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MEDIAN HOME PRICE                              

5 THINGS THAT WILL MOVE REAL ESTATE MARKETS

HOME SALES IN ORANGE COUNTY

JONATHAN LANSNER’S DASHBOARD

ORANGE COUNTY’S REAL ESTATE SCENE

Sources: CoreLogic, Steve Thomas, Construction Industry Research Board, 
Bureau of Labor Statistics, Freddie Mac
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1. Happy Thanksgiving!

Down from 6,337 
listings two weeks 
earlier and down from 
6,472 a month ago.
The $1 million-plus  
market equals 37.5%                                                                                
of all listings.

Up from the previous 
week’s rate of 3.57%
but down from 3.97% a 
year ago.
The 15-year fixed rate                                                                             
is 3.14%, up from the 
previous week’s rate.

That’s down $5.04 
from August’s 
$386.02 but up 
$16.97 from Sept. 
2015.           

That’s up from 13.3% in 
August but down from 
14.7% in Sept. 2015.

September’s increase 
over a year ago was the 
73rd consecutive month 
of year-over-year 
increases.

2. Track Orange County home 
resale inventory, out Monday.

3. Realtors report existing 
home sales on Tuesday.

Homebuying was up 7.7% for the 22 business days ending 
Oct. 21. Sales of new homes, 428, were up 47.6%.

DISTRESSED SHARE OF LISTINGS
The 133 foreclosures and short 

sales on the market are even 
from 133 two weeks earlier.

‘MARKET TIME’ IN MONTHS
The time it would take in 

theory to sell all the listed 
homes in Orange County at 

the current buying pace.

4. Check new-home sales 
report, out Wednesday.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF NOV. 3
5,955

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING NOV. 17
3.94%

MEDIAN PRICE PER SQ. FT.
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$380.98

ARMs 
(Homes bought with 

adjustable-rate mortgages)
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5. Watch Black Friday sales 
as consumer confidence 

measure.
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CoreLogic’s median home price for the 22 business days ending 
Oct. 21 rose 9.3% from a year ago, with price decreases in 
22 of 83 county ZIP codes.

The latest resale house price 
was 2.59% below its peak of 
$734,000; the latest resale 
condo price was 4.26% below 
its peak of $470,000.

A home, be it a condo or a
mansion, is the single most
expensive purchase most
people will ever make. 

The price paid for said
home is the biggest ticket
item in the purchase
transaction. 

But there are
some other costs as-
sociated with buy-
ing and selling a
home you might
want to keep in
mind and figure in-
to your budget.

For buyers, the
first extract from
your piggy bank is
the initial deposit, which
can be paid by wire transfer
or personal check delivered
to the designated escrow of-
fice. It is usually 1percent of
the purchase price and
usually due within three
days from the date the pur-
chase contract is accepted
by both sides. 

Next will most likely be
your home inspection,
which you can sometimes
pay online with a credit
card. 

But if your lender told
you not to put any charges
on your credit cards before
your loan is approved,
funded and you close
escrow, you’ll pay this with
a check or hard cold cash. 

The next chunk of
change due from a home-
buyer is the fee for the ap-
praisal. If you are paying
cash (that is, buying with-
out a mortgage), no apprai-
sal is necessary, so you get
to skip out of paying for this
service. The appraisal is re-
quired by your lender to
make sure you and the sell-
er have agreed on a fair
price for the home. 

If you decide to do any
additional inspections on
the property – such as an of-
ficial survey to determine
the exact boundaries of the
lot, a geological inspection
to determine the makeup of
the lot, or inspections of the
roof, the foundation, the

chimney, the plumbing or
the drainage – you’ll have to
cough up the dough to cov-
er these costs as the services
are performed. 

Again, be aware of what
you should or
should not put on
your credit card, so
as not to endanger
your loan approval.

As a seller, you’ll
most likely get
tapped up front for
the termite inspec-
tion report, but that
doesn’t always
mean you need to
pay any moola.

Most termite companies
will either do a free inspec-
tion or charge around $100
that they will credit toward
any necessary repairs. And
you can usually pay these
fees, and any required treat-
ment or repairs, from your
escrow proceeds.

One expense the seller
most likely will have to pay
is the homeowners associa-
tion transfer fee. Buyers
usually make that a part of
their offer.

And hang on to your hat,
because I recently saw a
condo with two HOAs that
required an upfront check
from the sellers for $1,350.
Don’t get me started about
highway robbery.

Most of the other sale
costs, such as escrow, title
insurance and home-
owners insurance, will be
charged to your account
and due at the close of
escrow. Sellers will see
these on their final state-
ment as a deduction from
their proceeds. Buyers will
need to bring the right
amount of money to make
the numbers work. 

Money matters.

Leslie Sargent Eskildsen 
is an Orange County 

real estate agent. She can be
reached at 949-678-3373 or
leslie@leslieeskildsen.com.

Her website is
leslieeskildsen.com.

Home purchase
has costs beyond

the sale price
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a neighbor be disciplined, the HOA must
take action. However, some complaints
are difficult to confirm, and some viola-
tions may be technical or minor. Not every
allegation requires HOA action. Some vio-
lations may merit a non-disciplinary ap-
proach. Remember, the Business Judg-
ment Rule also applies to disciplinary ac-
tions. Neighborhood justice should be dis-
pensed calmly, consistently and
compassionately.

To reduce hearing myths and mistakes,
consider adopting a reasonable hearing
policy. That policy can address how the
HOA conducts hearings and informs the
members called to them. A firm yet fair
process helps the credibility of the asso-
ciation governance.

Kelly G. Richardson Esq. is a Fellow of the
College of Community Association Lawyers
and Managing Partner of Richardson Har-

man Ober PC, a law firm known for commun-
ity association advice. Submit questions 

to KRichardson@RHOpc.com. 
Past columns at HOAHomefront.com. 

If everyone followed the Golden Rule
(“Do unto others …”), association disci-
plinary hearings would be rare. Unfortu-
nately, hearings are a necessary, regular
and unpleasant board responsi-
bility. These hearings are go-
verned by Civil Codes 5850 and
5855, which establish a simple
system. The process begins with a
written notice to the homeowner
at least 10 days before the hearing,
informing the homeowner of the
date, time and place of the meet-
ing, the nature of the violation
that is alleged (or the nature of the
damage to the common area), and
notification that the member may
address the board at the meeting.
Within 15 calendar days, the association
must in writing inform the member of any
discipline imposed. The process must be
followed, because procedural violations
invalidate the disciplinary action (Civil
Code 5855(d)).

Note: Since 2014, this process must also
be followed when associations seek to

charge a member for the cost of repairing
common area damage caused by the mem-
ber (or the member’s guest or tenant).

Sometimes “due process” is erroneously
invoked regarding HOA hearings.
The required “process” is simply
that specified in the statute. So,
homeowners do not have the right
to be represented by counsel (HOA
counsel often also isn’t attending),
cross-examine witnesses, confront
their accuser or have a jury of their
peers. These are not public court
proceedings, but rather private
meetings between neighbors ad-
dressing a community problem.
Homeowner rights in these hear-
ings are what the statute says they

are.
Sometimes hearings are canceled be-

cause the accused member is unable to at-
tend the hearing, and the board errone-
ously thinks the member must be present.
The law requires that homeowners have
the opportunity to attend, not that they
must attend. If the member has a legiti-

mate reason for not attending and the is-
sue is not urgent, postponing the hearing
might be a positive goodwill gesture. How-
ever, postponement is not required.

A hearing is necessary before discipline
or a reimbursement assessment can be
imposed. Some associations send viola-
tion notices to owners, with a notification
that the owner can demand a hearing.
This is incorrect, because the law requires
a hearing, regardless of whether the mem-
ber demands it. If the member fails to at-
tend or respond, the hearing may be quite
short – but it must happen if the board is
imposing any discipline.

The association has many options other
than fines. It can take an action that is not
discipline, such as warning the member,
censuring the member or asking for a
meeting. Other disciplinary options in-
clude suspending amenity rights, or in
gated communities temporarily disabling
transponders (forcing the errant owner or
owner’s tenant to check in at the guard
gate instead). 

One myth is that, if a member demands

How HOA disciplinary hearings should run 
H O A  H O M E F R O N T
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Recently, I authored a post where I dis-
cussed making ends meet in a commercial
real estate deal. 

During my discussion, I grazed on a top-
ic that get a larger nudge today: If
you own your building and have
elected to relocate, should you
lease or sell the vacant building
you leave behind?

A move generally is bittersweet –
a cause for celebration because an
increase in business created the
need for more space. Good for you!
But, the additional sales spawned
another problem: You’re creating a
vacancy. Now what?

In short, the direction you choose in
dealing with the excess space and filling
the vacancy depends on several factors. In-
dulge me while I dissect a few of them.

The structure of your new deal. Are you
buying the new building, leasing the new
building or leasing the new building with
an option to buy the new building at a later

date? Chances are, if you desire to
own the new spot and don’t have a
pile of cash lying around, you will
need to sell the building you’re va-
cating. Conversely, if your next
space will be leased, you may be able
to hold on to the old address. 

Your desire to be a landlord. Own-
ing and managing a leased building
occupied by a company – not your
own – comes with a set of headaches
and not necessarily a bottle of aspi-

rin. Some of the painful biggies: Who will
vet the credit of the new occupant, what if
the new guy fails to pay, can you float a lack
of rent while you scour the market for a

suitable occupant?
Can you afford to lease the existing build-

ing? Here is what I mean and how I counsel
companies facing this decision. The mar-
ket is the market. Prospective tenants will
only pay you a rent figure for your building
based on what has leased recently and
what other buildings are demanding in
rent. 

So now you must roll up your sleeves,
compute your costs to own the building
(mortgage payments, property taxes, insu-
rance and maintenance), add a reasonable
return for the equity you have in the build-
ing, and see where that squares with the
market rent. You may believe yours is
worth more. Maybe, but are you willing to
wait? Remember, waiting is expensive.
Lost rent for all the months you wait can
never be recouped. 

Do you require the vacant building’s equity
to fund the new location? This one is easy. I
recently represented a group based in
Whittier. So far past the building’s capacity
was their operation we practically had to
meet in the parking lot. I advised the com-
pany to move out, lease a new location with
an option to buy, sell the original building
and once sold, trade the equity into the
new building. Had this company not want-
ed to own the new location – thus the equi-
ty wasn’t needed – the advice might have
varied and a lease of the relinquished
building considered.

Allen Buchanan is a principal and commer-
cial real estate broker at Lee & Associates,

Orange. He can be reached at 714.564.7104 or
abuchanan@lee-associates.com. 

His website is allencbuchanan.com

You own, and you’re moving – do you lease or sell?
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