
 

All the fol lowing inf ormation 
is from a nalysis of the market 

in Area 2 complete d f or the 

month of April  2012. 
1001 - T otal a ctive  reside n-

tial listings on the market. 

$674,854 - avera ge price 

of all Active H omes. 
94 -  Avera ge num ber of 

days on the market. 

3350 num ber of sq. ft.  in 
average  home on the mar-

ket. 

$200.96 avera ge price per 
square f oot  of homes on 

the market. 

457 a vera ge num ber of 

closed sales year to date. 
$431,101 - avera ge price 

of closed sales year to 

date.  
$157.33 - a vera ge closed 

price  per square foot f or 

homes close d year-to-date . 
$145.42 - a vera ge closed 

price  per square foot f or 

homes close d year-to-date  

in 2011.   
94.5% - ave rage list price 

to sold price  ratio year to 

date.   
94.3% - ave rage list price 

to sold price  ratio year to 

date same pe riod last year. 
 

The entire C oleman/ Stewart 

family will gather in Mem phis 
at the end of the May to cele-

brate the gra duation of m y 

son, Burton, f rom De ntal 

School. Also newly enga ged 
to Candice , he will be e nter-

ing a 2 yea r Endodontic resi-

dency in Memphis. We  are all  
so very proud of his accom-

plishments a nd journey!  
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     With on-going feedback from readers, I try to make this newsletter informative with pertinent 

factual information about Real Estate and my observations. On occasions, I will relay a particular 

encounter that creates a real story of daily liv ing and working in Real Estate.  The stories that fol-

low are being shared with the permission of the clients. I keep client information very circum-
spect, but, I do know that experiences , if shared, can often be helpful. Often in this business the 

Sellers and Buyers tend to demonize one another during the transaction. I have maintained that 

if one has something that another values and wants, with som e negotiation and investigation, 

they should be able to come to “a meeting of the minds.” Such was the case with 2 different cli-

ent transactions. 

     In the 1st transaction I represented the Seller. Early on, we rec eived an offer which  reac hed 

contract status and all seemed well. I cautioned my Seller that it was like a football gam e and we 

were only about on the 60 yard line. The Buyer asked for a long inspec-

tion period. Fo llowing the inspec tion the Buyer backed out over frivolous 
issues . Within 2 weeks an unrepre- sented Buyer came along and 

made a better offer—all cash on the home, buying it without any financ-

ing. He is our 2nd contract. Buyer #2 had his inspec tion and determined 

a whole new list of requested repairs.  My Sellers, quite frustr ated, called 

me and said “Tell him we are not go- ing to do this.”  I encouraged collab-

oration and, to that end, had my Sell- er meet with me and the prospec-

tive Buyer along with the tradesman who was to make the repairs. The 

Buyer and Seller discovered they have a deep appreciation for Baroque Music and now they 

have become friends. The inspec tion is reso lved, and the clos ing is set to occur in mid-July . 
     The 2nd case involves a young couple wanting to buy a home in the Crieve Hall area. We had 

made 2 offers alr eady on hom es the 1st day on the market & didn’t get either one. The 3rd offer 

turned out d ifferently . The day the home went in to MLS, I called for an appointment but was 

told 1st showings were not until the next day at 12 Noon. My clients were there with me at 

12:30 of that 1st day of showings. The Seller wasn’t quite ready to leave her home, so we 

stepped outs ide to give her time to make final preparations and load her 2 pups into her 

minivan. In her driveway, we thanked her for letting us interrupt her day to see the house, how 

much we loved the location, and my clients commented “We love Golden Retrievers. That is 
what we want to get when we buy our home.” The showing went well. My clients made an of-

fer but so did another couple. Multiple-offers! But, because of the interaction with my clients and 

the Seller feeling good about this “young family who liked Golden Retrievers” she chose to nego-

tiate our contract even thought the other offer netted more money.  It’s all about perc eption, 

facts & in large portion - emotion.    

How Low Will Mortgage Rates Go? 
     For the second consec utive week , fixed-rate mortgages reached new all-time record lows, 

offering another big boost to home Buyer affordability. The 30-year fixed mortgage averaged 

3.83 percent for the week ending May 19, posting a new record low from last week’s 3.84 per-

cent average. Just last week a Buyer client told m e he had locked in a rate of 3.75%. The 15 year 

fixed-rate mortgage also posted a new record, averaging 3.05 percent this week. 
     Here is the breakdown of mortgage rates: 

30-year fixed rate - averaged 3.83%, with an average of 0.7 point. Last year the 30-year rate was 

4.63%. The 30-year fixed rate mortgage, the most popular with home Buyers, has averaged be-

low 4% for 51 of the last 52 years. 

15-year fixed rate - averaged 3.05%, with an average of 0.7 point. Last year at this tim e, the 15-

year rate averaged 3.82%. 

5-year adjustable rate - averaged 3.06 %, with an average of 0.5 point. Last year the 5-year ARM 

averaged 3.41%. 

1-year ARM - averaged 2.73% with 0.5 point. A year ago, 1 year ARMs were 3.11 %. 

The cost of borrowing money for homes is incredibly affordable.  Call Sam. 



   With larger, more luxurious kitchens now the heart of many houses, and 1st f loor laundry 

and mud rooms as the new activ ity centers , it was only a matter of time befor e the garage 

also underwent a transformation. 

   Despite the fac t that 82% of homes have garages, the spac e is often the largest, most un-
derutilized, most abused and most often ignor ed room in the house. Many people still strug-

gle to find enough spac e amid the junk in their garage to park a car. But ther e is a growing 

desire to create cleaner, more organized spaces that can contribute to a hom e’s “wow” factor. 

Here ar e some things to consider when undertaking a garage makeover: 

Choose a Storage Style - In addition to providing shelter for the fam ily cars, storage s the 

most popular use for the gar age especially for those who don’t have a basement or attic. The 

least expensive  storage options are at most big-box stor es and hom e-improvem ent retailers. 

Make it all fit  - It’s a good idea to div ide the garage into zones, with ar eas for lawn and gar-
den equipment , sports gear, toys and bulky household supplies. Owners can use all three 

perimeter walls and the ceiling as storage options. 

Add a Space to Play - Converting gar age space into a flexib le liv ing ar ea can be a cost-

effective alternative to build ing a new room. One can quickly put up a piece of dry wall and 

cover the floor with epoxy or polyviny l paint.    

  With so much inventory on the market and Buyers remaining p icky, Sellers need more Aces 

up their sleeve. You, as a Homeowner, may need a few design tricks that can work magic. 
Here ar e some ways to make a home look its best, attract kudos, and get attention or offers. 

1. Improve the “wow!” factor of the entry.  Entry foyer blahs can be as off-putting as no foy-

er at all. This space should be as impress ive to Buyers as the front of the house. Even if 

there’s nothing architec turally interesting, add a foc al point with inexpensive photos in 

matching black or pale wood frames, installed in a row at eye level or stacked. 

2. When in doubt, paint.  An easy, affordable way to change a room quickly and economi-

cally is by painting it. A different color can make a space look larger, warmer, brighter, 

taller, or simply more distinctive. Paint also camouflages defects, such as a tired brick fire-
place. 

3. Improve connections. Today’s more casual entertaining sty le has made people crave 

rooms that flow together. Taking down part of a wall or cutting out an opening between 

a kitchen and family room lets areas work better together and makes small spac es seem 

larger. 

Feel free to call  me at 615.210.6057 if you have any thoughts or questions. 

Dealing with Design Issues Affordably 

Garages:  Not Just for Cars Anymore         
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