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Having completed the First Two Months, on a Year 
OverYear basis (Jan 1 -  Feb 28) (2026 vs 2025) the market 
has expanded           +64% in terms of the Number of SOLD 
Transactions (23 vs 14).  

The YTD (Jan Feb) 5-Year Trailing Average is 19 Homes Sold.
YTD, (01/01/26 - 02/28/26) the Average Number of homes 
SOLD per Mth (11.5) this year has increased +64%            over 
last year which was (7) Homes per Month. The 2026 Two 
Month Avg (11.5) Homes Sold per month is         +21% more 
than the 5-Year Jan Feb Trailing Average per month which is 
(9.5) Homes per Month.

Having completed 14 SOLD transactions in the first        
months of 2025 (Jan, Feb), 2025 finished the year off with 
134 units SOLD, resulting in a multiple of X 9.6. The number 
of homes SOLD last year (134) mirrored       the nadir, back to 
The Great Recession levels of activity.

The results of the first two months of 2026 annualized with 
last year’s X 9.6 multiple, the number of homes SOLD this 
year was well on track to exceed the 5 YR Average of 160 
Homes SOLD. The caveat here is the SOLD results of the 
first two months was before (i) 15%       Tariffs coming soon 
and (ii) the       United States striking       Iran        on Saturday Feb 
28/26 and the volatile effects of a barrel of oil spiking ($100 
from a 2025 average of $66) impacting Oil, Gas, Diesel,  
     Transportation,       Food,       Energy,      Inflation, The 10 YR 
Yield, Confidence, Labor & The Economy. If the Iran war 
drags on, the shocks and its effects will not only drive inflation 
but also contemporaneously weaken labor, increase jobless 
claims, increase unemployment resulting in Stagflation.

On a YTD Month over Month basis, (01/01/26 - 02/28/26) 
the YTD Number of homes SOLD Per Mth Average (11.5) 
increased +28% over (01/01/26 - 01/31/26) which resulted 
in a YTD Number of homes SOLD Average of 9 homes per 
month.

Jan Feb 2026 Total YTD Dollars Transacted $52,000,000 
(01/01/26-02/28/26) versus $34,000,000 (01/01/25-
02/28/25) represents a +53%         increase in Total Dollars 
transacted over last year. 2026 Jan Feb Total Dollars 
transacted are +37% more than the 5 Year Jan Feb Trailing 
Average which is $38,000,000.

The YTD Jan Feb 2026 Median Sales Price in Point Loma has 
contracted -8% to $1,775,000 from $1,938,000 Jan Feb 2025. 
It appears the YTD 2026 Median will be drifting slightly South 
as we work our way into Spring.       This is attributable to (i) 
the current Median of Pending Homes, (not SOLD yet but 
under contract) approximates $1,760,000, (ii) the Median 
of Homes that went off market in the month of February 
approximates $1,713,000.

The YTD 2026 (01/01- 02/28) Median Sales Price $1,775,000 
of homes SOLD is +5% higher than the 5 Year Jan Feb YTD 
Median Sales Price Trailing Average which is $1,693,000.
On a YTD Month over Month basis, (01/01/26-02/28/26) the 
YTD Jan Feb Median Sales Price $1,775,000 decreased -2% 
over last month’s YTD (01/01/26 - 01/31/26) Median Sales 
Price which was $1,818,000.

Point Loma YTD (01/01/26-02/28/26) Single Family Detached 
Homes SOLD Median Days on Market this year is (18) Days, 
was slightly less at (17) Days last year (01/01/25-02/28/25).
 
The -15% decrease in inventory levels (28 vs 33) as at 
(02/28 /26 vs 02/28/25) in conjunction with a market moving 
+140%            faster, 12 Homes Off Market in the last 30 days 
compared to 5 that went into escrow last year for the same 
period produced a -65% decrease in the average Expected 
Market Time of 70 Days as at 03/01/26 versus 198 Days last 
year. Note, the EMT is not evenly distributed across Listing 
Price points. Point Loma Homes less than $2 million listed 
correctly are taking 22 Days       to have an accepted offer 
while Point Loma Homes over $3 million are taking       120 Days.
 
The (Jan Feb) YTD (01/01/26 -02/28/26) SOLD Median (18) 
Days on Market is -18% less time than the YTD (01/01-02/28) 
5-Year SOLD Median Days on Market Trailing Average which 
is 22 Days.

Now analyzing what transpired last Now analyzing what transpired last 
month only in the Month of February month only in the Month of February 
(02/01 - 02/28) reveals the following:(02/01 - 02/28) reveals the following:

Striking Iran Stagflation Headwinds
On a Jan Feb YTD Month over Month basis, (01/01/26 
-02/28/26) the YTD SOLD Median Days on Market (18) 
contracted -5% from (01/01/26 - 01/31/26) YTD SOLD 
Median Days on Market which was (19) Days.

The (01/01/26 - 02/28/26) YTD Sold / List Ratio decreased 
-2% to 96%, from last year (01/01/25 - 02/28/25) when the 
YTD Sold / List Ratio was 98%. The( Jan Feb) 2026 (01/01 – 
02/28) YTD Sold/List Ratio decreased -1% in relationship to 
The 5-Year Trailing Jan Feb Average (01/01-02/28) YTD SOLD/
List Ratio of 97%.

On a YTD Month over Month basis, (01/01/26 -02/28/26) the 
YTD SOLD / List Ratio of +96% decreased -2% from (01/01/26 
- 01/31/26) which produced a YTD SOLD / List Ratio of 98%.

The (01/01/26-02/28/26) YTD Median Sales Price Per Sq 
Ft decreased -2% to $935 per Sq Ft from $941 last year 
(01/01/25-02/28/25.

The (01/01/26 - 02/28/26) YTD Median Sales Price $935 Per 
Sq Ft has increased +8% over the (01/01-02/28) 5- Year YTD 
Trailing Average Median Sales Price Per Sq Ft which was $863. 
On a YTD Month over Month basis, the $935 YTD (01/01/26-
02/28/26) Median Sales Price Per Sq Ft declined -6%  over 
(01/01/26 - 01/31/26) which produced a YTD Median Sales 
Price Per Sq Ft of $995 Sq Ft.

Year over Year, The Number of SOLD homes last month 
Feb 2026 (15) increased +67% from Feb 2025 when (9) 
homes were also SOLD. Feb 2026 Single Family Detached 
Home Sales (15) increased +36% from the 5-Year Average 
for the Number of SOLD homes in the Month of Feb 
which was (11) homes SOLD. 

2026 on a Month over Month basis, the Number of 
SOLD homes in Feb this year (15), increased +67% over 
the previous month January 2026 when (9) Single Family 
Detached Homes were Sold.

Total Dollars SOLD this year In the Month of Feb 
(02/01/26-02/28/26) $32,000,000 increased +52% 
compared to the $21,000,000 that SOLD in the month 
of Feb 2025. The $32,000,000 of SOLD transactions in 
the month of Feb this year increased +60% over the  
     5-Year Trailing Avg Total Dollars SOLD in Feb which 
       was $20,000,000.



Market Time of 70 Days is also -18% shorter       than the 
5-Year March Expected Market Time Trailing Avg which is 
(85) Days. If the War in Iran        drags on, its negative effects 
on the EMT have the capacity to lengthen           materially. 

On a Month over Month basis, the March 2026 Expected 
Market Time of 70 Days, has lengthened +11% from the 
previous Month February 2026 which had an associated (63) 
Days EMT.

At 120-150 days, buyers have choice and multiple homes for 
consideration providing them leverage over Sellers which 
results in Price concessions.

In conclusion, as we work our way into Spring 2026, 
the January, February trajectory             that seemed to set 
the      stage for a bounce        off the 2025      nadir of Point 
Loma Home Sales may not materialize due to the volatility 
associated with Iran          War and its unknown duration.

The parabolic     rise in the price of a barrel of crude        oil 
and its far-reaching impact on transportation, food, gas                  
(50 cent per gallon increase), diesel,       energy, the 10 
Year Yield, 30 Yr Mrtg, (6.14% vs 5.99 ) inflation, confidence 
and the economy         cannot be overstated.

With Mid Term election       in the Fall, it’s hard to imagine it 
dragging           out that long. 

We just do not know what we do not know, but we do 
know, (i) The Supply of Homes for Sale is lower          than 
last year and  (ii) Demand is stronger due to lower interest 
rates helping with affordability.

If your life circumstance dictates a sale, your timing is good.

If you have no necessity to sell, savor, enjoy the beauty, 
safety and appreciate the world class access to medical 
facilities and professionals in minutes of Point Loma while 
providing an indoor-outdoor        lifestyle 365 days a year, 
encapsulated by      the Bay to the East,        Pacific Ocean to 
the West, nautical panorama 24/7, with arguably the best 
weather on the entire planet.

The Feb (02/01/26 - 02/28/26) Median Sales Price per 
Sq Ft $902 decreased -19% over the Feb (02/01/25 - 
02/28/25) Median Sales Price per Sq Ft $1,120. The Feb 
2026 $902 (02/01/26 - 02/28/26) Median Sales Price 
per Sq Ft decreased -4% over the 5-YR Feb (02/01-
02/28) Trailing Avg of $939 per Sq Ft.

The Feb (02/01/26 - 02/28/26) Median Sales Price Per 
Sq Ft $902 decreased -9% on a Month over Month 
basis from last month (01/01/26 - 01/31/26) which was 
$995 per Sq Ft.

Analyzing the Number of homes in Pt Loma that Sellers 
received and accepted an offer that Went Off Market, 
the (12) in the Month of Feb 2026, increased +140% 
from the (5) homes that went Off Market in Feb 2025. 
The increase in velocity in the first two months this 
year is due to the fact interest rates have fallen a full 
percentage point,-15% lower than last year (5.99% vs 
7.05) as at 02/28/26.enhancing affordability due to the 
     deterioration of the labor market (i) 92,000 jobs lost  
        in Feb, (ii) unemployment rose      to 4.4% from 
4.3%,  The increase in demand was all before the 
Saturday Feb 28 striking        Iran began.   

The Number of homes in Pt Loma this year that Went  
     Off Market (12) in the month of Feb (02/01/26-
    02/28/26), increased +15% in comparison to the 
5-Year Avg (8) for homes that Sellers received and 
accepted an offer that Went Off Market for the same 
period. 

On a Month over Month basis, the Number of homes 
that Sellers received and accepted an offer that Went 
Off Market (02/01/26 - 02/28/26) (12) increased +9% 
over last month (01/01/26 - 01/31/26) which was (11).

The March 2026 Expected Market Time of (70) 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 (28) by the Sales Velocity 
the last 30 Days, (Off Market/Pending Sales the last 
thirty days) (12). The March 2026 Expected Market 
Time has contracted         significantly -65% to 70 Days 
from Last year at this time when the Expected Market 
time was 198 Days. The current March 2026 Expected 

On a Month over Month basis, (02/01/26-
02/28/26) versus (01/01/26-01/31/26), the Total 
Dollars SOLD increased +45% to $32,000,000 in Feb 
from $22,000,000 in January.

The Median Sales Price Sold in the Month of Feb 
(02/01/26-02/28/26) at $1,743,000 increased 
+3% from last year (02/01/25 - /02/28/25) which 
produced a Median Sales Price Value of $1,700,000 
for the equivalent period.
 
For the period (02/01/26 - 02/28/26) the 
$1,743,000 Median Sales Price increased +7% over 
(02/01-02/28) 5-Year Median Sales Price Trailing 
Avg which is $1,625,000.

The Feb (02/01/26 - 02/28/26) Median Sales Price 
$1,743,000 decreased -4% from last month’s 
(01/01/26 -01/31/26) Median Sales Price which was 
$1,818,000. The March 2026 Median Sales Price 
will hold steady +/- 2% due to the fact the Median 
Pending Sales Value as at 03/01/26 is $1,760,000 
and the Median Value of Point Loma Homes that 
came Off Market and went into escrow the last 30 
days is $1,713,000.

On a Year over Year basis, the Feb Sold / List % 
for the period (02/01/26 - 02/28/26) decreased 
-4% to 95% from 99% last year for the equivalent 
period (02/01/25 - 02/28/25). The Feb (02/01/26 - 
02/28/26) SOLD / List % of 95% decreased -4% over 
the 5-YR Feb (02/01-02/28) SOLD /List ratio which 
was 99%.

On a Month over Month Basis, (02/01/26-
02/28/26) the 95% Sold / List % decreased -3% over 
last month (01/01/26 - 01/31/26) which was 98%.

The Feb (02/01/26 - 02/28/26) Median Sales Price 
per Sq Ft $902 decreased -19% over the Feb 
(02/01/25 - 02/28/25) Median Sales Price per Sq Ft 
$1,120. The Feb 2026 $902 (02/01/26 - 02/28/26) 
Median Sales Price per Sq Ft decreased -4% over 
the 5-YR Feb (02/01-02/28) Trailing Avg of $939 
per Sq Ft.

- Robert
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+64+64%%  

-6-6%%  

-8-8%%  

-8-8%%  

+5+533%%  

MEDIAN HOME VALUEMEDIAN HOME VALUE

TOTAL MARKET VOLUME TOTAL MARKET VOLUME 

$1,775,000 from $1,938,000

$52,000,000 from $34,000,000

HIGHEST PRICED HOME HIGHEST PRICED HOME 

LOWEST PRICED HOME LOWEST PRICED HOME 

$6,350,000 from $6,750,000

23 transactions from 14

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

SINGLE FAMILY HOMES SOLDSINGLE FAMILY HOMES SOLD

YEAR OVER YEAR $ SALES & # UNIT DISTRIBUTIONYEAR OVER YEAR $ SALES & # UNIT DISTRIBUTION
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2026
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YEAR $ LOW $ MEDIAN# $ HIGH # < $2M # $2M - $3M # $3M - $5M # > $5M

$52M

$34M

TOTAL $

Circa 
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-14-14%%  

-35-35%%  

+55+55%%  

+7+7%%  

-30-30%%  

MEDIAN HOME VALUEMEDIAN HOME VALUE

TOTAL MARKET VOLUMETOTAL MARKET VOLUME
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REPRESENTED BUYER & SELLER

1640 Chatsworth Blvd
3 BR • 2 BA • 1,567 ESF

SolSoldd

REPRESENTED BUYER & SELLER

459 Tavara Pl
4 BR • 5 BA • 4,742 ESF

SolSoldd

REPRESENTED BUYER & SELLER

3710 Pio Pico
2 BR • 1 BA • 1,204 ESF

SolSoldd

REPRESENTED BUYER & SELLER

3617 Fenelon
3 BR • 2 BA • 2,312 ESF

SolSoldd

766 Rosecrans  
117’ X 139’ LA PLAYA LOT

REPRESENTED 
BUYER & SELLER

$35 MILLION$35 MILLION
Sold Under The Radar

 North of

When someone in your family is
diagnosed with cancer, it can raise
questions. Is it a coincidence, or is there
something that runs in the family that
makes others more likely to get it too?
For Jodi, whose mother was diagnosed
with cancer at the age of 51, and whose
maternal grandfather was diagnosed
with the same disease at 55, those
questions were top of mind from a
young age. Her family history instilled
a fear of the unknown - was she at
elevated risk too?

For women like Jodi who have a family
history of cancer, the possibility of what
genetic testing might reveal can be scary,
yet having answers can be empowering.
“You know, I had always been very
afraid of cancer because of my family
history,” Jodi shared. “And not just
breast cancer. I’ve also wondered if I’m
predisposed to developing other types,
too.”

According to the latest Cancer
Risk Survey by Myriad Genetics, 80%
of women report being afraid to get
screened for cancer, primarily due to
fear of the results. That said, 75% say
they would actually find screenings like
genetic testing reassuring if they were
facing a potential health concern.

GETTING TESTED
When Jodi’s healthcare provider, Linda
New, PA-C, learned about Jodi’s extensive
family cancer history, which includes
types of cancer that raise red flags, she
was surprised Jodi had not been offered
hereditary cancer testing before. She
immediately let her know that she meets
guideline criteria for genetic testing.
Linda recommended the MyRisk®
Hereditary Cancer Test with RiskScore®
to determine if she had an inherited
genetic mutation that increased her risk
for hereditary cancers. 

Though Jodi was nervous about the
results, she knew that if she carried an
inherited gene mutation, the test would
help ease her fear of the unknown, and
her results would likely give her the
power to act early. She moved forward,
for herself and for her daughter.
“It was a hard decision, but I did it
knowing I’ve always been afraid of
cancer,” said Jodi. “I decided to get
tested with my daughter Kaila in mind
because she could have the same genetic
mutation.”

A SIMPLE TEST 

The MyRisk Hereditary Cancer Test
with RiskScore evaluates a patient’s
risk of developing 11 different types of

hereditary cancer and provides a 5-year
and remaining lifetime personalized risk
for breast cancer. The testing process is
straightforward - a quick blood draw at
the clinician’s office.

If Jodi was found to be at high risk, she
and her healthcare provider would have
multiple options available, including
changes in medical management, earlier
screenings or increased screening
frequency. For Jodi, the most difficult 
part of the process was the waiting, but 
in just a few weeks, the results confirmed 
what she suspected. She tested positive 
for the BRCA2 gene mutation that could 
increaseher risk of developing breast, 
ovarianand other cancers.

Instead of letting this piece of
information weigh her down, Jodi
saw a path forward. Linda guided Jodi
through a plan for early detection and
prevention, which included breast MRIs,
pelvic ultrasounds and a referral to a
breast specialist - steps that ultimately
led her to remove her ovaries and
undergo a double mastectomy. These
were big decisions, but they gave her a
sense of control and the confidence that
she was doing everything she could for
her health and her future.

.

INSPIRING OTHERS,
SAVING LIVES

Jodi also encouraged her daughter
Kaila to take the MyRisk Hereditary
Cancer Test with RiskScore. 
Knowingshe had a 50/50 chance of 
sharing hermother’s gene mutation, 
and with Jodi’s encouragement, 
Kaila decided to get tested, too. The 
result: She was also positive for the 
BRCA2 mutation.

Given her risk, Kaila immediately
discussed risk-reducing measures 
withher healthcare provider, which 
included breast and uterine ultra-
sounds and potential ovary and 
breast removal down the line.

“I’m 33 and haven’t had kids yet,”
said Kaila. “I want to, and I want to 
be able to breastfeed. So, I’m trying 
to keep everything intact until that 
happens. But once I’ve had children, 
I’ll be considering other 
preventative options.”

©2026 Brandpoint
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WHY GENETIC CANCER 
TESTING IS IMPORTANT

829 Rosecrans  
ENDLESS NAUTICAL PANORAMA

robert’s under the radar approach
PRIVATE & DISCRETE - NO SIGNAGE, NO OPEN HOUSESPRIVATE & DISCRETE - NO SIGNAGE, NO OPEN HOUSES

829 Rosecrans  
ENDLESS NAUTICAL PANORAMA

REPRESENTED BUYER & SELLER

$35 MILLION$35 MILLION
Sold Under The Radar

 North of

766 Rosecrans  
117’ X 139’ LA PLAYA LOT



Robert’s 

‘25/’26 

Home Sales

$38 MILLION MILLION
since Jan 1, 2025since Jan 1, 2025

Just south ofJust south of

1419-21 Cypress

4756 Glenside Rd

3427 Argyle

1852 Locust St

3637 Richmond St

3040 Tennyson St

952 Rosecrans

3728 Curtis St

3706 Jennings St

3115 Edith

1300 W Walnut

675 Silvergate

1575-85 Cable St

4692 Niagara Ave

829 Rosecrans 

812 San Antonio Pl
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Avg Agent
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Simply put: Robert will Sell Your Home 

Faster and For More Money +56%
FASTER

MORE $

MORE $

+1%

+18x
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Grilled Swordfish Kebabs 

The Birthday Timesage is just a number but now it’s higher!

•  1 cup cilantro leaves
•  2 tbsp minced garlic
•  1 scallion chopped in 1” pieces
•  2 tbsp olive oil
•  2 tbsp mandarin orange juice
•  1 tbsp sherry vinegar
•  1 tsp mandarin orange zest
•  1/2 tsp kosher salt to taste
•  Freshly ground black pepper to taste

•  1 1/2 lbs swordfish sliced into 1-inch cubes
•  1 cup mandarin oranges (4 mandarin oranges peeled 
    and sliced into 1/3” pieces)
•  1/4 cup scallions finely chopped
•  1 tsp garlic minced
•  1/4 cup Swordfish Marinade (recipe above)
•  Fresno chili (optional) finely chopped
•  Kosher salt to taste
•  Freshly ground black pepper to taste

Recipe courtesy of KitchenConfidante @KitchConfidante

Swordfish Marinade:

Kebabs & Salsa:

Directions:Directions:

with Citrus Herb Salsa

1. Place the cilantro, garlic, scallions, orange zest, orange juice, sherry vinegar, olive oil, salt, and pepper 
    into the bowl of a food processor.
2. Pulse until the marinade ingredients are finely chopped and the consistency of a thick sauce.
3. In a large glass bowl, add 3 tbsp of the Swordfish Marinade to the prepared swordfish. Stir and make sure 
   the swordfish is evenly coated with the marinade. Place in the refrigerator to marinate for about 30 min.
4. If using wooden skewers, soak in water for 30 minutes to prevent burning. 
5. When ready to grill, preheat the grill to high.  Thread the swordfish onto prepared wooden or metal 
    skewers. Season lightly with salt and pepper.
6. Grill the swordfish kebabs for about 3 minutes per side, or until the swordfish is cooked through. While the swordfish cooks, finish the salsa by 
    combining remaining swordfish marinade with oranges, scallions, garlic, and Fresno chili, if using. Season to taste with salt and pepper. When the 
     swordfish is grilled, remove from grill and serve with salsa. Enjoy!
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Bring this to Harbor Town Pub. First 50 
people receive $20 towards food/drinks. 
Dine in only. Expires April 15th, 2026.

Free personal 
Training!
8 Personal Training Sessions
8 sessions @ $125 per Hr ($1000 Value) with Anne at FIT in Mission Beach. 

Visit 100DollarGuess.com to enter drawing by April 15th. 

FIT | 3115 Ocean Front Walk | San Diego, CA 92109

Congrats to our last issue’s winner Richard!

Support 
Point Loma

Local Business
100DollarGuess.com

robert antoniadis - 619.852.8827 - robertrealtysd.com

Free Haircut!
Bring this to Ling’s Barbershop. First 30 people receive 
$30 towards their hair cut. Expires April 15th, 2026.

1050 Rosecrans St Ste 1 • Roseville • (619) 223-6300

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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Bring this to Harbor Town Pub. First 50 
people receive $20 towards food/drinks. 
Dine in only. Expires April 15th, 2026.

Live, Love & Support Local.
This is Point Loma.

Free Gasoline!
Drawing for $500 Good Point Gas Card.
Visit 100DollarGuess.com by April 15th. 
1076 Rosecrans St | San Diego, CA 92106

Last Issue’s $500 Winner Judy B!

100DollarGuess.com

robert antoniadis - 619.852.8827 - robertrealtysd.com
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SUPPORTing LONG TERM HEALTH
with DAILY HABITS 

AISHA PATEL - Public health experts continue to emphasize a reassuring message. Small, 
consistent habits can make a meaningful difference in long term health. According to guidance 
and research summarized by the Centers for Disease Control and Prevention, everyday choices
related to movement, nutrition, sleep, and stress management play a central role in preventing 
chronic disease and supporting overall well being.Rather than encouraging drastic lifestyle 
overhauls, current recommendations focus on practical routines that can fit into daily life for 
people of all ages and across all regions of the country.

WHY EVERYDAY HABITS MATTER
Many of the most common health conditions in the United States, including heart disease,            
type 2 diabetes, and high blood pressure, are closely linked to daily behaviors. While genetics and

access to care remain important, research consistently shows that regular 
physical activity, balanced nutrition, adequate sleep, and stress manage-
ment help reduce risk over time. Health officials often describe wellness 
as cumulative. Small choices made regularly, such as taking short walks, 
preparing simple meals at home, or improving sleep routines, can add up 
to measurable benefits over months and years.

MOVEMENT BUILDS a FOUNDATION
One of the clearest recommendations from federal health guidance is the 
importance of regular physical activity. Adults are encouraged to aim for 
about 150 minutes of moderate movement each week. This can include 
walking, biking, swimming, or other activities that raise the heart rate.
Importantly, movement does not need to be intense or highly structured. 
Short walks, household chores, stretching, and light strength exercises all 
count. Consistency is often more important than intensity, especially for 
those easing back into activity or managing joint or mobility concerns.

SLEEP, STRESS, PREVENTIVE CARE
Sleep and stress management are now widely recognized as essential 
parts of health. Inadequate sleep is associated with higher risks of chronic 
illness, weakened immune function, and mental health challenges.
Simple steps like consistent bedtimes, limiting screens before sleep, and 
creating a calm sleep environment can help. Preventive care also remains 
a cornerstone of long term wellness. Routine checkups and screenings 
help identify concerns early, when they are often easier to address.

©2026 Discover Publications

Free
notary!
Free Door-to-Door Notary. 

We’ll Come To you!

619.852.8827



619.852.8827

Robert Does 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.

Call Robert today:

3380 Trumbull St  
Ideal Roseville Location Close to it All

Flat, level, usable corner lot with 152 ft of frontage overlooking the San Diego Bay. Gourmet kitchen with exquisite quartz 
counter tops, large island for meal prep or causal dining, double oven, Bosch dishwasher and Bay views. Whole house water 
filtration system and new plantation shutters. Master suite retreat offers custom tile, double vanity, oversized soaking 
bathtub & spa like shower, and sweeping San Diego Bay, harbor, and coastline views. Outside you’ll discover mature lemon 
& fruit trees and plenty of space and room to garden. This ideal Roseville location offers quaint shops, restaurants and 
San Diego Yacht Club all just 5 minutes from your front door. Zero never ending expensive annoying HOA fees.

Robert’s Spotlight Roseville Listing

3,000 SQ FT      3 BA

4 BR4 BR $2,575,000$2,575,0003 BA3 BA 2,455 SF2,455 SF



Robert Does Rentals!

Sudoku

& just f   r fun! LET’S PLAY SOME GAMESLET’S PLAY SOME GAMES

CARMEN REYES - Puzzles may seem like a simple pastime, 
yet research shows they offer meaningful benefits for brain 
health. Whether you enjoy jigsaw puzzles, crosswords, Sudoku,
or logic games, these activities provide mental exercise that 
supports memory, focus, and problem solving.

One of the strongest studies on the topic comes from Duke 
University School of Medicine and Columbia University. 
According to researchers  at Duke, older adults with mild 
cognitive impairment who completed regular computerized 
crossword puzzles over a 12 week period showed better 
memory and everyday functioning than those who played 
computerized cognitive games that were not puzzle based. 

The team also reported that the crossword group experienced slower shrinkage in certain brain 
regions on MRI, which is a promising sign for long term cognitive health. According to Columbia 
University’s summary of the same study, these improvements continued for more than a year when
 completed occasional “booster” puzzle sessions.

Jigsaw puzzles offer their own set of benefits. According to a 2018 
study published in the journal Frontiers in Aging Neuroscience, long 
time puzzlers tend to show stronger visuospatial reasoning, better 
attention, and improved working memory. The study notes that jigsaw 
puzzling engages multiple cognitive systems at once, which may help 
support long term brain health when practiced consistently. 

Experts also highlight that puzzles activate several different skills at the 
same time. According to a review from Baylor College of Medicine, 
puzzles encourage attention to detail, pattern recognition, and 
problem solving, and the process of searching for pieces or clues 
helps keep memory pathways active. This type of mental engagement 
strengthens neural connections and supports overall cognitive resil-
ience. Puzzles are also widely accessible. They do not require special 
equipment, and they can be done individually or as a shared activity 
with family or friends. According to wellness guidance from Tufts 
Health Plan,

PUZZLES: SIMPLE FUN
 + rEAL BENEFITS FOR YOUR BRAIN

©2025 Discover Publications
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Robert Antoniadis
BROKERBROKER • DRE #01727428 • DRE #01727428

((619) 852-8827
Robert@RobertRealtySD.com

RobertRealtySD.comRobertRealtySD.com

1575-85 Cable St
10 BR • 6 BA • MULTI-UNIT

Sold $2,600,000

3728 Curtis St
5 BR • 3.5 BA • 4,717 SF

Sold $1,900,000

3637 Richmond St
2 BR • 2 BA • 1,794 SF

Sold $1,450,000

675 Silvergate
4 BR • 3.5 BA • 2,990 SF

Sold $2,595,000

829 Rosecrans St
5 BR • 4 BA • 3,573 SF

Sold $2,750,000

3040 Tennyson St
4 BR • 3 BA • 2,422 SF

Sold $1,675,000

1852 Locust St
3 BR • 1.5 BA • 1,106 SF

Sold $1,250,000

952 Rosecrans
5 BR • 4 BA • 2,872 SF

Sold $1,750,000

812 San Antonio Pl
3 BR • 3.5 BA • 2,987 SF
Sold $3,100,000

3115 Edith
4 BR • 4 BA • 2,752 SF
Sold $2,100,000

4692 Niagara Ave
3 BR • 2 BA • 1,464 SF
Sold $1,600,000

3706 Jennings St
3 BR • 3 BA • 1,950 SF
Sold $2,100,000

Buyer SaleBuyer Sale Buyer Sale

Best in the Business with a Track Record as Proof
Call Robert Today for a No Obligation Consultation

1 BILLION $1 BILLION $
Just South of

Since ‘07

SOLD!SOLD! SOLD!SOLD! SOLD!SOLD!

SOLD!SOLD! SOLD!SOLD! SOLD!SOLD!

SOLD!SOLD! SOLD!SOLD! SOLD!SOLD!

SOLD!SOLD! SOLD!SOLD! SOLD!SOLD!


