
“In 2006, Paula Conner participated in more home sales over $1,000,000 than any other Realtor® in the Fresno MLS.”
“In 2007, Paula and her associates have participated in selling more than three times the number of million-dollar properties than any other fi rm.”
“In 2008, The Paula Conner Team again participated in selling more Luxury Homes than any other Realtor® in the Central Valley.”  

2008 Luxury Homes Report 



Quality properties like Quality people come in all shapes and sizes. Whether it be a one-bedroom 

condominium, or the impressive estate of an infl uential family, Th e Paula Conner Team appreciates 

each property for its own unique characteristics, and for how it can meet the equally unique needs of 

their special clients. A house is a home because of the people living within. Paula Conner knows this. 

It has enabled her to forge relationships with a wide range of clients. Over the past 30 years, her team 

has become acquainted with a prolifi c number of special people. Her unique empathy has allowed her 

to understand their needs, which will help her to understand yours. It’s one of the reasons generations 

of Fresno families have consistently relied on Paula’s services. It’s also why people say Th e Paula Conner 

Team is “More than a tradition, they’re the best.”

A Rich Heritage

Quality, Integrity, and Productivity



You’ve heard a lot about housing bubbles and changes in Real Estate the past years. Some of what you’ve heard is true and some is perhaps a little out of context. 
Th e reason is simple. Real Estate is bought and sold in over 100 separate local Real Estate Markets across America. Th ere are night and day diff erences between 
these individual markets. Some may be dramatically increasing in sales volumes and prices while others may be simultaneously decreasing. Here’s a glimpse of what 
happened in our overall Fresno market (all prices ranges this year).

All Home Sales ($20,000 to $2 Million)
    Average Approximate Price Average Number Of Days 
  # Homes Sold Sales Price  Per Square Foot Needed To Sell
 Jan – Dec 2007 3,986 $314,442 $176.75 109 

 Jan – Dec 2008 5,718 $225,017 $125.15 110 

In short, sales volumes are going up because both home prices and interest rates are way down. Th ere has been over a 30% decrease in interest rates at the same 
time we have experienced a hardy 29% decrease in sales prices. A Fresno family can now enjoy the same home that would have cost them approximately $1,467 per 
month in 2006 for $710. Homes are simply more aff ordable than ever. Buyers who could not previously qualify now do, and they are rushing in to take advantage of 
this once in a lifetime opportunity.

So how does that relate to our local Luxury Home Market? It doesn’t. But this may still be good news for Luxury Home buyers and sellers. Let’s look at the facts. 
For defi nition sake, we’ll defi ne starter Luxury Homes as those with sale prices between $750,000 and $1 million and the true Luxury Homes as those with sale 
prices over $1 million. Here’s what happened:

Entry Level Luxury Home Sales ($750,000 to $1 Million)
  # Homes Sold Average Approximate Price Highest
  Over $750,000  Sales Price Per Square Foot  Sale 
 Jan – Dec 2002  20 $856,390  $182 $980,000
 Jan – Dec 2003  33 $876,975 $205 $975,000
 Jan – Dec 2004  62 $844,973 $246 $999,900
 Jan – Dec 2005 163 $843,117 $254 $999,900
 Jan – Dec 2006 151 $844,103 $245.66 $999,000
 Jan – Dec 2007 103 $838,380 $249.52 $1,000,000
 Jan – Dec 2008 48 $854,112 $235.45 $998,000

Luxury Home Sales (Over $1 Million)
  # Homes Sold Average Approximate Price Highest
  Over $1,000,000  Sales Price  Per Square Foot Sale 
 Jan – Dec 2002 6 $1,282 mil $276 $1.8 mil
 Jan – Dec 2003 8 $1,145 mil $313 $1.3 mil
 Jan – Dec 2004 22 $1,313 mil $300 $2.7 mil
 Jan – Dec 2005 70 $1,337 mil $304 $2.5 mil
 Jan – Dec 2006 49 $1,394,781 $328.88 $3.6 mil
 Jan – Dec 2007 44 $1,459,273 $336.94 $3.5 mil
 Jan – Dec 2008 15 $1,341,000 $308.21 $1.84 mil

Th e good news is starter Luxury and Luxury Homes in the Fresno area have not experienced the dramatic price decreases we’ve seen in other parts of the country 
(i.e. Florida with 50% plus price decreases).

Over the past year, starter Luxury Homes in the Fresno area have experienced a decrease in price per square foot of only about 5.5%. Luxury Homes over
$1 million have decreased from $336.94 per square foot to $308.21, or about 8.5%.

Th e not-so-good news is there just aren’t many of these homes selling. Sales of Starter Luxury Homes in 2008 dropped from a previous year high of 103 to 48, 
a 54% decline. In the same period, closings of Luxury homes over $1 million decreased from 44 in 2007 to 15 in 2008, a 66% decline. What’s happening? Two 
things: First, there are far fewer Luxury price range properties in Central California compared to more affl  uent markets such as Florida. Because these homes are not 
as plentiful here, they tend to be in the hands of very qualifi ed owners. Secondly, our area does not have the volume of transient discretionary buyers. People are not 
buying second beach homes in Fresno. Our Luxury Homes are owned by long-term Fresno families with fi rm commitments to our community. Th e vast majority of 
Fresno Luxury Home buyers are, in fact, local business owners and local professionals. Th ough some of those buyers may be suff ering a little from the downturn in 
stock / investments markets, and though some local businesses may be experiencing a little pain from the economic downturn, Luxury Home buyers and sellers in 
our area tend to be more substantial, and certainly more resilient, than those found in many other parts of the country. Th ey also have larger than normal amounts 
of equity in their home and they are therefore not under pressure to sell because of inability to carry the huge debt, a situation we tend to see in Southern California. 
Th ey have no pressing reason to sell and if it means not getting their price, they frequently choose not to sell. Instead, they simply stay put and wait for the market to 
return. Th e result is we’re experiencing an unusually large decline in available inventory. Unlike other more affl  uent communities, we simply don’t have many Luxury 
Homes on the market.

Th ose that are for sale are experiencing slightly lower closing prices (5-10% down) but fairly short marketing times. Th e average number of days needed to sell a 
Fresno area Luxury Home in 2008 was only 133 days. Not bad compared to the nationwide average of almost a year.

For Luxury Home buyers there’s good and a little bad news in these stats. Good news is prices are down a little and interest rates are down a lot, making this the 
best time to buy a Luxury Home we’ve ever seen. Th e bad news is there’s not as many to chose from (although we do have a few and secret exclusive listings). 

In summation, the overall Fresno area Luxury Home Market is doing just great and the Luxury Home sector is doing fi ne. If you’re a potential serious seller, you’ll 
have little competition but with a realistic approach in prices, it won’t take long to sell. If you’re a buyer, these properties are as aff ordable as they’re likely to ever be.

Either way, your best source for both information and properties will, as always, be Th e Paula Conner Team. Once again in 2008, Paula and her Associates 
participated in more Luxury Home sales than any other Realtor® in Central California. She sold nearly three times as many Luxury Homes than her nearest 
competitor and she was active in over 30% of all homes sold over $1 million in price. She also sold the highest priced home reported to the Fresno MLS in 
2008. Between Paula and her co-Associates in London Properties’ family, they actually were involved in over 46% of all Luxury Homes. Again, nearly three 
times more than any other Real Estate Brokerage Firm.

Th at’s why we continue to say Th e Paula Conner Team – Preferred Homes at London Properties are “more than a tradition.”



 1984 - Present Manager, London Properties, Ltd. Preferred Homes Department
Supervises Senior Associates who specialize in luxury home and 
estate sales. With personal annual sales volume now exceeding 
45 million per year, ranked among the top one percent of 
Realtors nationwide. Serves as corporate offi  cer for Royal 
Charter Mortgage and London Properties. Designated Luxury 
Home Specialist by the Institute for Luxury Home Marketing 
and Luxury Real Estate.

 1980 - 1984 Supervisor, London Properties, Ltd. Relocation Department
Develop and implement marketing and training of department 
personnel. Interface with all “third party” relocation 
management companies, represent London Properties at 
Employee Relocation Council and industry organizations. 
Responsible for the development of Broker referral accounts 
nationwide. Served as member of the Board of Directors.

 1974 - 1980 Offi  ce Manager, London Properties, Ltd.
Responsibilities included: listing and sales production, fi nancing, 
escrow closings, property evaluations, development and 
implementation of all residential Sales Department training 
programs.

 1972 - 1974 Bookkeeper/Controller, Th e London Company
Responsible for all general ledger accounts, investments, and 
cash management programs.

 1969 - 1972 Secretary/Offi  ce Manager, Herald Realty, Fresno, CA
General Real Estate correspondence and receptionist duties. 
Supervised and managed offi  ce employees.

Paula Conner 
436-4031 

www.fresnoluxury.com



Our Clients Know Us
“We’ve known Paula for over thirty years. She’s always been our Realtor® and always will be. No one in her industry displays the 
professionalism, honesty, competence or high standards she exemplifi es. We’re always proud to recommend her to our friends!”

– Dr. Irwin and Nancy Barg

“Paula has a quality that’s hard to fi nd in today’s world. She truly cares. She listens, she understands what I want and she gets the job 
done. She found my last home the fi rst day.”

– Joyce Aiken

“Th e service I received from Paula was the best ever from a Real Estate professional. In my business, I represent many buyers and 
sellers and I wish that all agents were as cooperative, diligent, and thorough. One of the things that impressed me the most about 
Paula was her ‘stable’ of prospective buyers and sellers who trust her opinion and professionalism. Th at kind of reputation is the mark 
of someone who knows how to arrange a fair deal that is benefi cial to all.”

– Attorney Riley C. Walter

“Paula was simply wonderful. Her style and graciousness during a diffi  cult market were an inspiration to us. A real professional lady. 
Th ey don’t come any better.”

– Georgia and Mike Murach

“Paula Conner is a professional of uncommon ability and integrity. I recommend her often to my closest friends and associates.” 

– Gary McDonald - Builder

“Paula is nothing short of wonderful! She’s knowledgeable about contracts and the market, caring, trustworthy, and dependable. Her 
reputation and her production speak for themselves but, best of all, we’ve never felt more comfortable in a Real Estate transaction. 
Buying or selling, we would never think of calling anyone else.”

– Dr. Paulo and Teri DosSantos

“Paula and her Team always do what they say they’ll do. As always, my escrow went smoothly, they’re the best!”

– Gregg Underdown 

“My choice, repeatedly, has been Paula Conner with London Properties. Her experience, ability, and integrity are beyond comparison. 
Anyone lucky enough to have Paula representing them is well served indeed. I would use no one else.”

– Russell G. Smith - Commercial Builder / Broker

“Th ere is no better Realtor® than Paula Conner. I’ve known her for 25 years and every sale has been perfectly handled. Many thanks 
to all involved.”

– John Cummings - Interior Designer

“I have known Paula for almost 20 years. Paula is one of those special people that no one can praise enough. She is knowledgeable, 
professional, honest, hard working, respectful, and most importantly she is kind. She is also responsive to her client’s every need.” 

– Dave McNamara - McCormick Barstow

“Paula and her Team made my sale so easy and stress free. I demand the ulti-
mate in quality performance and always get it with the Paula Conner Team. 
Th e Paula Conner Team is... EXCELLENT!!”

– Yrma Rico - Weber BMW CEO

“In 2008, Paula and her associates have participated in 
selling more than three times the number of million-dollar 

properties than any other fi rm.”



Listing Associate
Paula Conner Team

Sales Associate
Paula Conner Team

 Brent Patch Brent Patch
  288-8779
2002 - Present Realtor,® London Properties, Ltd. Preferred Homes Department

Specializing in custom home and estate sales

Offi  ce Recognition
- 2008 - Associate of the year

- 2006 - Associate of the year

- 2004 - Associate of the year

- Division Manager, New Associate Mentor, and Training Instructor

- Senior Sales Associate

- Top Producer

Industry Production
- Top 50 Realtors® in Fresno County last three years (as reported in Fresno Magazine)

- Top 3% of Real Estate agents in Fresno County

- Over 50 million dollars in personal sales production

Industry Certifi cates / Positions
- Director - Fresno Association of Realtors® (elected 2009-2012)

- Institute of Luxury Homes Market

- Certifi ed Luxury Homes Specialist

- Certifi ed Relocation Specialist

- GRI certifi cation in process

 Deanna Spellman Deanna Spellman
 790-6964 790-6964
2006 - Present Realtor,® London Properties, Ltd. Preferred Homes Department

Specializing in custom home and estate sales.

Experienced in residential investment properties.

 Offi  ce Recognition
- 2008 - Senior Sales Associate

- 2007 - Fresno Association of Realtors® Education Committee

- 2007 - Volunteer of the year

- 2006 - Rookie of the year

- Member of Fresno Community Housing Counsel

- CRS certifi cation in process“Deanna Spellman - she is the best! She 
is a hard worker, very professional, very 
knowledgeable, and easily accessible. 
She made me feel she was really looking 
out for my interests.”

– Cindi Goosen-Miller

“Brent Patch was fantastic to work with. 
We appreciate all he did for us. Th ere is 
no better agent. Th anks Brent!”

– Mr. & Mrs. Michael Stott

“We would like to sing the praises of 
Brent Patch! He worked so hard for 
us and sacrifi ced his own schedule to 
accommodate ours. He really went 
above and beyond. We wish that we 
could’ve had a ‘Brent’ all the other times 
we’ve moved.”

– Sheri & Dwight Bush



Th ough she’s not as likely to expound on it, one thing Paula enjoys above all others is 

winning and that’s an area where she has a lot of success. She understands adversity and 

challenges but she’ll also tell you that perseverance, work ethic and a winning attitude 

are invincible. Her results show it. Th roughout the thirty-plus years of her real estate 

career, Paula has been one of the Valley’s top producing Associates. In fact, she ranks 

in the top one percent of all Realtors nationwide. Th ough she specializes in marketing 

custom homes, Paula sells quality homes in any price range. She is continually setting an 

example for her industry. Th e quality of her production is also mirrored in the quality 

of her leadership. Paula has been recognized by the National Association of Realtors as 

a CRB (Certifi ed Real Estate Brokerage Manager). Paula founded and continues to lead 

London Properties’ prestigious Preferred Homes Department, Fresno County’s premier 

real estate service organization.

It’s as true in her business as it has been in her personal life, she never settles for second 

best. If you ask Paula what she enjoys most about real estate, she’ll tell you it’s the constant 

association with family values, working with homes, gardens, spouses and children. She’ll 

say she gains great satisfaction from counseling families through emotionally packed 

moves. She enjoys negotiating for and defending her clients’ best interest and watching 

over the entire transaction. In short, she likes being the mom. Like all good moms, she 

worries a little too much and she’s always there, but she takes control and orchestrates a 

real estate transaction like a symphony. In simple terms, she does a quality job.

She and her Associates have become the Valley’s leaders in the marketing of prestigious 

residential properties. Under the banner of Preferred Homes, Paula has assembled a hand-

selected group of experienced real estate professionals who have committed themselves to 

working exclusively with the marketing of quality residential environments.

Quality is defi ned as “excellence, superiority, a distinguishing attribute and acquired skill.” 

Th at defi nition has never been more appropriately applied than when used to defi ne the 

performance of Paula Conner.

Her clients receive her personal, caring attention to detail together with the substantial 

resources from one of the Valley’s largest real estate companies. Year after year London 

Properties sets the standard for selling quality homes. Th ey have more signs, more calls, 

more buyers, more advertising and more sales than almost any other fi rm in the Valley. 

When you combine that strength with the specialization of their Paula Conner Team and 

the personal performance of Paula Conner, you can see why she has raised the bench-

mark of real estate services to a new height. Personal style, productivity, prestige and 

performance–now that’s quality, that’s “more than a tradition.”

Personal Style

Productivity

Prestige

Performance






