
 

 “What dreadful hot 
weather we have. It keeps 
me in a continued state of 

inelegance.” Jane Austen 
 “Bite the bullet” became a 

common phrase because 
in battles of war there was 
not time to administer 
anesthesia & the physician 
urged soldiers to bite 
down on bullets to dis-

tract them from the pain. 
 “Butter someone up” was 

from ancient Indian cus-
toms of throwing balls of 
clarified butter at statues 

of the gods to gain favor. 
 “Don’t throw the baby out 

with the bathwater” origi-
nates from the 1500’s 
when families bathed in a 
tub once per year using 
the same water with the 
father going 1st, then 
Mom, then children. By 
the time the baby was 
bathed the water might 
have been so cloudy the 

warning was given.  
 “Quit cold turkey” de-

scribed withdrawal for 
drug addicts when they 
often developed translu-
cent skin hard to the 
touch and often with 
goose bumps - like the 

skin of a turkey. 
 “Go the whole 9 yards” 

was because WWII fighter 
pilots received 9 yard 
strings of ammunition - 
when it was used up they 

returned to base.  
 It’s official, Burton will 

open “Heritage Endodon-
tics” and Candice will be 
joining an existing prac-
tice “About Faces and 

Braces” both in Clarksville.    
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   Since the Great Recession of 2008, which was brought on primarily by mortgage lenders bun-
dling questionable loans & selling them as good securities of investment across the nation, every-
one seems to have an eye on the Real Estate market. 
   Because the Federal Reserve has pumped billions of dollars into the banking system our coun-
try has been slowly coming out of the Great Recession. However, there is concern that the Feds 

have done too much with one result being that the housing market has rebounded artificially. 
The largest share of homeowners who lost significant portions of equity in 
their home have seen it return based on market statistics. Some specific lo-
cales continue to lag - but Nashville is not one of those areas. 
   In terms of the quick sale of homes it seems that we have returned to a 
Seller’s Market. For any home priced <$750,000 the average days on the 
market is 65. However, homes priced in excess of $1M, can take years to 
sell—the average of a 30 month supply.   
   Two examples this month from my own business: I had an elegant home 
listed for over 1 year along the West End corridor. The home was initially 
priced at $1,250,000 and had numerous showings. The Seller, at my sug-

gestion, lowered the price to $1,199,999 in hope of attracting a Buyer. Lots of showings but no 
good offers. We decided to wait it out because the Seller and I recognized the home was a good 
value. We finally reached the right Buyer. An executive couple moving to Nashville from Atlanta 
saw the home as meeting their family needs perfectly. After some tense negotiation and inspec-
tions, we successfully closed the home the 3rd week of August. My Seller was very  happy with 
the end result. It just takes that one Buyer. 
   Another client was in Nashville for 2 days earlier this month in preparation for relocating to this 
area for work. The client has some unique needs in housing based on mobility issues. We looked 
at several houses. My assignment was to scour daily new listings for any homes that might meet 
their unique needs. One came on the market Thursday night. I previewed it on Friday & talked 

with them that night by phone. They had high interest. I went back Saturday to the home to take  
specific photos as requested. Monday I took a contractor to price making a few modifications. We 
were set to make an offer but by mid-day Monday the home had gone under contract. The 
search will continue to find that “one” home that they need. For me, the market is hot again.  

Call me at 615.210.6057 if you have any questions. 

Strengthening Job Market & Rising Inventories Lift Home Sales 

   The National Association of Realtors reports in its latest housing data release that existing home 
sales were on the rise in July, with sales moving to the highest pace of this year. It also marked 
the fourth consecutive month of gains in sales with the expectation of the momentum to contin-
ue for the rest of the year. The number of houses for sale is higher than a year ago and tamer 
price increases are giving perspective Buyers less hesitation about entering the market. The trend 

should continue with interest rates remaining low and apartment rents on the rise.      
   Total existing-home sales - which reflect completed transactions for single-family homes, town-
homes, condominiums and co-ops rose 2.4% to a seasonally adjusted annual rate of 5.15 million 
in July. However, sales remain 4.3% below last July, the peak for 2013. The median existing home 
price for all housing types in July was $229,900 - 4.9% higher than July 2013. It marks the 29th 
consecutive month of year-over-year price gains according to NAR. Distressed homes - which in-
clude foreclosures and short sales - made up 9% of July sales, down from 15% a year ago. It was 
the 1st time that distressed sales fell to single-digits since NAR began tracking the category in Oc-

tober 2008 - an important milestone.  
   Nashville was listed as #6 on the “Top 10 markets for New Residential Construction” by BUILD-
ER online as of August 19, 2014. Nashville’s diverse economy, location, media exposure and life-

style is paying huge dividends to many in our city. Modestly priced homes sell quickly making it a 
Seller’s market. More expensive homes (<$1M) remain in a Buyer’s market. Inventory exceeds de-

mand. It’s all about supply and demand. 



   Space is allocated in each edition of this publication for special finds that I have discovered or 
existing ones that I want others to know about. Here are the treasures discovered recently: 
Lucky Bamboo China Bistro at 5855 Charlotte Pike sits in the same shopping area as K&S World 
Market. Don’t let the name deceive you. The food is not your typical China knock off fare. Si-
chuan Soupy Style Noodles with chicken is a steaming hot, spicy hot broth simmering with kim-
chee (pickled cabbage) and chicken meat and skin. Don’t think about it - just order it. One bowl 
with steamed rice will feed 2 hearty souls. 
Produce Place on Murphy Road has incredible shelled Lady Peas. Bring them home and cook 

them about one hour at a slow boil in chicken broth with some tidbits of chopped country ham. 
Just like my Mother used to make.   
Great Harvest Bread Company at 3900 Hillsboro Pike is the go-to place for fresh white bread 
perfect for a tomato sandwich or my favorite - the Oatmeal Raisin cookie. All are baked fresh 
each day. The cookies are sold in prepackaged bags of 6 that make a perfect hostess gift or a 
small birthday surprise for a friend or office staff. 
Q Tonic is the most flavorful perfectly balance tonic water for summer drinks & lower in calories. 
Available at Whole Foods or Fresh Market. 
 

I would appreciate hearing from you any suggestions or feedback!  

   Seventy-five percent of single home owners ages 25 to 50 say home ownership is important 
to them according to a new survey. The top three reasons single home owners say they decid-
ed to buy: they viewed home ownership as an investment in their financial future; they were 
tired of paying rent; and they thought it was the right time to purchase a home.  
   It appears we are in the midst of a shift in the home buying population. The survey shows 
that home ownership is a major life decision for singles and that it is just as important a part of 
the America Dream for them as it is for married couples.  
   Nearly one-third of all Real Estate purchases in 2013 were made by single home buyers, ac-

cording to data from the National Association of Realtors. However, single home buyers say it 
wasn’t easy to achieve home ownership because many were intimidated by the home-buying 
process, & they had to make several sacrifices in order to buy a home. The most intimidating 
parts of the home-buying process, they say, included making an offer & negotiating a price 
(38%), obtaining a mortgage (36%), moving (31%), closing (30%) & searching for and locating 
a home (25%). Of those buying, 60% will be dining out less & half said they would reduce en-
tertainment.  
      

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