He will find the tenant, 

screen the tenant and prepare the lease.

619.852.8827

I n today’s homes, kitchens 
serve a multitude of 
purposes beyond being 

a space to whip up a meal. 
They’re the heart of your 
home; the command center; 
the family gathering spot. So 
it’s no wonder why kitchens 
are where homeowners invest 
their renovation budget 
and why homebuyers pay 
a premium for an updated 
look. And savvy design 
professionals agree, spicing 
up your kitchen with 
stylish, timeless and natural 
materials—like cypress—is a 
recipe for success.

LAYING IT OUT
Planning a new or 

remodeled kitchen can be an 
exciting, yet overwhelming 
time. Designer Erika Powell 
from Urban Grace Interiors 
in Santa Rosa Beach, Florida, 
says making the process 
less stressful boils down to 
ensuring the layout meets 
your needs.

“When starting a project, 
we first like to sit down with 
our clients in order to get to 
know them and how they 
will be using their kitchen,” 
she says. “If an architect 
is involved, we also like to 
work hand-in-hand with 
them so that any overarching 
architectural vision they 
may have is included in the 
interior design as well.”

Nowadays, homeowners 
are mostly looking for open 

concept floorplans with 
kitchens that open up to 
living and dining rooms. 
And because there’s less 
available wall space, there 
are fewer upper cabinets. To 
compensate, modern kitchen 
layouts feature expansive 
islands with seating and 

storage, a pantry for canned 
and dry goods, and a butler 
pantry to hide away less 
frequently used items.

“Once we determine the 
layout, then we get to work 
on selecting building products 
and finishes,” Powell says. 
“While there is a wide range of 
products to choose from, our 
style focuses on fine materials 
and classic design elements. 
Being near the beach, our 
clients gravitate toward light 
and natural materials—and 
products like real wood are 
just more beautiful. A wood 
like cypress is stable and 
durable with unique charm. 
It’s a fixture in many of our 
kitchen projects.” 

DECIDING ON CABINETS
When it comes to choosing 

cabinetry, architect Ben 
Patterson from Bossier City, 
Louisiana, says it doesn’t take 

long to notice the difference 
between cabinetry that’s built 
with solid wood and what you 
can find at the big box stores.

“In my experience, 
homeowners value the 
natural character and quality 
of solid wood cabinets,” 
he says. “I’m a full-service 
architect and usually design 
custom cabinets for the 
projects I work on. And I like 
working with local materials, 
so my cabinet designs usually 
have a cypress face with a 
birch box.”

Selecting a finish can be 
tricky, but Patterson says 
trends come and go. “Painted 
cabinets seem to be all the 
rage these days, but a natural 
wood finish is tasteful and 
timeless,” he adds. “And that’s 
another reason I love cypress. 
Whether new growth, old 
growth, sinker, or pecky, 
cypress is simply beautiful.” 

TOPPING IT OFF
If your kitchen feels a little 

bland, luxury homebuilder 
Matt Cain from Dallas-
based Tatum Brown Custom 
Homes says what’s overhead 
is often overlooked.

“In kitchens, we typically 
install a wood plank ceiling 
treatment to add visual texture 
and aesthetic warmth,” 
he says. “There are a lot of 
materials to work with, but 
I prefer cypress—especially 
pecky cypress—because it 
offers such a specific look and 
homeowners just fall in love 
with it. In fact, I’ve never 
painted a cypress ceiling; it’s 
too beautiful to cover up.”

For more ideas on how 
to add some spice and 
style to your kitchen, visit 
CypressInfo.org.  n
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RobertRealtySD.com

Robert Antoniadis
Broker | DRE #01727428

619.852.8827
Robert@RobertRealtySD.com

First, prepare the sponge: In the bowl of a stand
mixer fitted with the whisk attachment, stir together
the yeast, water and honey until the yeast has dissolved.
Stir in the all-purpose and whole wheat flours just until
a soft, loose dough forms. Cover with a clean towel and
set aside at warm room temperature for 20 minutes.
Next, prepare the dough: Add the all-purpose and whole 
wheat flours, the salt and the olive oil to the sponge. Fit 
the stand mixer with the dough hook and attach the bowl 
containing the dough. Mix on the second-lowest speed 
for 1 minute. Stop and scrape down the sides of the bowl 
with a rubber spatula. Continue mixing on medium 
speed until the dough looks fairly well developed and 
elastic, 8 minutes longer. Add the chocolate chips and 
the rehydrated drained cherries to the mixer bowl. 
Continue mixing at medium speed until thoroughly 
combined, about 2 minutes longer.

Remove the bowl from the mixer, cover with a damp
kitchen towel, and set aside to rest for 10 minutes.

Divide the dough into two equal pieces. On a
lightly floured work surface and with clean hands, 
gently roll and shape each piece to make an even 
ball shape. Cover the balls with a damp kitchen 
towel and leave to rest at room temperature for 20 
minutes. Evenly spray two 9-inch loaf pans with 
nonstick cooking spray. With your hands, shape 
each ball of dough into a 9-inch loaf shape and 
transfer it to a prepared loaf pan. Cover the pans 
with a damp towel and leave at warm room tem-
perature to rise until doubled in volume, about 45 
minutes. Preheat the oven to 375 F. With a sharp 
knife, lightly score three evenly spaced diagonal 
slashes across the top of each loaf. Put the loaves 
in the preheated oven and bake until golden 
brown, about 45 minutes.

Carefully turn the loaves out of the pans onto 
a wire rack to cool. To serve, slice with a sharp 
serrated bread knife. Makes two 9” loaves.

•  1 tablespoon active dry yeast
•  1 1/2 cups lukewarm water, 80 F
•  1 tablespoon honey
•  1 cup all-purpose flour
•  1 cup whole wheat flour

•  3/4 cup all-purpose flour
•  3/4 cup whole wheat flour
•  1 1/2 tablespoons kosher salt
•  5 tablespoons extra-virgin olive oil
•  1 cup semisweet chocolate chips
•  Nonstick cooking spray
•  1 cup pitted dried cherries, rehydrated in warm   
    water for 15 minutes, thoroughly drained

FOR THE SPONGE: FOR THE DOUGH:
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DIRECTIONS
First, prepare the sponge: In the bowl of a stand 

mixer fitted with the whisk attachment, stir together 
the yeast, water and honey until the yeast has dissolved. 
Stir in the all-purpose and whole wheat flours just until 
a soft, loose dough forms. Cover with a clean towel and 
set aside at warm room temperature for 20 minutes.

Next, prepare the dough: Add the all-purpose and 
whole wheat flours, the salt and the olive oil to the 
sponge. Fit the stand mixer with the dough hook and 
attach the bowl containing the dough. Mix on the 
second-lowest speed for 1 minute. Stop and scrape down 
the sides of the bowl with a rubber spatula. Continue 
mixing on medium speed until the dough looks fairly 
well developed and elastic, 8 minutes longer.

Add the chocolate chips and the rehydrated drained 
cherries to the mixer bowl. Continue mixing at 
medium speed until thoroughly combined, about 2 
minutes longer.

Remove the bowl from the mixer, cover with a damp 
kitchen towel, and set aside to rest for 10 minutes.

Divide the dough into two equal pieces. On a 
lightly floured work surface and with clean hands, 
gently roll and shape each piece to make an even ball 
shape. Cover the balls with a damp kitchen towel and 
leave to rest at room temperature for 20 minutes.

Evenly spray two 9-inch loaf pans with nonstick 
cooking spray. With your hands, shape each ball of 
dough into a 9-inch loaf shape and transfer it to a 
prepared loaf pan. Cover the pans with a damp towel 
and leave at warm room temperature to rise until 
doubled in volume, about 45 minutes.

Preheat the oven to 375 F. With a sharp knife, lightly 
score three evenly spaced diagonal slashes across the top 
of each loaf. Put the loaves in the preheated oven and 
bake until golden brown, about 45 minutes.

Carefully turn the loaves out of the pans onto a wire 
rack to cool. To serve, slice with a sharp serrated bread 
knife. Makes two 9-inch loaves.  n

© 2021 Wolfgang Puck Worldwide, Inc.  
Distributed by Tribune Content Agency, LLC.

  food & transportation

INGREDIENTS
• 1 tablespoon active dry yeast
• 1 1/2 cups lukewarm water, 80 F

• 1 tablespoon honey
• 1 cup all-purpose flour

• 1 cup whole wheat flour

• 3/4 cup all-purpose flour
• 3/4 cup whole wheat flour
• 1 1/2 tablespoons kosher salt

• 5 tablespoons extra-virgin olive oil
• 1 cup semisweet chocolate chips
• Nonstick cooking spray

• 1 cup pitted dried cherries, 
rehydrated in warm water for 15 
minutes, thoroughly drained

FOR THE SPONGE:

FOR THE DOUGH:

WHOLE WHEAT BREAD WITH DARK 
CHOCOLATE AND DRIED CHERRIES

CONNECTED CARS5 THINGS TO 
KNOW ABOUT
by BPT

I f you could go back in 
time and tell people that 
in the near future there 

would be a handheld device 
that would allow them to 
listen to virtually any song, 
watch virtually any movie 
or television show and have 
access to pretty much any 
book, they would probably 
think you were crazy.

As it is, we now take all 
those features of a smartphone 
for granted. In fact, what 
once would have been the 
stuff of science fiction is 
now commonplace. With 
technology advancing in 
leaps and bounds around 
us, perhaps the one thing 
that has generated the most 
buzz involves the marriage 
of the automobile with the 
computer: a connected car.

To shed some light—
and whet your appetite—
for current and future car 
technology, here are five 
important things to know 
about connected cars.

1. CONNECTIVITY 
ALREADY EXISTS AND IS 

BECOMING MAINSTREAM
Vehicle connectivity 

is already present on 
approximately 40 million 
vehicles around the globe, 
which come equipped with 
such features such as in-car 
WiFi, Bluetooth connectivity, 
and satellite radio systems. By 
2022 over 80 percent of all 
new vehicles sold are expected 
to be connected, through 5G 
and Wi-Fi cloud platforms. 
Industry estimates suggest 

this number could quadruple 
by 2020, and reach 90 to 
100 percent of new car sales 
by 2025.

2. TELEMATIC MAGIC
Telematics allow a vehicle 

to communicate and share 
information with other 
networks helping to enhance 
everything from in-vehicle 
operation and efficiency 
to communicating with 
other connected vehicles 
and external infrastructure. 
In some ways, this type of 
communication is like having 
a team of people on the 
lookout for any maintenance 
or security issues you have 
with your car. All you have 
to do is enjoy your drive. The 
potential benefits of this data 
could result in everything 
from reduced accidents to 
reduced traffic congestion. 
The emergence of telematics 
is expected to become a 
multi-billion dollar industry.

3. BETTER MAINTENANCE
Year after year, more lights 

and alerts have shown up 
on dashboards. These help 
alert drivers to maintenance 
issues, but connectivity allows 
for a truly exacting system 
of diagnosis and prevention. 
One of the most advanced 
solutions, known as the 
integrated vehicle health 
management (IVHM) from 
Honeywell Transportation 
Systems, uses algorithms and 
computer models derived 
from data generated by 
vehicles already in service as 
well as highly sensitive sensors 
to monitor an automobile’s 

systems, such as tire pressure, 
fluids, timing, efficiency and 
overall operations. IVHM 
anticipates problems before 
they occur to better inform 
car owners when maintenance 
is needed, which can reduce 
the cost of unnecessary repairs 
by up to 50 percent.

4. SECURING THE VEHICLE
Today, Bluetooth 

connectivity represents 
one of more than a dozen 
vehicle attack surfaces that 
can be hacked. Research 
shows that people’s fear of 
malicious vehicle hacking 
and breaches of data privacy 
is a leading concern with 
future autonomous vehicles. 
In response, Honeywell 
Transportation Systems 
has developed cybersecurity 
technologies including 
intrusion detection and 
protection software to monitor 

and protect connected vehicles. 
Based upon the very tools 
and systems that have been 
implemented in the aerospace 
industry and used to protect 
critical infrastructure such as 
nuclear power plants and oil 
refineries, the software uses 
advanced analytics specifically 
designed for the automotive 
industry to detect abnormal 
behavior in a car’s connected 
network. Operation center will 
then provide rapid feedback to 
auto makers to help mitigate 
potential threats.

5. THE ELECTRIFIED 
POWERTRAIN

One of the needs that 
comes with increased 
connectivity is more electrical 
power in the vehicle. Auto 
makers are developing new 
48-volt architectures to replace 
existing 12-volt systems. The 
upgraded system supports 

electric motors, a sophisticated 
network of sensors and 
internet-enabled devices. 
This has the potential to 
transform the automobile into 
a mobile office. In addition, 
the electrification of the 
powertrain makes for more 
efficient operations, helping 
auto makers meet more 
stringent emission regulations. 
In time, it is plausible 
municipalities could use the 
connectivity of the vehicle to 
determine access to certain 
routes in downtown areas or 
other locations where vehicle 
emissions are controlled.

Of course, these topics are 
just the tip of the connected-
car iceberg. If you’re in the 
market for a new car, it’s 
likely that in the next few 
years, you’ll experience these 
features firsthand.  n

2018 Brandpoint

Whole Wheat Bread With Dark
Chocolate & Dried Cherries

Directions:

© 2021 Wolfgang Puck Worldwide, Inc.
Distributed by Tribune Content Agency, LLC
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Robert’s Buyer Bulletin

•  Wooded Area 

•  Large Yard

•  Up to $3M

Buyer #1

RobertRealtySD.com

Robert AntoniadisBroker | DRE #01727428

619.852.8827
Robert@RobertRealtySD.com

•  La Playa
•  Fleetridge
•  Roseville
•  Bay Views
•  Up to $2.5M

Buyer #2

No Open Houses

No Physical Intrusion

No Signage

NOW MORE THAN EVER, 
ROBERT’S CLIENTS APPRECIATE HIS:

Under The Radar 
Approach.

Private, Exclusive & Safe.
Private, Exclusive & Safe.

Sell at Your Own Discretion
Safely & Privately.



Call Today 619.252.7588

•  Borrow in Entities’ Name!

•  No Income Documentation Needed

•  Residential & Commercial

•  Equity Based

•  Unlimited Cash Out for Business

•  Quicker Closing Timelines

•  Outside of the Box Decisions

•  Finance Rehab/Construction

619.252.7588

Louis@LouieLoans.com

LouieLoans.com DRE #01840190 • NMLS ID #282315

c

e

w

•  PRIVATE MONEY LOANS

Why Louie Loans Private Money?

Due to Covid-19, you have Short Term Liquidity Needs 
however Banks have Tightened Lending Guidelines, you have 
Poor Credit or have Income which Can’t be Documented.

Access your home equity for cash injection to your 
business. Louie Loans offers 1st and 2nd mortgages 
based on  the amount of equity in the property.

You Receive Cash to Relieve Short Term Liquidity Needs. 
Cash is King!

Problem

Solution

Result

Over A Quarter $Billion Funded  •  Outside the Box Solutions  in 15 Days or Less! TM

LOUIS STATHAKIS

the 
Solution

Call Today 619.252.7588

Over A Quarter $Billion Funded  •  Outside the Box Solutions  in 15 Days or Less! TM

5 BR 5.5 BA 4,300 ESF $6,000,000580 San Gorgonio  •  La Playa
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C R O S S W O R D
PUZZLE 

P U Z Z L E answers 
created by Crosswords Ltd.

ACROSS
1 Puts at ease
6 Pinot alternative
9 Something about a painting?
14 Ryan of “Paper Moon”
15 Brouhaha
16 Paint choice
17 *Mechanical plaything
19 __-garde
20 Ambulance gp.
21 Quick inhalation
22 Horseshoe-shaped letter
23 Pennant __
25 *Dark as can be
28 Patronizes, in a way
30 “Insecure” actress/ 

writer Issa __
31 Enero, por ejemplo
32 Foil alternative
33 Rock’s __ Supply
34 Campus suffix
35 *Duke led one
40 Keeps in the email loop
43 Comprehend
44 Litter’s littlest
47 Chef’s dish words
48 Med. country
49 Web page banners
52 *Nursery rhyme 

arachnophobe
55 Barter

56 Cause friction
57 Be up against
59 Diner slice
60 Scoville unit food
61 Ump’s call, often based on 

a sequence found in the 
answers to starred clues

63 Muscle beach bro
64 Bedazzle
65 When left turns are 

rarely allowed
66 Off-mic comment
67 Furry foot
68 Fills up

DOWN
1 Hides in fear
2 Do some work at Pixar
3 Protective camera piece
4 Sore
5 Whack over the wall
6 Keep a Persian company, 

perhaps
7 Take in, as a Persian
8 Huck Finn, for one
9 Served blazing
10 “Bolero” composer
11 In the ballpark?
12 Intimidated
13 Interoffice no.
18 Bear whose bed was too hard

22 Maureen of “Rio Grande”
24 Focuses on, as the 

catcher for signals
26 Bed with sliding sides
27 Sunflower St. school
29 Patch, perhaps
33 Ticket price determinant, 

at times
36 A single Time?
37 Soft ball
38 New Deal agcy.
39 Outfit
40 Engine part
41 Trite expressions
42 Bento box selection
45 Jazz festival site
46 One learning the ropes
48 “Nothing’s wrong”
49 Bar mitzvah language
50 Notions case
51 Races round the bases
53 Caesar __
54 Mufti’s proclamation
58 17 of Laila Ali’s wins, 

for short
60 “__-ching!”
61 Weaken
62 “Bambi” doe

© 2021 Distributed by Tribune
Content Agency, LLC.
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Log on to win: 100DollarGuess.com

FOR $100:
Give us your best $100 
Point Loma historial 
question & answer!

We’ve been providing you 
with a monthly history 
lesson, let’s test your 

skills to see what 
you know...and we’ll see 

if we know!Historic Photo Credit: San Diego History Center.

just for fun



580 San Gorgonio
5 BR • 5.5 BA • 4,300+ ESF

3609 Voltaire
2 BR • 2 BA • 956 ESF

845 Gage Dr
5 BR • 4 BA • 3,367 ESF

ROBERT ANTONIADIS
BROKER • DRE #01727428

(619) 852-8827
Robert@RobertRealtySD.com

RobertRealtySD.com

$1/2 BILLION 
Since 07’

North of

Robert’s Current Inventory Call/Text For A Private Tour

3710 Pio Pico St
2 BR • 1 BA • 1,204 ESF

3455 Charles St
4 BR • 3 BA • 2974 ESF
The Wooded Area

New Construction: Main House plus Guest Quarters
Above the 3 Car Garage. 2486 Sq Ft. plus a 450 Sq
Ft Covered Back Deck & Fire Pit. Master Suite w/
Double Vanity, Tub & Shower &Walk in Closet. No
HOA/ Mello Roos. Minutes to Downtown & Airport.

4 BEDROOM 3.5 BATH

4230 Orchard Ave
POINT LOMA HEIGHTS

(619) 852-8827
www.RobertRealtySD.com

DRE #01727428

Open 10-4

776 Rosecrans
3 BR • 2 BA • 3,021 ESF 
 

4230 Orchard
Main House Plus Guest Quarters

2,486 Sq Ft + 450 Sq Ft Deck
3 Car Gar • Alley Access  

621 San Elijo
5 BR • 6 BA • 4,500 ESF

Rockstar Views

$2,500,000

$2,200,000

$2,200,000 $6,000,000

FOR SALE

FOR SALE

3122 Ingelow
2 BR • 1 BA • 850 ESF

FOR RENT

AVAIL SOON

AVAIL SOON

FOR SALE

AVAIL SOON AVAIL SOON

Call For Pricing

$2,250 Mth$2,000,000

FOR SALE

$895,000$895,000

$5,950,000

#1 in Point Loma For A Reason


