
 

“You can not hide your 
true colors as you ap-
proach the Autumn of 
your life.” Unknown 
There have been 1480 
closed residential sales in 
Area 2 year to date com-
pared to 1262 the same 
period last year. This 
means sales are up by 
8.5%. 
Jack O’Lanterns were first 
made of turnips. Now 
pumpkins are the object 
of choice. 
The average closed home 
sale price in September, 
2011 was $406,859. 
The average closed home 
sale price one year later is 
$431,841. This is an in-
crease of 6%. 
Halloween is the 2nd 
highest grossing commer-
cial  holiday after Christ-
mas. 
50% of children prefer to 
receive chocolate as treats 
on Halloween, 24% pre-
ferred non-chocolate and 
10% prefer gum.  
Days on Market for home 
Sales was 92 this time last 
year. Currently it is run-
ning at 88 - down only 
slightly. 
The current List Price to 
Sales Price ratio is 95%. 
Last year it was at 94%. 
This is another good indi-
cator of a more positive 
market. 
Emerson Charles Coleman 
arrived in Memphis within 
the last week weighing in 
at 6 lbs, 5 oz. He, along 
with Mom and Dad, are all 
doing well. Gramps kinda 
likes this grandbaby thing. 
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Housing From One Extreme to Another 

   While numerous homeowners continue to be “underwater” - owing more on their home than it 
is worth in this current market, Real Estate seems to have turned the corner in Nashville. My per-
sonal business is up both in the number of transactions and in the dollar amount of sales this year
-to-date over the same period since 2009. In addition to individuals entering the market for the 
1st time, folks are relocating to Nashville for jobs or for the vibrancy of the local economy. The 

latter is the case for 6 of the transactions in which I have been involved this year. The remainder 
of Real Estate seems to be related to the “have to.” Those who are moving because they “have to” 
do so. This can be divorce, death, marriage, job change, moving to assisted living or those choos-
ing to down size into a more manageable living situation. The phone has been ringing more. 
Most of the calls are coming from the referrals of previous clients or acquaintances who have rec-

ommended my services. Referrals are the lifeblood of any Realtors’ business. Thank you for yours! 

 Call Sam at 615.210.6057 if you have any questions about the market or have a referral. 

   Quarterly, I give readers an update on market conditions for residential home sales in Area 2. 
This proves to be one of my most useful tools as I work with both Buyers and Sellers. Below is 
the chart that represents market data as of September 1st. The data shows homes priced 
$500,000 -$750,000 continue at a “balanced market.” A balanced market is when supply equals 
demand which is pegged by NAR at 6 months. Homes priced less than $500,000 have now 

reached a deliberate Seller’s market.  
   Homes that are priced greater than $750,000 are in a Buyers market where supply exceeds 
demand. Mortgage rates continue to be at historic low levels, and many 1st time home buyers 
have entered the market. This month I have closed on 3 houses for 1st time Buyers with another 
one scheduled in November. As this article is being penned on the last Friday in the month -
which is typically one of the largest closing days each month - the closing agency I utilize had a 
total of 29 closings that day with 90% of them being new purchases (as opposed to a closing for 
re-financing purposes). The 29 closings in one day was a recent record. Nashville has a vibrant 
economy, and housing in this area is significantly better than other parts of the country. 



   The predictions for the future of housing offer many varied, if not unusual, directions. Since 
1997, Jay Shafer of Tumbleweed Tiny House Company has been living in homes smaller than 
most people’s closets. Though tiny, these cabin-esque home designs somehow fit everything 
you need inside them: a workspace, bedroom, bathroom (with toilet and shower) and living 
space. All of this in about 300 square feet. Some designs include a porch so the homeowner 
can sit outside and enjoy the open spaces. 
    Returning to the nest with Mom & Dad after college for a year or so is becoming increasing-
ly more common and also less stigmatized. Young adults who live with their folks are cheerful, 

upbeat even, about their choice. 
   A Pew Study released in March 2012 indicates that three in 10 young adults (aged 25 to 34) 
say they have lived at home recently during the down economy, and 78 percent said they 
were satisfied doing so. Another 77 percent said they were optimistic about their future fi-
nances. The rate of children living with parents or grandparents hasn’t been at the current 
level since the late 1940s. Nearly all those “living at home” in the Pew Study helped with 
household chores, 3/4 help with household expenses and 1/3 actually paid rent for the op-
tion to live at home. And, very few felt negative consequences about returning back home for 
a brief stint before establishing their own residence. 

     Call Sam at 615.210.6057 if you know of a similar story. 

   I recently helped a client sell her home. During the robust housing period the home was val-
ued at about $750,000. Due to family illness and the downturn in the economy, the clients 
refinanced their home to cash out the equity in the home. Following the death of the family 
bread winner, the owner recognized they could not remain current on the payment. First, 
they tried to work out a new loan with the current lender which proved unsuccessful. There 
seemed to be no recourse but to sell the home. However, with the current economy, the 
home was only valued at $525,000. 
   Working with the bank, my client was approved for a Short Sale - selling the home for less 

than was owed. After several months of marketing we reached an agreement with a potential 
Buyer willing to pay $505,000 for the home. Anxiously, we awaited word from the bank. The 
bank agreed to be shorted $275,000 - the difference between the amount owed, including 
Realtor fees, and the sale price.  
   Fortunately for my client, the Mortgage Forgiveness Debt Relief Act of 2007 did not require 
my client to report the $275,000 as taxable income to the IRS. To do so, would have caused 
significant tax consequences. The Act is set to expire 12/31/2012 unless Congress acts. With 
thousands still in the same shape as my client, it is hoped Congress will take action. 

Call Sam at 615.210.6057 if you want more information about short sales or other options. 
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