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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. Markets, banks closed Monday 
to celebrate Christmas.

Down from 5,177 
listings two weeks 
earlier and down from 
5,655 a month ago.
The $1 million-plus  
market equals 38.9%                                                                                
of all listings.

Up from the previous 
week’s rate of 4.16%
and up from 3.96% a 
year ago.
The 15-year fixed rate                                                                             
is 3.52%, 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. Eye Realtors’ U.S. Pending 
Home Sales Index, out 

Wednesday. 

3. Track home-prices 
trends with S&P 

Case-Shiller indexes, out 
Tuesday.

Homebuying was up 20.9% for the 22 business days ending 
Nov. 23. Sales of new homes, 462, were up 33.9%.

DISTRESSED SHARE OF LISTINGS
The 126 foreclosures and short 
sales on the market are up from 

120 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 DEC. 15
4,789

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING DEC. 22
4.3%

MEDIAN PRICE PER SQ. FT.

OCTOBER
$380.52

ARMs 
(Homes bought with 

adjustable-rate mortgages)

OCTOBER
11.8%

RENT-COST CHANGE

REGIONAL RENTER INFLATION
5.3%

2015 2016

5. See mortgage bankers' 
loan-application trends, out 

Wednesday.
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CoreLogic’s median home price for the 22 business days ending 
Nov. 23 rose 5.6% from a year ago, with price decreases  
in 24 of 83 county ZIP codes.

The latest resale house price 
was 3.95% below its peak of 
$734,000; the latest resale 
condo price was 6.38% 
below its peak of 
$470,000. There’s an admittedly

weird cadence to an
escrow. 

In the beginning, there’s
a flurry of paperwork, al-
beit now mostly
electronic, with
contracts whizzing
across the internet
and being signed on
smartphones and
iPads. 

Once the deal is
actually done, there
are more emails
with escrow in-
structions and bank
wiring instructions
for the initial deposit. 

There’s one small detail
to sweat here: The contract
requires that escrow re-
ceive the initial deposit
within three days from the
date of acceptance. So
buyers actually have to in-
itiate a transaction through
their bank at this point, as
opposed to responding to
requests to sign something
by email or by clicking
through prompts on a
phone.

Now, fast forward to the
end of the escrow, when the
details can really make you
break a sweat. 

You have to respond to
the underwriter’s requests
to provide updated pay
stubs, bank statements and
other financial evidence of
your capability to perform
on the debt created by the
home loan. And you usually
must respond within a few
minutes of the request if
you want to make the clos-
ing date.

Then there’s the actual
signing of the loan docu-
ments, which you can do
for free at the escrow office
(which is God only knows
how far from where you
are) or with a mobile no-
tary who comes to your
home. 

Sweaty detail to note
here. If you use a mobile

notary, it usually adds
another day to the closing
process for the mobile no-
tary to get the signed docu-
ments back to escrow and

for escrow to get the
documents back to
the lender. Not a
good choice if you
are cutting it close
on closing. 

Not to mention
that it will add to
your closing costs
to pay the mobile
notary.

Now you have to
transfer the utilities

into your name, to coincide
with the date the seller
turns them off, lest you risk
a re-connect fee, which no
one likes to pay. 

When do you give notice
to your present landlord
that you’re canceling your
lease? That may come after
you’ve signed your loan
documents if you’re a con-
servative player, or you may
have given notice the day
your offer was accepted if
you are a more capricious
person. A detail to deter-
mine – be it sweaty or not.

Finally, you get the con-
firmation that your escrow
is closed. Now you have to
know where to pick up the
keys. 

And you have to find out
what permits you need to
park your car in the as-
signed parking spot, which
may require you to present
your closing package to the
homeowners association’s
property management
company’s security firm so
you can get a temporary
pass to make sure your
wife’s car does not get
towed. Sweating yet?

Leslie Sargent Eskildsen is
an Orange County real estate
agent. She can be reached at
949-678-3373 or leslie@leslie
eskildsen.com. Her website is

leslieeskildsen.com.

You might
actually sweat
the small stuff
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of operating HOAs increases as years pass.
Well-run associations keep delinquencies
low, and pass budgets with reasonable in-
creases reflecting the rising cost of living.

Governing documents: Reviewing go-
verning documents is a chore, since they
are often collectively over 100 pages long.
At least read the CC&R use restrictions and
maintenance provisions and the rules. Do
they seem burdensome or unduly strict?
Are there any rules at all? Healthy associa-
tions have reasonable rules.

These are only indicators, and there are
as many ways to evaluate CIDs as there are
to evaluate neighbors. Do your best, know-
ing that no home, or HOA, is perfect.

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 com-
munity association advice. Submit questions

to KRichardson@RHOpc.com.
Past columns at HOAHomefront.com.

Common interest developments, or
homeowner associations, house about one
third of Californians, and most new hous-
ing stock is established in HOAs. Can
buyers determine whether an association
residence is a good investment, or if
the HOA is healthy? Is it simply
price and location? Well-run asso-
ciations in poor locations might be
more desirable than poorly run as-
sociations in great locations. Con-
sider these factors:

Maintenance: Is the property
well-maintained? Peeling paint,
cracked stucco, dead landscaping,
and worn hallway carpets are not
good signs. Some associations
pinch pennies, avoiding normal
maintenance expenses in order to
avoid increasing assessments – never a
good idea.

Board meetings: HOA boards must meet
at least quarterly, and most boards in all
but the smallest associations meet at least

monthly. Boards that meet little or not at
all may be conducting business informally
or even in secret. Boards meeting too often
may be disorganized. Ask for a few months’
minutes. See what you can learn about the

board’s operation. Board minutes
must be made available to mem-
bers and can be very informative. 

Association financial stability –
reserves: HOAs are required to
provide detailed reserve funding
disclosures, so read them! Normal
residential appraisals do not ad-
dress capital reserve funding or
the lack thereof. Short-sighted
HOAs avoid accumulating reserve
fund savings (in order to avoid as-
sessment increases), but that is
actually a form of growing indeb-

tedness. Some day that association will
need to take out a loan or impose a special
assessment because it is not ready for ma-
jor repairs. Healthy HOAs plan ahead and
follow the guidelines of a reserve study.

Management: Professional management
is not a luxury, but boards trying to reduce
costs often choose cut-rate management or
even self-management. However, the toll
on the directors from the lack of good man-
agement services is far greater than the
cost savings. Look for HOAs with top qual-
ity, credentialed management. If the HOA
has a “PCAM” credentialed manager, that
indicates the manager has achieved the
highest available credential. 

Communication: Does the association
keep its members informed? Such commu-
nication can take many forms, such as bul-
letin boards, newsletters or websites. 

Insurance: Review the HOA’s summary
of insurance, and the risks it has insured.
Check for earthquake insurance, which is
expensive, but after an earthquake, could
mean the difference between HOA insol-
vency and rebuilding.

Financials: How many members are de-
linquent? Is there a budget? When was the
last adjustment in assessments? The cost

How to tell if an association is being run well
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Your company was just bought, and the
operation will be rolled into another loca-
tion. Check! You’ve outstripped the capac-
ity of your location, but you have time re-
maining on an existing lease. Check!

You’ve decided to shutter the op-
eration and outsource the manufac-
turing to China, but your lease ex-
pires a year from now. Check! Or
you decide to take advantage of his-
torically low interest rates and buy a
commercial real estate location. But
there is that landlord who wants to
receive his rent for the next two
years. Check!

All of these scenarios require a
lease termination. So how do you
accomplish this? This column is designed
to give you some helpful suggestions to ex-
tract yourself from a lease obligation.

OK, let’s find a solution for that unwant-
ed lease. Ask yourself these questions:

How much time remains on your lease? If
the term remaining is fewer than two

years, be prepared for your owner to use
the remaining term as a “free” marketing
time. The owner has the luxury of rent pay-
ments while searching for a replacement
tenant or buyer.

What type of entity owns your loca-
tion? A private individual may be a
bit more flexible than an institu-
tional owner.

Where is your rental rate in relation
to the current market? If your rate is
above market, plan on subsidizing
payments on the remaining term –
if a replacement tenant can be
found. If your rate is below market,
your remaining term could provide
a good alternative for a fast grow-

ing company.
How does your lease treat assignment or

subleasing? Most commercial leases allow
for subleasing or assignment. Rarely is
there a removal of your obligation, how-
ever. That means that if you sublease or as-
sign the remaining term, you still could be

liable for rent if the subtenant defaults.
If you’re moving to a bigger location, what is

the rent amount monthly? One month of
rent in the old location could be a fraction
of the monthly rent in the new location. IE:
Old location rent is $5,000 per month. New
location rent is $15,000 per month. There
are nine months of term remaining in the
old location or $45,000. If you negotiate
three months of rent abatement in the new
location, you avoid a double payment.

How long would your building take to lease?
Any competent commercial real estate
broker can answer this for you. 

Can some portion of the operation stay in
the location through the term? I just sold a
building to a company with 15 months re-
maining on a lease. Rather than try to sub-
lease the space or negotiate a buyout, the
client opened a related operation in the
space.

Are any of your neighbors crowded and in
need of space? A fast-growing neighbor can
consume your space quickly.

Once these answers are clearly under-
stood, you have some options:

Negotiate a buyout: I generally suggest an
occupant call his owner and discuss the
reason that the space no longer is needed. I
suggest the occupant ask the owner if he
would consider a buyout.

Sublease or assign the space: If more than
two years remains on your lease, unless you
are dramatically below market, most own-
ers will not consider a buyout of the re-
maining obligation. You then must find a
replacement tenant to live out the remain-
der of your lease term. 

Cease payment: I have never recom-
mended this, but it is an alternative.

Live out the term: In the example above,
my client loved the old location, so he creat-
ed a business operation to house the space
and live out the remaining term.

Allen Buchanan is a principal and commer-
cial real estate broker at Lee & Associates,
Orange: abuchanan@lee-associates.com

So you want out of your commercial lease – now what?
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