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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. National Association of Home 
Builders Index shows 

homebuilder psyche, out 
Monday.

Up from 5,263 listings 
two weeks earlier and 
up from 5,016 a month 
ago.
The $1 million-plus  
market equals 44%                                                                                 
of all listings.

Up from the previous 
week’s rate of 4.02% 
and up from 3.57% a 
year ago.
The 15-year fixed rate                                                                             
is 3.29%, up from the 
previous week’s rate.

That’s up $4.06
from February’s 
$384.45 and up 
$12.81 from March 
2016.           

That’s the same as 
16.4% in February but 
up from 13.3% in March 
2016.

March’s increase over a 
year ago was the 79th 
consecutive month of 
year-over-year 
increases.

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

Tuesday.

3. Freddie Mac mortgage-
rate survey out Thursday.

Homebuying was up 9.1% for the 22 business days ending 
April 14. Sales of new homes, 468, were up 11.7%.

DISTRESSED SHARE OF LISTINGS
The 81 foreclosures and short 
sales on the market are down 

from 89 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. Mortgage bankers report 
loan-application trends on 

Wednesday.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF MAY 4
5,387

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING MAY 1 1
4.05%

MEDIAN PRICE PER SQ. FT.

MARCH
$388.51

ARMs 
(Homes bought with 

adjustable-rate mortgages)

MARCH
16.4%

RENT-COST CHANGE

REGIONAL RENTER INFLATION
5%

2015 2016 2017

5. See real estate slice of 
industrial production, out 

Tuesday.

$535,000
April 2013

$600,000
April 2015

0

2

4

6

8

10

$645,000
April 2016

CoreLogic’s median home price for the 22 business days 
ending April 14 rose 7.1% from a year ago, with price 
decreases in 22 of 83 county ZIP codes.

Because of a technical problem, sales and 
median sale prices were unavailable for 
resale detached houses and resale 
condominiums.
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Q Recently my fam-
ily sold a house and 

paid over $700 in fees to 
the association, a large 
portion of which was for 
copies of rules and reg-
ulations to be provided 
to the buyer. The associ-
ation provided the files 
to a third-party website, 
then instructed the es-
crow company to download the 
files and print copies for the 
buyer once I paid. The associa-
tion basically did nothing. Can 
an association charge fees with-
out explaining what the fees are 
for?  Doesn’t the homeowner 
have the right to request cop-
ies of bylaws and regulations 
without being charged?  When 
are the fees considered to be ex-
cessive? Do I have any legal re-
course?

 — G.B., Nipomo

A Dear G. B.:
Management com-

panies are often com-
pared not by their qual-
ifications, service level, 
or reputation, but typi-
cally by their “per door” 
monthly fee. Conse-
quently, many manage-
ment firms have found 
that the monthly fee does 

not cover their payroll, let alone 
provide for a profit, and com-
panies are forced to find other 
ways to create revenue. One 
such way is to charge a variety 
of miscellaneous fees, includ-
ing document fees. The Realtor 
profession has battled these fees 
for years, resulting in a group of 
three statutes controlling docu-
ment fees — Civil Code Sections 
4525, 4528 and 4530.

Civil Code 4525 requires an 
owner to, as soon as possible, 
provide a prospective buyer with 

an extensive list of documents. 
Buyers should check the list and 
make sure the buyer receives all 
of the items listed. There can be 
much valuable information in 
those documents.

Civil Code 4528 provides a 
form which is required by Civil 
4530(d) to be provided along 
with the copies. 

This form provides a break-
down of what fee was charged 
for each document, preventing 
“bundling” of all the charges 
into one fee.

The main homeowner pro-
tections are found in Civil Code 
4530. Under this statute, an as-
sociation has 10 days from writ-
ten demand to provide the vari-
ous documents covered by Civil 
4525. 

The association can only 
charge its actual cost for the 
copies, which normally is what-
ever the management company 

charges the HOA. Associations 
may charge the seller a “rea-
sonable” fee. The statute does 
not define what is “reasonable,” 
since this depends upon circum-
stances. 

The association can provide 
the copies electronically, but 
cannot charge extra for provid-
ing them in electronic instead of 
paper form. Owners can by writ-
ten request receive a written ad-
vance estimate of the fees for 
the requested documents (Civil 
4530(b)(2)).

Associations charging unrea-
sonable fees for copies can un-
der Civil 4540 be sued for re-
fund, a civil penalty of $500, 
and attorney fees. However, this 
remedy is underused, since the 
amount of money is typically 
not perceived to be worth the ef-
fort to pursue.

An association can save mem-
bers money by posting as many 

as possible of the Civil 4525 doc-
uments on the “members only” 
area of the association website, 
making it easier (and cheaper) 
for members to provide most of 
the documents to their prospec-
tive buyers. 

Per Civil 4530(c)(6), sellers 
must provide copies of the doc-
uments the seller already has at 
no cost to the prospective buyer.

Association boards should 
monitor the miscellaneous fees 
charged by their management 
companies to confirm they are 
reasonable.

Kelly G. Richardson, Esq. 
is a Fellow of the College of 
Community Association 
Lawyers and Managing 
Partner of Richardson Harman 
Ober PC, a law firm known 
for community association 
advice. Submit questions to 
KRichardson@RHOpc.com.

HOA HOMEFRONT

Reader asks: Do copies cost THAT much?

Seventeen years 
into the 21st cen-
tury, isn’t it about 
time we got rid of 
fax machines alto-
gether?

Seriously, when 
was the last time 
you used, saw, 
or were asked to 
send something via fax?

Why would you fax 
anything when you can 
email or text a picture of 
the document with your 
smartphone?  Where’s the 
gal outside my local gro-
cery store with a clip-
board holding the petition 
to ban fax machines from 
Orange County? I’d sign 
that in a heartbeat.

Traditional faxes are 
hard to read, usually 
crooked and frequently 
have a line or smudge 
running through in the 
middle.

This is a hot topic for 
me as I came across some 
startling data recently.

I needed to contact the 
listing agent for a home 
my clients were inter-
ested in.

 Since the home in 
question is in the fast-
est-moving segment of to-
day’s market — homes 
priced at $750,000 or be-
low — it is the new nor-
mal to verify that the 
house is still available be-
fore you even get in the 
car to drive over to take 
a look.

When I texted the num-
ber listed as the primary 
contact in the multiple 
listing service report last 
Tuesday, I got an imme-
diate reply that the num-
ber is a landline and can-

not receive a text. 
I ask you, what 
competent busi-
ness owner, work-
ing professional or 
active Realtor has 
a primary phone 
number that cannot 
receive a text mes-
sage at this stage of 

the 21st century?
Apparently, this agent 

does.
Of course, I called the 

landline, which went to 
voice mail that said if it 
was after 7 p.m., she’d get 
back to me the next busi-
ness day. Since it was only 
6:35, I was disappointed I 
didn’t receive a call back 
that evening. 

When I conducted a 
more thorough investiga-
tion into her contact in-
formation via the handy 
agent roster available to 
me as a member of MLS, 
I discovered that, yes, in-
deed, the only contact 
phone numbers for her 
are, in fact, a landline and 
a fax number.

Thankfully, she does 
have email. I sent the 
same message that same 
evening.

Sadly, I learned via re-
turn email Wednesday 
morning that the sellers 
had just accepted an offer, 
and they were opening es-
crow.

No faxes were ex-
changed.

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.

REAL ESTATE

Are faxes passé? 
Some agents  
still haven’t 
gotten the text

Leslie
Eskildsen
Contributing
Columnist

You’ve made a decision to sell 
your commercial real estate. 
Reasons vary from seller to seller 
but generally involve a transition 
— a change in the market, the 
sale of a business that occupies 
the building, business growth 
that outstrips capacity, a loan that 
is due, an ownership squabble, or 
gravitation toward another investment.

Regardless of your reasons, most sell-
ers focus on the commercial real estate’s 
value as the central motivation. OK, I get 
it. However, before exposing your build-
ing to the market, I would recommend 
you consider the five things below.

1. Title search
A title company such as First Ameri-

can or Fidelity will typically open a free 
title order for you — preliminary com-
mitment or “prelim’ — in the hopes of 
insuring the title upon sale. Contained 
within the multipage document are ex-
ceptions or conditions to be met prior to 
an ownership change. Easements, loans, 

tax liens, mechanics liens, leases, 
and the nature of the building’s 
ownership — LLC, individuals, 
family trust, etc. — are all de-
tailed. You’re interested in under-
standing any issue that could pre-
vent a sale — such as a suspended 
LLC or an unsatisfied tax lien.

2. Building inspection
Some sellers allow a buyer to 

become more acquainted with the 
physical issues of their commercial real 
estate — such as the condition of the 
roof, remaining life of the air condition-
ing and heating, unpermitted improve-
ments, or parking lot paving. I believe a 
seller should invest in a presale inspec-
tion, take a look at the recommenda-
tions and price accordingly.

3. Environmental survey
If your buyer borrows money, most 

lenders will require a Phase I environ-
mental assessment as standard loan 
processing. Why, you may ask, should 
you invest money in a similar report? 
Fair question. The easy answer is to 
know, with certainty, your property is 
environmentally clean and will pass 
lender scrutiny. You might also save a bit 
of time if the buyer’s lender can “rely’ on 
the report and avoid duplication.

4. Evaluate loans
Back to the title report. Are any 

loans recorded against your property 
that have been paid in full? If so, they 
shouldn’t appear on your report. Typi-
cally, this means the satisfied loan has 
not be reconveyed correctly. If the loans 
on title are in fact still active, care-
fully evaluate any pre-payment penal-
ties that must be incurred if you sell 
the property.

5. Tax consequences
The time to understand how big a 

tax bite a sale will create is prior to 
placing the building on the market. Re-
member, several taxing agencies are 
standing in line, hands outstretched 
waiting to be fed. Included are the IRS 
— capital gains and depreciation re-
capture, the Franchise Tax Board, and 
the Affordable Care Act. Your situa-
tion may vary and there are ways to de-
fer your tax bill, however. Please spend 
some time with your CPA and know 
how much will be left if you choose to 
pay the taxes.

Allen C. Buchanan is a principal and 
commercial real estate broker with Lee 
& Associates, Orange. He can be reached 
at 714.564.7104 or abuchanan@ 
lee-associates.com.
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Before you sell, consider these five things
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THINKSTOCK.COM

Sellers should invest in a presale property 
inspection and price accordingly.

| REAL ESTATE  |  THE ORANGE COUNTY REGISTER >> OCREGISTER.COM SUNDAY, MAY 14, 20174 Y  


