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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. Jobs! Jobs! Jobs! National 
report out Friday!

Down from, 5,967 
listings two weeks 
earlier and down from 
5,936 a month ago.
The $1 million-plus  
market equals 43.5%                                                                                 
of all listings.

Down from the previous 
week’s rate of 3.89% 
and up from 3.45% a 
year ago.
The 15-year fixed rate 
was 3.16%, 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.

July’s increase over a 
year ago was the 83rd 
consecutive month of 
year-over-year 
increases.

2. Track Orange County home 
resale inventory, out Monday.

3. Building hot? See 
construction spending 

data, out Friday.

Homebuying was down 0.5% for the 22 business days ending 
July 27. Sales of new homes, 290, were down 28.2%.

DISTRESSED SHARE OF LISTINGS
The 88 foreclosures and short 

sales on the market, unchanged 
from 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. Track home prices trends 
with S&P Case-Shiller 
indexes, out Tuesday.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF JULY 27
5,877

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING AUG.24
3.86%

MEDIAN PRICE PER SQ. FT.

JUNE
$396.57

ARMs 
(Homes bought with 

adjustable-rate mortgages)

JUNE
17.6%

RENT-COST CHANGE

REGIONAL RENTER INFLATION
5.2%

2015 2016 2017

5. See two consumer 
confidence reports, out 

Tuesday and Friday
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CoreLogic’s median home price for the 22 business days ending 
July 27 rose 8.6% from a year ago, with price increases in 66 
of 83 Orange County ZIP codes. 
The latest resale house price was 2.17% 
above its pre-recession peak of $734,000. 
The latest resale condo price was 0.01% 
above its pre-recession peak of $480,000. 
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Q I own a two-bed-
room condo with a 

balcony. We live in the 
area with a lot of smoke 
from a busy boulevard, 
so the balcony needs 
to be washed often. We 
put tile on the balcony. 
Now the HOA is paint-
ing the balconies and 
will remove the tile. Do 
we have any rights to fight the 
tile removal? I would really ap-
preciate your response. 

—  L.M., San Francisco

A Your balcony is most likely 
an exclusive-use common 

area (if the governing docu-
ments do not say so, Civil Code 
4145(b) does), but it is still a 
common area under HOA au-
thority. Adding tile is modify-
ing the common area. The tile, 
depending on how it was in-

stalled and what is un-
derneath, could cause 
long-term damage to the 
balcony membrane. Wa-
ter damage could cause 
dry rot, which could 
cause your balcony struc-
ture to be compromised.

You may want to have 
a contractor advise you 
and the HOA regard-

ing whether or not the tile ad-
versely affects the underlying 
common area. If the HOA al-
lows you to keep the tile, you 
may be asked to enter into a 
common-area alteration agree-
ment, in which you take re-
sponsibility for the tile and any 
problems it might cause in the 
future.

Anytime a homeowner 
wishes to add something to a 
common area or change it in 
any way, the best approach is 
to check first with the associa-

tion — not afterward.

Q  I received the draft of the 
minutes regarding a vine 

that has grown on the stucco 
wall of my and my neighbor’s 
home, stating the vine has to 
be removed, and any damage 
will be the owner’s responsibil-
ity. In my neighbor’s opinion it 
looks good, she wants to keep 
it growing and will assume re-
sponsibility for paint damage. I 
like it too. I can admit the vine 
can chip the paint and stucco 
when pulled from the wall. My 
question is regarding the au-
thority of the board to mandate 
the removal. Are the outside 
walls the domain of the HOA? 

— M.R., Monrovia

A If your association is a con-
dominium, most likely 

that exterior wall is a common 

area and therefore it’s likely 
to be the association’s repair 
and maintenance responsibil-
ity. (Your HOA legal counsel 
can check this by reviewing the 
governing documents.) If the 
association is a planned devel-
opment, the exterior wall prob-
ably falls under the association 
architectural control. Since the 
HOA is referencing damage re-
sponsibility, I assume it is a 
condominium.

Condominiums association 
architectural policies should 
address vines on buildings be-
cause vines attached to the 
building surface can damage 
that surface. It is most likely 
within the association’s respon-
sibility and authority to pro-
tect the exterior building sur-
face. However, sometimes as-
sociations will permit owners 
to keep an alteration, so long 
as they take full responsibil-

ity for the alteration. Perhaps 
the board would allow you and 
your neighbor to keep the vines 
while taking full financial re-
sponsibility for damage to the 
stucco. That agreement should 
be recorded on your condomin-
ium units, so later owners are 
notified of the ongoing agree-
ment with the HOA.

Be careful, you may get what 
you wish for, and then discover 
that stucco damage is a signifi-
cant expense.

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

It’s my balcony and my vine, right?

When you put your house up for sale, you 
have lots of options about how to get ready: 
Fresh paint, new flooring, new windows, all 
the way up to a complete remodel, topping it 
off with staging.

Or you can do nothing. Sell it “as is,” with 
the stained and faded carpet, 
wood rot, broken and/or out-
dated appliances, ancient air 
conditioning compressor, and 
completely outdated décor.

The funny thing is, when a 
buyer comes along and submits 
an offer, the California Associa-
tion of Realtors Residential Pur-
chase Agreement stipulates that 
homes in California are sold in 
their current “as is” condition.

So, whether you’ve just done an extreme 
makeover, or nothing at all, the buyers are 
agreeing to purchase the home as it is on the 
date the offer is submitted. What happens 
next is a completely different story every sin-
gle time.

Once the buyers and sellers agree on the 
price and terms, then the real fun begins. 
The sellers have to provide their disclosures, 
and the buyers get the opportunity to do their 
home inspection. On the basis of this infor-
mation, several things can happen. Here are a 
few examples.

The seller counteroffer stipulates that the 
seller will not make any repairs required for 
a clear termite report, but no termite inspec-
tion has been completed. 

The buyer came up on price to meet the 
seller’s bottom line number, and escrow is 
opened. The disclosures report that the up-
stairs master bathroom leaks and faucets 
should not even be turned on during the 
home inspection.

Once the termite report comes in with 
$4,500 in necessary repairs, including fumi-
gation, and the home inspection report shows 
the master shower will need to be completely 
rebuilt, and the garage floor is disintegrat-
ing due to some chemical element in the soil, 
the buyer asks for a hefty price reduction. The 
seller reluctantly agrees, and the transaction 
keeps moving forward.

The buyers conduct their inspection of a 
home built in 1966 and discover that the air 
conditioning is working great, it just isn’t 
cooling the kitchen and the dining room — 
the rooms the farthest from the AC unit.

 A disconnected duct is discovered, which 
explains why the master bedroom also is not 
getting cool.

After three different HVAC experts take a 
look at the system and propose three differ-
ent solutions, ranging in price from $350 to 
$10,000, the buyers and sellers cannot reach 
an agreement, and the buyers cancel the es-
crow and move on to another house. 

The duct has been repaired and the home 
inspection report now becomes a part of the 
disclosure documents the seller will provide 
to the next buyers. Would you also disclose 
the bids from the HVAC companies?

The sellers disclose to the buyers that the 
brand new largest-capacity-on-the-planet 
washer and dryer were installed in the remod-
eled bathroom before the wall was replaced. 
To take them to their new house, the sellers 
will have to tear down the wall. 

After getting estimates to tear down and 
rebuild the wall, the sellers offer the machines 
to the buyers at no additional cost.

 The buyers agree, even though they also 
have relatively new machines. The escrow 
closes on time, as is.

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.

HOME BUYING

‘As is’ sale  
can mean 
different 
things

The question I will con-
sider today originated with a 
call I recently received.

Turns out, the caller was 
an avid reader of this news-
paper and me, specifically. 
Leasing assistance was 
needed. However, they 
own a building which is 
outside my geographi-
cal and specialty exper-
tise. But, I took the meet-
ing with the thought if 
I wasn’t the right guy, I 
could help connect them to some-
one who was.

Commercial real estate is very di-
verse. Office space — high rise, mid-
rise, garden style, medical, gov-
ernment, religious, vocational. In-
dustrial — manufacturing, flex, 
warehouse distribution, service, 
truck terminals. Retail — oh my 
word, the types are endless — re-
gional malls, power centers, restau-
rants, neighborhood shopping cen-
ters, strip centers. Multifamily — 

four-plus residential units. 
Investments, hospitality and 
land. And, within each prod-
uct segment of commercial 
real estate, there are spe-
cialty categories such as in-
dustrial manufacturing: 
aerospace, plastic injection 
molding, assembly, electron-
ics, food, etc.

In short, it is impossible to 
know every commercial real 
estate genre. Akin to a phy-
sician, we specialize — typi-

cally by a type — industrial, office, 
or retail; a size range and a geo-
graphical area. Intimate knowledge 
of a thin slice — hyper local — cre-
ates a market expertise.

So, when considering engaging 
a commercial real estate profes-
sional — is market expertise criti-
cal? By that I mean, is it necessary 
for your agent to know every deal, 
every owner, every building, and all 
the active agents in the area sur-
rounding your location? Certainly, it 

helps, but I don’t believe it is criti-
cal. In some cases, it can jade that 
professional.

In my mind, the critical compo-
nents of any advisory relationship 
are the trust your agent engenders, 
the candor and transparency with 
which he deals, the understanding 
of your requirement and the sincer-
ity of his approach. 

With these qualities — and the 
use of technology — your agent can 
quickly get up to speed on the com-
petition and market conditions. By 
the way, you’ll understand his sin-
cerity when he explains — this isn’t 
my area of

By the way, you’ll understand his 
sincerity when he explains, “This 
isn’t my area of expertise.”

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

Is market expertise overrated? 
Trust, candor more important
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