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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. Federal Reserve Board meets. 
Will rates rise?

Down from 5,655 
listings two weeks 
earlier and down from 
5,955 a month ago.
The $1 million-plus  
market equals 38.6%                                                                                
of all listings.

Up from the previous 
week’s rate of 4.08%
and up from 3.95% a 
year ago.
The 15-year fixed rate                                                                             
is 3.36%, up from the 
previous week’s rate.

That’s down 46 
cents from 
September’s 
$380.98 but up 
$17.33 from Oct. 
2015.           

That’s down from 13.8% 
in September and down 
from 14.8% in Oct. 2015.

October’s increase over 
a year ago was the 74th 
consecutive month of 
year-over-year 
increases.

2. NAHB Index shows 
homebuilder psyche, out 

Thursday.

3. Watch data on 
new-home permits and 

starts, out Friday.

Homebuying was up 19.2% for the 22 business days ending 
Nov. 7. Sales of new homes, 431, were up 69.7%.

DISTRESSED SHARE OF LISTINGS
The 120 foreclosures and short 
sales on the market are down 

from 123 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. Look for real estate’s 
slice of Producer Price 
Index, out Wednesday. 

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF DEC. 1
5,177

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING DEC. 8
4.13%

MEDIAN PRICE PER SQ. FT.

OCTOBER
$380.52

ARMs 
(Homes bought with 

adjustable-rate mortgages)
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5. Freddie Mac mortgage-
rate survey out Thursday.
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CoreLogic’s median home price for the 22 business days ending 
Nov. 7 rose 8.8% from a year ago, with price decreases in 
16 of 83 county ZIP codes.

The latest resale house price 
was 3.27% below its peak of 
$734,000; the latest resale 
condo price was 6.38% 
below its peak of 
$470,000.

2.45 months
Dec. 1

Of course, every home
for sale comes with an ask-
ing price. 

Where that price came
from, how close it is to to-
day’s actual value, and
how likely it is a qualified
buyer will pay anything
close to that is another
matter altogether. 

Add to that whether the
house has had recent, tas-
teful upgrades, has been
staged like a model home,
is in a prime location, has a
swimming pool or a killer
view and you’re into the
difficult science of right-
pricing a home.

Add further into the eq-
uation factors some sellers
pack into their desired
sales price, and the diffi-
cult job of right-pricing
becomes an art more than
a science. 

Here are a few examples
of right-pricing challeng-
es.
● Upgraded to sell: So
you have a condo in a great
location with an attached
garage and you’ve kept it
in exactly the same condi-
tion as you bought it. Now
it’s time to move on and
get it sold. 

Bring in a designer and
a good, reasonably priced
contractor, and now you’re
the bomb. Quartz. Stain-
less steel. White. Brushed
nickel. Add $20,000 to the
recent comps and subtract
two months from the time
to get it sold.
● Lipstick on the pig:
When you have a desirable
floor plan in a great loca-
tion, but don’t have recent,
fashionable upgrades, you
might just want to replace

your light
fixtures
with some-
thing more
up to date,
change out
the cabinet
pulls to
match the
fixtures,
give it a
new coat of

neutral paint and you’ve
got a fighting chance of
getting a great offer.

As long as you price it
closer to the recent sales in
more original condition
and avoid the lure to ask
what the fully remodeled
flip just sold for, which is
the highest price in the
history of the neighbor-
hood.
● Flipping for the big
bucks: When you pick up
an older house with the
most amazing lot in the
entire neighborhood (end
of the cul-de-sac, at the top
of the hill, with a 180-de-
gree view), you have a un-
ique opportunity to push
your asking price even
higher. 

Say it’s a 1972 home in
original condition. Rather
than go to market for
slightly less than similar
recent sales, use your pre-
vious flipping expertise.
That means flawless de-
sign touches, adding a few
windows, removing a few
walls and hiring a staging
company with the best
sense of style and emo-
tional appeal.

Do that, and you might
get multiple offers and
end up selling it for the
highest price in the histo-
ry of the neighborhood.

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.

Did you put
lipstick on a pig,
or go whole hog?
There’s a lot that
factors into ‘right
pricing’ a home
before it hits the

market. L E S L I E
S A R G E N T

ES K I L DS E N
CONTRIBUTING
COLUMNIST

I recently authored a column
with the headline “The almost-
perfect space – but not so fast!”

One of the excerpts from that
column that I want to explore to-
day is this: “Once the true cost of
the new offices is determined,
we now must negotiate who
pays: you, the owner or some
combination of you and the
owner. Generally, an owner will
be reluctant to pay for an im-
provement that adds value today
but may need to be ripped out in
the future.”

There are circumstances in
which an owner will, in fact,
write a check, as a concession,
for improvements to a space – as
in the case of a building in shell
condition, or if the building is in
need of some updates and the
owner prefers to throw a wad of
cash at the problem vs. doing it

himself. 
What follows

are some issues to
understand be-
fore you nego-
tiate an improve-
ment allowance.

What is it:. By
definition, an im-
provement allo-
wance is a sum of
money the owner

of a building will invest in im-
provements. Such improve-
ments could be new offices, new
flooring, paint for the offices or
warehouse area, expanded elec-
trical circuitry or truck door en-
hancements such as load level-
ers.

Turnkey vs. an allowance:
In a turnkey situation, you are
requesting your new layout be
entirely created by the owner of

the building without a cost to
you, the occupant. An allo-
wance, conversely, is a fixed
amount of money the owner will
spend on your layout with no
guarantee the sum will cover the
entire cost. If an allowance is all
you can muster, make sure you
understand the true cost of your
improvements with adequate
wiggle room in case of a sur-
prise. 

Not all deals: Understand
that not all transactions will off-
er an allowance for improve-
ments. We frequently see this in
industrial deals. An owner will
possibly freshen the offices with
a coat of paint and some new
flooring but will be unwilling to
do much more. 

What an owner will pay:
Generally, an owner will pay for
general purpose improvements,

or those that will be reusable by
future tenants. 

Ways an allowance is paid,
when and how: The best for you,
the occupant, is to have the own-
er provide a turnkey allowance
as a concession. He produces
your layout with no cost to you
other than your timely rent pay-
ments throughout the lease pe-
riod. The worst for the occupant
would be a complete repayment,
with interest, of the improve-
ment dollars an owner invests in
the building.

SNDA: If a substantial invest-
ment is needed to shape your
space into habitable form, make
sure the lease you sign includes
a subordination, non-distur-
bance and attornment provi-
sion. Simply put, this clause will
protect your investment and te-
nancy if your owner loses his

building through foreclosure.
Management fee: One of the

“gotchas” that exists within an
allowance is the owner’s right to
charge you a fee for managing
the process of building your im-
provements. Let’s say the owner
will invest $100,000 to mold
your arrangement. Your con-
struction costs are $100,000.
You’re golden! Oops: The owner
is charging you $5,000 to over-
see the construction. Now your
new arrangement is tipping the
scales at $105,000. And guess
who pays the $5,000? Yep! The
one reading this. 

Allen Buchanan is a principal and
commercial real estate broker at
Lee & Associates, Orange. He can
be reached at 714-564-7104 or abu-
chanan@lee-associates.com. His
website is allencbuchanan.com.

A L L E N
B U C H A N A N
CONTRIBUTING
COLUMNIST

Negotiating improvements for commercial buildings

Q. Recently we have had is-
sues with projects and pro-
posed projects that involve
city regulations vs. CC&R
restrictions. Our board seems
to think that the require-
ments in our CC&Rs are
unenforceable if the city has
already approved the pro-
jects. I contend that the
CC&Rs must be met as well
as city requirements, with
the more restrictive (usually)
CC&Rs having the greater
legal power (for lack of a
better word). 

– J.D., Solana Beach
A. Your CC&Rs and govern-
ing documents are private
restrictions governing
your community. By be-
coming an owner in the
community each member
automatically becomes
part of an agreement to

live by
those
restric-
tions.
Similarly,
by moving
into the
mun-
icipality
of Solana
Beach,
each own-
er also

becomes subject to the
laws and ordinances of the
city, in addition to other
applicable county, state
and federal laws. The law
of the CC&Rs is based in
contract, while the law of
the governmental author-
ities is public law. HOA
members must heed both.

Some owner modifica-
tions do not require build-

ing permits but may still
require association appro-
val. An example would be
changing the paint color
of one’s garage door,
which probably would not
require a permit in most
places but would clearly
be an association issue
requiring permission.
Conversely, it is possible a
building permit could be
required for something
which may not require
HOA permission – such as
replacing a water heater.

Some cities require a
homeowner show HOA
approval of a home mod-
ification before issuing a
building permit. However,
with respect to solar in-
stallations, Government
Code 65850.5(i) bars cities
from doing so. This can be

misleading to home-
owners who may be led to
think that the HOA has no
say in the matter – this is
incorrect. 

HOA homeowners
should check both with
their association and the
building authority before
making changes to their
home.

Some homeowners
consider the approval of
the building department is
more important than the
HOA, and decide it is “bet-
ter to ask forgiveness than
permission.” This can
prove to be a bad idea,
such as in the 1992 case of
Harbor View v. Torley, in
which the homeowner
added to their home with-
out HOA permission, and
then was ordered by the

court to remove the addi-
tion and pay the HOA
attorney fees.
Q. Nowhere in (our governing
documents) is there a section
that violates the First
Amendment of the Constitu-
tion. However, the board
made a new rule that does,
barring politics in the club-
house. Prohibiting the use of
facilities for any purpose that
does not promote hate is, in
my opinion, a violation of the
First Amendment. May I have
your opinion as to where the
Constitution starts and stops
in an HOA? 

– R.G, Moreno Valley
A. HOA elections are go-
verned by the Davis-Stir-
ling Act sections regarding
elections, at Civil Code
Sections 5100-5145. Per
Section 5105(a)(2), associa-

tions that have common
area meeting space must
make it available to candi-
dates in HOA elections at
no cost. So, if an election
is in progress, the HOA
may not ban campaign
meetings in the clubhouse. 

The U.S. Constitution
does not govern this, be-
cause the association is a
private organization of
members.

Kelly G. Richardson, Esq. is a
Fellow of the College of Com-
munity Association Lawyers

and Managing Partner of
Richardson Harman Ober
PC, a law firm known for

community association ad-
vice. Submit questions to

KRichardson@RHOpc.com.
Past columns at

HOAHomefront.com. 

When issues arise, which law do you follow, city or HOA?

KELLY G.
RICHARDSON
CONTRIBUTING
COLUMNIST
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