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Jan. 11

2.56 months
Jan. 11

MEDIAN HOME PRICE                              

HOME SALES IN 
ORANGE COUNTY

JONATHAN LANSNER’S DASHBOARD

ORANGE COUNTY’S REAL ESTATE SCENE

Sources: CoreLogic, Steve Thomas, Bureau of Labor Statistics and Freddie Mac

SCNG

700

650

600

550

500

450

3.5

3.0

2.5

2.0

1.5

1.0

0.5

0

In thousands

20172016 2018

Up from 3,560 listings 
two weeks earlier and 
down from 4,023 a 
month earlier.

The $1 million-plus  
market equals 45.8%                                                                              
of all listings.

Up from the previous 
week’s rate and down 
from 4.09% a year ago.

The 15-year fixed rate 
was 3.49%, up from the 
previous week’s rate.

That’s up from 
$402.33 in
October and up from 
$378.75  from 
November 2016.           

That’s up from 17.2% 
in October and up from 
11.4% in November 
2016.

November’s increase 
over a year ago was 
the 87th consecutive 
month of 
year-over-year 
increases.

For the 22 business days ending Dec. 22, homebuying was 
down 2.2 percent, with sales down in 42 of 83 ZIP codes.

DISTRESSED SHARE OF LISTINGS
There were 50 foreclosures and 
short sales on the market, down 
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.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF Jan. 11
3,707

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING JAN. 18
4.04%

MEDIAN PRICE PER SQ. FT.

NOVEMBER
$406.35

ARMs 
(Homes bought with 

adjustable-rate mortgages)

NOVEMBER
17.7%

RENT-COST CHANGE

REGIONAL RENTER INFLATION
4.9%
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$665,000
Dec. 2016

For the 22 business days ending Dec. 22, the median price 
of an Orange County home was up 6.0 percent, with 
increases in 64 of 83 Orange County zip codes.
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This is the fourth and 
final installment of this 
series, which previously 
addressed the director, 
the homeowner and the 
manager. 

As the association’s ser-
vice provider, I resolve to:

No. 1
Follow the Golden Rule. 

Proposals
2. Give the board the best pro-

posal I can. If I think the asso-
ciation’s request for proposal is 
missing important elements of 
the work, I will add those ele-
ments to my proposal but will 
also disclose the extra costs of 
those items.

3. Tell them if they really don’t 
need my services right now.

4. Explain my recommenda-
tions, and never tell them just to 
“trust me.”

5. Promise only what I know I 

can deliver.
6. Not seek a contract 

of more than one year in 
length, unless there is no 
way to complete the work 
in less than a year.

Knowledge
7. Pursue professional 

designations and attend 
seminars to keep myself 

up to date.
8. Take the Educated Busi-

ness Partner course from CAI 
to make sure I am familiar with 
the unique needs and character-
istics of common interest com-
munities.

Service
9. Answer the board’s or man-

ager’s questions promptly.
10. Explain my company’s 

charges, taking no offense.
11. Take instruction only from 

the manager or from the person 
designated in the contract.

12. Immediately alert man-

agement if a homeowner, even a 
committee chairman or director, 
interferes with the work.

13. Get written authorization 
if work outside the contract is 
needed for that work, for which I 
have quoted a price.

14. Not attempt the work but  
immediately advise the associa-
tion if I recognize work outside 
my expertise is needed.

Community relations
15. Always be courteous to ev-

ery resident, aware that my work 
might be occasionally disruptive 
to those residents.

16. Regularly provide updates 
to the board and management 
on major projects.

17. Volunteer at no charge on 
major projects to attend occa-
sional town hall-type meetings 
to update the membership on 
progress.

18. Make sure at the end of 
each workday that the work ar-
eas are clean and safe for the 

residents.
19. Not start work each day 

too early, nor end it too late, to 
avoid disturbing residents.

Ethics
20. Never offer commissions 

to managers, or incentives of any 
kind. If a manager or director 
asks for improper benefits, I will 
refuse and disclose that request 
to the board.

21. Not give expensive gifts to 
managers or directors.

22. Never give preferential 
treatment or free services to di-
rectors, but will treat all associa-
tion members equally.

23. Not advise or assist any 
homeowners to keep or attain a 
position on the board. I as a ven-
dor will be neutral at all times.

24. Not assume that if my 
company has any business rela-
tionship with the management 
company the manager has dis-
closed it, but will disclose that 
relationship to the board.

Performance

25. Always carry proof of 
workers’ compensation and li-
ability insurance, and will pro-
vide that along with my pro-
posal.

26. Alert the association as 
early as possible if there is work 
requested that my company is 
not licensed to perform. 

27. Stand behind my compa-
ny’s work, and will promptly cor-
rect any mistakes.

Last
28. Follow the Golden Rule.

Kelly G. Richardson, Esq., 
is a Fellow of the College of 
Community Association 
Lawyers and senior partner 
of Richardson Ober PC, a 
California law firm known 
for community association 
expertise. Submit questions to 
Kelly@RichardsonOber.com.

HOA HOMEFRONT

Resolutions, Part 4 — the service provider

Two things each of us can be sure of is that we’ll 
be held accountable to pay our fair share of taxes 
and that none of us is going to make it out of here 
alive.

And since these are facts, not fairy tales, we need 
to face them head-on and have a frank discussion 
about the importance of having your affairs in order, 

especially when you have loved ones 
who count on you to provide for them 
and most certainly when you own real 
property, so that things are as easy as 
possible for those left behind.

If you are starting from scratch, 
meaning you have little or nothing in 
place, set a goal to assemble an advi-
sory team to help you get your affairs 
in order within the next two weeks.

This might include family mem-
bers, professionals such as a financial 

planner, a tax accountant, a will and trust attorney, 
a Realtor, a banker, life insurance specialist, and 
even a family and marriage therapist.

You need to take into consideration your whole 
world and imagine how everyone will manage when 
you are gone. Then put the proper structure in place 
to make it legally binding, fully funded and relevant 
to your current situation. Plans are just dreams un-
til they are on paper, notarized and paid for.

Part of this process should include a specific un-
derstanding of who’s on your bank accounts, your 
mortgage, your credit cards, automobiles, and utili-
ties. If you do own a home and/or investment prop-
erty, make sure you are holding title properly.

This refers to how your trust, you and your 
spouse, partner, family member(s) or anyone else 
with an interest in your property are represented on 
the grant deed. There are so many choices you can 
make about how to hold the title, so you should con-
sult your advisory team to make the right choice for 
your particular situation. At any particular point in 
time.

Once you have your affairs in order, be sure to re-
view things as time goes by. You may need to update 
things when you refinance your home, when you 
buy or sell a property, when your children become 
adults, when your children get married and when 
you have grandchildren.

You will certainly need to call on your team when 
a family member dies. And when your affairs are in 
order, it makes the death of a loved one much less 
stressful. It just can’t bring them back.

Leslie Sargent Eskildsen is a Realtor with Realty 
One Group. She can be reached at 949-678-3373 or 
@leslieeskildsen.

REAL ESTATE

Two sure 
things in life: 
Death, taxes

Leslie
Eskildsen
Contributing
Columnist

Split roll. Not a term 
with which you are famil-
iar? Here’s a brief primer. 
Split roll refers to a differ-
ent treatment of property 
taxes for residential vs. 
commercial real estate.

Since the enactment 
of Proposition 13 in 1978, 
California property own-
ers have enjoyed a pro-
gram that assesses property val-
ues annually in July — commer-
cial and residential — multiplies 
that assessment amount by 1 per-
cent and sends a property owner 
a bill in October. Your percentage 
may vary slightly as municipali-
ties are able to add to your prop-
erty tax bill for such things as lo-
cal utilities and bond payments 
incurred for the costs of streets, 
curbs, gutters and storm drains 
— also known as a Mello-Roos as-
sessment.

The first installment for the first 
half of California’s fiscal year — 
July 1 through Dec. 31 — are due 
in November and late December. 
The second installment for the sec-
ond half of the state’s fiscal year — 
Jan. 1 through June 30 — are due 

in February and late April. (I 
remember these property tax 
due dates by employing the 
mnemonic device No Darn 
Fooling Around.)

Property taxes cannot in-
crease by more than 2 per-
cent annually unless the 
commercial building or home 
trades hands — which trig-
gers an assessment based on 

the sale amount. If a building or 
house has not sold in 20 years, the 
resulting property tax an owner 
pays is substantially less than that 
house across the street that trans-
acted last year. Some say it isn’t 
fair for there to be such a wide dis-
parity.

Currently, there are conversa-
tions happening among our state 
legislators to “split the tax roll” 
and bill residential property own-
ers differently than commercial 
real estate owners. If you own a 
house, the current Prop. 13 rules 
would remain. Own a manufactur-
ing building? Your property taxes 
are going to increase. The theory? 
Businesses can afford to pay more 
and many commercial property 
owners benefit from very low as-

sessed values compared with cur-
rent commercial real estate values.

Simply stated, here is the prob-
lem with a split roll, in this au-
thor’s opinion:

Commercial real estate is owned 
by folks who occupy the buildings 
with their businesses or by inves-
tors whose livelihood relies upon 
rents paid by tenants. Businesses 
— whether owner occupants or 
tenants — create jobs and produce 
and sell goods and services at a 
profit, hopefully. Jobs are created 
and goods and services are pro-
duced at a cost — which includes 
the rent paid by an occupant. 
Therefore, if business property 
taxes go up, who bears that ex-
pense? Yep, the consumer of those 
goods and services — you and I. 
Alternatively, a business leaves 
California for the cheaper tax en-
virons of Texas or Nevada. Neither 
scenario sounds terribly promising 
for the Golden State.

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.

COMMERCIAL REAL ESTATE

How would a split roll affect the state’s commercial real estate? 

Kelly G. 
Richardson
Contributing
Columnist

Buchanan
Contributing 
Columnist

Allen C. 

GREG VOJTKO — STAFF PHOTOGRAPHER

California legislators are considering splitting the property 
tax rolls, charging residential residents differently than 
commercial property owners.  
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