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A NOTE ON THIS GUIDE

What This Guide Is—and Is Not

The Los Angeles luxury real estate market does not operate by the rules you may have read about
elsewhere. Most buyer guides are written for the median market. This one is not.

The estates, compounds, and architecturally significant homes that define LA's prestige market are
bought and sold through a layer of professional relationships, private networks, and bespoke
negotiations that rarely surface in consumer-facing publications. This guide exists to give you the
orientation, vocabulary, and strategic framework to operate at that level—or to understand what
the professionals working on your behalf are navigating.

We assume you have already built material wealth. We assume you are accustomed to expert
counsel. What we offer here is the specific expertise of the Los Angeles luxury property market: its
geography, its personadlities, its legal and financial peculiarities, and the judgment that separates
exceptional acquisitions from merely expensive ones.
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In the luxury market, the difference between a good outcome and a great one is almost
never the price on the listing sheet. It's the intelligence gathered before the offer is
written, and the relationship quality of the people gathering it.

This guide takes you through the full acquisition process: from financial positioning and team
assembly, through the private market and estate search, to offer strategy, due diligence, and the
particular responsibilities of owning a significant Los Angeles property.

Read it as a briefing—one you will want to revisit at each stage of your acquisition.



CHAPTER ONE

The Private Market

In Los Angeles, the most significant properties are rarely seen by the general public. The market
above $5 million operates in a fundamentally different register—one defined by private
presentations, principal-to-principal conversations, and relationships cultivated over years.

A Market Unlike Any Other

Los Angeles presents a paradox: it is simultaneously one of the most watched real estate markets in
the world and one of the most opaque. Celebrity-adjacent transactions, architectural icon sales,
and record-breaking estate deals generate enormous media coverage—while the actual mechanics
of how they transpired remain invisible.

Here is what the media does not report: the majority of truly exceptional LA properties—the Bel Air
compound with unobstructed canyon views, the Hancock Park estate on the best street in the
neighborhood, the architectural masterwork in the Hollywood Hills—are acquired through private
channels before a listing ever materializes. Some never list at all.

THE PRIVATE MARKET: A REALISTIC ESTIMATE

Industry professionals who work in the $56M-$50M+ segment consistently estimate that 25-45% of
significant transactions in prime Los Angeles occur off-market or through private presentations—no MLS,
no public listing, no open houses.

The implication for buyers is direct: an agent without relationships in your specific target segment is not
just less useful—they are structurally excluded from a substantial portion of available inventory.

Price Architecture: The LA Luxury Tiers

The word ‘luxury’ is overused to the point of meaninglessness. In Los Angeles, the practical
definition depends on geography and product type. Here is how the market actually stratifies:

PRICE RANGE | MARKET TIER WHAT TO EXPECT

Brentwood, Santa Monica, Los Feliz, Silver Lake
$3M-$6M Entry Luxury hills. Competitive, listed inventory, multiple offers
still common.

Beverly Hills flats, Bel Air lower, Pacific Palisades.
$6M-$12M Prime Residential Off-market share increases significantly.
Institutional buyer competition.



PRICE RANGE MARKET TIER WHAT TO EXPECT

Bel Air upper, Holmby
Hills, Beverly Park,
Malibu Colony.

12M-%$30M Trophy Propert . :

b b rophy Froperty Private presentations
standard. Principal
relationships matter.

$30M-$75M Estate Market Great.est Es'tates in
Bel Air, Alpine Drive,

$75M+ Bespoke / Ultra High No comparables. Each

Net Worth transaction is

The Measure ULA Calculus

Los Angeles City's Measure ULA—enacted in 2023 and commonly called the ‘Mansion Tax'—imposes
a transfer tax of 4% on transactions above $5 million and 5.5% on transactions above $10 million
within Los Angeles City limits. At $15 million, that represents $825,000 in additional transfer cost.

This tax is conventionally a seller-side cost, and it has restructured pricing and negotiating
dynamics in the affected segment. Several important implications for buyers:

—Pricing adjustment: Many sellers in the $5M—%$12M range have adjusted asking prices or
built the tax impact into their net expectations. Your agent should model the seller's net
position in every offer analysis.

—Geographic arbitrage: Properties in Beverly Hills, Santa Monica, Culver City, Sherman
Oaks, Encino, Studio City, and other municipalities within LA County but outside LA City limits
are not subject to Measure ULA. This has meaningfully shifted relative demand and pricing
across jurisdictions.

—Structure opportunities: In certain circumstances, legal counsel may identify transaction
structures that affect tax treatment. Always engage a qualified California real estate attorney

on transactions above $5M.

—Negotiating leverage: In the $5M—$8M range, the ULA tax creates genuine seller friction.
Sophisticated buyers understand how to use that friction appropriately.



CHAPTER TWO

Financial Positioning

At the level of Los Angeles luxury real estate, financial preparation is not about whether you
qualify. It is about how your financial presentation positions you relative to other sophisticated
buyers—and how quickly and credibly you can close.

Cash vs. Financing: The Strategic Question

Above $5 million in Los Angeles, a significant proportion of transactions are cash. Sellers of
generational estates or architecturally significant properties often prefer the certainty of a cash
close over a marginally higher financed offer. The calculus, however, is not always in favor of cash
—particularly for buyers with strong investment portfolios generating returns that exceed current
financing costs.

THE LIQUIDITY VS. LEVERAGE FRAMEWORK

The decision to purchase cash or finance is ultimately a wealth management question as much as a real
estate one. Consider:

- What is the opportunity cost of deploying that capital versus keeping it deployed in other assets?

— What are current jumbo loan rates for your credit profile, and how do they compare to your portfolio’s
expected return?

- Does the seller have a preference that could be leveraged to negotiate price or terms?

— What are the tax implications of each structure for your specific situation?

This guide offers frameworks, not advice. For the optimal structure in your specific circumstance, engage
your family office, private banker, and tax counsel before writing any offer.

Financing at the Luxury Level

When financing is appropriate, the Los Angeles luxury market requires lenders with specific
capabilities that most retail mortgage providers cannot offer:

FINANCING STRUCTURE HOW IT WORKS AND WHEN TO USE IT

Requires private banking relationships; underwriting
based on overall wealth picture, not just income-to-
debt ratios. Portfolio loans and asset depletion
methodologies common.

Super Jumbo Loans ($3M-$30M+)



FINANCING STRUCTURE HOW IT WORKS AND WHEN TO USE IT

Loan qualification based on assets under
management rather than income—critical for buyers
with substantial wealth but non-traditional income
streams.

Asset-Based Lending

Borrowing against investment portfolio to fund a
Securities-Backed Loans (SBLOC) cash purchase. Preserves capital deployment
flexibility while presenting as cash to sellers.

Major private banks (JP Morgan, Goldman Sachs,
UBS, Morgan Stanley) offer bespoke property
financing for existing clients with significant AUM
relationships.

Private Bank Lines of Credit

For buyers purchasing before a current property
Bridge Financing closes. Requires a lender with a high risk tolerance
and strong client relationship.

The Proof-of-Funds Standard

In the luxury market, listing agents and sellers expect proof-of-funds documentation before
entertaining a serious offer. The standard has evolved beyond a simple bank statement. Expect to
provide:

—Private bank or wealth management confirmation letter: On institutional letterhead,
confirming available liquid assets sufficient for the transaction. Should be signed by your
relationship manager and dated within 30 days.

—Brokerage account summary: For asset-based purchases or where liquidity is held in
securities. Account number partially redacted; total value confirmed.

—Pre-approval letter (if financing): From a private bank or jumbo specialist who the listing
agent’'s office recognizes—not a retail lender. The lender's reputation is part of your offer's
credibility.

—Family office or trust documentation: Where assets are held in trust or through a family
office structure, a letter from the trustee or office director confirming available capital.

Assembling clean, professional proof-of-funds documentation in advance—before you find the
property you want to acquire—is the difference between being able to move in 24 hours and losing
72 hours at the worst possible moment.



CHAPTER THREE

The Advisory Team

A luxury real estate acquisition requires a team of specialists, each operating at the highest level
of their discipline. In Los Angeles, the quality of that team is often the determining factor in both
the outcome of the acquisition and the experience of the process.

Your Buyer's Agent: The Central Relationship

In the luxury segment, the buyer’s agent is less a
service provider and more a strategic advisor
and market intelligence officer. The right agent
has access to inventory you will not find through
any public channel, has relationships with the
listing agents and principals who control access
to significant properties, and has the judgment
to know when to move and when to wait.

WHAT DISTINGUISHES A LUXURY SPECIALIST

—Off-market access: In the $I0M+ segment, the majority of your agent’s value may come
from properties that never list. Ask specifically about off-market transactions they have
closed in your target area in the last 24 months.

—Principal relationships: At the estate level, many sellers prefer direct principal-to-principal
dialogue facilitated by trusted agents. Your agent’s personal relationships with the listing side
can open doors that letters and emails cannot.

—Discretion as a professional standard: Many luxury buyers require complete confidentiality
about their search. An agent working at this level understands that your identity, your
criteria, and your financial profile are not to be shared without your explicit direction.

—Cross-geography fluency: Pacific Palisades and Bel Air are adjacent on a map but operate
as different markets with different buyer pools, different negotiating cultures, and different
pricing logic. Your agent should know both intimately.

—Transaction architecture: At the estate level, offers often involve complex terms—seller
rent-backs, phased closings, personal property negotiations, private easements, and
structural contingencies that are specific to large-scale properties. Experience with this
complexity is non-negotiable.



QUESTIONS THAT REVEAL geliZ-V8ip ¢

What significant off-market transactions did you source and
close in my target area in the past 18 months?

How do you maintain confidentiality for buyers who prefer not
to be publicly identified with a search?

Who are the dominant Ilisting agents in my target
neighborhoods, and what is your relationship with each?

Can you describe a transaction above $X where your
involvement changed the outcome for the buyer?

What is your approach when a seller is reluctant to negotiate—
and you still believe it is the right property?



The Full Professional Team

Beyond your agent, a luxury acquisition in Los Angeles requires specialists in each of the following
disciplines. Assembling this team—and ensuring they can communicate and coordinate effectively
—should happen before you are in contract on any property.

SPECIALIST ROLE IN THE LUXURY TRANSACTION

Essential. Reviews all contracts, identifies unusual
provisions, advises on title and easement issues, and
coordinates with trust/estate structure. Engage one with
specific CA luxury transaction experience.

Real Estate Attorney

If financing any portion of the acquisition. Must have
Private Banker / Lender demonstrated capability at your transaction size and
comfort with non-traditional income documentation.

Advises on purchase structure, entity ownership,
Tax Counsel (CPA or Tax Attorney) depreciation, and exit strategy implications. Critical
before signing anything, not after.

General inspection is the floor. At the luxury level, expect
to commission separate structural engineering,
mechanical systems, pool and landscape, and—for older
estates—environmental and geological assessments.

Estate Inspector

For estates with significant personal property that may
Art and Chattels Specialist be negotiated into or out of the transaction: furniture, art,
wine collections, vehicle collections.

Experienced with complex title histories, trust and LLC

Private Escrow / Title Officer transfers, and the multi-party coordination that
significant transactions often require.

Standard homeowners policies are often inadequate or
unavailable for estates above $5M. Requires a specialist
who places high-value residential coverage, including
wildfire, earthquake, and umbrella liability.

Insurance Broker (Specialty Lines)



CHAPTER FOUR

Estateska:

Encleayviels

The geography of Los Angeles luxury real estate is a study in contrast: ocean-view compounds
perched above the Pacific, walled estates within gated communities, Modernist icons suspended
over canyons, and Beaux-Arts mansions on tree-lined streets that feel lifted from another era

entirely.
The Westside Estates

Bel Air
$8M - $100M+ The definitive LA estate address

Buyer Profile Buyers seeking maximum privacy, scale, and proximity
to both the Westside and the entertainment industry’s center of
gravity. Old money and new money coexist without friction.

Know This Upper and lower Bel Air have different characters—lower
roads offer better access; upper roads offer more dramatic views
and greater separation. Know which you want before you search.

L )

Holmby Hills
$15M - $200M+ « The apex of the LA estate market

Buyer Profile The most serious estate buyers on the Westside. Largest
lots in the country club triangle. Adjacent to the Los Angeles Country
Club and Bel Air Country Club. Generational holdings.

Know This True Holmby Hills inventory is extremely scarce. Properties
here rarely come to market more than once per decade.
Relationships determine access, not public listings.

Pacific Palisades
$5M - $40M+ » Ocean views, top schools, village character

Buyer Profile Buyers who want Westside prestige with a genuine
community feel. Families with children. Buyers who value walkability
alongside estate living. Strong architectural stock.

Know This Wildfire risk is real and must be confronted directly—not
assumed away. Insurance availability and defensible space
compliance should be assessed before any offer is contemplated.
Post-2025 fire events have reshaped portions of the market
significantly.
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Brentwood
$4M - $25M+ « Refined, private, consistently in demand

Buyer Profile Buyers who want Westside prestige without the
exposure of Beverly Hills or the scale of Bel Air. Medical

professionals, entertainment executives, and established - .
families. -

Know This The best streets—Rockingham, Homewood, Church b3 .. =i __y-'— —
Lane area—are not always the ones with the most obvious .. S
curb appeal. Local knowledge of block-by-block character is
essential.

The Historic Estates

Hancock Park
$4M - $18M+ - Old Los Angeles on the best preserved streets in
the city

Buyer Profile Buyers drawn to architectural authenticity—
Georgian, Tudor, Spanish Colonial Revival, and French
Normandy estates on large flat lots. The most architecturally
significant non-hillside residential district in LA.

Know This Properties here often have historical designations
that limit modification. Engage a historic preservation
attorney before any acquisition where renovation is
contemplated.

Los Feliz Estates (Laughlin Park)
$5M - $20M+ - A gated enclave within Los Feliz with a singular
character

Buyer Profile Buyers who value privacy, architectural pedigree,
and proximity to Griffith Park. The most significant early 20th
century estates in the city. A community known to itself.

Know This This is not a neighborhood you discover—it is one
you are introduced to. The best properties here are acquired
through direct owner outreach and agent relationships, rarely
through MLS listings.
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Beverly Hills (Post Office & Flats)
$5M - $50M+ « The world’s most recognized luxury address

Buyer Profile Buyers for whom the 90210 address carries
genuine value—professionally or personally. Trophy asset
buyers. International buyers for whom Beverly Hills requires

*'\‘f?'de..\,_ _.;H_‘ "‘;E’W.‘-‘“ -
no explanation. % Jii ¢
Know This Beverly Hills is not subject to Measure ULA—a : O
significant distinction for transactions above $5M. This has _ iy
meaningfully affected relative value vs. LA City addresses. L : i

The Canyon & Hillside Properties

A distinct category of the LA luxury market: architecturally significant properties—often Mid-Century
Modern, Organic, or Brutalist—built into or cantilevered above the canyons and hillsides of the Santa
Monica Mountains and the Hollywood Hills. These properties demand a specific type of buyer: one
who values architectural experience over lifestyle convenience, and who has the patience for the
maintenance and access challenges that hillside living requires.

Hollywood Hills West / Laurel Canyon
$4M - $20M+ - Architectural icons and canyon privacy

Buyer Profile Architecture-forward buyers. Entertainment
industry principals. Buyers who prioritize visual drama, privacy,
and provenance over school districts and flat yard space.

Know This Access, emergency ingress, and insurance are the
three non-negotiable conversations before any hillside
acquisition. Do not abbreviate this due diligence.

Malibu Colony & Carbon Beach
$15M - $150M+ « The only true beachfront in the LA market

Buyer Profile Buyers for whom proximity to the water is the
primary variable. Second-home buyers. International buyers
seeking a West Coast base. The entertainment industry’s most
iconic informal community.

Know This Carbon Beach (Billionaire’s Beach) is the most
coveted strip of oceanfront in Southern California. Inventory
turns over once per decade at most. Acquisition here is a
years-long process, not a search.

Page 12



CHAPTER FIVE

ACUiSItIONES tEEtES)Y,

In the luxury segment, the search process is less a browsing exercise and more a targeted campaign
—conducted quietly, with clear criteria, and through the right professional channels.

Defining_the Acquisition Brief

Before your agent begins any outreach—public or private—work together to produce a clear
acquisition brief. This document serves as the internal compass for your search and, where
appropriate, can be shared selectively with trusted listing agents to generate private approaches.

BRIEF ELEMENT QUESTIONS TO ANSWER

Target geography Which specific streets, neighborhoods, or enclaves. How firm is this?

Estate (large lot, multiple structures), architectural icon, compound,

Property type : i
equestrian—what specifically?

Minimum/maximum square footage, bedroom/bathroom minimums, lot size

Scale requirements .
reguirements

Modern, traditional, historic, architectural pedigree—and how important is

Architectural preferences
P each?

Privacy and security Gate requirements, set-back, visibility from public street, security
requirements infrastructure

GlEstad sta}ff Guest house, staff quarters, pool house—what is required vs. desired?
accommodation
Are you operating under any time pressure? Is a phased acquisition or

Timeline and flexibility leaseback an option?

Target, maximum, and—importantly—how does your agent know if a property

Price range ,
g at $3M above target is worth reconsidering?

Confidentiality How broadly can your agent share that you are searching? What information
requirements about you specifically may be disclosed?

Page 13



Working the Private Market

With a clear brief, your agent’s first move is not to search the MLS. It is to activate their network:

—Direct owner outreach: In tightly held neighborhoods—Holmby Hills, Laughlin Park, the
Malibu Colony—experienced agents maintain relationships with long-term owners who may
be receptive to a private approach from the right buyer.

—Listing agent intelligence: Agents who specialize in listing significant properties often
know what is coming to market 3—6 months before it does. A professional inquiry from a
known buyer's agent can secure a private first look.

—Trust and estate networks: Estate attorneys, trust officers, and probate specialists often
know of properties that will need to be sold before the estate is prepared to list publicly.
These are sometimes available at below-market pricing due to the principal’'s need for a
clean, certain transaction.

—Developer relationships: Spec developers in the luxury segment often sell privately to
avoid carrying costs and listing exposure. Pre-completion acquisitions at favorable pricing
are available through these channels.

Touring and Evaluation at the Estate Level

Luxury property tours require a different approach than the standard residential search. These
protocols apply:

—Private showings only: Open houses are for the general market. Your agent should
arrange private showings at times that allow thorough evaluation without the social dynamics
of an open house environment.

—Bring the right eyes: For properties where you have serious interest, consider bringing a
structural engineer or architect on a second showing before making any offer. The cost is
negligible relative to the transaction; the intelligence is invaluable.

—Request the property history: Significant LA properties often have documented histories.
Architectural lineage, prior owners, significant modifications, and any designations—historic
or environmental—all affect value and future use.

—Assess the invisible: Insurance history, HOA headlth (if applicable), documented water
intrusion or geological events, permit history at LADBS, and any litigation involving the
property or neighboring properties.

66

The most expensive mistake in luxury real estate is falling in love with a property before
you understand it. Let your advisors complete the picture before your emotions close it.
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CHAPTER SIX

The Offer

Writing a competitive offer on a significant Los Angeles property is an exercise in strategy,
intelligence, and relationship management—not merely a numerical exercise.

Intelligence Before Price Price Strategy at the Luxury Level
Before settling on any number, your agent There is no formula. What exists is judgment
should have gathered the following: based on market data, seller intelligence, and

the competitive landscape.
General frameworks:

—The seller's motivation: Is this a principal who is —Priced correctly, recently listed, showing
emotionally attached, or an estate sale where the activity: Expect to pay at or near asking.
trustees are purely financial? A downsizing owner Overbidding is rare but not unknown in highly
has different levers than a developer looking to desirable micro-markets above $10M. Your agent
extract maximum profit. should know which properties justify it.

—Days on market and price history: How long
has this property been available, at what price,
and what prior offers were made and why they
failed? Your agent should call the listing agent and
ask directly.

—Extended market time or prior offer failures:
Significant negotiating room exists. The question is
how much can be extracted without insulting a
seller whose motivation has not changed. This
requires judgment, not a percentage formula.

—Competing buyer activity: Are other serious

buyers circling? Is the seller expecting multiple —Off-market acquisition: No list price exists as

offers, or is this a negotiated acquisition? The reference. Value must be established purely from
answer fundamentally changes your approach. comparable sales, replacement cost analysis, and

the specific strategic value the property
—~The seller's ideal timeline: Close-of-escrow represents to you. This is where having a skilled
flexibility is often worth more than price in agent and independent appraiser is most
motivated seller situations. Understanding whether important.

the seller needs 30 days or 90 days can be a
decisive advantage.

—Personal property: In estate transactions,
significant personal property—furniture, art, wine
collections, vehicles, outdoor sculptures—is often a
separate negotiation. Knowing what the seller
wants to keep or is willing to include changes the
economics of the offer.




—Trophy or irreplaceable properties: Some properties have no true comparable. At this
level, price is what you are willing to pay for something singular—and what you are able to
negotiate given the seller's alternatives. Rationalize the value to yourself before you begin.

(o114 T -3 T3 R Protecting a Significant Investment

In the luxury segment, contingencies serve a more complex function than in the standard market.
Each one must be calibrated to the specific risk profile of the property and the seller's likely
response:

CONTINGENCY LUXURY-SPECIFIC GUIDANCE

If financing: keep it unless your lender has issued a full TBD underwriting
approval. Never waive without written lender confirmation.

Loan Contingency

Complex at the luxury level—truly unique properties often do not appraise
Appraisal Contingency at purchase price using comp methodology. Understand the appraisal risk
before waiving.

Non-negotiable. But at the estate level, the investigation period should be
Investigation / Inspection = extended to 21-30 days to allow specialized inspections. Negotiate this
upfront in your offer.

For any hillside or coastal property. Commission independently; do not rely

Geological / Soils Report on reports provided by the seller without independent verification.

For gated communities and planned developments: reserve fund status,

HOA Document Review ) o : . .
pending assessments, and litigation history all require careful review.

Particularly important for estates with complex histories—multiple
Title Review ownership transfers, easements, historical designations, or private road
agreements all surface here.

Increasingly important in California’s insurance crisis. Consider including a
Insurance Contingency contingency giving you the right to cancel if satisfactory homeowners
insurance at a specified premium cannot be obtained.
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- .
Touring and Evaluation

at the Estate Level

In the standard market, a personal letter is a tactic. In the estate market—particularly with long-
term owner-occupied properties—it is sometimes the entire conversation. Sellers of generational
estates care deeply about who is buying and what they intend to do with the property.

Your agent should have an honest, private conversation with the listing agent about whether the
seller has any non-financial priorities: preserving the garden they spent 30 years cultivating,
ensuring the property is not immediately demolished for a spec rebuild, or simply feeling that the
next steward of the home is someone worthy of it. Where these priorities exist and you can
credibly honor them, communicating that authentically is worth more than any escalation clause.
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Due Diligence l

[l
CHAPTER SEVEN

at Scale

The due diligence phase on a significant Los Angeles property is not a checklist. It is an
investigation—conducted by specialists, coordinated by your team, and evaluated with the
patience that a transaction of this magnitude deserves.

The Investigation Period: Negotiate More Time

The standard Cadlifornia Residential Purchase Agreement provides 17 days for the investigation
contingency. For properties above $5M, this is rarely sufficient. When writing your offer,
negotiate an extended investigation period—21 to 30 days is standard practice in the luxury
segment. Use every day of it.

H ESTATE DUE DILIGENCE CHECKLIST

General Home Inspection (ASHI/InterNACHI certified)—overview of all major systems; completed
within first 72 hours

0 Structural Engineering Assessment—for all hillside, cantilevered, post-and-beam, and Modernist
properties; and any foundation concerns flagged in general inspection

0 Geological / Soils Investigation—required for all hillside, canyon, and coastal properties;
commission independently

Roof Specialist—flat roofs, green roofs, clay tile, and historic slate all require specialist assessment
beyond general inspection

0 Mechanical, Electrical, and Plumbing (MEP) Specialist—for estates with complex systems: home
) automation, multiple HVAC zones, elevator, commercial-grade appliances, generator

O Pool, Spa, and Water Feature Specialist—equipment, plumbing, shell integrity, and code
compliance

Sewer Scope and Lateral Inspection—essential; particularly for older estates with long lateral runs
to the street
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ESTATE DUE DILIGENCE CHECKLIST

[] Pest and Termite Inspection—required by lenders; order immediately upon acceptance

Environmental Assessment—for older properties: lead paint, asbestos, radon, mold; for

] I .
hillside/coastal: geological hazards

0 Wildfire Risk Assessment—VHFHSZ designation, defensible space compliance, ember-resistant
venting, fire hardening; insurance implications

0 Insurance Assessment—engage your specialty insurance broker to determine available coverage

' and premium range before removing contingencies

0 Title and Survey Review—with your real estate attorney; flag all easements, encroachments, and
historical title issues

0 Permit History Review—LADBS permit search for all improvements; flag unpermitted work and

-l . —
assess retroactive permitting path

0 HOA and CC&R Review (if applicable)—financials, reserve fund, litigation, architectural restrictions,

N and special assessments

0 Personal Property Inventory—for estates where furniture, art, or fixtures are included in or
excluded from the transaction

] Historic Designation Review—City of LA or state designations that restrict modification; engage

historic preservation counsel if applicable
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The Disclosure Package: What to Prioritize

California’s disclosure requirements are among the most comprehensive in the nation. In the luxury
segment, the disclosure package often reveals the most important issues—particularly for
properties with long histories. Prioritize these documents:

DOCUMENT WHAT TO FOCUS ON IN THE LUXURY CONTEXT

The seller’s own account of known defects, disputes, and
Transfer Disclosure Statement (TDS) material facts. Read every line; compare to your inspector’s
findings.

Detailed history of repairs, insurance claims, water events,
Seller Property Questionnaire (SPQ) neighbor disputes, and system conditions. Gaps or vague
answers are flags.

Wildfire, flood, earthquake, liquefaction, and landslide zone
Natural Hazard Disclosure (NHD) designations. For hillside and canyon properties, this
document warrants immediate attention.

Reviewed by your real estate attorney. Easements, private
Preliminary Title Report road agreements, historical deed restrictions, and HOA
encumbrances all appear here.

Financials, reserve study, CC&Rs, board minutes, and any
HOA Documents pending or historical litigation. An underfunded reserve is a
future assessment; litigation is a contingent liability.

Pulled independently—not provided by the seller. Any
Permit History (LADBS) improvement without a permit is your potential liability after
close.

Request a C.L.U.E. report if not provided. Prior claims for

Insurance Claims History (CLUE Report) i ) )
water damage, fire, or geological events are material facts.
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CHAPTER EIGHT

Closing

The closing process for a significant Los Angeles property requires the same deliberate
coordination that the search and offer process did. The details are not trivial—and at this
transaction scale, errors are expensive.

The Extended Escrow Timeline

Luxury transactions in Los Angeles typically run 45—60 days, not 30. Complex title issues, lender
underwriting for super-jumbo loans, specialized inspections, and the negotiation of personal
property all take time. Build this into your planning.

Days 1-5 Open escrow; deliver deposit; receive and sign disclosure package; engage all inspection
specialists immediately

Days 3-14 General inspection; initial specialist inspections; title review with counsel; HOA document
review
Days 10-21 Specialist reports received and reviewed; repair and credit negotiation; geological and

environmental assessments

Days 18-25 Investigation contingency removed (after all reports reviewed and negotiation complete);
lender appraisal ordered

Days 25-40 Appraisal completed; underwriting advanced; appraisal contingency addressed; insurance
binder obtained

Days 40-50 Clear to Close received; loan contingency removed; Closing Disclosure reviewed; final
property walkthrough

Days 50-60 Loan documents signed; funds wired; deed recorded; keys transferred; personal property
coordination

Vesting: How You Take Title

At the level of a luxury acquisition,
how you take title is a weadlth
management and estate planning
decision that should be made in
consultation with your attorney and
tax counsel—not at the closing table.
Engage this conversation before you
are in contract.



VESTING STRUCTURE WHEN TO CONSIDER IT

Maximum simplicity; full personal exposure;
appropriate primarily for single buyers with no
estate planning considerations

Individual Ownership

Avoids probate; maintains privacy; allows seamless
succession; the most common structure for
significant CA residential acquisitions

Revocable Living Trust

Provides liability insulation; useful for income
properties or where the property will be leased;
some lenders restrict LLC ownership

LLC (Single-Member or Multi-Member)

; o ; Estate planning tool; discounts for minority interest;

Family Limited Partnership (FLP) o0 ne ’ . 5 o ’
requires ongoing partnership administration

Estate planning strategy that removes the property

from the estate at a discounted gift value;

irrevocable; requires long-term commitment

Qualified Personal Residence Trust (QPRT)

For married couples; California’s most tax-
advantaged vesting; stepped-up basis on both
halves at death

Community Property (w/ Right of Survivorship)

Wire Security Protocol

WIRE FRAUD IS THE #1 FINANCIAL CRIME IN REAL ESTATE

At the luxury transaction level, the dollar amounts involved make wire fraud disproportionately attractive
to sophisticated criminal networks. Intercept attacks—in which criminals compromise email chains and
substitute fraudulent wiring instructions that appear entirely legitimate—are increasingly common and
nearly impossible to reverse once executed.

Mandatory protocol for every wire transfer associated with this transaction:

- Obtain wiring instructions directly from your escrow officer by telephone, using a number you have
independently verified—never a number from an email.

- Call again to confirm receipt after wiring. Do not accept email confirmation only.

- Instruct your bank’s wire desk to double-verify the beneficiary account name before releasing any
transfer.

- Ifinstructions change at any point in the transaction—treat this as a potential fraud signal and verify
immediately by phone before acting.




CHAPTER NINE

tewardship

A significant Los Angeles property is not merely real estate. It is an asset class unto itself—requiring
active management, thoughtful financial planning, and ongoing attention to the particular risks and
opportunities of the California environment.

The First 90 Days

E FIRST 90 DAYS: ESTATE STEWARDSHIP PRIORITIES

n Engage a residential property manager or estate manager if the property will not be your primary
residence
1 Change all access credentials: locks, gate codes, alarm systems, smart home access, pool house

and guest house codes

M Commission a full systems orientation from your inspector or a specialist: HVAC zones, plumbing
shutoffs, electrical panels, generator, home automation

L] Obtain all warranty documentation for appliances, mechanical systems, and recent improvements

] Establish relationships with specialist contractors for each property system: HVAC, plumbing,
electrical, pool, landscape, home automation

M File for California Homeowners’ Property Tax Exemption (if primary residence) by February 15 of
first tax year

[] File a Declared Homestead with the LA County Recorder for equity protection

] Review and potentially increase homeowners insurance coverage to full replacement cost—estates
o are frequently underinsured at acquisition

n Confirm earthquake insurance is in place through the California Earthquake Authority or a specialty
carrier
n Assess and address any wildfire defensible space requirements (VHFHSZ properties); engage a fire

hardening specialist if not already completed

] Commission a complete photographic and video documentation of the property’s condition at
acquisition for insurance purposes

] Review all CC&Rs, private road agreements, and easements with your attorney; understand your
obligations and rights

Property Taxes: The Proposition 13 Advantage
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Cadlifornia’s Proposition 13 is the most significant structural advantage of long-term California
homeownership. Your assessed value is locked at your purchase price and can increase by no more
than 2% per year, regardless of market appreciation. On a $20 million estate, this can mean
assessed values and tax bills that diverge dramatically from market reality over a holding period of
10—20 years.

The tax rate for most LA County properties is approximately 1.2—1.4% of assessed value annually.
At acquisition on a $20M property, expect approximately $240,000—%$280,000 per year in property
taxes. Over 15 years with 2% annual growth, that bill reaches $323,000—$376,000—while the
market value of the property may have grown to $30—40M.

PROPOSITION 19: STRATEGIC PLANNING FOR FUTURE MOVES

If you or a family member is 55 or older, severely disabled, or displaced by a designated disaster,
Proposition 19 allows the transfer of your current property’s low Prop 13 assessed value to a replacement
home of any value, anywhere in California—once in a lifetime.

For a long-term owner with an assessed value far below current market, this is an extraordinary benefit:
purchasing a $15M replacement property and carrying it at the tax basis of a $4M original acquisition. Plan
this benefit years in advance with your tax counsel—it requires careful sequencing.

The Insurance Imperative

California’s homeowners insurance market is in structural crisis. Multiple
major carriers have paused or terminated new policy issuance in the
state. For properties in VHFHSZ, the situation is more acute. Managing
your insurance relationship is now an active, ongoing responsibility of
ownership:

—Specialty carriers: At the luxury level, standard carriers are often
inadequate for replacement cost or simply unavailable. Lloyd’s of London
syndicates, AIG Private Client Group, Chubb Masterpiece, and PURE are
among the carriers who provide bespoke high-value residential coverage.
—Annual policy review: Replacement cost for luxury estates rises with
construction costs. Review your policy limits annually with your broker
and adjust accordingly. Under-insurance at the luxury level creates
exposure of millions of dollars.

—Wildfire mitigation as premium management: Documented fire
hardening, ember-resistant venting, Class A roofing, and defensible
space all reduce premium and improve availability. Engage a fire
mitigation specialist and document all improvements for your broker.
—Earthquake coverage: Separate policy; typically 10—20% deductible of
insured value. On a $20M property, this means a $2M—4M deductible.
Understand what you are and are not insuring before signing.




CHAPTER TEN

The Long View

A significant real estate acquisition is the beginning of an advisory relationship, not the conclusion
of a transaction. The professionals who helped you acquire the property well are the same
professionals best positioned to help you manage, optimize, and—when the time comes—exit it.

What Ongoing Advisory
Looks Like

The relationship between a luxury buyer and
their real estate advisor should operate as a
continuous briefing service on matters that
affect the value, character, and management
of their property:

—Market intelligence: Annual briefings on
your specific neighborhood’'s transaction
activity, pricing trends, and notable sales—
with a clear-eyed assessment of where your
property's value sits and what would move it.
—Off-market acquisition opportunities: If your
advisor knows your criteria well, they should
bring you private opportunities as they
surface—portfolio additions, adjacent
properties, or upgrades within your preferred
geography.

—Exit strategy modeling: Long-term owners of
significant LA properties benefit from
modeling their exit 3—5 years in advance:
optimal listing timing, estate sale structure,
potential 1031 exchange opportunities, and the
tax implications of different disposition
strategies.

—Vendor and specialist network: Your
advisor’'s network of architects, contractors,
landscape designers, estate managers, and
legal specialists is a resource that compounds
in value over time. Use it.

Investment Perspective

Significant Los Angeles residential real estate
has historically delivered strong long-term
appreciation—outperforming most major asset
classes over 10+ year holding periods in the
prime segments. This is not a guarantee, and
recent years have introduced new risk factors
—insurance, wildfire, political uncertainty,
interest rate dynamics—that require active
monitoring rather than passive assumption.
The buyers who have done best in this market
over the long term share severdl
characteristics: they bought in neighborhoods
with irreplaceable characteristics, they
maintained their properties with genuine
attention, and they treated their real estate
relationships as investments in access rather
than expenses of service.

e

“The finest properties in Los Angeles are
not just residences. They are statements of
position, sanctuaries of privacy, and assets
that—when chosen with intelligence and
held with patience—reward their stewards
generously.

We are honored to serve as your advisor in this process. The acquisition
of a significant Los Angeles property is among the most consequential
decisions you will make—and we take that responsibility seriously.

Page 25




REFERENCE

Key California & LA Luxury Resources

RESOURCE PURPOSE

LA Building & Safety ladbs.org — Permit history search by address; essential before any offer
LA County Assessor assessor.lacounty.gov — Tax records, assessed values, exemption filing
LA County Recorder lavote.gov/registrar-recorder — Deed recording, Homestead Declaration
Cal Fire VHFHSZ Map osfm.fire.ca.gov — Fire Hazard Severity Zone lookup

LA County GeoHub ﬁ]e;;sub.lacity.org — Geological hazard, landslide, liquefaction, fault zone

Callfarnie-Earthauake earthquakeauthority.com — Earthquake insurance; residential programs

Authority
CA Dept. of Real Estate dre.ca.gov — License verification; consumer protection resources
LA County Ready lacounty.gov/ready — Evacuation zones; emergency preparedness

LA City Historic Resources conservancy.org / lahd.lacity.org — Historic designation research

Measure ULA Information lacity.gov — Transfer tax details; applicable thresholds; exemptions

Essential Luxury Transaction Glossary

TERM DEFINITION

Asset Depletion / Asset- Loan qualification methodology using total assets rather than income;
Based Underwriting standard for high-net-worth buyers with non-traditional income streams

State-designated active fault zone; requires disclosure; lender financing

Alquist-Priolo Zone s i
restrictions may apply
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TERM DEFINITION

CC&Rs Covenants, Conditions & Restrictions—governing documents for HOA
communities, gated enclaves, and planned developments

C.L.U.E. Report Comprehensive Loss Underwriting Exchange—insurance claim history for a
specific property; request before any offer

Fire-safe vegetation clearance required by California law; 100-foot zone
around structures in VHFHSZ

Defensible Space

Geological / Soils Report Engineer’s assessment of soil stability, bearing capacity, and geological
hazard risk; essential for hillside and coastal properties

City of LA or California State designation limiting modification; affects

Historic Designation
renovation feasibility and future use

Mortgage above $766,550 (conforming limit); super-jumbo generally refers

Jumbo / Super-Jumbo Loan . . . .
to loans above $3M; requires private banking or specialized lenders

LADBS Los Angeles Department of Building and Safety—permit records, code
enforcement, and zoning information

Measure ULA LA City transfer tax: 4% on sales over $5M; 5.5% over $10M; does not
apply in Beverly Hills, Santa Monica, and other separate cities

Transaction conducted without public MLS listing; may involve private

Off-Market / Private Sale . . ;
/ presentation, direct owner outreach, or pre-list sale

Lender retains the loan rather than selling to secondary market; allows
more flexible underwriting for non-standard financial profiles

Portfolio Loan

Prop 13 California law locking assessed value at purchase price; maximum 2%
annual increase; the foundational tax advantage of CA homeownership

Prop 19 Allows 55+, disabled, or disaster-displaced owners to transfer Prop 13 tax
base to a replacement property anywhere in CA; lifetime benefit

Qualified Personal Residence Estate planning vehicle removing the residence from the taxable estate at

Trust (QPRT) a discounted value; irrevocable commitment
SBLOC (Securities-Backed Borrowing against investment portfolio to fund a cash purchase; preserves
Line of Credit) portfolio deployment while enabling cash offers

LA City requirement for seismic retrofit of vulnerable multi-unit residential

Soft-Story Ordinance
buildings; affects certain multi-family properties

TDS (Transfer Disclosure Mandatory seller disclosure of all known material defects and conditions;
Statement) carefully reviewed with counsel in luxury transactions
VHFHSZ Very High Fire Hazard Severity Zone—Cal Fire designation with significant

implications for insurance, vegetation management, and construction

This guide is prepared for informational and educational purposes only and constitutes neither legal, tax, financial, nor professional real estate advice.
All financial structures, tax strategies, and legal considerations should be reviewed with qualified counsel in light of your specific circumstances. Real
estate markets, laws, tax codes, and insurance regulations are subject to change. Information is believed accurate at time of preparation but is not
warranted. Past market performance does not guarantee future results.
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Your next chapter deserves to
be crafted exceptionally.

Ready to find your next home? Let's talk.

REQUEST A CONFIDENTIAL BUYER

STRATEGY CONSULTATION
—

SCOTT HIMELSTEIN

e | Redltor| CalDRE#: 01452719

Q, 818.396.3311
@ www.ScottWorks4U.com

SCAN ME

Follow us on Social Media

f /ScottWorks4u OVER
@ /scotthimelstein *2*§2

» /@scotthimelstein




