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

Friday.

Down from 4,789 
listings two weeks 
earlier and down from 
5,177 a month ago.
The $1 million-plus  
market equals 40.3%                                                                                
of all listings.

Down from the previous 
week’s rate of 4.32%
but up from 3.97% a 
year ago.
The 15-year fixed rate                                                                             
is 3.44%, down from 
the previous week’s 
rate.

That’s down $1.77 
from October’s 
$380.52 but up 
$16.09 from Nov. 
2015.           

That’s down from 1 1.8% 
in October and down 
from 15.3% in Nov. 
2015.

November’s increase 
over a year ago was the 
75th consecutive month 
of year-over-year 
increases.

2. Mortgage bankers report 
loan-application trends on 

Wednesday.

3. Freddie Mac mortgage-
rate survey out Thursday.

Homebuying was up 11.7% for the 22 business days ending 
Dec. 8. Sales of new homes, 486, were up 25.3%.

DISTRESSED SHARE OF LISTINGS
The 1 17 foreclosures and short 
sales on the market are down 

from 126 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. Confident borrowers? See 
Monday's consumer credit 

data.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF DEC. 29
4,234

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING JAN. 5
4.2%

MEDIAN PRICE PER SQ. FT.

NOVEMBER
$378.75

ARMs 
(Homes bought with 

adjustable-rate mortgages)

NOVEMBER
11.4%

RENT-COST CHANGE

REGIONAL RENTER INFLATION
5.2%

2015 2016

5. Confident workers? See 
quit rate in “JOLTS” report, 

out Tuesday.
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CoreLogic’s median home price for the 22 business days 
ending Dec. 8 rose 5.5% from a year ago, with price 
decreases in 20 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 4.26% 
below its peak of 
$470,000.

Without even shuffling
the tarot cards, shaking
the Magic 8 Ball or read-
ing the tea leaves, home
staging, home
upgrades and
mortgage interest
rates will be the
most talked about
aspects of the resi-
dential real estate
market in 2017.
Without a doubt. 

Here’s why.

Upgrades: You
know how much
you love the HGTV
shows that focus on flips,
fixers and remodels. And
your house is probably not
even listed for sale. 

Think about how you
feel when you get to the
end of an episode of “Fixer
Upper” where Chip added
a guest bathroom using a
vanity from Jo’s ware-
house and then used the
old wooden siding from
the falling-down barn
around the corner for the
paneling in the dining
room. You see the whole
house renewed with all
the charm these profes-
sionals can muster. 

Or the final minutes of
“Property Brothers” when
Drew and Jonathan reveal
the totally remodeled
home, and tears are
streaming from the
buyers’ eyes. 

With the proliferation of
home improvement
shows, there is a height-
ened sense of expectation
buyers are bringing to the
table. 

In 2017, sellers will have
to choose to make up-
grades – in the current
fashion and style – or
price their homes accord-
ingly, even if you’ve up-
graded in the past. 

Home staging: If your
house isn’t a fixer-upper,
you have to stage it to get
the highest price. 

Even if you have the
original kitchen counters

and cabinets, the original
tub and shower and their
enclosures, the original
windows and the original

flooring, staging
your house is going
to be key to your
success. Buyers
expect you to at
least step it up and
put some lipstick
on it so they can
see the potential. 

Degrees of stag-
ing range from
using your own
furniture and ac-

cessories after you de-
clutter and de-personalize
the entire house to remov-
ing every single one of
your possessions so the
staging company can work
its magic, transforming
your house to make it look
like a model home. 

Houses that are not
staged attract fewer in-
terested buyers.

Mortgage interest
rates: Interest rates will
go up this year. How
quickly and by how much
will be the topic of con-
stant conversation. 

Savvy buyers will be
tuning up their spread-
sheets to calculate the
increase in monthly pay-
ments with every change
in interest rates.

Will it be a steady rise,
or will there be some dips
along the way? Will home
prices fall as interest rates
rise? Will the rise in in-
terest rates cause buyers
who have been sitting on
the fence to suddenly
jump into the market, lest
their ability to afford a
house payment be com-
pletely eroded? 

There’s going to be a lot
to talk about this year.

Leslie Sargent Eskildsen is
an Orange County real estate
agent. She can be reached at
949-678-3373 or leslie@leslie
eskildsen.com. Her website is

leslieeskildsen.com.

Reality TV raises
homebuyers’
expectations

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

ES K I L DS E N
CONTRIBUTING
COLUMNIST

Some associations prefer to keep
control of certain maintenance,
because better cost control can
be had by, for example, hiring
one company to maintain all of
the HVAC units. If responsibility
is to be allocated to the indivi-
dual owners, the association
needs the right to enter resi-
dences to repair areas which an
owner does not properly main-
tain or repair.

While Civil Code 4775 changed
this month, the new subpart
(a)(3) did not change anything
for California HOAs. Before the
amendment, mainstream HOA
lawyers agreed that, unless the
governing documents stated
otherwise, the homeowner
maintained exclusive use areas,
and the association repaired and
replaced such areas. The statute,
with subpart (a)(3), now makes
that explicit statement. Associa-

tions desiring different mainte-
nance and repair responsibilities
can by membership vote amend
their CC&Rs to reallocate that.

Another issue to consider is if
a particular portion of the com-
mon area can be converted to
exclusive use common area for
one owner under Civil Code
4600. Unless any of the Civil
Code 4600(b) exceptions apply,
67 percent of all owners must
approve any conversion of com-
mon area to exclusive use com-
mon area. 

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 advice.

Submit questions to 
KRichardson@RHOpc.com. Past

columns at HOAHomefront.com. 

Q. Just read your article (on exclusive
use common areas) and was won-
dering the implication (pro and con)
and cost of transferring an exclusive
common area into a unit. That way,
the owner gets full control
of the common area as well
as the maintenance res-
ponsibility. – P.R., San
Francisco
A. Converting exclusive
use areas to become
legally a part of a unit
requires a change in the
way the real estate in-
terest is described, and
so would require
amending the condomi-
nium plan. Because
amending a condomini-
um plan requires approval of
every owner and mortgage hol-
der, it is usually not a practical
option.

Exclusive use common areas

often are a point of disputes in
associations because many own-
ers do not understand that an
exclusive use patio or balcony,
for example, is not “theirs” but is

still owned in common
by all the owners as part
of the common area. A
specific owner has the
exclusive right to use the
patio or balcony, but it is
still subject to the ulti-
mate control of the asso-
ciation. In real estate law,
the right to use is diffe-
rent from ownership.

Associations often
discuss who should
maintain and repair such
areas. When I update

association CC&Rs, one of the
first questions I ask is how the
HOA has been allocating mainte-
nance and repair responsibility,
and how they would like to allo-

cate such responsibility in the
future. Clear CC&Rs can make
the issue much less of a point of
contention in associations.

There are many factors an
association may wish to examine
in deciding how to allocate res-
ponsibility to either the owners
or the association. Certainly, one
issue is owner independence, as
owners may prefer to make their
own decisions about how to
maintain and repair their exclu-
sive use areas. Another factor is
that the more maintenance and
repair is handled by individual
owners, the less pressure on the
budget and also less for the
board and management to han-
dle. On the other hand, some
areas may be deemed important
for HOA handling, such as per-
haps balconies that if not main-
tained and promptly repaired
could leak into units below.

Can exclusive use area be made part of unit?
H O A  H O M E F R O N T
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I’m sure many of you already
have broken all of your 2017
New Year’s resolutions. That’s
what a week back to the grind
will do for you. What appears
to be a good lifestyle
change in the fog of
Dec. 31 quickly becomes
fodder for the refuse
can once the reality of
life kicks in. So, I won’t
bore you with my reso-
lutions but instead pro-
vide some commercial
real estate lessons I
learned last year.

Lesson one: Commer-
cial real estate is woefully be-
hind our residential counter-
parts when it comes to tech-
nology. Our industry is dom-
inated by old, gray-haired men.

We haven’t embraced tech-
nology. Quite the contrary, we
shun it. Have you ever attempt-
ed to conduct an online search
for a commercial property?

Forget about it! The op-
tions are limited, clunky
and costly. Plus, to truly
gain any knowledge
about the offering, you
must contact a broker.
You’ll be lucky to get a
return call. The reason?
Our data is shared diffe-
rently. We aren’t bound
by boards of Realtors.
Thus, you need a key to

the walled garden – a commer-
cial broker – to see inside.

Lesson two: The key to a sus-
tainable source of transactions
is your network. Chances are,

your network is comprised of
three sets of professionals –
those upstream from your
deals, downstream from your
deals, and others unrelated to
your business. Build your net-
work with those whom you can
trust and refer to them gener-
ously. Team with your network
in creative ways – introduce a
contractor to a building own-
er, give a talk at a trade group,
or author an article for an
industry publication. In the
process, you add tremendous
value to your clients and help
your network build their busi-
ness.

Lesson three: Champion con-
tent marketing. Approximately
nine of 10 searches for commer-
cial properties begin online. If

you refer to Lesson One above,
searchers become frustrated as
they realize commercial qu-
eries aren’t as fruitful as resi-
dential. Therefore, a digital
presence is critical. Rich,
helpful and timely videos,
blog posts, and “how to” arti-
cles are the best way to build
an online presence. If folks
can’t find you on the web,
you’re invisible!

Lesson four: As business peo-
ple, we have only our time and
our knowledge to share. If you
are generous with both, your
life is more meaningful.

Lesson five: Find a way to
focus on your strengths. Every
business day contains tasks
that expose a weakness –
whether it’s a lack of techn-

ological skill, an aversion to
details, or a reluctance to pros-
pect. Chances are, someone is
close by whose strengths are
your weakness. A collaboration
– blending differing skill sets to
effect a positive result – is fre-
quently the answer.

Lesson six: Don’t be afraid to
go old school, like, drop by in
person vs. calling, avoid an
email and send a handwritten
note, or attend a tour of your
listing.

Allen Buchanan is a principal and
commercial 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

Six commercial real estate lessons learned in 2016 
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