
 

“What good is the warmth 
of Summer without the 

cold of  Winte r to give  it 

sweetness.”  

John Steinbeck 
The Eiffel Tower grows in 

the Summer.  Made  of cast 

iron the metal e xpa nds 
during e xtreme heat   

resulting in the height 

increasing as m uch as 6”. 

Swimming nude used to 
be the norm.  No clothes 

necessary in the ancie nt 

days, but  cha nge d to be  
required by law in the 

17th Century. 

Watermelon is a ve geta-
ble, part of the squash,    

cucum ber a nd pumpkin 

family. As the air heats up 

so does the cons umption 
of watermelon.   

Early universities did not 

have buildings so stude nts 
would meet at  churches. 

Since these churches were 

unheated, students w ore 

long caps a nd gowns to 
keep warm . 

The word h one ymoon has 

association with Summer. 
The Pagans used that  

name for the first full 

moon in J une  be cause 

they dra nk ferme nted 
honey as pa rt of  summer 

wedding cele brations.  

While on a re cent  trip to  
the California  coast, we 

travelle d thru Watsonvi lle/

Santa C ruz which is the 
home of the Annie glass 

production facilit y. We 

arrive d just in time f or the 

daily tour a nd were the 
only participa nts. Due  to 

an illness, our tour guide 

was Annie herself.    
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   The business of Real Estate is cyclical both for my personal work level & the amount of activity  

for the industry as a whole. Spring season, which starts the last week in February and goes 

through early June, is the busiest time in the business . Folks generally prefer to list a home for  

sale when things are starting to green up outdoors & warm er weather is approaching. It ends 
when the weather gets so hot & humid that it is miser able being outdoors look ing at property.  

   The process begins - for a Seller - when they call wanting to talk about listing their home and 

initiate the listing process. I help owners arrive at the correct price - aggressive enough for the 

Seller to get the most for the hom e poss ible, but realistic enough that others will see the property  

as a reasonable value. It’s a fine balance. Once the home is ready: 

staged with furnitur e arranged to look open and air - not clut-

tered, painted, freshened up & flowers planted, we then have 

professional photos made, rooms measured & floor plans drawn. 

This vital information is inputted into the Multip le Listing Service. 
Potential Buyers look at the hom e, and hopefully after a couple of  

weeks an offer comes forward.  

   Getting an offer negotiated, the intense part, only puts one at 

the 50 yard line in the “football game“ of selling Real Estate. Ther e 

are stil l inspec tions (75 yard line), appr aisals (90 yard line), & a 

host of other items yet to be accomplished. Onc e done, ther e is a 

brief pause for a couple of weeks prior to the formal, legal clos ing of the transac tion.  

   In preparation for the closing ther e is coordination of the convers ion of utilit ies - taken out of  

the Sellers nam e, into the Buyers nam e on day of clos ing or possession, whichever is later, wiring 
of funds for the closing, ensuring the home is clean for the Buyer & a walk though by the Buyer  

to ensur e no dam age to the hom e during the moving process. Everything has to work like    

clockwork - one minor glitc h has the potential to start a dom ino effect of events , which generally  

is not good. During the whole process emotions have to be kept in check. It’s business.   

   In a 30 day period ending July 2, I will have had 6 transac tions go through this elaborate pro-

cess - 3 Sellers & 3 Buyers. Everything has to meet the deadlines & the process needs to occur  

without any glitches. The touchdown occurs when the closing is over and funds are wired. And, 

with 2  new Listings coming on next week,  I am very thankful.  
Call me at 615.210.6057 if you have any questions. 

The Challenge of  the Month 

   I received a call from our Firm’s Relocation Director, assigning me to a new Chief of Service at 
VUMC. The family lived in Nashville 15 years previously, then moved out of state. The family of 
5 included an 8th grade volleyball standout child. The Firm helped secure her a place at a pri-
vate Brentwood school. 
   Then we began to look at homes that met the family criteria about size, floor plan, price and 
location. The wife made 2 trips to Nashville to look at homes without much success. A major 
decision was the school for the 5th grader. In Metro Nashville, 5th graders move to Middle 
School, while in Williamson County the transition doesn’t occur until 7th grade. With the 
choice tilted to Williamson County for housing, finding the “right home” became more focused 
and we had only two weeks to search and negotiate. After looking at over 25 homes, the 
choices were narrowed to 2 by the wife. If neither of the 2 worked, the family would rent for a 
year to get everyone settled. I picked up the husband after work at 6:30 to look at the final 2 
choices. The 1st one he decided was too remote; not liking the location before he saw the 
home. The 2nd choice he loved. I thought we had success. That night I prepared an offer on 
the home. Early the next morning I got a text from the husband that they had ruled the home 
out because it had too many steps for their 8 year old dog with mobility issues to access the 
back yard. At my urging the wife looked at the home one more time. She realized the pup 
could go out the front door. We negotiated a contract & are closing 6/30. They are thrilled to 
be settled. 



   An enjoyable outing on the weekend that we recently made turned into a delightful excur-

sion. W e left Nashville on I-40 West heading toward Memphis. At the 840 exchange we exited 

heading toward Fr anklin. It was interesting seeing this new highway construction & we exited 

at the Natc hez Trace. We pulled over letting the convertible top down, sinc e the speed lim it on 
the Trace is 50 MPH. W e saw deer along the Tr ace & the bridge crossing highway 96 whic h is  

quite a beautiful scenic and architec tural s ite - a delightful 4 hour drive.  

  Here are my recommendations once there.  

Lawnchair Theater - June through August on eac h Friday night at dusk there is a free movie 

shown in the outdoor theater.  

The Barn at Lieper’s Fork - Has artwork inc luding piec es by owner, David Armes.  

Ser enite Masion - Has 19th and 20th Century Italian and Fr ench chandeliers, farm tables, iron-

stone, European textiles, exc lusive lines of jewelry and mercantile.  
W est & Company - finest boots , Western wear & jewelry and accessories .  

Puckett’s Grocery - local memorabilia and som e of the best Southern food one could want. 

The fried pies are to die for.  

The Country Boy Restaurant - cooks up good southern food just like your Mama and Grand-
ma cooked, with daily Blue Plate Specials, fabulous desserts and a wide variety of libations .  

I would apprec iate hearing from you with suggestions or feedback!  

   Baby Boomers are people born during the demographic Post–World War II baby 

boom between 1946 and 1964. According to the U.S. Census Bureau, the term "baby boomer"  

is also used in a cultural context. Seventy-six million Americ an children were born between 

1945 and 1964, representing a cohort that is signif icant on account of its size alone. Baby 
boomers control over 80% of personal financial assets and more than half of all consumer  

spending. They buy 77% of all prescription drugs, 61% of over-the-counter drugs, and 80% of 

all leisure tr avel.  

   According to a rec ent study by Georgetown University here are interesting findings about 

this unique group. For housing, the features coveted by Baby Boom Buyers include acc ess to  

high-speed internet, nearby grocery stores and hospital/m edical center access ibility . They also  

want stovetops or ovens that automatically shut off and a single remote control to manage eve-

rything in the hom e. When it comes to home design, 58 percent say they want a low-
maintenance exterior, 54% desire master bedrooms and baths on the first floor and 54% also  

said they want effective lighting throughout the hom e. Over whelmingly , 91% of the respond-

ents say they plan to live in their own home or apartment and 96% say it’s important to be as 

independent as possib le as they age. Being one of these, I pretty much agree.  

Give me a call with your thoughts 615-210-6057.  

Baby Boom Buyers 

Sam’s Recommendations 
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