
 

“No matter how long the 

Winter, Spring is sure to 

follow.” Proverb 

The Oscar Statue is not 
made of gold. It is a pew-

ter-like alloy which is plat-

ed with gold. 

The nude male figure on 
the statuette stands atop a 

reel file of 5 spokes repre-

senting actors, directors, 
producers, technicians & 

writers. 

Since 1950, Oscar winners 

must agree not to sell 
their statuettes without 

first offering them to the 

Academy of Motion Pic-
ture of Arts and Sciences 

for $1. 

In 1938, ventriloquist Ed-
gar Bergen was awarded 

an honorary Oscar made 

of wood. 

During the metal shortag-
es of World War II, the 

Oscar statuettes were 

made of plaster. 

Oscar winners Whoopi 
Goldberg and William 

Hurt say they cannot find 

their statuettes. 
The individual with the 

most Oscars is Walt Dis-

ney, with 26 including 22 

competitive awards and 4 
honorary awards. 

Disney was nominated for  

48 Academy Awards.  

Awards for Greater Nash-
ville Association of Real-

tors Top Selling Realtors 

“The Awards of Excel-
lence” will be Saturday, 

March 1. Our firm typically 

has the largest number of 
recipients — a group to 

which I have belonged 

consistently. 
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   Affordability of housing is expected to take a hit this year as home prices and interest rates 

continue to head up. The upbeat Real estate market news from 2013 presents some challenges 

for this current year. An influx of Buyers last year helped strengthen housing appreciation, 

which in turn led to greatly improved consumer confidence. The result was 5.1 million home 

sales, the best year for  Real Estate purchases since 2007. This year is expected to be different, 

with sales volume gains expected to be small at best, because of rising interest rates and home 

prices, according the NAR Chief Economist Lawrence Yun. But, there’s an upside too. The con-

tinued growth in the economy, which, while modest, has stayed on track.  

   The resulting addition of more than 2 million jobs each year should provide a boost to housing 

markets. On the Commercial side, rising rent growth and declining vacancy rates bode well for 

the office, industrial,  retail and multifamily sectors. Yun says lenders could promote stable mar-

kets this year as they look to purchase – money mortgage loans as their  next big growth area to 

compensate for as shrinking body of business from refinances, which will drastically fall as inter-

est rates rise. A major lender that works with the majority of my clients indicated that 70% of his 

business volume last year was refinancing of homes as owners moved to mortgages with a low-

er interest rate than what was in place at the time the home was originally purchased.  

Call  me at 615.210.6057 if you need a recommendation of good mortgage resources. 

   Each Association of Realtors operates under a Code of Ethics which sets standards of integrity 

and honor for Realtor conduct. Cooperation with other Real Estate professionals promotes the 

best interests of those who utilize our services. We do urge exclusive representation of our cli-

ents, but we do not attempt to gain any unfair advantage over competitors with unsolicited 

comments about them. The obligations of this Code reminds us all  that there is no safer guide 

than that which has been handed down through the centuries, embodied in the Golden Rule; 

“Whatsoever ye would that others should do to you, do ye even so to them.” 

   The National Association of Realtors has developed seventeen 

Articles that govern Realtor interactions with the public, their  

clients and other Realtors. Each Article is further defined by 

Standards of Practice, which articulate specific actions which a 

member of the public or a fellow Realtor should expect. The Na-

tional Association of Realtors in concert with ethicists and attor-

neys has developed a thorough manual that is used to help us 

understand these behaviors and provide guidance when a 

breach has been alleged. Each local Association engages local 

Counsel to help provide guidance at the local level.  

   I have been privileged to serve for several years on the committees that deal with alleged local 

violations. One such committee -“Grievance” - acts as a Grand Jury to determine if it appears that 

a violation may have occurred based upon written documentation. If so, the matter is then re-

ferred to Arbitration if  the matter involves commissions, or Professional Standards if the matter 

involves Ethics. A matter can be referred to both committees if  both areas are potentially in-

volved. When either Arbitration or Professional Standards is convened, their actions proceed as 

a Court of Law and is conducted with fellow Realtors serving as The Jury. All  proceedings of the 

Committees are strictly confidential and the results are binding on the involved parties. While 

not a pleasant experience personally, at the end of the process, I have gained additional insight 

into how I and my fellow Realtors should interact with each other and the public. Traditionally, 

only very experienced Realtors are asked to serve on these Committees. The process is sobering, 

deliberate and grave. While the media may portray Realtors in a negative light, I realize this pro-

cess ensures that perception is very often inaccurate.  

Economy Heats Up 



   The final tabulation of sales volume for the Bedford Office of Fridrich & Clark were released 

earlier this month and the results were impressive, showing our office was involved in the selling 

of $821M in real estate. This number includes volume for both Listing (Seller) Agent and Selling 

(Buyer) Agent and is the highest number since 2005. Total sales were up >18% for 2013 over 

2012, (634 transactions for 2013 vs. 535 for 2012). The total dollar volume for 2013 for residen-

tial, condo, land, lots and farms was an outstanding amount of over $380 million.  

   Below are a few brief points of interest: 

   The average sales price was $673,469, with 312 properties. 

   Average list price was $717,223. 

   Properties sold ranged in sales price from $150,000 to $7.2M with 48 over $1M. 

   Average days on the market was 77. 

   Average list price to sales price ratio was 93.89%. 

   Average square footage was 3,410 with 3 bedrooms and 2 baths.  

   The company website is showing increased traffic with total visits to the site up 35% in 2013 

over 2012, with the number of visitors up by more than 47% to 62,323 different visitors. Each 

visitor to the site viewed an average of 8 pages per view and spent an average of 5 minutes and 

9 seconds on the site per visit.   

I would appreciate hearing from you on any internet suggestions or feedback.  

   A recent survey of members of the National Association of Realtors shows that the average 

age of practitioners has increased to 57 with Agents staying in the business longer and fewer 

new agents entering the business in the last six years. Upon further analysis, more senior 

agents in the business are failing to utilize new technology to either capture new leads or  to 

facilitate the interactions with existing clients. Although I am older than the average practition-

er, I refuse to become a dinosaur. 

   For several years I have been utilizing the support of Transaction Desk technology which is an 

electronic form completion and retention system for contracts and all related forms. By input-

ting data at the start of each transaction the system auto--populates the items in each subse-

quent form. With both electronic form completion and a subsequent filing system, why others 

are not utilizing it, I cannot fathom.   

   More recently, I took the next step of technology allowing clients to electronically sign all 

forms via e-mail, assuming they are willing to participate in the process. For me, it means that I 

should never  have to fax or scan another  document. Some lenders (FHA) are hesitant to accept 

this electronic signature process, but once they do, we can go to a completely paperless system 

of contract management including creation and storage. I refuse to become a dinosaur in my 

profession. Now my next work is to  move to internet lead generation improvement.  

Poised for Change 

A Look Back at Fridrich & Clark for 2013 
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