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Real estate agent Michael B. 
Bell has advice for folks with 
homes that didn’t sell the first 
time.

Read his book.
Bell is the author of “Seller 

Mistakes: What You Were 
Never Told About Selling Your 
Home and Why It Should Mat-
ter to You.” A first-time author, 
he started writing the book 
five years ago, and in Septem-

ber 2021, it hit No. 3 on The 
Wall Street Journal’s bestselling 
books list. It since has sold more 
than 40,000 copies.

As a Pasadena-based Sotheby’s 
International Realty agent spe-
cializing in homes that didn’t 
sell the first time, he’s asked by 
1 out of every 3 sellers why the 
last agent couldn’t close the deal.

“They’ll say stuff like, ‘We 
did open houses every weekend, 
or we did these videos, or (the 
agent) brought their own buy-
ers,’ ” he says by phone from his 

home in the historic Bungalow 
Heaven neighborhood. “I’m like, 
‘Dear God, I know why you’re 
house didn’t sell.’ ”

The book shows it’s almost al-
ways because of mistakes made 
by the agent and how to avoid 
them from the start.

Raised in La Cañada Flin-
tridge, Bell grew up around 
builders on his mother’s side of 
the family. They built hundreds 
of homes in the area in the 1970s.

He also learned construction 
through a class at Pasadena City 
College, “where they literally 
build a house for two years, and 
you’re on-site with a tool belt, 
building.

“I knew I didn’t want to ac-
tually do that kind of work, but 
it was great,” he said. “I came 
away with a great skill set and 

understand how things are put 
together.”

After graduating with a de-
gree in finance, he went to work 
at a credit union, where he pro-
cessed consumer loans. He got a 
real estate license hoping to ex-
pand into mortgage loan refer-
rals. When that didn’t pan out, 
he landed in real estate.

“As I got more and more suc-
cessful and started my own bro-
kerage (in 1999), I realized, this 
is not a client-centric business 
model,” he said.

Q Why do you say being a 
real estate agent is not a 

client-centric business model?

A We have been trained to 
do the best we can for our 
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Breaking down the myriad 
errors made in home sales
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Michael Bell, a real estate broker whose book “Seller Mistakes: What You Were Never Told About Selling Your Home and Why It Should Matter 
to You” has hit No. 3 on The Wall Street Journal’s bestsellers list and sold over 40,000 copies, poses at his Pasadena home Feb. 8.
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Thirty-seven states now allow 
adults to use marijuana medi-
cally, recreationally or both. But 
in most of those states, people 
can be fired or denied a job for 
using cannabis in their free time.

Cannabis legalization advo-
cates want states to do more to 
protect workers. They note that 
workplace drug tests don’t mea-
sure whether someone is high at 
the time of the test, just whether 
he has used recently. And they 

say workplace drug testing is an 
equity issue as tests are more 
common in blue-collar jobs and 
disproportionately affect non-
White workers.

But certain employers are re-
quired to test for marijuana un-
der federal law — the federal gov-
ernment classifies marijuana as 
a dangerous drug akin to her-
oin — and others want to make 
sure they don’t employ drug us-
ers who could threaten work-
place safety.

So far, 14 states and Washing-
ton, D.C., have banned employ-

ers from discriminating against 
workers who use marijuana for 
medical reasons. New Jersey and 
New York ban employers from 
discriminating against workers 
who legally use marijuana med-
ically or recreationally. And Ne-
vada bans employers from refus-
ing to hire someone solely be-
cause he fails a marijuana test. 
The laws generally make excep-
tions for certain employers and 
occupations.

But bills have stumbled else-
where because of opposition 
from business groups and dis-

agreements over how to mea-
sure marijuana intoxication. A 
bill filed in Washington state 
this session already has been 
tabled. A California bill faces an 
uphill battle. And in light of op-
position, a Colorado bill will be 
softened to studying the issue.

The initial version of the Col-
orado bill would have affirmed 
the right of medical marijuana 
patients to use cannabis prod-
ucts at work and would have pre-
vented employers from firing or 
refusing to hire workers who use 

MARIJUANA AT WORK

Workers who legally puff at home still can lose their jobs
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Pasadena author and agent 
has sold 40,000 copies of his 
book on overcoming missteps
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The COVID ECONOMY A weekly look at how the 
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Performance of selected top California companies
 Thursday's close Market cap 5-day 1-month 3-month YTD 1 year

Adobe $459.08 $216.5B -1.0% -10.6% -31.7% 0.3% 4.1%

Alphabet (Google) $2,686.16 $1,771.2B 1.2% -6.1% -6.6% 1.5% 27.4%

Apple $166.23 $2,712.8B 2.1% -3.6% 1.5% -1.6% 36.9%

Disney $145.57 $265.0B -2.6% 2.5% -1.1% -4.8% -23.4%

Facebook $202.97 $552.5B -2.2% -14.4% -34.6% -2.3% -23.2%

Netflix $368.07 $163.4B -5.6% -10.3% -40.3% -4.8% -28.7%

NVIDIA $237.14 $592.8B -0.1% -2.5% -26.2% -3.2% 90.3%

salesforce.com $204.75 $201.7B 0.2% -6.6% -21.6% 2.4% -2.9%

Tesla $839.29 $867.4B 4.8% -9.1% -22.6% -4.2% 40.4%

Visa $207.23 $434.5B -4.6% -9.3% 4.5% -7.7% -3.8%
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I’m confused about what’s 
being sold as “housing” in this 
pandemic era.

Are houses simply shelter 
for a household? 
Or are they 
profit-making 
machines?

The “roof 
over your head” 
concept is still 
real. But owner-
ship has become 
such a financial 
stretch for so 
many folks it’s 

also a strong “bet” that price 
appreciation, aka profits, is 
needed to close the deal.

Homeownership hasn’t been 
exactly hot. Last year, 65.5% of 
Americans and 54% of Califor-
nians lived in residences they 
owned — both slightly below 
metrics at the start of the 21st 
century, census stats show.

Much of the blame lies 
within the odd pandemic 
economy that exploded prices 
across the nation and put “af-
fordability” on the minds of 
house hunters across the na-
tion. In 2021, the median sell-
ing price of an existing home 
jumped 21% both in Califor-
nia ($797,000) and nationally 
($362,000).

Only half of America could 
afford a home at the end of 
2021, the lowest level since 
2010, says Realtor math. And 
just 25% of Californians have 
adequate financial muscle to 
buy, the lowest rate since 2007.

Yet an economist’s prism is 
not real life. Adjusting hous-
ing costs for a host of factors 
such as historical growth of 
income, inflation and low-rate 
mortgages can’t help folks ac-
tually make their house pay-
ments.

Cheap money
The pandemic apparently 

changed how folks thought 
about their living spaces, cre-
ating an urge to nest among 
young adults.

I’d argue the chance to lock 
in all-time low mortgage rates 
— a bailout gift to the hous-
ing industry from the Federal 
Reserve — was just as big of a 
house-hunting motivator. The 
shot at 30 years of mortgage 
payments fixed at 3% or even 
less was quite alluring.

That same cheap money is 
a key reason why home prices 
soared. Remember, low rates 
allow house hunters to spend 
more since the monthly house 
payment doesn’t jump as 
much.

Deeply discounted rates 
also forced investors to re-
think where they put their 
money.

Investors — notably Wall 
Street giants — upped their 
housing bets. Institutional in-
vestors are snapping up apart-
ment complexes, gobbling up 
existing single-family homes, 
while builders are construct-
ing entire neighborhoods of 
rental houses.

PROFITS OVER 
SECURITY

Did the 
pandemic 
kill dream 
of a home?
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marijuana off the job.
It was always going to be 

a heavy lift: The bill raised 
legal questions — partic-
ularly about the medical 
marijuana provisions —
since Colorado’s 2012 bal-
lot measure that legalized 
pot sales affirmed employ-
ers’ right to restrict worker 
marijuana use.

Within two weeks of fil-
ing the bill in early Febru-
ary, state Rep. Edie Hooton, 
a Democrat, told Stateline 
she planned to scrap it. In-
stead, she’ll propose that 
state officials convene em-
ployers, medical cannabis 
users and prescribers to 
study the workplace test-
ing issue.

“I knew it was going to 
change,” Hooton said of her 
initial bill, which she said 
was modeled on draft leg-
islation backed by medi-
cal cannabis advocates in 
other states. “I don’t want 
to be in opposition with or-
ganized labor or employers, 
like the Chamber of Com-
merce or organized busi-
ness interests.”

Several employer groups 
had opposed Hooton’s ini-
tial bill, including the state 
Chamber of Commerce and 
the Colorado Mining Asso-
ciation. The Colorado Min-
ing Association has consis-
tently opposed bills that 
would prevent employers 
from maintaining a drug-
free workplace, said as-
sociation President Stan 
Dempsey.

Drug use can create work-
place safety issues, he said. 
“Going back many, many 
years, companies have had 
employees who have either 
been hurt or killed, unfor-
tunately, with marijuana in 
their systems.”

Colorado state Sen. Chris 
Holbert, a Republican who 
last year backed a law that 
allows school personnel to 
administer medical canna-
bis to children while they’re 
in school, said employ-
ers should be able to drug 
test workers for marijuana 
if they choose. He empha-
sized that when Colorado 

voters legalized pot, they 
wrote that authority into 
the state Constitution.

But employers should 
make an informed deci-
sion, he added. “What I re-
ally encourage employers 
to understand is, if they’re 
testing for drug use, then 
what is the test or those 
tests looking for?”

If employers are worried 
about someone coming to 
work high, he said, they 
should be asking whether 
workplace drug tests mea-
sure that — and whether, 
for instance, they also pe-
nalize employees for using 
non-psychoactive cannabis 
products, such as a hemp 
extract.

To test or not to test?
Federal contractors and 

businesses that employ 
certain regulated profes-
sionals such as airline pi-
lots and school bus driv-
ers must drug test workers 
for marijuana. Other em-
ployers have a choice. They 
might decide to test work-
ers as part of a job appli-
cation, randomly, after an 
accident, if they suspect a 
worker is intoxicated or in 
all four situations.

Today most of the na-
tion’s largest private-sector 
companies have some sort 
of drug-testing program, 
said Barry Sample, senior 
science consultant for em-
ployer solutions at Quest 
Diagnostics, a global lab-
oratory company that pro-
cesses workplace drug tests 
for employers.

Of the tests Quest Diag-
nostics processes that aren’t 
federally required, Sample 
said, about three-quarters 
are part of job applications.

Quest Diagnostics’ data 
suggests that drug testing 
for marijuana is becoming 
less common, with the num-
ber of urine tests to screen 
for the drug declining by 5% 
from 2015 to 2020.

Amazon, the nation’s 
second-largest private em-
ployer after Walmart, an-
nounced plans last summer 
to stop requiring job candi-
dates to pass a marijuana 
drug test (the company will 
still test at other times, such 
as after workplace acci-
dents). Amazon executives 

have said that the growing 
number of states legalizing 
marijuana, equity concerns 
and the tight labor market 
all factored into their deci-
sion.

“We’ve found that elim-
inating pre-employment 
testing for cannabis allows 
us to expand our applicant 
pool,” Beth Galetti, Ama-
zon’s senior vice president 
of human resources, said 
in a January memo posted 
online.

Dropping marijuana 
tests allows employers to 
consider hiring and retain-
ing the small but growing 
share of applicants who 
use the drug. Nationwide, 
4.4% of workers failed tests 
Quest Diagnostics pro-
cessed in 2020, up from 
3.5% in 2012. The rate was 
slightly higher, 4.8%, in 
states that allow adults to 
buy recreational marijuana.

“It’s not surprising that 
in our testing we’re seeing 
year-over-year increases in 
marijuana positivity,” Sam-
ple said. “Clearly, societal 
views on marijuana use are 
evolving.”

Companies’ ongoing 
struggles to recruit and 
retain workers may en-
courage more of them to 
drop marijuana tests, said 
Melissa Moore, director 
of civil systems reform at 
the Drug Policy Alliance, a 
national nonprofit that ad-
vocates for ending punitive 
drug laws.

“During the labor crunch 
right now, some employers 
are taking a look at: Is this 
something that’s not ac-
tually accomplishing the 
goal of workplace safety?” 
she said.

Employers may be un-
necessarily blocking peo-
ple from certain positions, 
Moore said.

She also noted that a 
2013 Yale School of Medi-
cine study found that Black 
and Latino workers were 
more likely than White 
workers to be employed by 
a workplace that requires 
drug testing.

“Let’s make sure we’re 
not putting up artificial 
roadblocks that end up im-
pacting, especially, Black 
and Latinx employees,” she 
said.

Cannabis
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clients, but at the same time, they should 
be able to get you more leads. If you get 
a listing, you should be able to use some-
one’s house to get more listings, meet the 
neighbors and for your marketing. A lot 
of that stuff doesn’t help the client; it just 
helps the Realtor.”

Q Is that why you wrote this book? 

A What happened was: Years and 
years ago, before I even thought 

about a book, it seemed like white pa-
pers were popular. A white paper is like 
a research paper with a whole bunch of 
footnotes. They’re not that popular any-
more, but at the time, I thought I could 
write a white paper about all the things 
that didn’t seem right in our industry. So 
I started doing research.

And then I bumped into a publisher 
at a networking event where he did a 
presentation on how most people have 
some kind of a book idea. After the pre-
sentation, I went over to him and said, 
‘That’s me! I started writing this white 
paper and I don’t know where to go 
with this.’

He told me, ‘You’ve got a great book.’ 
That was five years ago.

Q If you had to pick one, what would 
you say is the most common mis-

take made by sellers?

A One big one is that you should never 
let your listing agent represent a 

buyer. Your agent should be your advo-
cate from beginning to end. But buyers 
will also go directly to the listing agent, 
claim they don’t have a real estate agent 
and try to get the house. They will en-
tice the listing agent, knowing they could 
represent both sides and make a double 
commission.

It’s really easy to hoodwink a seller 
— to say I have control over the buyer; 
they’re preapproved, they’ve got all this 
money, they’ll outbid anybody because 
they want the house, so we’re going to 
have a smooth transaction because I’m 
going to do both sides.

A lot of sellers take it, not realizing 
that everybody else who wants to buy the 
place is shut out.

Q Another mistake you talk about is 
allowing an agent to pressure the 

seller into having an open house. How 
come?

A People and Realtors are led to be-
lieve that an open house will sell the 

house, and it just doesn’t.
In the book, Bell quotes a National As-

sociation of Realtors’ statistic that “in 
2020, 6% of all buyers found the home 
they purchased through a sign or an 
open house sign” and “only 4% of buy-

ers visit an open house.” But he says the 
data is incomplete because neither na-
tional nor state associations of Realtors 
measure the effectiveness of open houses 
for sellers.

Q Have your sellers read the book? 

A I’ve been bringing it with me on list-
ing appointments, and I’ve been get-

ting listing appointments because of it. 
I was selling a four-unit building, and 
when I showed up with the book in my 
hand, the lady goes, “I already read your 
book. That’s why you’re here.”

SARAH REINGEWIRTZ — STAFF PHOTOGRAPHER

Real estate broker Michael Bell wanted 
to write a white paper and turned it into a 
bestselling book, “Seller Mistakes: What 
You Were Never Told About Selling Your 
Home and Why It Should Matter to You.” 
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Age: 52

Hometown: Pasadena’s historic Bun-
galow Heaven neighborhood

College: He studied finance at Gonzaga 
University in Spokane, Washington.

Previous work experience: To gain 
some job experience on his résumé dur-
ing the job market doldrums of 1992, 
Bell went to work at a federal credit 
union — first as a volunteer and then at 
$9 an hour processing consumer loans.

He got a real estate license hoping to 
expand into home loans. He later co-
managed a portfolio at Charles Dunn 
Co., underwrote loans at CB Commer-
cial and then started flipping homes. In 
1999, he opened Bradmont Realty. He 
sold the brokerage to Prudential Realty 
in 2005.

Specialty: Homes that did not sell the 
first time.

MORE ABOUT  MICHAEL B. BELL

From news service reports

California, whose recovery of jobs lost 
during the height of the pandemic lags 
that of the U.S. overall, said low labor 
market force growth and supply chain 
disruptions pose risks to its municipal-
bond investors.

In documents circulated to potential 
buyers of its $2.2 billion general-obliga-
tion deal set to occur Wednesday, the state 
added the threats to its list of dangers 
they should consider.

The administration of Gov. Gavin New-
som expects the labor force to recover to 
pre-pandemic levels in the third quarter 
this year. “If current labor market fric-
tions (impediments to employers and job 
seekers agreeing on employment, e.g., dis-
agreements on appropriate wages, work-
place safety or ability to work remotely) 
persist longer than projected, then low 
labor force growth would constrain job 
growth, which in turn would lead to less 
consumption and spending,” the state 
said in the documents.

California has regained 72% of the jobs 
lost during the onset of the pandemic, and 
the nation has recovered 87%, according 
to federal data. Its unemployment rate of 
6.5% in December was the highest among 
U.S. states.

Meanwhile, the pandemic-wreaked 
havoc at factories and ports also presents 
a threat to the state. If regular production 
and transportation don’t resume by early 
2023 as expected by the administration, 
“a slower resolution of supply chain issues 
would potentially keep inflation high for 
longer than assumed and could also lead 
to lower production and economic activ-
ity,” the state said.

Aloha State to end COVID-19 
protocols in late March

Hawaii’s Safe Travels program, estab-
lished to slow the spread of COVID-19 
through safety precautions for travelers, 
will come to an end March 25, the state’s 
governor announced.

Domestic passengers arriving in Ha-
waii after the program ends won’t need 
to follow earlier regulations, like show-
ing proof of vaccination or a negative  
COVID-19 test to bypass quarantine, ac-
cording to Gov. David Ige.

“It is important to remember that we’re 
talking about domestic travel only; this 
does not apply to international travelers 
which have different requirements set by 
the federal government,” Ige said Tues-
day. “It’s also equally important to note 
that all Safe Travels requirements must 
be met by incoming domestic passengers 
prior to March 25.”

International travelers 18 and older 
who are not U.S. citizens, U.S. nationals, 
lawful permanent residents or green card 
holders must be fully vaccinated to en-
ter the U.S. Children 17 and younger are 
exempt.

All air passengers age 2 or older with a 
flight departing to the U.S. from another 
country are required to show a negative 
result from a COVID-19 viral test taken 
no more than one day before travel, or 
present documentation of having recov-
ered from COVID-19 in the past 90 days 
before they board their flight.

No more plastic rings  
for Coors six-packs

Coors Light will soon phase out plastic 
packaging rings worldwide and instead 
opt for “fully recyclable and sustainably 
sourced cardboard wrappers” on its six-
packs of beer, parent company Molson  
Coors Beverage Co. announced Tuesday.

As part of the transition, Molson  
Coors plans to invest $85 million to up-
grade its packaging machinery so that all 
of its brands distributed in North Amer-
ica will be available in cardboard by 2025, 
the announcement stated.

“We believe that buying beer shouldn’t 
mean buying plastic,” Marcelo Pas-
coa, vice president of marketing for the  
Coors family of brands, said in a state-
ment. “That’s why we’re taking a step to-
ward making packaging even more sus-
tainable, and with this achievement  
Coors Light will save 400,000 pounds of 
single-use plastic from becoming waste 
every year.”

If the beverage giant can transition 
all its brands in U.S., Canada and Latin 
America by 2025, it expects to save 1.7 mil-
lion pounds of plastic waste per year, the 
statement said.

Compiled from Denver Post and 
Bloomberg reports.

WEEK IN REVIEW

Meanwhile, individual purchases of 
second homes have soared in the pan-
demic era, too.

I have nothing against people who in-
vest in real estate. But if we do have a 
housing shortage, should speculators be 
able to nudge out everyday folks looking 
for a roof they can call their own?

By one tally, 18% of U.S. homebuyers 
in 2021’s final three months were inves-
tors, the largest share this century. Red-
fin found 20% of Orange County buy-
ers were investors; 19% in Los Angeles 
County; 18% in San Francisco; 16% in the 
Inland Empire; but just 12% in San Jose.

Generational wealth
I hear a lot of talk about growing 

homeownership because of its ability to 
create “generational wealth” that can be 
passed along to children.

Historically, this kind of gifting has 
been reserved for the upper crust. The 
typical recipient of any generational 
gifts had 37% higher income than a typ-
ical American and 175% greater net 
worth. They were also 88% White, ac-
cording to a Federal Reserve study of 
1995-2016 income data.

Certainly, real estate is a big part of 
that trend. Homeowners are far wealth-
ier than renters with a median net worth 
of $255,000 versus $6,300 for renters, ac-
cording to Fed calculations in 2019.

However, it’s far too simple to suggest 
that more being an owner means be-
ing more wealthy. Homeownership isn’t 
for everyone. The easy lending era of 
the early 2000s proved this when many 
lower-income households were lured 
into buying housing they couldn’t afford.

What would our housing market look 
like if it was even harder to freely gift a 
home to your kids? Would higher levels 
of “death taxes” for homes level the play-
ing field for future homeownership?

Maybe thinking is changing. Califor-
nia voters narrowly approved Proposi-
tion 19 in 2020, a ballot initiative limit-
ing Proposition 13’s landmark property 
tax breaks on inherited real estate.

Or maybe not. Expect to see efforts to 

repeal that change on a ballot soon.

Risky business
I’m not worried about longtime prop-

erty owners who are playing with eq-
uity they’ve earned over the past few de-
cades. If they overpay for a retirement 
residence or a second home in the feed-
ing frenzy, it’s mostly lost house money.

I’m simply reminding first-time buy-
ers and wannabe owners that housing 
profits are by no means guaranteed.

So far, though, plenty of folks are 
jumping on the housing gravy train. 
Ownership fervor pushed home pur-
chases, statewide and nationally, to lev-
els last seen in the bubble days just before 
the Great Recession. Superheated pricing 
has only mildly cooled the buying binge.

Will it last?
Housing, no less the entire economy, 

will have to digest the end of four de-
cades of continual decline in interest 
rates. And the recent bout of inflation 
makes that rate puzzle even trickier to 
solve.

Enter Wall Street’s sudden interest in 
single-family homes — whether to flip 
for fast profits or to generate rental in-
come. Institutional money has been a 
key propellent for the pandemic’s home-
buying binge. Are those dollars being in-
vested as a market-timing play or a long-
run commitment?

Speaking of big money, homebuild-
ers will eventually catch up to owner-
ship’s newfound appeal. Will they again 
respond to this kind of need by doing 
what they’ve historically done — build 
too much?

Also, there are the demographics.
We’re an aging society. Birth rates are 

down, even as young adults buy more 
homes. And immigration, even the legal 
kind, is a hard sell. The result is meager 
population growth, if at all.

So there will be fewer people to re-
place the dying baby boomers, cutting 
long-term demand for housing.

And if the pandemic morphed home-
ownership into house-profit bets — will 
they pay off?

Jonathan Lansner is the business 
columnist for the Southern California 
News Group. He can be reached at 
jlansner@scng.com.
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State says jobs, recovery 
pose risks for investors
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The pandemic makes for sparse crowds on Kaanapali Beach in Maui, Hawaii. COVID-19 
safety precautions for domestic travelers to Hawaii will end March 25, the state says.

SUNDAY, MARCH 6, 2022 LOS ANGELES DAILY NEWS » DAILYNEWS.COM  |  TODAY’S ECONOMY  | 15 A 


