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Today, I will share with 
you two of the ways I 
look at my business — the 

source of 
transactions 
and the rea-
sons.

Although 
not terri-
bly scien-
tific, these 
two metrics 
can recap 
where mar-
keting time 

has been expended (the 
source). And where fu-
ture deals might lie (the 
reasons). I’m only talk-
ing about deals we’ve com-
pleted, not our pipeline of 
future business.

And as I’m fond of say-
ing — if it happens once, 
it’s an exception; twice, a 
trend; and three times, an 
epidemic.

So far this year, our 
team has completed 23 
transactions with an ag-
gregate consideration of 
over $43 million. Pro-
jected for the balance of 
the year is an additional 
$10 million in closed deals. 
Below I’ll break down how 
we came to these deals.

Sources of  
closed business

Prospecting: That knock 
on your door or that an-
noying mailer you re-
ceive is probably from me. 
Yes, I still prospect. Gen-
erally, our calling sur-
rounds an initiative — a 

general trend we see — 
and touches that result 
or makes the neighbors 
aware of activity of a new 
availability or a recent sale 
(one deal).

Social media: Linke-
dIn, Facebook, Twitter and 
YouTube are our team’s go-
to media sources. We have 
found that consistency, au-
thenticity and targeted 
content are the keys to 

generating visibility (two 
deals).

Sign calls: Folks still 
drive around and call us, 
and we love it (one deal)!

Referrals from brokers: 
This is our single biggest 
source of business. These 
referrals come in two 
forms — cooperation on a 
listing or an occupant re-
quirement, or a colleague 
requesting our involve-

ment to secure an assign-
ment (seven deals).

Referrals from clients: 
If you do a good job, these 
follow (two deals).

Other referrals: Critical 
to our success is network-
ing with those who talk to 
business owners yet don’t 
compete with our services. 
Our network is filled with 
CPAs, attorneys, insurance 
brokers, commercial bank-

ers and wealth advisers 
(six deals).

Repeat business: Proba-
bly the finest validation we 
receive is when that group 
calls you years after your 
deal to do another deal 
(six deals).

Reasons folks  
are transacting

Expansion: As you 

would expect in a robust 
economy, close to half of 
our closed transactions 
were caused by the need 
for additional space (10 
deals).

Contraction: An emerg-
ing trend recently dis-
cussed was the utilization 
of a third-party logistics 
provider. The goal is less 
space with minimal dis-
ruption to the operation 
(two deals).

Reallocation of portfo-
lio: Some would suggest 
we are close to the top of 
the market cycle. If not, 
we can see it from here. 
Consequently, several of 
our clients have “taken 
chips off the table” and 
sold some buildings (three 
deals).

Merger or acquisition: 
The “Brady Bunch” of 
business activity causes 
commercial real estate ac-
tivity. Period (two deals).

Renewals: Many of our 
clients are disappointed 
to discover the deficit of 
available buildings. Worse, 
their owner understands 
choices are limited and 
jacks up their rent. Our in-
volvement results in a win 
for both sides — vacancy 
and a move avoided (six 
deals).

Allen C. Buchanan is 
a principal with Lee & 
Associates Commercial 
Real Estate Services. He 
can be reached at 714-564-
7104 or abuchanan@lee-
associates.com.

COMMERCIAL REAL ESTATE

In this field, just where is our bread buttered?

Selling commercial real estate comes down to a few key networking strategies: repeat customers, social networks and 
good, old-fashioned door pounding.

Buchanan
Contributing 
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I got a host of 
questions regard-
ing rentals at 
homeowner asso-
ciations. Here’s a 
sampling:

Q Our board 
and manage-

ment do a great job 
of overall main-
tenance and landscap-
ing of the complex. But 
rental units have become 
a consistent problem to 
the quality of life in our 
community. At a recent 
HOA meeting, our board 
and property manager re-
fused to reveal how many 
units are rentals. 

— E.G., Santa Clarita

Q I have read in the 
past that condomin-

ium complexes are not al-
lowed to have more than 
a certain percentage of 
rentals vs. owner-occu-
pied units. Some of us 
owners are becoming con-
cerned that some own-
ers instead of selling their 
properties have elected to 
rent them. We feel we may 
end up living in a less de-
sirable neighborhood. Are 
there any laws stating the 
enforcement of so many 
rentals per total units?

— J.G., Foothill Ranch.

Q Our HOA wants to 
limit renters to a 

certain percentage of 
units. However, I ques-
tion whether the lan-
guage in the CC&Rs is le-
gal and good policy. Spe-
cifically, the rules say any 
unit that is not owner-oc-
cupied is considered to be 
leased. I would appreciate 
your comments on this 
sort of language. 

— M.H., Riverside

A Condominium asso-
ciations have increas-

ingly worked to limit rent-
als in recent years. That 
topic became more impor-
tant in 2009 when Fan-
nie Mae and the Federal 
Housing Administration 
adopted condominium 
lending guidelines requir-
ing an entire condomin-
ium project meet certain 
requirements before ap-
proving loans on any unit. 
Detached condominiums 
and planned developments 
are exempt from the proj-
ect lending requirements.

One of the initial lend-
ing requirements was 
owners must occupy at 
least 50 percent of the at-

tached units in 
the project. Fan-
nie Mae recently 
has eliminated 
the owner-occu-
pancy require-
ment and in 2016, 
FHA began allow-
ing 35 percent for 
HOAs meeting 
certain criteria.

In response to HOAs 
adopting rental bans or 
rental maximums, Cali-
fornia enacted the protec-
tion for rentals that is now 
found at Civil Code 4740. 
The statute makes leas-
ing prohibitions adopted 
in 2012 or later apply only 
to those owners who take 
ownership after the date 
the prohibition began. 
As rental caps are a par-
tial prohibition on rentals, 
Civil Code 4740 applies, 
making a cap applies only 
prospectively (unless it was 
adopted before 2012).

I think that other 
forms of restrictions dis-
couraging but not pre-
venting rentals would not 
trigger Civil 4740’s grand-
fathering. Your HOA’s le-
gal counsel should have 
various suggestions of 
methods to discourage 
but not ban rentals. Pro-
visions regarding rent-
als are best contained in 
the CC&Rs and a member 
vote is required to place 
them in that document.

Civil 4740(d) requires 
landlords to provide the 
HOA with their tenant’s 
identity and contact in-
formation. This section, 
if scrupulously followed 
by all landlords, should 
help HOAs know how 
many rentals are in the 
community. If an HOA 
were to adopt a covenant 
such as at M.H.’s associ-
ation, it may prove very 
difficult to enforce. There 
may well be nonowner oc-
cupied units that are not 
known by the HOA to be 
so, such as owners who 
allow relatives to live in 
the unit but are not rent-
paying tenants. Associ-
ations should generally 
avoid adopting rules or 
restrictions that they are 
unable to enforce.

Kelly G. Richardson 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 
advice. Submit potential 
column questions to 
Kelly@Richardsonober.
com. 

HOA HOMEFRONT

How to limit rentals 
in your association

Kelly G. 
Richardson
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I’ve never been a detec-
tive, FBI agent, private in-
vestigator or internet se-
curity analyst.

But despite this lack 
of accredi-
tation and 
work expe-
rience, I do 
know that 
you have to 
be aware 
of hackers 
and scam-
mers when 
it comes to 
electroni-
cally send-

ing money for your ini-
tial deposit and your clos-
ing funds when buying a 
house.

There’s even a wire and 
electronic funds transfer 
advisory (CAR form WFA) 
included in every resi-
dential purchase agree-
ment, which outlines the 
steps buyers should take 
when setting up their wire 
transfers.

To me, the following ad-
vice, copied directly from 
the WFA, is the most im-
portant:

1. Obtain phone num-
bers and account num-
bers only from escrow of-
ficers, property managers 
or landlords at the begin-
ning of the transaction.

2. Do not ever wire 
or electronically trans-
fer funds before call-
ing to confirm the trans-
fer instructions. Use only 
a phone number you were 
provided previously. Do 
not use any different 
phone numbers or account 
numbers not included in 
any emailed transfer in-
structions.

3. Orally confirm the 
transfer instruction is le-
gitimate and confirm the 
bank routing number, ac-
count numbers and other 
codes before taking steps 
to transfer the funds.

4. Avoid sending per-
sonal information in 
emails or texts. Provide 
such information in per-
son or over the telephone 
directly to the escrow offi-
cer, property manager or 
landlord.

5. Take steps to secure 
the system you are using 

with your email account. 
These steps include creat-
ing strong passwords, us-
ing secure Wi-Fi and not 
using free services.

So here’s how this 
works logistically. You will 
receive an email from the 
escrow company introduc-
ing itself and letting you 
know you will be receiv-
ing a secured email from 
its escrow company with 
your wire instructions.

You will open this sec-
ond email and click on a 
secure link that will take 
you to a password or se-
curity question prompt. 
Once you successfully en-
ter the password or an-
swer the security ques-
tion, you will be able to 
download the wire in-
structions.

Then you will call the 
number on the first email 
— the one where the es-
crow officer introduced 
him or herself, not the 
phone number on the es-
crow instructions. You 
will ask to speak directly 
to the person at the es-
crow company who sent 

you the first email. You 
will read the bank infor-
mation, routing number, 
account number, escrow 
number and — if it is an 
international funds trans-
fer — you will confirm the 
swift code.

If all of this information 
is confirmed, you can set 
up the wire transfer ac-
cordingly.

Yes, you really have to 
do all of this to make cer-
tain that you don’t become 
the next victim of wire 
fraud.

Please know that the 
only people who should 
give you wire instruc-
tions are the escrow offi-
cer in the case of a home 
purchase and the prop-
erty manager or landlord 
in the case of a lease. Your 
Realtor, lender or home 
inspector will not be the 
one giving you the wiring 
instructions.

Leslie Sargent Eskildsen is 
an agent with Realty One 
Group. She can be reached 
at 949-678-3373 or leslie@
leslieeskildsen.com.

BUYING AND SELLING

Don’t lose your deposit 
in a wire transfer scam

Be aware of hackers and scammers when it comes to electronically sending money for your initial deposit and your 
closing funds when buying a house. 

Leslie
Sargent 
Eskildsen 
Columnist
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