
 

“Ah, Summer,  what power 
you have  to make us suffer 

and like  it.” Russell Bake r 

 
The following is pert ine nt 

information from Area 2 for 

July 2012: 

 
903 - Total active reside n-

tial listings on the market. 

$741,220 - Average active 
list price. 

101 - Average da ys on 

market. 
$209 - Average  active 

listing price per s quare  

foot.  

1043 - Number of closed 
sales year to date. 

$436,086 - Average 

closed sale price.   
$458,175 - Average 

closed sale list price.    

95% - Average  closed 
price  to list price ratio. 

889 - Number of  closed 

sales same period last 

year.  
18% - Increase in closed 

sales from 2011 to 2012. 

7.5% - Amount of increase 
in a vera ge closed sales 

price  from  2011 to 2012.  

2,728 - Average square 
footage  in closed sale  

home. 

3,535 - Average square 
footage  of a ctive homes 

on the market.   

27.4% - Amount in in-

crease for month of J uly 
over June closed sales for 

all of GN AR. 

25% - Amount of  increase 
in home  sales year to date 

for all of GN AR. 
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Persistence, Wisdom or God’s Will 
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     Most frequently , readers like to live “vicariously” through stories of my clients. This month will 

give those readers some satisfaction. Rec ently, I listed a hom e for clients who had bought and 

closed on a new condo here in Nashville. This meant that they now owned 3 different hom es —

the two her e in Nashville plus a “vac ation” home in the Northeast. After the Nashville hom e was 
listed for about six weeks, it was shown by an agent to his clients . The feedback to me was that 

the potential Buyers , “really liked the house and it made the short list.” They went back two days 

later for a second showing. Trying not to appear too anxious for my clients, I patiently waited to 

hear feedback. I learned the Buyers had made an offer on a different 

property with which I was familiar, and it was less expensive. I called 

my clients to let them know that we, did not make the cut.  

     About a week later, I noticed the hom e the Buyers made an offer 

on had changed status in MLS back to active instead of having a con-

tract. I called the Buyer’s Agent to learn more. He to ld me that his 
folks changed their mind and thought they wanted to look at my  

listing again. Of course, we made sure the lis ting looked pristine for 

our “2nd shot.” The day following this showing I patiently waited until that afternoon and sent 

the Buyer Agent a tex t asking for feedback. He inform ed me it was a matter of price and his cli-

ents were only willing to offer about 90% of the list price. I told him I knew my clients would sell 

for about 95% of list price but not 90%. The Buyer Agent assured me that his clients were only 

willing to offer 90%. The deal was stalled. After about 2 hours passed, I decided not to give up 

and called the Buyer Agent back again. His comment was, “Funny you would call. We actually 

are sitting here with two different offers written on two different houses, both offering the same 
purchase pric e and yours is one of those two.” I replied, “Wher e can I come and get the offer on 

my Listing - I’ll do my best to make this work.” I promptly presented myself to the home in Green 

Hills where both the Agent lived and the Buyers were stay ing. Turns out they were all college 

friends and deeply religious. They proceeded to tell me that my call to them about, “picking up 

the offer” was a, “sign of God’s intervention” in telling them that they should live at my lis ting. I 

agreed I believed, “that God moves in mysterious ways” and I’d do my best with my clients.   

     Fortunately, my  clients realized that although the offer was not what they had hoped that, “a 

bird in the hand is worth two in the bush.” I also helped them calculate the cost of carrying the 
2nd home per month - they realized a sale in September at a lower price equaled a higher price 

sale in January or February. After some negotiating the pric e came on up and the Buyer and 

Seller had a meeting of the minds. W e are scheduled to close on September 24 and the Sellers 

have even agreed to sell some furniture to the Buyers. The Buyers are convinced, “it’s God’s will.” 

I think I am just doing what my clients have hired me to do.    
 

I am interested in hearing your thoughts .  samcoleman@comcast.net 

A Bit of  Personal Reflection 
    I try to make this  monthly communic ation primarily about Real Estate, with an occasional   

personal mention as part of the publication. Often,  I receive comments from readers about    

humorous  points or personal mention.   

    Our family usually has two “celebrations” each year. One is around the Christm as Holiday and 

the other is the “Summer” celebration as three in the family have birthdays within 30 days. The   
Summer gathering was just this last weekend and turned out to be only my daughter Martha, 

her husband Matt, my son Burton and his fiancé Candice - along with Phillip and me. We        

enjoyed a perfect evening dining alfresco on our back terrac e. During the meal, it occurred to 

me that this gathering was a rite of passage for our small happy adult family. With Burton and 

Candice expecting in November, from this point forward, it will be babies and kids . I think it’s a 

good thing and the way life evolves. But for a brief , lovely Summer evening, I relished knowing 

that my family was good, loving and complete. But, we were closing one chapter and about to 

embark on a new one in our family life together.  



   At the most recent sales meeting for our office, Tamara Dickson, VP of Economic Develop-

ment for Nashville Downtown Partnership gave an update on the demographics and Real 

Estate for the Downtown area.    

   Of all the new condominium developments downtown including The Gulch, there are only 
4 remaining units for sale, with 2 of those 4 in “pending” status whic h leaves a net of 2 unsold 

new units . Encore, Icon, Terrazzo and Velocity have all so ld out. There are currently 33 resale 

units for all of downtown condos. New construc tion is continuing in The Gulc h area — primar-

ily apartment build ing construction with 658 units in 3 projec ts. There ar e an additional 754 

rental units in planned construction. 

   Demographics of those living in downtown Nashville: 

49% males ; 51% females 

49% single; 31% unmarried (couples) 
Annual salary range: 72% earn $60,000 or greater 

60% of the population is less than 45 years old 

55% are college graduates with 31% holding postgr aduate degree. 

    Clearly , downtown living is here and is vibrant!!  
      

   To most homeowners, the most important view is what can be seen from the street. To be 

sure, curb appeal is important to a Realtor, but the view from your favorite spot in the garden 

or yard is the one you’ll see most. And, views change quickly as you stroll through the land-

scape. 
   If you are trying to figure out the best spot for a spec imen tree - one that will stand out in the 

landsc ape - do you place it where it will look good from the street or from where you are most 

likely to view it? Ideally , you take both views into consideration, and this is what des igning 

garden views is all about. 

   It’s sometim es fun to disrupt and enhance views with bold specimen plants that force the 

eye to abruptly adjust from one view to another. For example, s iting a weeping Atlas cedar to 

break up the view of a garden bed walk ing from one end to another. 

   Also be sure to check the view of the landsc ape from inside the house. Most folks spend a 
great deal more time in their hom e than in the yard, so the view from the house should be just 

as pleasing. Often, if one can have a view that ac ts as an axis or “forces” one to view across a 

scene to a garden element or planting is an intriguing, even romantic way, to des ign a garden 

vista. 

Garden Views with Curb Appeal 

Downtown Nashville Update    
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