
 

“Ring out the old, ring in the 
new, ring happy bells, 
across the snow: The year is 
going, let him go: Ring out 
the false, ring in the true.” 
Alfred, Lord Tennyson 
 
The following is pertinent 
information from Area 2 for 
December 2012: 

604 - Total active residen-
tial listings on the market. 
$794,970 - Average active 
list price. 
112 - Average days on 
market. 
$224 - Average active 
listing price per square 
foot.  
1805 - Number of closed 
sales year to date. 
$430,499 - Average 
closed sale price.   
$451,755 - Average 
closed sale list price.   
 95% - Average closed 
price to list price ratio 
1516 - Number of closed 
sales same period last 
year.  
19% - Increase in closed 
sales from 2011 to 2012. 
6.25% - Amount of in-
crease in average closed 
sales price from 2011 to 
2012.  
The entire Coleman/
Stewart family along with 
some guests were all to-
gether for an enjoyable 
Christmas Eve. Emerson, 
at 2 months, even en-
dured a two hour church 
service. The tradition con-
tinues for a 3rd genera-
tion. It’s great! 
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   I am certain, unless you’ve been out of the city or living under a rock, you know that Nashville has 

been acknowledged by various sources as a city on the “upswing.” The most glowing article was in the 

New York Times titled “Nashville’s Latest Big Hit Could Be the City Itself.” The article references the 

popular ABC program “Nashville” which promotes the vitality and upward  direction of Nashville - the 

city. 

   A recent Gallup poll ranked Nashville in the top five regions for job growth. A national entrepreneurs’ 

group named Nashville as one of the best places to begin a technology start-up. Job growth and an im-

proved Real Estate market go hand-in-hand. Nashville had a softer fall in the 

recession and a quicker path out of it. By end of 2012 Real Estate closings 

were up almost 30% over the previous year for the entire region.   

   Multiple studies have shown that a diverse economy is the safest strategy 

for any city. Unlike Detroit which was heavily geared toward the automobile 

industry, Nashville has multi-dimensional companies, industry and opportuni-

ties: healthcare, publishing, VU and the Medical Center, entertainment and 

music, insurance, universities, state government, manufacturing (Bridgestone 

and Saturn), shipping/logistics (Ingram Industries) and, of course, tourism. While tax dollars are being 

spent for improvements  to the city infrastructure, such as the building of a new convention center. The 

Convention Center is expected to bring record number of tourists to our city. This is an investment in 

our future.  

   Recently, Ed Cole, who is employed by Metro Government, made an excellent presentation at our 

Sales Meeting describing the proposed bus service that would operate from Belle Meade (Harding Road 

with parking at the current location of the Imperial House) via West End and Broadway, crossing the 

Cumberland and terminating at Five Points in East Nashville. The buses will be highly efficient and run 

down the middle of the street. The traffic lights for the buses will be timed so that a person can go from 

the West side of Nashville to the East side much more quickly and easily than in a personal vehicle. It 

will also be a way for individuals to attend events downtown (Predators hockey game, Schermerhorn 

Symphony Center, etc.) without the hassle of parking or traffic. 

    As a member of the Board of the Greater Nashville Association of Realtors, I frequently obtain infor-

mation giving me more insight into our city. Did you know, for example, that the typical age of a Nash-

ville resident is 35 years? Nashville has had a 29% increase in population over the last 10 years. Further-

more, the most common ancestry of Nashville is Irish; 28% of us have at least a Bachelors degree; and 

8% of our fellow citizens were born in a foreign country. Also, Nashville has had a net increase of more 

wealthy citizens with lower wage earners leaving being replaced by new citizens who make higher earn-

ings. Nashville is on the upswing and with good governance and forward thinking the trend should con-

tinue. This is a definite plus for all of us and for Real Estate. 

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

Recent Encounters 
   The Spring Season of Real Estate seems to get earlier each year. Already this year, I have put three 

new properties on the market and am helping two other homeowners get their houses in “show condi-

tion.” Not only do I develop a marketing plan for each property and assist with pricing by reviewing 

comparable sales, but I also help to stage the home.    
   Staging makes the home look more presentable for potential Buyers and does not necessarily reflect  

how the homeowner chooses to decorate. For one such listing I brought in professional stagers with 

some trepidation on the part of the homeowner. ‘Threatened’ by my Seller, ‘those ladies had better not 

mess things up’ so I sometimes act as a mediator. One week after the staging my Seller commented, 

“I’ve decided that I now like how those bookcases look, I now want to duplicate them in my next resi-

dence.” 
   Another client was most cooperative - agreeing with each recommendation I made, until I got to his 

office. Quickly it became apparent that some things were non-negotiable. On the whole, he followed my 

advice and now the property is ready to show. 



If you are planning on building a new closet or, more likely, reorganizing a current closet here are 

some good steps to follow:  

  Step One. Designate a staging area and empty out your current closet. Use your bed or a cleared-

out corner of your room. This important step requires you to remove everything: clothes, hangers, 

boxes, folded blankets. 

  Step Two. Organize items into specific categories and take inventory. Place like items in cardboard 

boxes or piles and use labels to keep track of each group of items. Start “keep,” “toss” and “donate” 

piles and place items accordingly. 

  Step Three. Eliminate items that don’t belong in that particular closet. One of the big causes of clut-

ter and disorganization in the home is that items that belong in the kitchen or bedroom are found hid-

ing in closets all over the house. Avoid the temptation to place appetizer plates in the bedroom closet. 

  Step Four. Remove unwanted items. This might be the most difficult part of the closet planning pro-

cess. It helps to establish some basic rules up front, i.e. anything with holes or shoes or socks missing 

partners must go. Ask yourself  3 questions: Have I worn this clothing in the last year? Does this still 

fit? Do I really need 12 baskets that look exactly the same? 

  With a little effort you can organize one closet and slowly improve your life.  

   Before my Real Estate career in 2000, I was the VP of Human Resources at St. Thomas Hospital. Be-

sides having contented employees, the component of my work I enjoyed the most was negotiating em-

ployment with both new hires & those persons being leaving employment. 

   The same holds true for me Real Estate work. While I do enjoy most components of Real Estate, 

what brings me to most personal satisfaction is the process of negotiating for my clients. 

    Recently, I have been working with Sellers who have not dealt in the Real Estate market for many 

years. We got an initial offer on their home that was almost offensive, but I cautioned them that ‘at 

least we have an offer.’ With some trepidation, they followed my advice. As the negotiating was getting 

intense both Buyer and Seller seemed to be experiencing angst. The periods to respond to a counter 

were getting shorter with tempers beginning to flare. One of my most often quoted comments is that 

my job is to keep my senses when all around me appear to be loosing theirs. 

    Such was the case with my Sellers and the potential Buyer. Both sides seemed to have their swords 

drawn. I then remembered about the wisdom of Solomon in splitting the baby. I suggested to all parties 

that we simply split the difference. Everyone let out a collective sigh and agreed. We hope to close on 

the deal in March, assuming we can get through the inspection process. 

The Art of  Negotiating 

Consider Closet Organizing  
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