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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

The Register

$650

600

550

500

450

400

350

300

5.5

5.0

4.5

4.0

3.5

3.0

2.5

2.0

1.5

1.0

0.5

0

In thousands

In thousands

2015 2016 2015 20162013 2014

2012 2013 2014 2015 2016

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

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 4.2%
but up from 3.92% a 
year ago.
The 15-year fixed rate                                                                             
is 3.37%, 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. Look for rent trends in 
Consumer Price Index, out 

Wednesday.

3. National Association of 
Home Builders index 
shows homebuilder 

psyche, out Wednesday. 

Homebuying was up 8.6% for the 22 business days ending 
Dec. 15. Sales of new homes, 531, were up 30.1%.

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. Watch data on new-home 
permits and starts, out 

Thursday.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF DEC. 29
4,234

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING JAN. 12
4.12%

MEDIAN PRICE PER SQ. FT.

NOVEMBER
$378.75

ARMs 
(Homes bought with 

adjustable-rate mortgages)

NOVEMBER
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RENT-COST CHANGE

REGIONAL RENTER INFLATION
5.2%
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5. Fed's Beige Book shows 
regional real estate trends, 

out Wednesday.
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CoreLogic’s median home price for the 22 business days 
ending Dec. 15 rose 6.2% from a year ago, with price 
decreases in 25 of 83 county ZIP codes.

The latest resale house price 
was 3.95% below its peak of 
$734,000; the latest resale 
condo price was 4.26% 
below its peak of 
$470,000.

When you’re buying a
home, it is crucial to get
the sequence right for
the best outcome. Here
are three groups of
events and how
you want to time
the activities for
the best results.

Inspections
and appraisal:
You definitely
want to review the
sellers’ disclosures
and the termite re-
port before you
schedule your
home inspection
or appraisal.

This can be difficult if
the sellers haven’t com-
pleted their disclosure
package or done the ter-
mite inspection before
they accept your offer, so
urge your agent to get
these to you as soon as
possible. 

You will want to know
if there are any red flags
– like a previous slab
leak, roof leak or fire
damage that has been
repaired – before you
pay for the home inspec-
tion. Knowing about
these up front can help
you check the insurabil-
ity right away and will
give you some items to
focus on when you do
schedule the home in-
spection. 

You want to complete
the home inspection be-
fore you pay for the ap-
praisal in case any more
red flags pop up, and
you can negotiate with
the sellers on repairs
that concern you or can-
cel the purchase if the
sellers declines to reme-
dy the issues to your sa-
tisfaction.

Buyer’s funds to
close and loan funds:
Your funds to close
(down payment and
closing costs that you
owe less the amount of
your initial deposit)
have to arrive before the
lender will send in its
money. 

These funds are best
wired in the morning a
day or two before you sign
your loan documents.
That way you can be sure

you are not hold-
ing up the closing
because your len-
der will not fund
your loan if your
part has not been
received.

There are plen-
ty of other things
that can hold up a
closing, but get-
ting your money
in will ensure that

you’ve done your part to
make sure your loan will
fund in a timely manner. 

Appliances, furni-
ture and flooring: If you
are getting a loan to buy
your house, do not buy
even a toaster oven before
the purchase is recorded
and closed, which hap-
pens after your funds get
wired and the lender
sends in the money from
your loan. 

You’ll have to wait for
the new washer and
dryer, the new dining
room furniture and your
new hardwood floors un-
til the deal is all done so
that nothing changes in
your financial world.
That also would extend to
quitting your job, adopt-
ing a child or committing
a felony. 

Pulling the trigger on
any of these events before
your purchase is com-
plete can have devastat-
ing consequences. And
some will have devastat-
ing consequences regard-
less of when you pull the
trigger. Follow the right
steps in the right order,
insulate your finances
from any changes and
keep your record clean.

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.

Sequence is key
to getting the keys
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gation. Clearly, rent and other expenses
will be shared, but this can be outlined in a
sub-agreement to the owner lease. Ideally,
the owner will lease to both companies.
However, if one company defaults, the oth-
er is on the hook. 

Conflicts. Plan on these. While you and
your partner are pleased with each other,
carefully forge an understanding to work
out any disagreement that will occur.

Identity. Will each business have a sep-
arate entrance and signs? How will arriv-
ing customers for one company find it?
Will the operations have a common lobby,
receptionist, and conference room?

Details, details. Maybe you should scour
the market again for your own place.

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 

Your business home is no longer meet-
ing your space needs or you’ve decided to
evacuate your garage and home study for
the freedom of your own business location. 

A quick online search reveals the
challenge of finding that ideal spot.
Commercial availabilities aren’t as
easily Googled as the house you
bought last year. You may have hap-
pened upon a solution to your space
quandary, however. A guy at your
church is strapped for growth as
well and has offered to share a
building with you. Or, your buddy
from the gym owns a building, has
excess capacity and will allow you
to move in. 

Great, in theory. But, in practicality, is
this a good idea? Indulge me as we exa-
mine the question.

Cultures. Companies that merge busi-
ness operations frequently deal with dif-
fering cultures, similar to cohabiting. As

an example, will your employees be al-
lowed to eat at their desks, bring pets to
work, or use the internet personally? What
about child care? Are there facilities on

site? Is business dependent upon
destination visitors who require
meeting space? Are the employees
housed in cubicles or private offic-
es. If your business cultures are dis-
parate, conflicts will quickly arise.

Hours of operation. If the ma-
jority of your customers are on the
East Coast, you’ll need access to the
building early in the morning. Con-
versely, West Coast customers can
be managed on Pacific time. Are

you a weekend operation and your host a
Monday through Friday, 9-to-5er? Is the lo-
cation surrounded by houses, which
would cause after-hours truck delivery is-
sues? You’ll need to have a candid conver-
sation if your hours differ.

Security. Your host warehouses corru-

gated boxes. You, on the other hand, sell
electronic components. Can the storage
space be cordoned off so that sticky fingers
are discouraged? Will all of the employees
of both companies be given keys? How will
folks arriving and leaving at different
times be handled?

Physical space. Your operation is lar-
gely conducted in the offices. Your host or
partnering company needs production or
warehouse space. Is the building suited for
such sharing? What if you and your build-
ing partner are sharing the offices. Is space
sufficient, private, and properly wired for
internet and phones? 

Business agreement. Please, if you do
nothing else, get your agreement in writ-
ing. The agreement should include the
rent, term, and utilities, among other
things. In the example of leasing a new
space for shared occupancy, you should
discuss which company will sign the lease
and take responsibility for the owner obli-

Should you share a building with another company? 
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Superior Manufactured Housing, Inc
18837 Brookhurst Street Ste 100, Fountain Valley, CA 92708 • 800-219-7771

OPEN HOUSE TODAY 1-4PM OPEN HOUSE TODAY 1-4PM OPEN HOUSE TODAY 1-4PM OPEN HOUSE TODAY 1-4PM

19361 Brookhurst Street #109
Huntington Beach

Ca 92646
3 bedroom 2 bath

214 Albatross
Fountain Valley

Ca 92708
2 bedroom 2 bath w/den

PER037250CA A/B $175,900 PER037437CAA/B $219,900 PER037412CA A/B $219,900 PER037553CAA/B $259,900

603 Balsa
Fountain Valley

Ca 92708
3 bedroom 2 bath

9850 Garfield Ave #135
Huntington Beach

Ca 92646
3 bedroom 2 bath
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