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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. Jobs! Jobs! Jobs! U.S. 
employment report, out Friday!

Up from 5,016 listings 
two weeks earlier and 
up from 4,716 a month 
ago.
The $1 million-plus  
market equals 44.4%                                                                                 
of all listings.

Up from the previous 
week’s rate of 3.97% 
and up from 3.66% a 
year ago.
The 15-year fixed rate                                                                             
is 3.27%, up from the 
previous week’s rate.

That’s up $4.06
from February’s 
$384.45 and up 
$12.81 from March 
2016.           

That’s the same from 
16.4% in February but 
up from 13.3% in March 
2016.

March’s increase over a 
year ago was the 79th 
consecutive month of 
year-over-year 
increases.

2. Federal Reserve policy 
meeting ends Monday.

3. Building hot? See 
construction spending 

data, out Tuesday.

Homebuying was up 8% for the month of March. Sales of 
new homes, 407, were down 6.7%.

DISTRESSED SHARE OF LISTINGS
The 89 foreclosures and short 

sales on the market are up 
from 78 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. See real estate slice of 
factory orders, out 

Thursday.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF APRIL 20
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5. Freddie Mac mortgage-
rate survey out Thursday.

$505,000
March 2013

3,444
March 2017

2,884
March 2014

$585,000
March 2015

0

2

4

6

8

10

$625,000
March 2016

CoreLogic’s median home price for the month of March rose 
6.4% from a year ago, with price decreases in 23 of 83 
county ZIP codes.

The latest resale house price was 1.91% below its 
peak of $734,000; the latest resale condo price 
was 0.31% below its peak of $476,500.
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Q I am one of 
a couple em-

ployees in a small, 
self-managed, asso-
ciation. Regarding 
opening the asso-
ciation records to 
owners, how much 
detail are they al-
lowed to see? The 
manager is con-
cerned that if someone in-
sists on details (ie: spe-
cific individual names and 
duties) that this informa-
tion must be provided. I 
thought owners should be 
allowed to know only how 
much is spent on main-
tenance and not be given 
specific association em-
ployee names, salaries and 
duties because that would 
be breaching confiden-
tial information. However, 
might the names of any 
hired outside contractors 

such as pool com-
panies, gardening 
companies, laun-
dry facility com-
pany, etc., be al-
lowed?

 — K.H., Arcadia

A Dear K.H.:
Member 

rights to association re-
cords are found at Civil 
Code 5200-5240. Members 
may inspect interim fi-
nancial statements includ-
ing balance sheets, income 
and expense statements, 
budget comparisons and 
general ledgers. Members 
also may inspect executed 
non-privileged contracts, 
written board approvals of 
invoices or proposals, as-
sociation tax returns, re-
serve account withdrawals 
and balances, check reg-

isters and canceled asso-
ciation checks. Some law-
yers take the position that 
their fee agreements are 
“privileged” so that mem-
bers cannot see them. I 
disagree. Attorney billing 
rates and practices are not 
confidential (but attorney 
invoices are privileged be-
cause they describe what 
the lawyer is doing or ad-
vising upon).

Also available for in-
spection are invoices and 
receipts, statements for 
services rendered, ap-
proved purchase orders, 
association credit card 
statements and reimburse-
ment requests submitted 
to the association. These 
are considered “enhanced 
records” and the associa-
tion may “redact,” or oblit-
erate, personal identity in-
formation from the docu-

ment.
Members also may in-

spect or copy the govern-
ing documents and meet-
ing agendas and minutes 
from board open meet-
ings, or membership meet-
ings, or committees con-
sisting solely of directors.

Members may also in-
spect or receive copies of 
a membership list, which 
includes names, prop-
erty addresses and mail-
ing addresses of the own-
ers, excluding any owners 
who under Civil Code 5220 
have opted out.

Except for minutes, 
members may request re-
cords for the current year 
and the previous two 
years. The association has 
30 calendar days to pro-
duce records from the pre-
vious two years, and 10 
business days to produce 

current year records.
The process to inspect 

records is described in 
Civil Code 5205. The asso-
ciation can charge the re-
questing member the ac-
tual cost of making the 
copies as well as up to $10 
per hour for redaction of 
enhanced records.

Civil Code 5215 lists as-
sociation records that are 
specifically not required 
to be produced, including 
member disciplinary re-
cords, closed session min-
utes, and personnel re-
cords. “Personnel” means 
association employees, and 
those paid by the associa-
tion as independent con-
tractors are not employees.

HOMEOWNERS >> Make your 
requests specific and rea-
sonable. Use the powerful 
access rights of these stat-

utes wisely, and not as a 
bludgeon. It does not in-
clude the right to explana-
tions.

BOARDS AND MANAGERS 
>>  Recognize that own-
ers have very broad rights 
of access to association fi-
nancial records. The re-
sponse to antagonistic and 
accusatory owners is often 
to resist cooperation, but 
this often only inflames 
their suspicions. 

Kelly G. Richardson 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.

HOA HOMEFRONT

What records should homeowners see?

Homesellers 
love to highlight 
all they’ve done to 
their home when 
it’s time to sell.

The best way to 
do this is through 
the listing pho-
tos, which go to a 
gazillion websites. 
Some homesellers 
believe an itemized list of 
things they’ve done over 
the years will help buy-
ers want to offer closer to 
their asking price. They 
even go so far as to iden-
tify areas they’ve ad-
dressed and list the ac-
tual cost of work com-
pleted.

Others elect to include 
all the furniture and ac-
cessories they’re will-
ing to “give” to the buyer 
— for the right purchase 
price. 

Here’s a quick guide to 
what a seller can and can-
not include in the sale of 
their home and what they 
can expect to give them a 
bump in sales price.

REMODELED KITCHEN >>  
Typically, recent kitchen 
remodels result in the 
largest return on a seller’s 
home improvement in-
vestment.

Choosing today’s pre-
vailing trends in coun-
ters, cabinets, backsplash, 
appliances and flooring 
are the best way to max-
imize the “WOW” factor 
for buyers.

However, I’d stay away 
from showing the actual 
labor and material costs. 
Instead, I’d include the 
names of the materials 
(such as porcelain River 
Wood distressed tile, Wolf 
range, Grohe faucets, Car-
rara marble tile shower 
enclosure) in the listing 
description and even on 
tasteful “feature cards” to 
place in your house like 
they use in model homes 
at new home sites.

REMODELED BATHROOM >> 
Much like kitchen remod-
els, recently upgraded 
bathrooms in today’s 
fashion will add to the 
sales price of most homes 
compared to a similar 
home sold recently with-
out the lovely upgrades.

PAINT, FLOORING AND WIN-
DOW TREATMENTS >> Giv-
ing your house a fresh 

coat of paint inside 
and out is always 
helpful in support-
ing a higher sales 
price.

Painting over 
the sunny yellow 
kitchen you fin-
ished several years 
ago, as a part of the 
spontaneous sum-

mer of sunshine proj-
ect, with several coats of 
bright Swiss Coffee, will 
go a long way to color 
correct the area and 
make it appeal to more 
buyers. Removing the yel-
low bumble bee wallpaper 
from the upstairs kids’ 
bathroom and giving it a 
couple of coats of Swiss 
Coffee will also attract 
more buyers and stop 
them from subtracting 
from your asking price to 
extract the bees.

Tossing out the match-
ing bumble bee café cur-
tains in the adjacent bed-
room in favor of taste-
ful white blinds will also 
stop buyers from sub-
tracting.

DECOR AND FURNITURE 
>> Some sellers no longer 
want or need to keep the 
furniture and accessories 
in the home they are sell-
ing, since it may not be 
suitable for the home they 
are moving to or they 
may just want to start all 
over with new furnish-
ings to match their new 
home.

Technically, furni-
ture and home accesso-
ries cannot be included 
in a purchase contract 
when a loan is being se-
cured for the home. It is 
my understanding that 
an appraiser cannot add 
any value to the home for 
the furniture that may be 
staying in the home, re-
gardless of the value of 
the furniture. If furniture 
is included in the sale, it 
should be done in a sep-
arate transaction using 
a bill of sale between the 
buyer and seller. Hence, it 
won’t be reflected in the 
sales price.

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.
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What to leave 
in and out  
of the listing 
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Eskildsen
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Just like the explosive 
land mines that lurk be-
neath the surface, similar 
“bombs” can derail a com-
mercial real estate deal.

Although bodily injury 
may be avoided, the fallout 
created is nonetheless pain-
ful. It’s important to recog-
nize where these land mines 
might be hiding.

So let’s discuss the most 
common land mines you could en-
counter when buying or selling a 
building.

Environmental
Generally, buying a building in-

cludes borrowing money. An en-
vironmental assessment will be a 
part of your loan approval. Unseen 
but lurking under the soil may be 
environmental contamination.

An examination of current and 
previous uses of the building along 
with a review of local and regional 
conditions is undertaken to deter-
mine if any subsurface testing is 
recommended. 

If there is cause for concern, soil 
borings are collected, tested and a 
course of action pursued. Based on 
the findings, your deal may be de-
layed or completely derailed.

Entity status

Typically, ownership of 
commercial real estate is 
vested in an entity other than 
an individual. Most common 
among ownership entities is 
the limited liability company 
or LLC. 

In order for the LLC to con-
duct business — i.e. sell real 
estate — the entity must be 

active in the state in which the en-
tity operates. 

All tax returns must be current 
and all taxes, if any, paid. The en-
tity must pay its annual filing fees. 
And a statement of information 
must be on record with the state. 

If any of these boxes are un-
checked, the entity may be sus-
pended. 

A laborious process to revive the 
LLC must be undertaken. Search-
ing in Corporation Wiki or the Sec-
retary of State should tell you the 
status of your entity.

Loan reconveyance
When a loan is paid in full, a re-

conveyance is necessary. Otherwise, 
the loan balance will still be re-
corded against the property. 

Owners incorrectly assume once 

the loan is paid, they are done. 
Wrong. Reconveyances are easy to 
accomplish at the time the loan is 
satisfied. Not so easy if attempted 
years later.

Clouds on title
Mechanics liens, tax liens, “lis 

pendens” — nasty little critters that 
prevent a seller from deeding prop-
erty. 

Frequently, sellers of commercial 
real estate are clueless about mat-
ters affecting the title of their prop-
erty. 

Before considering selling a 
building, it’s best to order a prelim-
inary title report and have your ti-
tle officer review it with you.

Insurance
Your purchase will require in-

surance. Get your insurance profes-
sionals working on binding a policy 
early in your escrow. 

If you wait until you’re at the 
closing table, the process will 
screech to a halt.

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.
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THINKSTOCK.COM

Recent kitchen remodels improve home values, but there’s 
no need to share actual costs with potential buyers. 
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