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The real estate market 
is always changing.

The pendulum swings 
back and forth in favor of 
buyers or 
sellers and 
sometimes 
gets stuck 
in neutral, 
which is 
where we 
happen to 
be currently.

Inven-
tory is up, 
demand is 
down and the strong sell-
er’s market has shifted 
into a more neutral mar-
ket.

Home mortgage inter-
est rates have been slowly 
creeping up. Christmas 
decorations are already 
flying out the doors of 
Costco, so you know the 
holidays are creeping up 
as well.

However, buyers should 
not be lulled into believ-
ing that they can just find 
the home of their dreams 
and quickly have their 
agent write up a winning 
offer without having all 
of their financial ducks in 
a row.

Here’s an update on 
what you need to have in 
order to make a competi-
tive offer.

1. Figure out how much 
you can afford to spend 
every month to pay your 
mortgage, principal and 
interest; your property 
taxes; your homeowner’s 
insurance; and homeown-
ers association dues.

2. Figure out how much 
money you have for your 
down payment and clos-
ing costs. Don’t forget 
your piggy bank and re-
tirement accounts.

3. Figure out where 
your down payment and 
closing costs are coming 
from.

If you are liquidating 
some assets or borrow-
ing from a retirement ac-
count, understand the 
process and timing for re-
questing and receiving the 
funds. Print out and com-
plete the forms so you can 
submit them as soon as 
possible.

If you are borrowing 
funds from family mem-
bers, make sure you know 
how much you can legally 
receive without any state 
or federal income tax con-
sequences.

If you are moving 
money around from differ-
ent accounts, understand 
how these movements will 
affect your creditworthi-
ness.

4. Get preapproved by 
a lender, not just prequal-
ified.

You can choose the 
mortgage representa-
tive at your bank or credit 
union, find a lender on the 
internet, or ask your Real-
tor for a referral.

To get preapproved, 
you’ll need to fill out a 
loan application; submit 
your checking, savings 
and retirements accounts; 
submit your tax returns; 
submit your pay stubs; 
and allow the lender to 
run your credit.

If you have a freeze on 
your credit, you’ll need to 
remember your password 
to unfreeze it for the short 
time it will take the lender 
to access all three credit 
bureaus.

Providing all these 
documents to get preap-
proved will make you a 
competitive buyer.

5. For extra credit, get 
your loan file approved by 
the underwriter.

Submitting your offer 
with a fully underwritten 
loan, with conditions such 
as a fully executed pur-
chase contract and an ap-
praisal, is as strong as you 
can make it without pay-
ing cash to buy the house. 
Ask your lender what it 
would take to get under-
writing approval.

Now get out there and 
find a house!

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

Five steps 
that will 
make you 
an attractive 
purchaser
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As a market cools, we 
begin to see a lack of ac-
tivity on listings for sale 
and lease. What comes 

next? A 
transition 
period for 
pricing. You 
see, if an of-
fering is 
priced at a 
crazy high 
level, the 
active buy-
ers and ten-
ants will 

simply wait until your 
pricing is more realistic.

Generally, you’ll get a 
“first wave” of interest. If 
you’re fortunate, one of 
these first responders will 
submit an offer. Don’t be 
shocked if the proposal 
is well below your asking 
price! Now the tough part 
— take it. Certainly, your 
tendency is to stall un-
til something better rolls 
along, but currently that 
first wave is followed by a 
sea of tranquillity.

So what should you do 
if you find yourself pad-
dling in a placid pool? 
These five suggestions 
should help.

• Take a look at the 
competition. Enlist your 
commercial real estate 
professional to take you 
on a tour of your competi-
tion. Sure, you can accom-
plish this on paper, but 
if you get in the car and 
look at other things avail-
able, you’ll see the mar-
ket through a buyer’s per-
spective. Carefully notice 
how you stack up — ame-
nities, asking price, time 
on market.

• What else has leased 
or sold? Have other build-
ings similar to yours 
traded? You’ll want to 
key in on a similar time 
frame, or simply put, look 
at competitive offerings 

marketed at the same 
time as yours. Why did 
they sell?

• Have your first re-
sponders transacted else-
where? Chances are the 
offer you got has not made 
a deal elsewhere. The 
weird thing about this 
evolving market is avail-
ability is still low, yet buy-
ers are proceeding cau-

tiously. However, if that 
interested party leased 
another property, figure 
out their motivation.

• Offer a time-sensitive 
bonus. For a deal com-
pleted by the end of the 
year, rebate the cost of 
an environmental report. 
Give an abated rent sched-
ule to a tenant willing to 
make a lease by the end 

of the month. Many times 
these “incentives” will 
jump-start your activity.

• Create a broker incen-
tive. First, start with a gift 
for showing the space to a 
qualified prospect. Next, 
reward an offer with a 
better gift. Finally, offer a 
full commission or a two-
week cruise to the sell-
ing broker. With this sim-

ple three-step process you 
generate showings, en-
courage offers and reward 
success.

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

Catch the first wave, for 
there may not be another!

Watch your competition and pricing if you’re looking to sell a commercial property while the market is hot.

Buchanan
Contributing 
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Allen C. 

Q Kelly, thank you for help-
ing people understand HOA 

laws! Here’s my question: Civil 
Code Section 4925(b) states, “The 

board shall per-
mit any member to 
speak at any meet-
ing. …” (executive 
sessions excluded). 
You wrote in a past 
column that “mem-
bers may observe 
board deliberation, 
but the law does 
not give members 
the right to partici-

pate.” This appears contradictory 
to 4925(b). Which law were you 
referring to that disallows mem-
ber participation at the board 
meeting?

— I.S., San Diego

A There is a big difference be-
tween addressing the board 

during open forum and partic-
ipating in the board’s deliber-
ations of agenda items. Noth-
ing in the Open Meeting Act sup-
ports the notion that members 
participate in board discussions. 
If homeowners had the right to 
participate in board discussions, 
why would an open forum be 
necessary? An open forum is im-
portant because members do not 
have the right to interrupt board 
deliberations, and the statute 
guarantees members can always 
have time to speak to the board 
about issues important to that 
member. I often see meetings in 
which members are allowed to 
talk during deliberations. When 
homeowners are allowed to in-
terject, question and even argue 
with the board, the result usually 
is chaotic and longer meetings. 
To argue with the directors, get 
on the board!

Q Our board won’t let us de-
fer our open forum to an-

other homeowner, knowing he 
has something of value to say. 
They absolutely said, “You can’t 
do that.” Is this true? 

— C.S., Anaheim Hills

A Civil Code 4925(b) gives any 
member the right to speak, 

subject to a reasonable time 
limit. If the board set a time limit 
for each member, ceding one’s 

unused time to another would 
defeat the time limit’s purpose. 
The priority is making sure each 
owner has an equal opportunity 
to speak. Deferring time to an-
other would give that member an 
advantage over other members. 
So, yes, I agree with your board 
on this one.

Q In a past column, a reader 
wrote, “Prior to open board 

meetings, our board has closed-
door meetings.” How’s that 
again? It doesn’t seem to pass 
the common-sense sniff test, 
making homeowners sit around 
waiting for the open meeting/fo-
rum. Our board starts with the 
open meeting/forum, so home-
owners know when to be there at 

a given time.
— N.S., Temecula

A Some boards have an open 
forum at the meeting’s be-

ginning, while others wait un-
til the agenda is complete. There 
are arguments in favor of both, 
but I prefer to hold the open fo-
rum at the beginning. This al-
lows owners to address the board 
about something they see on the 
agenda. Also, if open forum is at 
the beginning, a homeowner can 
update the board on something 
on or off the agenda, then leave 
the meeting. Many boards feel 
it is better to get the agenda fin-
ished first, but this can convey 
the message to the neighbors that 

their questions and information 
are of a lower priority.

Closed sessions immediately 
prior to open meetings should 
be scheduled to minimize delay 
of the open meeting, but can of-
ten be unpredictable. Boards can 
try to watch their time and avoid 
appearing disrespectful of the 
homeowners waiting for the open 
meeting to start.

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

Residents want to know: ‘When do WE speak?’

An open forum is important because members do not have the right to interrupt board deliberations, and the 
statute guarantees members always get time to speak to the board about issues important to that member.

Kelly G. 
Richardson
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