
Orange County Register - 12/04/2016 Page : RE04

Copyright (c)2016 Orange County Register, Edition 12/04/2016. Please read our Privacy Policy and User Agreement. Please review new arbitration language here.
December 6, 2016 9:13 am (GMT +8:00) Powered by TECNAVIA

Copy Reduced to 76% from original to fit letter page


Real Estate 4 Sunday, Dec. 4, 2016 The Orange County Register
1

REAL ESTATE

aa

2.2%
Nov. 17

2.42 months
Nov. 17

3,148
Oct. 2012

2,987
Oct. 2013

2,842
Oct. 2015

3,1 18
Oct. 2016
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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. Track Orange County home 
resale inventory, out Monday.

Down from 5,955 
listings two weeks 
earlier and down from 
6,337 a month ago.
The $1 million-plus  
market equals 38.3%                                                                                
of all listings.

Up from the previous 
week’s rate of 4.03%
and up from 3.93% a 
year ago.
The 15-year fixed rate                                                                             
is 3.34%, up from the 
previous week’s rate.

That’s down 46 
cents from 
September’s 
$380.98 but up 
$17.33 from Oct. 
2015.           

That’s down from 13.8% 
in September and down 
from 14.8% in Oct. 2015.

October’s increase over 
a year ago was the 74th 
consecutive month of 
year-over-year 
increases.

2. See real estate slice of 
factory orders, out Tuesday.

3. Mortgage bankers 
report loan-application 
trends on Wednesday.

Homebuying was up 9.7% for the month of October. Sales of 
new homes, 384, were up 58.7%.

DISTRESSED SHARE OF LISTINGS
The 123 foreclosures and short 
sales on the market are down 

from 133 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. Freddie Mac mortgage-
rate survey out Thursday.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF NOV. 17
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30-YEAR FIXED MORTGAGE RATE
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ARMs 
(Homes bought with 
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5. Watch consumer 
sentiment, out Friday.
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CoreLogic’s median home price for the month of October rose 9%
from a year ago, with price decreases in 
22 of 83 county ZIP codes.

The latest resale house price 
was 3.27% below its peak of 
$734,000; the latest resale 
condo price was 4.89% below 
its peak of $470,000.

Though it is only natural
to focus on how much mo-
ney you’re likely to make
when you sell your house,
you also need to
consider how much
it is going to cost to
get your house rea-
dy to sell. 

And what those
prep costs might
add up to depends
on how your house
compares to what
buyers have seen on
HGTV.

Can you afford the time it
will take to declutter every
cabinet, closet, countertop
and piece of furniture? 

This means removing all
of the clutter and either do-
nating it, finding a friend or
family member who wants
your giveaway items, (eith-
er in a supportive move to
help you sell your house or
out of a deep interest in
your family heirlooms) or
paying to store it.

Can you afford the time
to get your place sparkling
clean? 

You’ll want to clean all
the windows and screens.
It could be a little as a bottle
of Windex and a roll of pap-
er towels. It might be call-
ing the window washing
company that shows up
with a pressure washer and
some really tall ladders. 

You also will want to
clean the floors – including
tile, wood and carpet. Is the
grout in between your floor
or counter tiles black? Are
there stains and scratches
on the hardwood? You
might need to call in the ex-
perts to steam or pressure-
wash the tile. Or you might
need to sand or refinish the
hardwood.

Can you afford to paint
your rooms a neutral color? 

Can you paint it yourself,
only paying for the paint,
brushes, tape, tarps and
turpentine and taking a

few vacation days from
work? Or can you afford
hire a professional painter
and add a couple of zeros to

your total prep
cost?

Can you afford to
refresh your land-
scape? 

We are in a
drought, and as a
savvy homeseller,
you might want to
green up to appeal
to buyers and re-
place your sod with

succulents, replant your
borders and boxes with
desert grasses and add cac-
tuses everywhere you can.

Can you afford expensive
upgrades to bring your
house up to the current
fashion? 

That means replacing
your flooring, counters, ca-
binets, windows, doors,
lighting fixtures, sinks and
shower enclosures. Add
several more zeros to your
budget if that is what you
need.

Can you afford to stage
your house with all new
furniture and accessories?

It will require you to re-
move all of your furniture
and stuff so the profession-
al staging company can
bring in new, relevant,
emotional color-coordinat-
ed furniture and accesso-
ries to make your house
look like a model home.
Add some more to your
sales budget.

All of these will help you
sell your house for the most
money in the shortest time
possible. And as the saying
goes, you get what you pay
for.

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.

Selling for 
top dollar 
isn’t cheap
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usable on a mobile format. As an
example, my QR code includes
contact information that auto-
matically drops into your con-
tact manager, so you don’t have
to insert the information ma-
nually. I also display this code
on my business card, and I get a
lot of questions. (And the wow
factor is epic!) Folks that I meet
and with whom I exchange
cards have an easy way to save
my information, so I don’t end
up in a stack of cards in their
drawer.

Another great way to use tags
is embedded video. Remember,
the four things that can be
baked into a tag are text, phone
numbers, URLs and v-cards.
Well, guess what? Video content
loaded into YouTube has a URL
that can be captured and em-

QR codes are an amazing way
to communicate. I believe QR
codes are very misunderstood
and, more importantly, misused
in the commercial real
estate industry. I will
attempt to explain why
and share with you the
ways QR codes (or MS
Tags) work. 

What are QR codes,
anyway? QR, or quick
response, codes are two-
dimensional bar codes
that allow the author to
embed text, URLs, phone
numbers or a virtual business
card. They are free and easy to
produce and are “open source,”
meaning they can be created by
many companies, and each com-
pany’s code reader should be
able to read every other compa-

ny’s QR codes. Meanwhile, Mi-
crosoft Tag technology is closed,
meaning you can only create
and scan Microsoft Tags using

Microsoft’s platform.
“While some believe the
open nature of QR codes
will help them gain trac-
tion and become more
widespread in the mar-
ketplace, others argue
that by controlling the
entire scanning process,
Microsoft will be better
able to assure quality,
and thus rise to the top,”

said Nicole Hall, an account
manager with Mobilize World-
wide, in a report at the 60 Se-
cond Marketer blog.

You will need a QR code read-
er application for your smart-
phone or tablet. I use the AT&T

scanner on my iPhone and iPad.
The website for scanning MS
Tags is gettag.mobi

What is the best use for
tags in commercial real es-
tate? Tags (whether QR codes
or MS tags) should supply con-
tent that is easily viewable or

bedded. Using tags and embed-
ded video content allows you to
communicate a message in a
way that a static website cannot
do as well. 

Specifically, a virtual tour can
be recorded, a tag created and
affixed to a brochure or post-
card. Once the marketing collat-
eral is received, the code can be
scanned, and voila – the tour
unfolds.

Have fun creating your tags,
and you will unleash the power
of scanning!

Allen Buchanan is a principal 
and commercial real estate broker

at Lee & Associates, Orange. 
He can be reached at 714-564-7104
or abuchanan@lee-associates.com.

His website is 
allencbuchanan.com

A quick QR scan and you’ve communicated a lot 
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QR codes can include text,
URLs, phone numbers and more.

Q. I read your column most weekends
with great interest. One subject I do
not recall seeing handled recently is
the right to speak at board meet-
ings. Our association has a
Homeowners Forum for
owners. However some
owners also claim the
right to speak on all agen-
da subjects, effectively
co-deliberating with the
board. This would make an
interesting subject for a
future column. – J.L.,
Oceanside
A. The Open Meeting Act
at Civil 4925(b) requires
all membership or open
board meetings have a time for
members to speak. A properly
used open forum is a very va-
luable meeting feature. Some
associations avoid open forum,
while others have unrestricted
open forum. Both extremes are
unhealthy.

Except for closed sessions,

members may observe board
deliberation, but the law does
not give members the right to
participate. The directors are

being held accountable
for their decisions, have
agenda packets, and have
committed to come pre-
pared. Those in the au-
dience have not the liabil-
ity, preparation or respon-
sibility. That is why it is
critical that attendees not
participate in board dis-
cussions, but instead
listen. 

Open forum is the time
for members to speak,

and directors to listen. Outside
of open forum, the board dis-
cusses while the members listen.
Consider these guidelines:

Directors:
● Set reasonable time limits.
Most associations allow 2 or 3
minutes per speaker. Have a
timekeeper give members a “30

second warning” to help them.
● The law does not require
speakers to identify their topic in
advance, so don’t require it.
● Do not interrupt, argue with
or respond to the speakers dur-
ing their time.
● Listen to the speakers, take
notes and demonstrate attentive-
ness to their concerns.
● Do not record open forum
comments in the meeting mi-
nutes – comments are not ac-
tion.
● Some owners may disagree or
even criticize the board. Deal
with it – directors do not know
everything, and the speaker
might have a valid point.
● After open forum concludes,
the chair should inquire if anyth-
ing mentioned in open forum
should be referred to a commit-
tee or management. If any ques-
tions can be immediately an-
swered, then provide the answ-
ers.

● Be consistent. The chair
should not allow comments from
the floor once open forum is
closed, and also should stop
directors from interrupting open
forum remarks.
● Consider reopening open fo-
rum on issues of major impor-
tance or where the board desires
member input on a specific top-
ic.
● Do not discuss open forum
topics. In open forum, members
can discuss anything. Except for
emergencies, the board discusses
only agenda items.
● Adopt board meeting rules.
Inform attendees how meetings
are run and set decorum stan-
dards.

To association members:
● Open forum is for members,
not tenants or other non-owners.
If you need to communicate to
the board, be there.
● Be organized. Your time is
short. Focus on your main point

and not everything you can
think of.
● Address HOA issues, not glo-
bal warming or high taxes.
● Don’t bring a long list of ques-
tions and demand that each be
immediately answered. It may
take time to provide the request-
ed information.
● Control your behavior. Yelling,
cursing, insulting or other abu-
sive behavior is never acceptable.
● Outside of open forum, listen
and don’t interject. To deliberate
board issues, run for the board!

Kelly G. Richardson, Esq. is a 
Fellow of the College of Community
Association Lawyers and Managing

Partner of Richardson Harman
Ober PC, a law firm known for
community association advice.

Submit questions to 
KRichardson@RHOpc.com. 

Past columns at
HOAHomefront.com

Open forums can be useful, but only if limits are set 
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