
 

“April is a  promise that Ma y 
is bound to keep.” 

Ross Borla nd 

Each yea r since 1927Time 
Magazine names  a 

“Person of  the Year” wh o 

is featured on the cover. 

In 1938 it  was Adolph 
Hitler. 

In 1939 a nd in 1942 it 

was Joseph Stalin. 
In 1979 it  was Ayatollah 

Khomeini.  

Every sitting Preside nt of 
the United States has 

been name d to the list 

with the except ion of Cal-

vin Coolidge, He rbert  
Hoover a nd Gerald Ford.   

Wallis Sim pson was the 

“Person” in 1936 due  to 
her love of King Edward 

VIII  and his a bdication of 

the throne of England to 
marry her. 

One  of the m ost iconic 

magazine cove rs was the 

August1945 issue of Life 
which depicted a nurse in 

the arms of a sailor in 

New York City cele brating 
VJ Day.   

One  of m y bucket list 

items is to ha ve the Cole -
man/Stewart family at -

tend Iroquois Steeple -

chase, sitting in a box a nd 
enjoying the afternoon.  

The stars have aligne d 

and we pla n to be there 

together on Ma y 11th - 
with the except ion of Em-

erson.  Stee plechase is not 

for a 6 month old.  We  
hope for good weather to 

accom pa ny our good 

times. 
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   The effect of electronic communication is an ever-evolving matter . I continue to struggle to determ ine 

the best means to stay in touch with my clients and the general public. In addition to this monthly news-

letter , sent by “snail mail” and by e-mail, I have a very strong web presence through my firm, Fridrich & 

Clark, www.fridrichandclark.com, my website www.SamColemanHomes.com, posts via F acebook, adver-

tisements in The Green Hills News and the monthly Ho mes Magazine. Gradually, I learn the unique commu-

nication s tyle of each client. Younger clients tend to want more texts 

while clients my o wn age seem to prefer voice contact. For others, it is a 

blend of both voice communication and e-mail along with an interm ittent 

text. Recently a client informed me that their cell phone service was for 

voice communication only which explained why I had gotten no response 

from text requests . 

   At a recent Sales Meeting of the firm, a local expert in data and com-

munication analytics made a presentation to our group. From the start, 

most in the room did not follow her explanation of Google analytics. Luckily I was one of the few in the 

room who grasped the concept, and I am trying to integrate the feedback into my communications and 

marketing efforts. When the speaker asked how many agents in the office had individual websites , less 

than 10% raised our hands. Then when asked how many had Twitter accounts I was one of a handful that 

raised my hand. While she was exhorting us to think outs ide of the box on self-marke ting, many in the 

audience didn’t unders tand the basics of her speaking points .  

   It is apparent we are al l moving toward a more electronic and media based life. Who would have 

thought that the old “FBI Ten Most Wanted” lis t would be flashed on CNN and all other news channels 

to track down suspects in the Boston Marathon Bombings? B y television and social media including Face-

book, the authorities got the necessary information to apprehend the suspects. How does this have impli-

cations for Real Es tate ? The jury is stil l out. 

   Several th ings seem apparent to me. I will continue to push to better uti lize electronic/web based com-

munications . I can track several client acquis itions and sales of homes directly to marketing efforts via the 

web. Younger clients are becoming more savvy using sites such as Realtor.com, Trulia and Zillow to learn 

information about properties. Yet, many of you seem to value the old fash ioned way of getting th is simple 

monthly tome mailed to your home that you can review at your leisure. Hardly a month goes by that one 

of my readers, upon seeing me publicly, mentions some article or piece of information learned from th is 

simple news letter. Trying to blend trivia (as in Sam’s Special Points), personal information about family, 

facts and information about the Real Es tate marke t in Middle Tennessee & an occasional real life story 

concerning clients or a particu lar transaction seems to be what readers want. 

   What I want is to hear from you about ho w I can bes t communicate with you and be the person you 

call for any Real Estate needs. Call me at 615.210.6057 or e-mail at samcoleman@comcast.net 

with thoughts or ideas. I want to hear from you. 

Remodelers See a Bright 2013 
   As the housing market continues to impro ve in many areas of the country, so does the remodeling in-

dustry. It grew significantly in the fourth quarter of 2012 and is forecas t to hit an all-time h igh in the firs t 

quarter of 2013, according to the National Association of the Remodeling Industry. Growth indicators for 

current business conditions rose 2.1% in the fourth quarter from the previous quarter. The number of 

inquir ies increased 3 .9%, requests for bids rose 3.7%, and conversion of bids to actual jobs rose 3.5%. 

Two-thirds of remodelers say prospects for the first quarter of 2013 are positive, with a rating jump of 

13.1% from the th ird quarter of 2012. 

   The security of homeowners is dr iving these positive results. Remodelers are indicating major growth in 

the future, with many saying that clients are feeling more stable in their financial future and the ir emplo y-

ment situations. They are therefore, spending more freely on remode ling needs. 

   There are, however, some that say that homeowners are spending on remodeling out of necessity after 

delaying projects because of the recent financial do wnturn. They appear to be spending more conserva-

tive ly than they did pr ior to the hous ing crash. 



   Recently at the office, we had a going away luncheon for one of the front desk staff headed back to 

school. I signed up to bring a dessert and this cake was apparently a hit - none left & wiped out. I 

thought my readers might appreciate having this recipe as I have tweaked it over the years. 

    Sam’s Coconut Cake 

1 box Duncan Hines white cake mix             8 oz. container sour cream 

1/4 cup vege table oil                3 large eggs 

1 14 oz. can Cream of Coconut                           2 cups sugar 

3 6 oz. packages frozen coconut, thawed              1 1/2 cups heavy cream , whipped 

8 oz. container sour cream  

   Mix cake mix, 8 oz. sour cream, oil, cream of coconut (shake can well before opening) and eggs until 

smooth. Bake in two buttered and floured 9" pans at 350' for 30 minutes. Cool and split layers . 

   While cake bakes, mix sugar and remain ing sour cream over low heat. Warm and s tir until sugar 

dissolves but do not allow sour cream to boil. Remo ve from heat, cool and add 1 pkg. of coconut. Re-

frigerate m ixture. Reserve one cup of the cooled mixture. 

   Whip cream until very stiff. Gently fold in the cup of reserved filling mixture and 1 pkg of coconut. 

Spread filling be tween each of 4 layers. After the 2nd layer (in the middle of the cake) also put a layer 

of the whipped cream m ixture. Use remaining whipped cream mixture for frosting on sides and top of 

cake. Spr inkle remaining pkg. of coconut over sides and top of cake mounding it in the center . 

 

   Beyond traditional senior housing, baby boomers (born 1946 -1964) and those from the previous 

“silent” generation are exploring a mix of housing options, creating niche markets that could grow as 

more over-65 Americans decide to move. According to a recently published s tudy by the Urban Land 

Institute, these options include: 

College to wn, which al low homeowners to live near their children and grandchildren while enjoy-

ing campus activities. 

Manufactured housing,  while a more affordable option, faces the challenge of locating appro ved 

sites in established areas. 

Co-hosting and group l iving, which must be multigenerational to maintain mutual support as resi-

dents ge t older. 

Multigenerational living, which is increasing fas ter than overall household growth, but is difficu lt to 

implement in urban areas dominated by apartment communities. 

Affinity retirement communities, which br ing people toge ther with shared interes ts ranging from 

sports to gardening to culture. The number of retirement communities targeting specific universi-

ty alumni, for example, has doubled over the pas t 10 years. 

Boomers’ Housing Options 

One More Recipe 
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