


“London Properties - The number one selling Real Estate 
Firm in Central California! Any questions?”

Report from the President:
Real estate is back!  Prices continue to move up and sales are strong.  Best of all, 
interest rates are still low (for a short while longer)!  We all make money when we buy 
homes low and later sell them high.  That’s why we say you make your money in real 
estate when you buy it not when you sell it!  It’s still time to make that cliché a reality 
and it’s definitely time to take advantage of what could be the end of low mortgage 
rates.

Here’s a glance at what happened in 2013 (Fresno MLS stats, all areas/communities):
 # Homes Sold  Average Sales Price     Average Time to Sell 

 10,562                             $201,598                                        50 Days 
 Down 1.3% from 2012 Up 17.8% from 2012 11.7% less time than 2012

Our most important news is that since the market bottom in February 2009, prices in the Valley are up 
more than 35%!  Although the largest gains were made in the entry and mid-level price points ($125,000 
- $250,000 homes), some of the appreciation pushed its way into the move-up and luxury home markets.  
Another important 2013 statistic is that the average time required to sell a home (50 days in 2013) has 
decreased by 11.7% from 2012.

Just as predicted last year our low inventory pushed prices up.  This has been a boom for sellers, and 
fortunately for buyers, the low interest rates have virtually neutralized the uptick in values.  At the end of 
2012, residential listings stood at 1,680.  In March 2013 this number fell to a low of 1,564, but then climbed 
to end 2013 at 2,183 active properties.  Although the number of active listings are an important measure 
in our market, even more important is our month’s supply of inventory.  This figure is determined by 
assuming that if no more homes were to come on the market from today forward, and sales maintained 
their current level, we would have “X” number of months’ supply before our inventory ran out.  With 
low inventory and brisk sales, this number hovered just above 2 months for most of 2013, but in the 4th 
quarter, that figure jumped to the 3-4 month range and finished the year at 3.5 months’ supply.  That said, 
the average number of days it takes to sell a home decreased in 2013 from 56 to only 50 days.  There is 
something good in this data for both buyers and sellers.  For sellers, fewer days on market shows there 
is strong demand for housing and that if your property is well priced, it will sell fast.  So, how does this 
happen?  How can homes be selling faster, but at the same time our inventory is growing?  It happens 
because realistic sellers, are pricing their homes according to the market and these properties get snatched 
up quickly.  Sellers who are “testing” the market at slightly higher list prices, however, are remaining on 
the market longer, thus increasing our total inventory.  This has proved to be a good balance for the market, 
but it won’t last and that’s why 2014 is a good year for buyers and sellers to make a move!

Sellers who bought at the market peak in 05-07 may still find they are going to sell for less than they 
paid, but even here, we have some good news. Lenders have become more agreeable and accustomed 
to approving “short sales” where the new buyer is able to purchase at a price even below the current 
loan encumbrances on the property.  Although as of February 10, 2014 Congress is still deliberating 
the extension of the Mortgage Debt Forgiveness Act which expired at the end of 2013, the California 
Legislature was more proactive and already passed into law,  guidelines that may allow a seller to sell 
today without incurring the burden of paying State or Federal income tax on the forgiven debt.  This has 
allowed such a large number of homeowners to sell their property that we have virtually moved through 
our “distressed inventory”.  From 2008-2011, 60%-70% of all homes sold fell into the “distressed” category.  
In 2013 this number fell to 20% and continues to drop.  Smart sellers should take advantage of these 
conditions and current appreciated values by selling and re-entering the purchase market as soon as you 
can to get a good buy, while interest rates are still at historic lows.

Perhaps the most important fact for buyers is that “you live in the payment and not the price”.  You don’t 
want to be a buyer who falls into the trap of sitting on the sidelines instead of jumping in the market or 
who finds the home of your dreams, but you miss out on it because your offer was too low.  Bottom line, 
those buyers are worrying more about the price than they are the payment.  Since 1972, the average 
interest rate on a 30 year mortgage has been 8.7% (Source, Freddie Mac); currently we are at approximately 
4.5%.  An easy rule of thumb is that for every 1% increase in rate, a buyer loses nearly 10% in purchase 
power.  For example, if you qualify for a purchase at $200,000 with a 4.5% rate on your loan, but then the 
rate moves to 7% (which is still 1.5% lower than the 40 year average) your qualifying amount could drop 
25% - (from $200,000 to only $150,000). That’s a totally different house!  In payment terms, the monthly 
payment (principal and interest) on a 30 year $200,000 mortgage at 4.5% is approximately $1,013. At 
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7%, the payment moves to $1,331 per month. The gap between what you can afford today with lower 
rates compared to what you’ll afford when rates go up will grow further apart if we continue to have the 
appreciation in values we’re currently experiencing.  Smart buyers should remember, “You live in the 
payment and not the price”.

Most economists believe that the real estate market will continue its upward trend.  Locally, our increasing 
inventory will slow the appreciation we’ve had during the last 24 months.  This is a positive as it gives 
buyers more selection while preventing too aggressive of a market correction.  Couple this with record-
low interest rates and affordability remains well above historic averages.  According to the California 

Association of Realtors the First-Time Buyer Housing Affordability Index has reached 71% in Fresno County, 
78% in Kings and Madera and 74% in Merced.  Meanwhile, the State average remains at 66%.  The index 
represents the current ratio between a County’s Median priced entry level  home and the Median Household 
Income.  In short, it is an indication of the percentage of people who may be able to qualify for a home loan.  
Clearly the Central Valley remains one of the most affordable regions in the State in which to buy a home.

One final piece of good news is that in 2013 we had improved market conditions in every segment of our 
valley, from Merced in the North to Visalia and Hanford to the South.  Prices are up, sales remain strong, 
and inventory is coming back.  These same conditions exist for entry level homes and multi-million dollar 
estates.  In 2013, the number of homes sold over $750,000 in price was up nearly 40% over 2012.  London 
Properties has dominated the Valley’s Luxury home market for twenty years.  In 2013, we participated in 
more than 100% more sales in the Valley over 1 million than our nearest competitor.  Overall, our 500 
Sales Associates were once again ranked as one of the largest and most productive “Power Brokers” in 
America.  In fact, for 15 years running we have out-produced 99.5% of all Real Estate Firms in America.  In 
2013, we once again provided our customers with more top-producing sales associates than any other Real 
Estate firm in the Metro area and, of course, sold more Real Estate than any other firm in the Central Valley.  
2013 was our 42nd year of setting the bench mark for Quality, Integrity and Productivity in Real Estate.

When real estate markets change, there is one factor that will always remain consistent.  London Properties, 
Central California’s largest family owned Brokerage, will be here for you.  If you would 
like any more detailed information regarding either the market or ourselves, give us a 
call.

And remember, you can find immediate information on any home for sale – by any 
Broker in the Valley 24/7 on your mobile device at londonproperties.com! mobileLP.com



REGIONAL SALES STATISTICS

FRESNO
ALL ZIP 
CODES

# OF SALES DAYS ON
MARKET

AVG. SALES 
PRICE

AVG. PRICE
PER SQ. FT.

2012 5,712 53 $160,426 $92.51
2013 5,399 39 $193,623 $109.70
% Change -5.48% -26.42% +20.69% +18.58%

CLOVIS
ALL ZIP 
CODES

# OF SALES DAYS ON
MARKET

AVG. SALES 
PRICE

AVG. PRICE
PER SQ. FT.

2012 1,493 57 $237,964 $114.17
2013 1,381 41 $278,572 $132.02
% Change -7.50% -28.07% +17.06% +15.63%

HANFORD
ALL ZIP 
CODES

# OF SALES DAYS ON
MARKET

AVG. SALES 
PRICE

AVG. PRICE
PER SQ. FT.

2012 619 69 $154,990 $92.42
2013 546 60 $179,304 $116.73
% Change -11.79% -13.04% +15.69% +26.30%

SANGER/FOWLER/PARLIER/SELMA/KINGSBURG
ALL ZIP 
CODES

# OF SALES DAYS ON
MARKET

AVG. SALES 
PRICE

AVG. PRICE
PER SQ. FT.

2012 772 62 $162,019 $93.33
2013 702 52 $188,153 $108.20
% Change -9.07% -16.13% +16.13% +15.93%

MADERA/CHOWCHILLA
ALL ZIP 
CODES

# OF SALES DAYS ON
MARKET

AVG. SALES 
PRICE

AVG. PRICE
PER SQ. FT.

2012 504 65 $133,697 $78.00
2013 417 54 $158,376 $90.85
% Change -17.26% -16.92% +18.46% +16.47%

AHWAHNEE/OAKHURST/COARSEGOLD
ALL ZIP 
CODES

# OF SALES DAYS ON
MARKET

AVG. SALES 
PRICE

AVG. PRICE
PER SQ. FT.

2012 317 119 $192,239 $98.70
2013 355 106 $216,915 $109.50
% Change +11.99% -10.92% +12.84% +10.94%

MERCED
ALL ZIP 
CODES

# OF SALES DAYS ON
MARKET

AVG. SALES 
PRICE

AVG. PRICE
PER SQ. FT.

2012 917 72 $139,926 $78.78
2013 1,366 45 $168,932 $92.00
% Change +48.96% -37.50% +20.73% +16.78%


