
 

 “Summer afternoon, sum-
mer afternoon; those have 
always been the two most 
beautiful words in the 
English language”  

  Henry James 
 Mustard is one of the 

world’s most used condi-

ments. 
 All mustards are made 

from ground seeds of the 

mustard plant. 
 The average closed home 

sale price for Area 2 in 

May 2013 was $477,550. 
 French’s Mustard is made 

from a yellow mustard 
seed with turmeric added 

for coloring. 
 The average closed home 

sale price for Area 2 in 

May 2012 was $436,072. 
 Romans were probably 

the first to experiment 
with the preparation of 

mustard as a condiment. 
 Taking what the Romans 

brought to France. a 
group of monks modified 
the paste to what is now 

known as Dijon mustard. 
 70 gallons of Dijon mus-

tard were consumed at a 
gala held by the Duke of 

Burgundy in 1336. 
 Days on Market for homes 

in Area 2 remains at about 
74 days. This number has 
been declining for the last 
12 months with modest 
price increases. 

 With Emerson’s (my 
grandchild) parents out of 
town on business, we had 
a “Gramps/Phipha” day 
last Sunday. Nothing 
sweeter than a grandchild 
falling asleep on your 

chest. 
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   Fridrich & Clark Realty is a fabulous place to work in the Real Estate business. The firm has some 
of the best technology, a tremendous support staff, and the network amongst fellow agents is 
phenomenal. Often a home sells “in-house” - a Buyer’s agent hears about the listing before it ac-
tually hits the market via the Listing Agent’s discussing it in bi-weekly sales meetings. The people 

here are great, and the firm has a long legacy and rich history. 
   This week, however, we lost a piece of that legacy with the passing of Jerry Fridrich. Jerry was 
the “original” Fridrich of Fridrich & Clark, which started as Fridrich & Hooper. He also started 
Donnelly & Fridrich Insurance which today is Fridrich, Pinson & Rothberg. One son, Steve, now 

runs the real estate company and Chip, another son, runs the insurance agency. However, Jerry 
was much more than his successful businesses. Each day he still came into the office, which was 
in the real estate company and was an ever present cheerleader for us all. He always greeted me 
the same “Sam - the Man!” And, he would always want to know about what deals you were 
working on - the business was deep in his roots. Or, he would ask you why a certain home had 

not sold and was ready to give helpful pointers about how to market a property.  
   While his death was not anticipated, we all knew that Jerry was advancing in age. We all treas-
ured his insight, his stories of “how it was done in the old days,” and his constant, consistent en-
couragement - especially when the market made a recent downturn. He would say “I sold hous-
es when interest rates were 18%. This will all change. Just hang in there.” He will be missed by 

many, including me. 

   Many readers comment that they appreciate not only factual information each month, but 
they also enjoy some of the day-to-day workings of this great business. While I always maintain 
confidences of my clients, I will share with you one of the more interesting events with a new 
client. 
   Clients who worked with me a little over a year ago in purchasing their home, referred me to 

a co-worker who decided that she was ready to put down more permanent roots in the Nash-
ville area. I met my new client at her workplace over her lunch hour, I found her most pleasant 
yet very business like in her demeanor. She had already gotten herself pre-qualified with a local 
lender, so she was a step ahead of the normal process. She told me that she viewed buying a 
home much like buying a car. “I won’t take that much of your time. I’ve already been searching 
on the internet and have a list of about 20 houses that meet my general criteria. I don’t see us 
going out more than two times to look at houses.” I told her if that was the case it would be a 
pleasant surprise. She e-mailed me her list of 20 homes. I determined via MLS that 10 of the 20 
were still available for purchase. At her request I scheduled the 10 for us to see on a Sunday af-
ternoon in a 4 hour window. She commented “When I see the house, I’ll know it and I don’t 
want to waste your time.” We went into 2 houses - in and out. Didn’t work. At the 3rd house, 

which was vacant, she said “I think this may be it.” I said that we didn’t need to rush the process 
and should spend some extra time there – which we did. At the next home (#4) she said “if #3 
doesn’t work, this will be my back up house.” I asked if she wanted to continue our tour and she 
replied “Yes, I may need a 3rd choice.” At the end of the day she asked me to pull more infor-
mation about the house she liked including comparable sales. The next morning we wrote an 
offer. During negotiations, I suggested she counter the Seller’s 
initial response to our offer. “I believe I can save you a couple 
more thousand dollars on your purchase” I said. She replied “No 
they’ve made me a fair counter, the house is worth it and you’ve 
already saved me $5000. I’ve never paid less than full list price 

for a home. Most of the time, it’s gotten into a bidding war. So, 
you’ve already got me a better deal than I ever imagined. And, 
for me it’s the perfect house.” Inspection went well. It appraised 
and we are set to close on July 1. I like decisive folks. 

A Personal Reflection 
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   Folks who know me are aware that gardening is one of my passions. This Spring there were 
several stolen hours of trips to various nursery centers and garden spots. Here are a few glean-
ings from my experiences for readers: 
    Farmer’s Market - It isn’t the extravaganza it was in previous years. Except for the Gardens of      
Babylon on the railroad side of the market, all other plant vendors have been moved to the Jef-
ferson Street side. With this change many former vendors left, never to return - including 
“Tammy.” 

Best New Spot - All Season’s Greenhouse established a location on White Bridge Road across 

the street from Target.  Best prices, best selection, best volume. They are now only selling pro-
duce at this location, which is also good.  
   Best Staff Advice - Bates Nursery on White’s Creek Pike has some of the best informed & help-
ful staff to guide you on types of plants, color combinations and what grows well together. 
   Best Odd Find - Hewitt’s Garden Center on Hillsboro Road or Moore & Moore on Hwy 100 
have different plants, exotics, shade plants, succulents (cactus) The staffs are knowledgeable. 
    My focus this season has been not just finding the right mix of colors for annual plantings, 
but also about combinations of textures of plant material. Fuzzy leaves combined with spikes or 
serrated edges mixed with smooth trumpet shaped blossoms. The garden has never looked so 
good.  And, my soul has been replenished. 

   The Music City Center sits just south of Broadway on a 16 acre site that runs from 5th Avenue 
to 8th Avenue, west to east, and from Demonbreun Street to Franklin Street, now Korean Vet-
erans Boulevard, north to south. It is adjacent to both the Bridgestone Arena and the Country 
Music Hall of Fame. Our firm had a private tour earlier this month. The immense size of the 
building is difficult to comprehend. It has 1.2 million sq ft, featuring a 350,000 sq ft exhibit hall, 
a 57,000 sq ft grand ballroom and 18,000 sq ft junior ballroom, and about 1,800 parking spac-
es. It also offers 90,000 sq ft of meeting room space, 60 meeting rooms, and 32 loading docks  
providing ultimate flexibility and ease of loading in and out for convention planners.  

   Features key to the building’s LEED status (Leadership in Energy & Environmental Design)   
include a 360,000 gallon retention tank. Run-off water stored in the tank will be used to irrigate 
the four acre green roof and outside landscaping and to flush the building’s hundreds of toi-
lets. 
   One of the more interesting parts of the building is that it is also an art gallery with 8 commis-
sioned pieces of art. The most stunning piece was “Euphony” a cascading curtain of individual 
lengths of metallic bead chains hanging to form a matrix of catenary curves. It hangs 140 feet 
high inside the east concourse of the building facing the Omni Hotel. 

Our city can be proud of this new landmark for years to come.    

Nashville Music City Center Tour 

Spring Gardening Tips   
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