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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. Track Orange County home 
resale inventory, out Monday.

Up from 5,757 listings 
two weeks earlier and 
up from 5,623 a month 
ago.
The $1 million-plus  
market equals 43%                                                                                 
of all listings.

Down from the previous 
week’s rate of 3.91% and 
up from 3.56% a year 
ago.
The 15-year fixed rate                                                                             
is 3.17%, down from the 
previous week’s rate.

That’s up $6.99
from April’s 
$391.70 and up 
$24.22 from May 
2016.           

That’s up from 18.8% 
in April and up from 
11.9% in May 2016.

April’s increase over a 
year ago was the 80th 
consecutive month of 
year-over-year 
increases.

2. Realtors report existing home 
sales on Wednesday.

3. Check U.S. new-home 
sale report, out Friday.

Homebuying was up 1.9% for the month of May. There were 352 
new homes sold in May, down 16.4%

DISTRESSED SHARE OF LISTINGS
Orange County had 71 foreclosures 
and short sales on the market as of 

June 15, up from 76 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. Mortgage bankers report 
loan-application trends on 

Wednesday.

INVENTORY OF HOMES FOR SALE

HOMES LISTED AS OF JUNE 15
5,905

30-YEAR FIXED MORTGAGE RATE

AVERAGE, WEEK ENDING JUNE 22
3.90%

MEDIAN PRICE PER SQ. FT.

MAY
$398.69

ARMs 
(Homes bought with 

adjustable-rate mortgages)

MAY
18.1%

RENT-COST CHANGE

REGIONAL RENTER INFLATION
5.1%

2015 2016 2017

5. Freddie Mac mortgage-rate 
survey out Thursday.
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CoreLogic’s median home price for the month of May rose 6.7% from a 
year ago, with p,rice increases in 56 of 83 Orange County ZIP codes and 
decreases in 26.

 At $755,000, the latest median price for a 
resale house was the highest on record. The 
latest resale condo price also reached an 
all-time high of $492,500.
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Q  Our board is requiring ap-
proval of any architectural 

changes within the individual 
owner’s unit. It seems this is 
poking their noses in where they 
don’t belong. Is it legal?  
            — K.M., Pasadena

Q In a high-rise condo-
minium, is the man-

agement of the HOA re-
sponsible for making 
sure owners get city per-
mits when remodel-
ing (electrical/plumb-
ing). Some owners take 
shortcuts and contrac-
tors sometimes like to save the 
owner money. The HOA doesn’t 
have an architectural commit-
tee that would be responsible for 
reviewing plans, nor does the 
HOA require a copy of city ap-
proved plans, nor are plans ap-
proved by the board. It seems 
careless to me since work done 
in one unit could create prob-

lems for a neighbor, if a contrac-
tor who doesn’t do quality work 
is selected by the owner.  
               — S.B., Newport Beach

AA condominium 
owner typically owns 

the airspace bounded by 
the unfinished surfaces 
of walls, floors and ceil-
ings. This is not univer-
sal because the exact de-
lineation of what is sepa-
rately owned and what is 
common area comes from 
the recorded condomin-
ium plan. Some condo-

miniums are configured so the 
common area starts at the slab 
or the ground — it depends on 
what the plan says, not how the 
property is configured.

In typical condominiums, 
the drywall and everything in 
the bearing walls are within 
the common area. In attached 
condominiums, this is impor-

tant because what happens to 
the wall of one unit could af-
fect not only adjacent units but 
many others. Anytime a con-
dominium owner cuts a hole in 
the drywall, they are usually 
modifying the common area. 
Most condominium buyers do 
not realize the common area is 
much more than the grounds, 
hallways, walkways and recre-
ation room.

Homeowners often view ev-
erything behind their front 
door as their business and no-
body else’s concern.

 However, changes in plumb-
ing or wiring could endanger 
the neighbors if it is not prop-
erly performed, and opening 
up a wall between two rooms 
might weaken the structural 
integrity of the building. 

Association prohibitions 
against altering common area 
without association consent 
are a protection to the adjacent 

owners.
Condominium homeowners 

seeking to cut into walls should 
definitely check with their as-
sociation before beginning 
work. 

All of the neighbors have a 
strong interest in making sure 
changes to common area are 
performed with association 
permission, with full permits 
from the local building author-
ity and with proper licensing 
and liability insurance.

Though some might find ar-
chitectural restrictions on “in-
terior” work intrusive, think 
about how intrusive it might 
be to your home if a neighbor’s 
shoddy plumbing, wiring or 
framing modifications causes 
damage.

Some can misinterpret Civil 
Code 4760, which seems to al-
low modifications inside a unit, 
but a closer reading reveals in-
terior modifications are still 

subject to the association’s gov-
erning documents and must 
meet applicable building codes.

Civil Code 4765 requires all 
associations to have a “fair, 
reasonable and expeditious” 
procedure for deciding on pro-
posed changes to a unit or 
common area. Such a proce-
dure must be in writing, ad-
opted as an association rule.

The board’s job is to protect 
and preserve the common area. 
Work with your association, as 
you expect your neighbors to 
do the same, for the protection 
of all the neighbors.

Kelly G. Richardson, Esq., 
is a fellow of the College of 
Community Association 
Lawyers and managing partner 
of Richardson Harman Ober PC, 
a California law firm known 
for community association 
advice. Submit questions to 
KRichardson@RHOpc.com. 

HOA HOMEFRONT

Architectural enforcement — two views 

My loosely scientific and somewhat sub-
jective interpretation of the market shows 
the super-active spring housing market be-
gins right after the Super Bowl and peaks at 
Memorial Day.

That’s the period characterized by the in-
surgence of the largest number of homebuy-
ers going after the lowest number 
of homes for sale.

Then comes the summer mar-
ket, which starts right after Me-
morial Day and lasts roughly un-
til Labor Day. After that, it’s all 
downhill through Christmas and 
New Year’s.

If you take all the data showing 
for-sale home listings and hous-
ing demand of said homes, com-
pile them into charts, the result-
ing images closely resemble the outlines of 
two familiar peaks: Saddleback Mountain 
and Mount Everest (in reverse).

Using numbers from a noted data-tracker, 
my friend and O.C. real estate economist 
Steven Thomas, here’s the scoop.

Supply/inventory of homes for sale: The 
annual ebb and flow of Orange County 
homes listed for sale follows the outline of 
the Saddleback Mountains.

The number of homes to hit the market 
traditionally rises very gradually right after 
New Year’s Eve, reaching a peak just before 
Labor Day, then steadily declines. 

There’s a slight uptick to complete the 
saddle in the middle of the picture, then a 
slow descent all the way to the end of the 
mountain range by the end of the year. And 
even though our inventory of homes for 
sale is lower this year than any year back to 
2013, each year’s outline follows the same 
general shape of peaks and valleys.

Demand for homes:  This is the number of 
homes placed into escrow.

The annual rise and fall of demand, ac-
cording to the graph from Thomas’ Reports 
on Housing, imitates the iconic outline of 
Mount Everest, with the image reversed so 
that the steepest ascent to the peak is on the 
left instead of the right side of the image.

Demand for homes rises rapidly from the 
beginning of the year to about Memorial 
Day, driven by the frenzy of buyers who’ve 
paid for all of last year’s Christmas presents, 
received their W-2 statements, and have 
their tax refund money in hand.

They accept the challenge of multiple of-
fers, especially in a year like this where 
the supply of homes, while gradually rising 
through the spring, is lagging the past few 
years.

 They even agree to pay slightly higher 
than the asking price to win the fight, which 
drives up home values.

And then just like the mountain, demand 
reaches its peak, which in Orange County 
means by Labor Day, at which point it be-
gins its descent to the lowest point of all, 
New Year’s Eve.

The bottom line is demand rises faster 
than supply from New Year’s to Memorial 
Day, creating the busy spring market, tilted 
in favor of sellers. 

Then supply builds up as we go from Me-
morial Day to Labor Day in the still busy 
but more neutral summer market. Supply 
peaks in the summer. Then both supply and 
demand decline back into the valley as we 
coast into the holidays.

This year is right on track.

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.

REAL ESTATE

Mighty 
mountains 
depict local 
market’s 
peaks, valleys

Our commercial real estate mar-
ket these days is heavily weighted to-
ward sellers. Akin to a boxing mis-
match, buyers are outclassed and 
must muscle up to coun-
ter the punches thrown by a 
market favoring a seller.

If a seller lists his com-
mercial real estate for sale, 
prices it fairly — or even un-
fairly in some cases — and 
assuming the building has 
good amenities, a ring full 
of buyers crowds his corner 
— with gloves full of cash — 
shortly after the first bell.

We as the trainers — aka 
the buyer’s representatives — set 
out to find a fairer fight. We contact 
owners of commercial real estate and 
ask them if they would consider sell-
ing to our buyers. In rare instances, 
we find a willing seller, which creates 
an “off-market” deal. Great! But what 
are the problems with such a trans-
action? I propose we spend a mo-
ment and discuss the downside.

The seller has no advocate. Gener-

ally, a seller engages a broker to rep-
resent him. Incumbent upon a sell-
er’s rep is the duty to place a seller’s 
interest above those of the broker. 

Included in the representa-
tion is a presale conversation 
involving a review of current 
market conditions, an outline 
of a comprehensive market-
ing plan, candid discussions 
about the tax impact of sell-
ing, agreeing upon the tour-
ing protocol, and disclosing 
the selling plans to employees 
who occupy the building.

In an off-market transac-
tion, none of these confabs 

occurs and the seller potentially en-
ters the deal uneducated about the 
process. Without a seller advocate, 
the buyer enters the ring with an ad-
vantage. Good for the buyer. Bad for 
the seller.

Generally, the seller figures out he 
will not benefit from a lack of repre-
sentation.

 In this market, a seller’s rep will 
counsel his client on the importance 

of running a process to find the best 
buyer — rarely the outcome of an off-
market deal. I recently witnessed an 
off-market transaction that yielded a 
price for the seller 30 percent below 
the prevailing values. Ouch!

No vetting has occurred. Unre-
solved title issues such as tax liens, 
unrecorded easements, or loans 
against the property have not been 
investigated. Systems — the roof, fire 
suppression, and heating ventilat-
ing and air conditioning — have not 
been inspected. The tax impact of 
a sale has not been calculated. Are 
there any prepayment penalties that 
must be addressed before closing?

Any and all of these issues can 
cause a knockout, which means the 
bell rings on your commercial real 
estate deal and you are not the win-
ner.

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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