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The keys to homebuying

F
or owner Andy Johnson 
and his associates at Cold-
well Banker Coast Real Es-

tate, homes are their life. From 
their welcoming office on High-
way 101 to their work with first-
time and repeat homebuyers, 
everything with the real estate 
business is about connecting 
people to the perfect home in 
the Florence area. 

“One of the greatest satis-
factions is helping people, like 
first-time homebuyers, achieve 
something that might be chal-
lenging,” Johnson said. “I’m 
working with several right now 
where you run into lots of hur-
dles along the way in the pro-
cess. Finally getting there is re-
ally rewarding. I just closed on 
a house Monday that was a first-
time homebuyer. It’s really sat-
isfying to be able to hand over 
those keys to their first home.”

Coldwell Banker is the first 
business people see after cross-
ing the Siuslaw River Bridge 
north into Florence on High-
way 101. This proximity to the 
bridge and Historic Old Town 
Florence brings walk-in traffic 
right into the cozy, homey inte-
rior of the real estate office.

“Especially with the hotel 
right next door, a lot of people 
stay here. They can walk down 
to Old Town, walk next door 
and explore the area. It’s a great 
location for people coming off 
the bridge and coming to Old 
Town,” Johnson said. “We’re in 
a well-sited building with great 
front office staff. They are really 
helpful and greet the clients to 
begin with, which is important 
whether it’s by phone or first 
contact.”

According to Johnson, Coast 
Real Estate started in 1956. In 
1981, it moved to its current 
location on Highway 101. In 
1999, it affiliated with Coldwell 
Banker Real Estate. Johnson be-
gan working there in 1992 and 
became the owner in 2000.

For him, transitioning into 
real estate was easy. He bought 
his first home in 1991, before he 
married his wife Lori, and got 
into the business while he still 
lived in Coos Bay.

“I like houses and I like de-
veloping,” said Johnson, simply. 
“We’ve done several develop-
ments, and I like building, ar-
chitecture and all of that.”

One of the keys to longevity 
in the business is being there 
for more than just people’s first 
home in an area. It’s staying 
plugged in so when they down-
size, upgrade or move across 
town, Coldwell Banker and its 
agents are the first ones they 
call. 

It’s the same when people 
have a good experience. They 
will tell their friends.

“It’s repeat business,” John-
son said. “‘Who did you use to 
buy your house? Maybe I’ll give 
them a call.’ That’s key. And 
we’ve had lots of great custom-
ers who have been really loyal 
and have used us over and over 
again. We’re thankful for that.”

Over the years, he has noticed 

a pretty even split in people who 
decide to move to Florence.

“You could probably group 
half of the people who come as 
retirees. They’re looking for a 
slowed down, easy lifestyle with 
all the outdoor recreation stuff 
that Florence has — fishing, 
hiking, the beach and all that. 
The rest are maybe lumped into 
part-time homes, moving up or 
downsizing. It really is all walks 
of life, from first-time home-
buyers to retirees.”

In a similar way, Coldwell 
Banker Coast Real Estate’s staff 
of 22 people also covers all 
walks of life, from recent Siu-
slaw High School graduate Alex 
Saindon in the front office to 
agent Rick Cox, who has been 
with the company even longer 
than Johnson.

“I try to make an environ-
ment for everyone here that is 
like family,” Johnson said. “We 
keep it light and try to have 
a good time, all while getting 
work done and being profes-
sional about it. It’s really im-
portant if you’re going to spend 
a lot of time with folks that you 
have a harmonious relationship. 
That’s been one of my goals as 
the owner. It’s really important 
to be able to like where you’re 
at. I appreciate everyone from 
Stacey Teter and the front office 
crew to all the brokers.”

Some of the newer members 
are more tech savvy and have 

brought insight on new tools to 
the rest of the office.

“Having a younger staff with 
more enthusiasm and energy 
has definitely helped the more 
seasoned folks as well. It’s only 
enhanced what we have,” John-
son said.

While most of the Coldwell 
Banker real estate agents don’t 
specialize in one aspect of real 
estate over another, some of the 
agents have found areas of ex-
pertise.

One neighborhood special-
ist is Shirley Hunt, who lives 
in Coast Village and does a lot 
of business there. Another is 
Dennis Pease, who has the list-
ing on Sandpines East, a 52-lot 
subdivision that will be built out 
over the next couple years. In 
addition, there is the husband-
and-wife team of Mike and 
Wanda Johnson, who specialize 
in newer projects since Mike is 
a builder. 

These specialties help while 
the City of Florence continues 
to update its housing codes re-
lated to population density, res-
idential parking, building fees 
and more.

“As far as accessory dwelling 
units, the trend toward easing 
of lot coverage, setbacks and 
that sort of thing towards more 
dense housing, we’re tuned into 
it,” Johnson said. “We’re just in 
the beginning stages of really 
seeing some of those things in 

place. There have been a few 
around the city that have been 
noticeable, and I’m sure there 
will be more. … There’s a lot of 
buzz about smaller homes, but 
we have yet to really see any on 
the ground.”

Johnson said the average size 
of a home sold in Florence is 
1,500 square feet. Accessory 
dwelling units seek to add sec-
ondary homes to residential lots 
to increase the availability of liv-
ing-wage rentals in the area. 

Meanwhile, home prices ha-
ven’t spike like they did in the 
mid-2000s but have continued a 
stair-stepped trend.

“Pricing right now is high-
er than a lot of people would 
like, because they feel like they 
can’t afford a house,” Johnson 
said. “It is hard to buy, whether 
you’re a veteran using the VA 
loan as a young person just out 
of the military, or a first-time 
homebuyer as somebody with 
a good job. It’s still a struggle 
to be able to qualify financial-
ly and have good credit to be 
able to buy a home. Then, what 
they’re trying to buy often is 
limited in supply. It’s kind of a 
perfect storm of difficulties for 
that purchase.”

He said he hopes that num-
bers will improve for people so 
they can buy homes and stay in 
them. It would encourage more 
of the area’s youth to move back 
to Florence, something that is 
important to Johnson as a fa-
ther. He and Lori have three 
sons together. One son is in 
medical school, one is still in 
middle school, and one, Sam, is 
on his way back to Florence to 
both be a math teacher and the 

head football coach for Siuslaw 
High School. 

“It’s really cool to see someone 
who was born and raised here, 
grew up here … went off to col-
lege and decided to come back. 
He is now pursuing a career, 
which is neat and pretty rare,” 
Johnson said. “In just the short 
time since he was hired as the 
math teacher and the football 
coach, there’s a real outpour-
ing of community support. He’s 
someone who was fairly well-
known in the community and is 
now taking on a big challenge —
not only teaching, but coaching 
a program that once was great 
but recently hasn’t been. It will 
be a big chore.”

All of the Coldwell Bank-
er staff members are equally 
plugged into the community. 
From membership in Rotary 
International of Florence, par-
ticipating in church functions 
or volunteering with the area’s 
nonprofits, feeling at home in a 
community means giving back.

“Everybody reaches out and 
does their own thing, whether 
it’s a church group, Elks or oth-
er organization. The volunteer 
community really drives Flor-
ence,” Johnson said.

The company itself is a pre-
mier sponsor of Habitat for Hu-
manity.

Coldwell Banker associates 
Aric Sneddon, Alice Sicht-
ing-Burns and JeriLyn Mc-
Cullough all work for the Hab-
itat for Humanity board, “so 
they’ve been instrumental on 
the new Habitat house on Sev-
enth and Kingwood streets,” 
Johnson said. “I helped paint 
over there one day and it’s pret-
ty neat to see all the volunteers 
that come together on that.”

The entire southern entry into 
the City of Florence is doing 
well, especially with Florence 
City Hall’s recently completed 
remodel, Dairy Queen’s exteri-
or upgrades and the Old Town 
Inn’s consistent good reviews. 
Even the ReVision Florence 
Streetscaping Project on High-
ways 101 and 126 “will be really 
good for us,” Johnson said.

“When you’re right in the 
middle of it, it is hard to visual-
ize. But it will definitely be pos-
itive overall,” he added. “If you 
look up and down the highway, 
you see either cities and towns 
that are dying, or they are pro-
gressing. This shows a real in-
frastructure investment for the 
future.”

In the meantime, Coldwell 
Banker Coast Real Estate con-
tinues to equip its staff to help 
the people of Florence find 
their perfect homes.

“It’s a really good group. The 
people we’ve hired here recently 
especially have brought a real 
spark to the business,” Johnson 
said. “Sixty-three years in busi-
ness requires some innovation 
and some change. Everything 
can’t stay the same. That’s been 
a big focus as well, but I’m 
pleased.”

For more information on 
Coldwell Banker Coast Real Es-
tate and listings in the Florence 
area, visit www.cbcoast.com or 
stop by the office at 100 High-
way 101 in Florence.

Since 1956, Coldwell Banker Coast Real 

Estate has helped make Florence home
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Coldwell Banker Coast Real 

Estate, 100 Highway 101 in 

Florence, has a long tradi-

tion of matching people to 

homes in the Florence area.

Coldwell Banker Coast Real Estate’s office is 

homey and inviting, from a fireside meeting 

room all the way down to the custom art 

decorating the offices. 


