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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. Check Realtors' existing-home 
sale report, out Thursday.

Down from, 5,983 
listings two weeks 
earlier and up from 
5,936 a month ago.
The $1 million-plus  
market equals 43.1%                                                                                 
of all listings.

Down from the previous 
week’s rate of 3.93% 
and up from 3.45% a 
year ago.
The 15-year fixed rate 
was 3.18%, unchanged 
from the previous week’s 
rate.

That’s down $2.12
from May’s $398.69 
and up $14.89 from 
June 2016.           

That’s down from 18.1% 
in May and up from 
13.6% in June 2016.

June’s increase over a 
year ago was the 82nd 
consecutive month of 
year-over-year 
increases.

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

3. Look for real estate’s 
slice of durable goods 

report, out Friday.

Homebuying was up 3.1% for the 22 business days ending July 
14. Sales of new homes, 327, were down 16.6%.

DISTRESSED SHARE OF LISTINGS
The 88 foreclosures and short 
sales on the market, up from 87 

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 JULY 27
5,967

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING AUG.10
3.90%

MEDIAN PRICE PER SQ. FT.

JUNE
$396.57

ARMs 
(Homes bought with 

adjustable-rate mortgages)

JUNE
17.6%

RENT-COST CHANGE

REGIONAL RENTER INFLATION
5.3%

2015 2016 2017

5. Freddie Mac mortgage-
rate survey out Thursday.
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CoreLogic’s median home price for the 22 business days ending 
July 14 rose 8.2% from a year ago, with price increases in 66 
of 83 Orange County ZIP codes. 
The latest resale house price was 2.9% 
above its pre-recession peak of $734,000. 
The latest resale condo price was 1.5% 
above its pre-recession peak of $480,000. 
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Q How is it legal for a 
mobile home park 

HOA to be registered 
with the government as 
a condominium associa-
tion? What ramifications 
does that have on our 
CC&Rs? We’re having a 
lot of trouble here, and 
I need help understand-
ing how CC&Rs over-
ride my constitutional rights or 
if they do. 

— S.J., Escondido

A Under Civil Code Sections 
4100 and 4200, if your mo-

bile-home park is either a condo-
minium, stock cooperative, com-
munity apartment or planned 
development, and if it has a re-
corded declaration of cove-
nants and a recorded map, it is a 
“common interest development” 
under the Davis-Stirling Com-

mon Interest Develop-
ment Act.

CC&Rs are a contrac-
tual document. When re-
corded on the land owned 
by the owners, the CC&Rs 
become an agreement be-
tween them. The agree-
ment is not imposed upon 
them but came with the 
property. Therefore, con-

stitutional rights are not the is-
sue — contract rights are the is-
sue. The law allows parties to 
enter into the CC&Rs contract 
and will enforce it except for any 
illegal parts.

Unfortunately, many home-
buyers do not read their entire 
contract when they buy into a 
common interest development. 
The purchase agreement is only 
one part of the contract the 
buyer receives. The other part 
— the CC&Rs on the property.— 
is already in place, even though 

buyers did not sign it. Assuming 
the buyer is using the California 
Association of Realtors residen-
tial purchase agreement, buyers 
should make sure they review 
the CC&Rs within the initial 17-
day inspection period normally 
provided by that contract. That 
will help avoid surprises later 
after escrow closes.

Q We are a 55-and-older mo-
bile home park, a co-op in 

which each shareholder owns 
an equal share of the land. Re-
cently, a longtime member died. 
Her son lived with her and he is 
not 55, but he is disabled. Since 
his mother died, he is no longer 
eligible to live here, according 
to our by-laws. How do we go 
about evicting him? He seems to 
think that because he has lived 
here with his mother, he will be 
staying. This violates our bylaws 
and our ability to operate as a 

55-and-older mobile home park. 
I’m hoping you can provide me 
with direction. 

— D.W., Yucaipa

A I am a little confused about 
your description of your co-

operative association. Normally, 
cooperative owners do not own 
land, but rather own a share of 
stock in a cooperative corpora-
tion, which owns the land. Co-
operatives are “common inter-
est developments” if there is 
a covenant recorded on that 
land. I am guessing you all own 
equal shares in the corporation.

Under Civil Code 51.2, se-
nior housing communities 
are exempt from the Unruh 
Civil Rights Act prohibition 
against banning children. How-
ever, Civil Code 51.3 allows for 
a “qualified permanent res-
ident” to reside in the home 

even though they do not meet 
the age eligibility requirements. 
The disabled child of a quali-
fied resident can be a qualified 
permanent resident under Civil 
51.3(b)(3). After a qualified res-
ident dies, the qualified perma-
nent resident may continue to 
reside in the residence, under 
Civil Code 51.3(e).

The association may want 
to consult legal counsel, as the 
disabled child may have the 
right to stay.

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 expertise. Submit 
questions to KRichardson@
RHOpc.com. 

HOA HOMEFRONT

Is our mobile home park really an HOA?

Wrestling over the numbers to determine a 
home’s price can be a challenge.

There’s the price the seller hopes beyond hope 
he can get. And there’s the buyer’s initial of-
fer price. That’s usually different from the price 

he’s actually willing to pay for the 
house.

There’s also the price the sell-
er’s listing agent believes the house 
should be listed for. That’s usu-
ally different from what the listing 
agent believes the house will actu-
ally sell for.

To close this seemingly insur-
mountable chasm, the sellers usu-
ally come down a bit from their 
dream price, the buyers come up a 

tad from their low-ball offer, and an agreement is 
reached.

How long that takes, how many counter offers 
have to go back and forth, and how much money 
is in each incremental counter-offer are unique 
to each transaction.

Yet, the fun with numbers doesn’t end there.
Unless the buyers are paying cash, the bank’s 

appraiser determines the appraised value of the 
home.

The appraiser contacts the listing agent, then 
makes an appointment to conduct the appraisal, 
which involves taking measurements, photo-
graphs and detailed notes on the condition, fea-
tures, amenities, improvements, additions and 
noticeable defects of the home.

The appraiser comes up with a handful of com-
parable homes that have actually sold in the last 
three months, then writes up the appraisal re-
port.

The appraisal report includes specific details 
of the “subject property” as well as the compara-
ble closed sales. The appraiser has to make value 
adjustments to accommodate differences be-
tween the subject property and the comp. These 
value adjustments are for a pool, a view, an extra 
bedroom, or upgrades that add or subtract from 
the value of the comp against the subject prop-
erty.

Then the numbers get balanced, and there’s an 
adjusted sales price of the comparable to make 
it like the subject property. If all the math works 
out, the comps support the contract price and ev-
eryone breathes a sigh of relief.

Five things can happen when the appraised 
value comes in less than the contract price.

The buyers can make up the difference; the 
sellers can reduce the price; the buyers and sell-
ers can split the difference; or the buyers can 
cancel.

Or the fifth option — the listing agent digs a 
little deeper and discovers that there are several 
value adjustments that the appraiser failed to in-
clude, and she can submit this evidence as a chal-
lenge to the appraisal and ask for an amended re-
port reflecting an appraised value at the contract 
price or higher.

Then cross her fingers and toes that it gets ap-
proved.

Contributing columnist 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

Leslie
Eskildsen
Contributing
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Many of you read-
ing at home own a 
business.

Your business ad-
dress — if it’s not a 
spare bedroom or 
a corner of the ga-
rage — typically is 
found at a manu-
facturing building, 
a suite of offices or 
a retail storefront.

You either lease 
or own that loca-
tion.

If it’s a lease, you have a 
landlord and that landlord 
— the commercial real es-
tate investor — is the sub-
ject of today’s column.

Landlords come in all 
shapes and sizes. Some own 
very few buildings and have 
invested their own savings 
in a commercial real es-
tate enterprise. Others are 
funded by Wall Street or a 
pension fund and are ex-
tremely bureaucratic.

Regardless of a land-
lord’s holdings, his source 

of funding or so-
phistication, the 
one thing all of 
them share is their 
reliance on a prop-
erty’s net income. 
The income stream 
— rent minus oper-
ating expenses, or 
net income — pro-
vides their return 
on investment.

I believe the in-
come stream is the 

most important part of a 
commercial real estate in-
vestment — otherwise, you 
don’t have an investment. 
You just own an empty 
building.

A commercial real estate 
investor considers many as-
pects of his investment.

The stability of the in-
come stream. Is rent paid 
by several tenants or one? 
If an investor owns a 
10,000-square-foot build-
ing with 10 tenants and one 
tenant moves out — nine 
rent payers remain. That’s 

manageable. Conversely, 
if the 10,000-square-foot 
space has one occupant, 
the income is dependent 
on the health of that ten-
ant. If business ebbs, a 
costly vacancy may occur. 
Also, when do the leases ex-
pire? A short-term lease — 
less than three years — cre-
ates a potential transition 
much quicker than a 10-
year lease.

Is the income stream 
above or below the cur-
rent market? Rents have 
sky rocketed within the 
last few months. If a lease 
was signed two years ago, 
chances are the rent may 
be below the market rents 
today. This is good news if 
the buildings go dark and 
you must replace the ten-
ant. You’re bound to get 
more rent. However, if 
we experience a dip, you 
may find yourself owning 
a building with an unsus-
tainable rent, which could 
be quite costly if your ten-

ant vacates.
What sort of return does 

the income stream provide? 
Generally, the net income 
provides a nice return on 
the money invested — typi-
cally 4-6 percent. 

Here’s a simple exam-
ple: Net income is $10,000 
per month or $120,000 
per year. If this $120,000 
per year provides a 5 per-
cent return, the building is 
worth $2.4 million. Your re-
turn may be drastically dif-
ferent. Let’s say you bought 
the building 10 years ago 
and paid $1.5 million. The 
same $120,000 in annual 
net rents yield you an 8 per-
cent return.

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.

COMMERCIAL REAL ESTATE

What is the single most important 
part of a commercial investment?

Buchanan
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The value of 
a home is in 
the eye of  
the beholder

THINKSTOCK

An appraisal involves taking measurements, 
photographs and detailed notes on a home’s 
amenities and defects to determine its value. 
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