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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. Listen to rate-hike talk after 
Fed meets on Wednesday

Up from 5,936 listings 
two weeks earlier and 
up from 5,905 a month 
ago.
The $1 million-plus  
market equals 43.5%                                                                                 
of all listings.

Down from the previous 
week’s rate of 4.03% 
and up from 3.45% a 
year ago.
The 15-year fixed rate 
was 3.23%, down from 
the previous week’s rate.

That’s up $6.99
from April’s $391.70 
and up $24.22 from 
May 2016.           

That’s down from 18.8% 
in April and up from 
1 1.9% in May 2016.

April’s increase over a 
year ago was the 80th 
consecutive month of 
year-over-year 
increases.

2. Track home prices trends 
with S&P Case-Shiller indexes, 

out Tuesday.

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

Product, out Friday.

Homebuying was up 0.2% for the 22 business days ending 
June 27. Sales of new homes, 387, were down 9.4%.

DISTRESSED SHARE OF LISTINGS
The 87 foreclosures and short 
sales on the market, up from 76 

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. Check new-home sale 
report, out Wednesday.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF JULY 13
5,983

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING JULY 20
3.96%

MEDIAN PRICE PER SQ. FT.

MAY
$398.69

ARMs 
(Homes bought with 

adjustable-rate mortgages)

MAY
18.1%

RENT-COST CHANGE

REGIONAL RENTER INFLATION
5.1%

2015 2016 2017

5. Mortgage bankers report 
loan-application trends on 

Wednesday.

$545,000
June 2013

$628,000
June 2015

0

2

4

6

8

10

$655,500
June 2016

CoreLogic’s median home price for the 22 business days ending 
June 27 rose 5.3% from a year ago, with price increases in 57 
of 83 Orange County ZIP codes. 
The latest resale house price was 3.5% 
above its pre-recession peak of $734,000. 
The latest resale condo price was 1% above 
its pre-recession peak of $480,000. 
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A fundamental home-
owners association pur-
pose is to preserve the 
association’s architec-
tural theme, typically pro-
tected by rules admin-
istered by an architec-
tural committee or the 
board. If a homeowner 
wants to change the en-
try door color, the style 
of windows, or install a sky-
light, how does the owner know 
if the request is worth the effort, 
and how does he know what the 
HOA’s application process is?

Well-run associations should 
have reasonable architectural 
standards and a reasonable ap-
plication process, all set forth in 
written rules. Consider some of 
the following subjects that can 
be included in those rules.

LICENSING AND INSURANCE >> If 
the proposed work requires a li-
censed contractor, the work 
should be performed by a li-

censed contractor who 
has proof of liability in-
surance and workers com-
pensation insurance.

PERMITS >> If the proposed 
work requires a city build-
ing permit, the applicant 
should provide proof of 
permits as a condition of 
approval.

HOURS OF WORK >> To protect 
neighbors, work should not begin 
too early, or continue into eve-
ning hours when adjacent home-
owners are beginning to rest.

COMMON AREA ALTERATIONS >> 
The owner should be required 
to take all responsibility for ap-
proved modifications to a com-
mon area, so future repair and 
maintenance of the alteration 
will be by the owner, not the 
HOA. The owner should also be 
required to accept responsibility 
for future problems created by 

the common area alteration. One 
way of securing such promises 
is to make the permission con-
ditional on the owner signing a 
written agreement relieving the 
HOA from such responsibility. I 
call those “common area altera-
tion agreements,” which are best 
recorded on the title of the resi-
dence so future owners are noti-
fied of the shift in responsibility 
to the owner.

ODORS AND DUST >> Is the pro-
posed alteration likely to cre-
ate dust or smells which could 
bother neighbors? Rules should 
insist the applicant take steps to 
reduce odors, dust and noise in 
attached housing projects.

LEAD OR ASBESTOS >> Should the 
homeowner be required to check 
for lead or asbestos before start-
ing work, and will there be proof 
of appropriate abatement by a 
qualified company?

COMPLETION DATES >> Set a rea-
sonable date for the approved 
work to be completed.

CHECKLIST FOR THE APPLICANT 
>> List all items that must be in-
cluded with the application so it 
is considered “complete,” starting 
with the running of the HOA’s 
time to respond.

COST REIMBURSEMENT >> Some 
applications may require HOA 
consultation with an architect or 
contractor to help evaluate them, 
and such cost should be reim-
bursed by the applicant. If a fixed 
fee can be obtained from the ex-
pert for application review, that 
amount can be set in the rules 
as the application fee. Any ex-
tra HOA cost for further consul-
tation should also be reimbursed 
as a condition of approval.

TIME TO RESPOND >> A reason-
able HOA deadline is required by 
Civil Code 4765(a)(1). Many asso-

ciations have too short a dead-
line to allow a proper review of 
the proposal, potentially requir-
ing premature HOA rejection 
to avoid it automatically being 
deemed approved.

FINES >> The association sched-
ule of fines should include one 
fine for minor architectural vio-
lations and another for major vi-
olations.

Civil Code 4765 requires as-
sociations annually disclose its 
process for handling requested 
changes to HOA homes. The pro-
cess should be reasonable — for 
both homeowner AND the HOA.

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

HOA HOMEFRONT

Check architectural application process

Do you recall when you first got to see photos 
and details of homes on the internet?

I wasn’t a Realtor way back then, but I was 
a hopeful homeseller, demanding that my Ace 

Agent definitely take a (as in one, 
single, solitary) beautiful and 
compelling photograph of our Irvine 
home, then take the negative to the 
local Fotomat and get 50 reprints 
and staple one of the photos to each 
of the flyers he typed up and took to 
the local library to Xerox.

I planted new colorful flowers in 
the front yard in preparation for the momentous 
photo shoot.

Fast forward just a few inches of tape, and 
you’re into the early nineties when digital photos 
and home details were first available online. 
We’ve come a long way since then, and what used 
to apply only to uber-expensive mansions is now 
popping up more frequently even for the smallest 
of condos.

Here’s a look at the top five types of marketing 
photos that are trickling down from the high-end 
luxury homes and now appearing for everyday 
homes with greater frequency.

1. Twilight photos

 These are the shots that require the profes-
sional photographer to come back an hour before 
twilight, make sure all the indoor and outdoor 
lights are on and the driveway is hosed down to 
capture the reflection of the lights.

Once the sky turns the perfect shade of ceru-
lean, lapis, and azure (you’ll want several blues 
to choose from) the shutter starts clicking away 
in search of that perfect shot to make the house 
look as dramatic as possible.

2. Sunset photos
 Not to be confused with twilight photos, here 

you are going for the fire colors in the sky — all 
possible variations of red, orange, and yellow.

These require the same prep as the Twilight 
photos; you’re just looking to capture a brilliant 
sunset in the front, back or side of the house.

3. Aerial photos
 These are the shots that require the hiring of 

not only a professional photographer with a su-
per-long zoom lens, but also a helicopter and pi-
lot with experience buzzing local communities. 
It’s also got to be someone who can line up the 
beautiful California coastline behind the fea-
tured home, then swing around and come back 
from the other direction to showcase the moun-
tains in the background.

4. Drone photos
Similar to helicopter shots, but drones can’t 

go as high, so you tend to get just the total view 
of the home from above, showing the placement 
on the lot and the position in the neighborhood 
rather than the coastal and mountain perspec-
tives.

5. Magic photos
 These are the shots that uniquely balance 

the indoor light with the outdoor light, so you 
can see all the inside details and also see the 
crisp blue sky and beautiful white fluffy clouds 
through the windows.

This is a notch up.
In less sophisticated pictures, you see both the 

bright-white interiors and the blazing glare of 
the flash bouncing off the windows. Not so when 
your photographer’s a wizard.

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.

BUYING A HOUSE

High-end  
photos for the 
low-end house

I’ve reasoned for months 
that Southern California is 
immersed in a seller’s mar-
ket — there are many more 
buyers in the market than 
sellers — advantage sellers!

Today, I want to discuss 
why commercial real es-
tate might not sell.

After all, with more 
buyers around than sell-
ers, an owner should be 
flush with offers, folks 
clamoring to buy — but 
nothing — just crickets. So 
what’s up?

Below, I offer some reasons why 
a building might not be in the sold 
category.

YOUR BUILDING IS OVERPRICED >> As 
we’ve discussed in previous columns, 
asking prices can be tricky. Hope-
fully, you’ve looked at recently closed 
sales, compared those with what is 
available, checked the trends — up 
or down — and finally placed your 
building under careful scrutiny to 
determine its value.

So, let’s assume you’ve established 
an asking price. However, if that 
asking price has no basis in fact — 
comps or avails to support it — your 

building will sit. Oh, you’ll get 
tons of inquiries — there are 
not a lot of available build-
ings — but no one will want 
to tour, or worse, make an of-
fer on your commercial real 
estate.

YOUR BUILDING LACKS A KEY 
AMENITY >> If you own a space 
with challenged loading, a lo-
gistics building with low ceil-
ings, a manufacturing loca-
tion with insufficient power, a 
service depot without an out-

side storage area for trucks — con-
gratulations! Your building lacks a 
key amenity. Some of these issues 
can be solved with dollars while oth-
ers cannot.

YOUR EXPECTATIONS ARE UNREALIS-
TIC >> If you get a number of show-
ings with no offers, chances are 
there is a problem. You are likely 
overpriced or your building lacks a 
key amenity. With this market intel, 
if you continue to believe your kitty 
is the cutest in the contest and re-
fuse to consider others may be cuter, 
your expectations are out of whack 
with the market.

THERE ARE USE RESTRICTIONS >> We 
toured a building recently with a 
prospective buyer. Our guy liked 
the possibilities because there was 
a large outside staging and storage 
area, a key requirement of his occu-
pancy. As we were completing our 
pre-proposal research, we discovered 
the area in question was unusable 
for the purposes our client intended. 
Furthermore, there was a giant ease-
ment running through the middle of 
the yard. Oops, no deal here.

YOUR REPRESENTATIVE IS UNCOOP-
ERATIVE >> I’m honored to work in an 
industry with so many highly skilled 
professionals. However, on occasion, 
we encounter a rogue agent who sees 
the real estate brokerage business 
as a way to pad his bank account vs. 
working in the best interest of his 
seller. If your activity is waning, it 
could be your representative is not 
doing what’s necessary to play nicely 
with others.

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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