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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. Realtors report existing U.S. 
home sales on Tuesday.

Up from 4,234 listings 
two weeks earlier but 
down from 4,789 a 
month ago.
The $1 million-plus  
market equals 39%                                                                                
of all listings.

Up from the previous 
week’s rate of 4.09%
and up from 3.79% a 
year ago.
The 15-year fixed rate                                                                             
is 3.40%, up from the 
previous week’s rate.

That’s up $.13
from November’s 
$378.75 and up
$20.21 from Dec. 
2015.           

That’s up from 1 1.4% in 
November but down 
from 17.5% in Dec. 
2015.

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

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

3. Look for real estate’s 
slice of Gross Domestic 

Product, out Friday. 

Homebuying was down 0.3% in December. 
 Sales of new homes, 671, were up 22.2%.

DISTRESSED SHARE OF LISTINGS
The 1 12 foreclosures and short 
sales on the market are down 

from 1 17 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. Freddie Mac mortgage-
rate survey out Thursday.

INVENTORY OF HOMES FOR SALE
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5. Mortgage bankers report 
loan-application trends on 

Wednesday.
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CoreLogic’s median home price for December rose 5.3%
from a year ago, with price decreases in 29 of 83 county ZIP 
codes.

The latest resale house price 
was 4.63% below its peak of 
$734,000; the latest resale 
condo price was 7.45% 
below its peak of 
$470,000.

Your interest in mort-
gage interest rates may be
highest when you are
considering purchasing a
home. 

This is particularly true
in light of the long
period of extremely
low interest rates
we’ve had for the
past several years
and the anticipa-
tion of upcoming
increases. 

Let’s be clear
about how the
daily fluctuation in
mortgage interest
rates will impact your
specific rate when you do
buy a home.

While you are shopping
for homes, you will prob-
ably also be shopping for a
home loan. The standard
question to ask any mort-
gage sales rep is, “What’s
your rate?” 

The trouble with this
question is that the only
correct answer is, “It de-
pends.” 

It depends on your fi-
nancial qualifications,
verified by your income
tax return, your FICO
score, your debt to income
ratio, the term of the loan,
the amount of the down
payment and the amount
of the loan. 

Once the loan rep has
all of this information, he
can give you a rate. 

But let’s be clear about
this rate quote. It is for
today and today only,
based on the market rates
prevailing today. As long
as you bear this in mind,
you’re off to a good start.

When you ask your
lender for a preapproval
letter, it will most likely
have a loan amount, anti-
cipated purchase price
and an expected interest
rate based on prevailing
rates the day the letter
was written or the day the
preapproval was complet-
ed. Again, this rate is the

expected interest rate, not
a guaranteed rate.

Once you’ve found a
home you’d like to buy,
you may go through sever-
al days of negotiations

with the seller,
usually having to
do with the pur-
chase price. As
your negotiations
continue, mort-
gage interest rates
may fluctuate. But
these fluctuations
have little bearing
on your specific
interest rate be-

cause your rate is not
locked until you have a
signed purchase contract. 

Once the lender re-
ceives the signed purchase
contract, she can then
scour the market and the
loan programs that you
qualify for, searching for
the best rate. Most lenders
will also look at the cur-
rent trend to see if there
are any hints that rates
may dip down, in which
case they may hold off on
locking your interest rate. 

On the other hand, if
the trend looks like rates
are likely to tick up short-
ly, the lender may hustle
to get your rate locked as
soon as possible. 

The event that matters
most to homebuyers is the
actual locking of the loan
rate. This insulates you
from future fluctuations
in rates that may occur
before you sign your loan
documents and your loan
is funded. 

The bottom line is that
you don’t get a rate until
you actually have a con-
tract. Until then, it is just
a theoretical rate. 

Just so you know.

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.

When interest
rates become

important
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Other than the overall condi-
tion of the common areas, one
of the first opportunities for
associations to make a
positive impression
upon new members is
at meetings of the
board of directors.
Where does a new
owner learn how
board meetings are
conducted? No law
requires associations
to have meeting rules,
but such rules can be
extremely helpful to
attendees and the
board. Much of the
rules may be derived from sta-
tutes (Civil Code 4900-4955, aka
Open Meeting Act) but the sta-
tutes do not answer all ques-
tions.

Topics that could be covered

in meeting conduct rules could
include:

Who can attend board
meetings? This is not an
academic question. Under
the Open Meeting Act,
only members have the
right to attend open meet-
ing sessions, but what
about tenants, non-owner
spouses, attorneys, chil-
dren of owners, and ser-
vice providers? The rules
can confirm if anyone else
can attend.

What is the order of
business the HOA
board usually follows?

A model agenda can be included
in the rules, to inform HOA
members about the order in
which things happen in board
meetings.

How is open forum han-

dled? Is it at the beginning or
the end of meetings? Can the
board vote to have a special
open forum on a limited issue
during the meeting? What is the
time limit on owner remarks?
Reasonable guidelines on open
forum will be helpful.

What behavior is not per-
mitted in board meetings?
Meeting rules should contain
clear boundaries of behavior,
boundaries which no reason-
able person would dispute.
Rules should spell out what is
not allowed, and help keep or-
der during board meetings.

If someone disrupts the
meeting, what does the
board do? There is nothing
more unfair to the board and
the attending owners than
when one or more owners hi-
jack a meeting with obstreper-

ous behavior. Rules should in-
clude an escalation of response
toward disruptive attendees.
The escalation should start with
a warning from the chair, fol-
lowed by a motion of the board
of censure (asking the owner to
quiet down), followed by a mo-
tion to eject the offending own-
er from the meeting. It is not
fair to anyone to allow bullies to
stymie the board from handling
the association’s business. 

If the homeowner is called
to a hearing, what will hap-
pen? So often I attend disci-
plinary hearings or reimburse-
ment hearings in which the
HOA member called to the
hearing is simply lost, not
knowing what is expected from
him or her or how to proceed.
Meeting rules can explain how
disciplinary and common area

damage reimbursement hear-
ings are conducted. This would
inform members how best to
prepare, resulting in better and
fairer hearings.

What happens in closed
sessions, which homeowners
often see as mysterious?
Why not include in the rules an
explanation of what the law
allows boards to address in
closed sessions – and such rules
may remind the board as well.

Kelly G. Richardson Esq. is a Fellow
of the College of Community Asso-

ciation Lawyers and Managing
Partner of Richardson Harman
Ober PC, a law firm known for
community association advice.
Submit questions to KRichard-

son@RHOpc.com. Past columns at
HOAHomefront.com. 

Unruly meetings or meeting rules 
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Evaluating real estate offers is
seemingly easy, right? You
should instantly be able to dis-
cern an offer’s benefits and
whether the offer is a
good one. 

In practice, the de-
termination of the best
offer is maybe not as
simple as one would
believe. 

Most commercial
real estate sellers grav-
itate to the price of-
fered vs. the asking
price. If the offer is at
asking price, great. If
the offer fails to reach the ex-
pectations, it is discarded. Fi-
nally, if the offer eclipses the
asking price, silence ensues. Did
you ask too little? 

However, the offer with the

highest price may not in fact be
the best offer. Recently, we re-
ceived an offer for a project we
lease and manage. The buyer

planned to tear down the
existing buildings and
construct multifamily
housing. The buyer was
prepared well above mar-
ket rate for the real estate.
The problem was he
wouldn’t close for 18
months. No deal! 

Terms: These vary in a
commercial real estate
deal. Most contain a con-
tingency period that can

consume as few as two weeks to
as many as 90 days. Buyers use
the contingency time to study
the physical aspects, complete a
title search, obtain financing
and vet occupants, if any. Two

offers at the same price but one
with a shorter contingency pe-
riod is generally preferable.

Number of competing offers: If
you have the luxury of multiple
offers, you should create a grid
outlining all of the points con-
tained in this post. Rank the
offers based on all of these fac-
tors. The best offer will come
shining through. 

Nature of the buyer: Will the
buyer occupy the real estate or
rely on rent as justification for
the buy? Typically, an owner-
occupant will pay more and
focus on the utility of the real
estate for his use. 

Source of funds: Does the
buyer have a cache of cash wait-
ing to be deployed to buy your
building? Or, will the buyer rely
upon other people’s money

(OPM) to complete the buy?
How about financing? A deal
that includes a bank’s OK is
typically more time consuming
and risky. All of the buyer’s and
banker’s boxes must be checked
in order for the sale to progress.

Buyer’s motivation: Why does
the buyer want to buy your
building? You may be thinking,
who cares? He just does. Con-
tained within the answer to this
question, however, may be a
clue as to whether the sale will
close at price and terms every-
one has agreed to. 

Contingencies: Mentioned
above under the terms para-
graph, certain items must be
satisfied in order for a sale to
occur: title, financing, physical
inspection. Caution should be
given to conditions outside the

normal realm such as condi-
tional use permits, construction
of improvements, zone changes,
or the sale or lease of another
property. If a buyer’s purchase is
contingent on any of these con-
ditions, you must carefully
weigh the likelihood of waiver,
otherwise what appears to be a
great offer might in fact become
a failed effort. 

As advertised, many factors
should be considered to convert
a good offer into the best offer.

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

Evaluating whether a good offer really is the best
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