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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. Track Orange County home 
resale inventory, 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.

Down from the previous 
week’s rate of 4.05% 
but up from 3.58% a 
year ago.
The 15-year fixed rate                                                                             
is 3.27%, down 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. Realtors report existing 
home sales on Tuesday.

3. Check new-home sales 
report, out Monday.

Homebuying was up 5.7% for the 22 business days ending 
April 25. Sales of new homes, 534, were up 35.5%.

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. Freddie Mac mortgage-
rate survey out Thursday.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF MAY 4
5,387

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING MAY 18
4.02%

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. Mortgage bankers report 
loan-application trends on 

Wednesday.
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CoreLogic’s median home price for the 22 business days 
ending April 25 rose 5.8% from a year ago, with price 
decreases in 24 of 83 county ZIP codes.

The latest resale house price was 0.75% below 
its peak of $734,000; the latest resale condo 
price was 0.16% above its peak of 
$476,500.
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Operating rules are often 
called “house rules” or “rules 
and regulations” by associations 
in California. Under Civil Code 
4350(a), rules must be written, 
and under Civil Code 4340 are 
adopted by the board of direc-
tors. In adopting or changing 
rules, boards must follow the procedure 
stated in Civil Code 4360.

Most rules are tailored by the board 
of directors to the needs and desires of a 
given community and may address park-
ing, meeting procedures, architectural 
standards, or other topics. 

However, many associations are not 
aware that each association, regardless of 
size, must have five sets of rules pre-
scribed by statute.

ELECTION RULES >> Civil Code 5105 re-

quires associations to have elec-
tion rules.  The statute gives the 
basic requirements of election 
rules. These rules would apply not 
only to board elections but also to 
any matter on which a member-
ship vote is required and which 
requires the 30-day notice and 
other procedures required by Civil 
Code 5100(a).  These rules must 

conform to the bylaws, but also can add 
additional requirements regarding can-
didate eligibility, per the appellate case 
of Friars Village v. Hansing from 2013.

INTERNAL DISPUTE RESOLUTION (IDR) 
POLICIES >> Civil Code 5905 requires all 
associations to adopt a fair and reason-
able policy to establish an IDR proce-
dure, in which a homeowner may meet 
with another homeowner or the board 
to try to work things out short of liti-
gation. If an association fails to create 
such a policy, Civil Code 5915 sets forth 
the procedure.

ARCHITECTURAL MODIFICATION REQUEST 
PROCEDURES >>  A frequent board and 
management function is to respond to 
homeowners who wish to modify their 

residence or adjacent common area. 
Civil Code 4765 requires associations to 
have a written procedure for the pro-
cess.  If the association has no proce-
dure in its rules, then homeowners and 
board alike have no guidance as to how 
applications are to be processed.

ASSESSMENT DELINQUENCY ENFORCE-
MENT POLICIES >> Civil Code 5730 cites 
detailed disclosures regarding associ-
ation handling of delinquent assess-
ments, and under Civil Code 5310(6) is 
part of the Annual Policy Statement to 
be published to members.  Civil Code 
5310(7) also requires that the associa-
tion policies in enforcing lien rights be 
specified and annually given to mem-
bers.  Associations might adopt the 
contents of Civil Code 5730 as rules and 
then add any lien enforcement policies 
to satisfy Section 5310(7).

SCHEDULE OF FINES >> Most associations 
have a practice of imposing fines, after 
a hearing, to discourage members from 
violating association rules and cove-
nants.  

However, many do not know that the 
only fines which can be imposed are 

those which are disclosed in the associ-
ation’s written rules. Civil Code 5850(c) 
restricts fines to those as stated in the 
written fine schedule in effect at the 
time of the violation.

Each of these five rule sets applies to 
all residential or mixed use common in-
terest developments in California.  

The IDR, delinquency, architectural 
modification application procedures, 
and the schedule of fines must be dis-
closed annually as part of the Annual 
Policy Statement under Civil 5310.

Also, each of these rules must be ad-
opted pursuant to the process in Civil 
Code 4360, so remember to give the 
members the exact text of the proposed 
rule change at least 30 days before the 
board vote on the proposed changes, 
and allow for open forum comments be-
fore adopting the rules.

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

Does your HOA have the required rules?

In any residential real 
estate transaction, it is 
the homebuyers and sell-
ers who call the shots.

Sure, agents, lend-
ers, home inspectors, 
termite inspec-
tors, contractors, 
loan processors, 
loan underwrit-
ers and plenty 
of other people 
have a hand in 
the deal. But the 
buyers and sell-
ers are in charge. 
They make the fi-
nal decisions on 
price, terms and 
the fabulously fun pro-
cess of figuring out what 
to do with the informa-
tion in the home inspec-
tion report.

I’d like to tip my hat to 
a few of my recent heroes 
— folks who made the 
homebuying and selling 
process delightful.

• The Prince Charm-
ing of home sellers: This 
guy was amazing. Proac-
tive, courteous, thorough, 
detail-oriented and gen-
erous.

He had the house pro-
fessionally cleaned be-
fore every open house. He 
had the carpets cleaned 
before the final walk-
through. He had the gar-
dener come after the fu-
migation tent was re-
moved to trim back the 
damaged shrubbery 
around the outside of the 
house. He had the built-in 
barbecue in the backyard 
professionally cleaned. 
And his wife left a gift 
basket for the buyers on 
the kitchen counter. And 
all of these were done 
on top of taking care of 
all the items on the buy-
er’s request for repairs. 
Charming.

• The Fairy Godfather 
of home flippers: Buying 
from a high-volume flip-
ping company does have 
its benefits. After discov-

ering that the air condi-
tioner wasn’t working, 
the fireplace had a huge 
crack and the shower tile 
had not been grouted and 
sealed, the listing agent 

essentially submit-
ted a punch list to 
his “people” at the 
flipping company 
and everything was 
taken care of at 
the seller’s expense 
within four days of 
submitting the re-
quest for repairs.

Almost as good 
as having a magic 
wand.

• The Mary Poppins 
of homeowners associ-
ation representatives: 
When the home inspec-
tor found the wooden 
balcony had dry rot, the 
metal weep screed along 
the bottom of the stucco 
was damaged, the wa-
ter heater stand was full 
of mold, the sliding glass 
door frame was deterio-
rated and the post ten-
sion cables for the foun-
dation were rusted, a re-
turn email confirmed 
that the HOA would be 
taking care of it all.

Supercalifragilisticex-
pialidocious!

• The Mother Teresa 
of homebuyers: Knowing 
they got a smoking deal, 
the buyers elected not to 
ask for anything to be re-
paired, other than the 
termite damage to the pa-
tio cover. What a bless-
ing!

Of course, there’s the 
flip side — the curs and 
villains who make the 
transaction a nightmare. 
But that will have to wait 
until another time.

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

Heroes make 
deals delightful

Leslie
Eskildsen
Contributing
Columnist

I was asked recently to attend 
a meeting with a property owner 
by a broker associate of mine.

The owner will soon have a va-
cant space in a building he owns 
and occupies. The owner would 
like to attract a tenant as quickly 
as possible to avoid a lengthy in-
terruption in his income stream.

Our discussion with the owner struck 
me as important for all owners of com-
mercial real estate. So what is truly 
important to an owner of commercial real 
estate?

What is my property worth? Any 
broker should be able to emphatically tell 
you what your property is worth. If there 
is any hemming and hawing, the danger 

lights should flash. Qualifiers are 
OK, such as “given a reasonable 
marketing time, I believe the build-
ing is worth X” or “if you paint and 
carpet the offices, we should lease 
the building for Y.”

HOW IS THE MARKET? >> Your bro-
ker should be conversant with the 

market in which your building competes, 
the trends up or down and the prospects 
for the next six months. Such as “There 
is a new project being completed down 
the street which will add X number of 
square feet to the market and none of the 
space is presold.”

WHAT SPECIFIC BUILDINGS ARE MY COMPE-
TITION >>> The broker should be able to 
tell you which buildings are competing 
with your listing, specifically addresses, 
amenities, ownership structure and mo-
tivation.

HOW MANY SIMILAR BUILDINGS ARE ON THE 

MARKET ?>> In our case, there were four 
buildings on the market. This was great 
news for our owner, but it also can be a 
bellwether as to how long your building 
may sit with no income.

WHAT ARE THE THREE MOST RECENT COM-
PARABLE TRANSACTIONS AND HOW DO 
THEY COMPARE TO MY BUILDING? >> Names, 
dates, terms, everything about the deal 
should be available to you, the seller. 
Most importantly, how does the comp 
compare to your building, other than 
square footage? We believe our owner 
may have an issue with his building’s fire 
suppression system, which could limit 
stacking height in the warehouse. Now is 
the time to understand such issues.

WHAT ARE YOUR BROKERAGE QUALIFICA-
TIONS ?>> Tenure, specialty, reputation, 
area, expertise, references — all should 
be provided by your broker. Ask how his 
competition would describe him or her.

HOW MUCH DO BROKERS BILL FOR SER-
VICES? >> Typically, our fees are a percent-

age of the deal consideration — the pur-
chase price or the amount of rent pro-
jected over the lease term.

HOW WILL YOU FIND A TENANT OR BUYER 
FOR MY BUILDING? >> In marketing a prop-
erty, a broker should employ a good mix 
of new-world technology such as video 
virtual tours, social media and internet 
canvassing vs. old-world strategies such 
as brochures, multiple listing services, 
mailers, cold calls and signs.

HOW LONG CAN I EXPECT THE VACANCY TO 
LAST? >> Included in the comps and avails 
list should be an understanding of the 
marketing time (vacancy) of each deal.

I believe you will agree all of these 
items are necessary to understand and 
every owner wants to know.

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. His website is 
allencbuchanan.com.
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