
 

“A house is ma de of walls 
and beams: a  home is built 

with love  and dreams.”  

Unknow n source 
“Home is not  where you 

live, but  where they      

understand you.” Christian 

Morge nstern 
“Home is a  pla ce you grow  

up wa nting to leave,  and 

grow  old wa nting to get 
back to.” J ohn Ed Pearce 

“He is the happiest, be  he 

king or peasant  who finds 
peace in his home .”       

Johann Wolf gang von 

Goethe 

“I long, as does  every    
human being,  to be at  

home wherever I find   

myself.” Ma ya Angelou 
“Home is the place  where, 

when you have to go 

there, they have  to ta ke 
you in.” Robert  Frost 

“Home is the place  where 

it feels right to walk 

around without shoes.” 
Unknow n  

“Home is where you sa y 

anything you please,    
beca use nobody pays a ny 

attention to you a nywa y.” 

Joe Moore 
“One may have a  bla zing 

hearth in one’s soul  and 

yet no one eve r come to sit 
by it. Passersby see only a  

wisp of smoke from the 

chimney and continue  on 

the way.” Vincent  va n 
Gogh.    

“ There’s nothing half so 

pleasant as coming home  
again.”  Marga ret El izabeth 

Sangster. 

                 
 

SAM COLEMAN, 
BROKER, GRI/CRS 

CELL:   615.210.6057 

SAMCOLEM AN@COM CAST .NET 

SAM COLEMANHOM ES.COM 

  Room to Grow... 

June 2010 

Sam’s Special Points: 

Vo lume 5   I ssue 4 

The State of  Real Estate 

April 2012 

     Every quarter I update information for recipients of this newsletter about the general state of 

Real Estate, spec ifically Area 2 - which is often referred to as “The Golden Triangle” of Real Estate.  

Generally Area 2 has the highest pric e per square foot for homes in Middle Tennessee and a part 

of that cost is the land - location, loc ation, loc ation. Below is a chart that best communicates the 
condition of the market for this ar ea. The data shows that the lower priced homes are at a 

“balanced market,” while homes  priced >$500,000 continue to have a high inventory and re-

main a Buyer’s market. 

     Last week , Mayor Karl Dean, spoke to the General Mem bership of the Greater Nashville      

Association of Realtors. One of his 3 key points of growth for Nashville is the creation of  jobs, 

since job creation is the strongest economic indicator for any metropolitan ar ea. He explained 

his rationale for property tax breaks for LifePoint Healthcar e, HCA and Dollywood, whic h        

together will add a total of more than 1,000 jobs to our area. Mayor Dean was m ade an 

“Honorary Realtor.” 

International Buyers Targeting U.S Real Estate Market 
      The U.S. real estate market is rife with international Buyers looking for high returns on       

investments. Who specif ically are these Buyers? The spectrum is broad, but there are som e key 

data that can help you better understand this market. International Buyers in the U.S . come from 

over 70 countries and accounted for more than $41 billion worth of ex isting homes      pur-

chased between 2010 and 2011.   
     Many international investors come from Canada and Mexico , and the top five countries 

(Canada, Mex ico, China, the United Kingdom and India) account for 53% of transactions. 58% of 

these transactions occurred in Arizona, California, Florida and Texas. Similarity in climate and 

lifestyle of the investor’s home country plays a m ajor role in the area selected in the U.S . For   

example, Europeans are drawn to the E ast Cost, the West Coast attracts As ian purchasers , the 

Southwest market is attrac tive to Hispanic Buyers, and Florida is a destination for South     Ameri-

cans.  Another demographic is one the U.S . knows well: snowbirds from Canada and Europe 

relocating to the warmer climates of Florida, the Southwest, and Hawaii where the    intended 
use of the property and expected yearly occupancy is limited to 6-month stays in the U.S. 
  

Call me at 615.210.6057 if you have thoughts or questions . 



   If you are getting ready to sell your house, you may not have extr a cash to spend on home 

improvements. However, some bas ic improvem ents can be inexpensive, and the results are 

worth it. Minor upgrades, like painting the liv ing room or changing the hardware on kitchen 

cabinets , can make your house much more attractive. Consider three simple ideas. 
   Yard Sale - When Buyers pull up to your home, the first thing they notice is the front yard. 

Improve your home’s curb appeal by brightening it with flowers. Plac e ceramic pots with col-

orful blooms on either side of the front door for a warm welcom e. If the front door looks worn 

from the elements, spruce it up with a fresh coat of paint.  

     See the Light - Proper lighting can help make your hom e more inviting and comfortable for  

Buyers visiting your home. Assess the ambienc e to determine where there could be more, 

less, sof ter, or stronger light. For instanc e, kitc hens often have useless dark spac es under cabi-

nets . Consider installing under-cabinet lighting, whic h will brighten up cooking spac e while 
adding a dramatic effect. 

     Brush Up - A new coat of paint can change the entire look and feel of a room. Choose   

neutr al colors that appeal to a wide range of tastes and easily blend with many styles of home 

décor. Neutral color schemes also allow Buyers to envision their own personal sty le in a new 

home. Consider beige or bone white to create a warm and comfortable living spac e. 
 

Call me at 615.210.6057 if you have questions about getting your hom e on the market. 

    Housing affordability conditions have reached the highest level sinc e recordkeeping began 

in 1970, according to the National Association of Realtors. NAR’s Housing Affordability Index 
rose to a record high 206 earlier this year. What does that mean for you? The higher the in-

dex, the greater the household purchasing power.  

     An index of 100 is defined as the point where a median-incom e household has exactly 

enough income to qualify for the purchase of a median-pric ed existing single fam ily hom e. 

That index assum es the ability to pay 20% down payment and 25% of their gross incom e for 

mortgage principal and interest payments. For first-tim e Buyers making sm all down paym ents, 

the affordability levels are relatively lower.      

     This is the 1st tim e the Housing Affordability Index has broken the two hundred mark, 
meaning the typic al fam ily has roughly double the income needed to purchase a median-

priced home. For Buyers who can qualify for a mortgage, now is a very good time to become 

a homeowner. NAR projects the affordability index for all of 2012 will be an annual high, with 

litt le movement in mortgage interest rates or home prices during the remainder of the year. If 

you or anyone you know is considering buying a home - NOW is the TIME!  
 

  Call me at 615-210-6057 if you want more information about mortgages or homeownership. 

Housing Affordability 
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