
 

 “Toto, I have a feeling 
we’re not in Kansas any 

more.” The Wizard of Oz 
 “May the Force be with 

you.” Star Wars 
 “Fasten your seatbelts. It’s 

going to be a bumpy 

night.” All About Eve 
 “Love means never having 

to say you’re sorry.”  

Love Story 
 “Bond - James Bond.” Dr. 

No 
 “Play it Sam. Play As Time 

Goes By.” Casablanca 
 “I’ll have what she’s hav-

ing.” When Harry Met 
Sally 

 “You had me at hello.” 

Jerry Maguire 
 “One morning I shot an 

elephant in my pajamas. 
How he got in my pajam-
as, I don’t know.”  

Animal Crackers 
 “A martini. Shaken, not 

stirred.” Goldfinger 
 “Who’s on first?” The 

Naughty Nineties 
 “Life is a banquet, and 

most poor suckers are 
starving to death!”  
Auntie Mame 

 “Hello, gorgeous.”  

Funny Girl 
 “All right , Mr. DeMille, I’m 

ready for my close-up.” 

Sunset Blvd. 
 “ There’s no place like 

home.” The Wizard of Oz 
 Easter Sunday the entire 

Coleman clan will gather 
at Prospect Hill following 
church for libations, 
brunch and the family’s 
1st Easer Egg Hunt on the 
square in front of our 
home. Memories to be 

made. 
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   The article above articulates the positives of the Real Estate market for a Listing Agent, but 
with it being a Sellers Market (demand exceeding inventory), it requires greater skill at writing 

offers for Buyers, since frequently a Seller has a choice of which offer to work. 
   Since the 1st of the year I have written offers for 4 clients wanting to buy a particular property 
that resulted in a multiple offer situation. Once that happens, one must regroup with the Buyer 
to determine what the Buyer is willing to do to make their offer the most attractive. Since a Sell-
er can only be negotiating one contract at a time, agents are formally notified to make their 
highest and best offer. Then, from those submitted the Seller determines which contract will be 
negotiated. The whole process is nerve-racking and often leads to higher emotions than one 

would typically expect.  
   As mentioned previously, my job is often keeping my head and senses while, it seems, every-
one around me is loosing theirs. Ultimately, I do what my Buyer clients request after giving them 
my best advice and counsel. To date, I am batting at a rate of 50%, 2 of my 4 Buyer clients, have 
gotten the home they wanted - perhaps at a premium, but they got it. Unfortunately, the 2 cli-
ents who were not chosen and still on the search are both crestfallen yet more determined to 

find that place to call home. Keeping my ear to the ground, I remain confident my clients will 

land somewhere as it was meant to be. 
Call me at 615.210.6057 if you want to discuss any Real Estate need you might have. 

   There is a seasonality to selling Real Estate, with the Spring market being the strongest period 
of homes being listed and bought. The 2nd most active season is the Fall, once schools have 
started back in session. Over the last several years, the Spring season has been slowly creeping 
earlier in the year. In my own business, I now tell clients that Spring starts the middle of February 
and lasts until about the last week of May. Based on that, gearing up for Spring season then 

starts at the end of January by helping Sellers have their home perfect (staged, freshened paint, 
minor repairs and fluffed landscape). With advance preparation, the 
property is ready to go in the Multiple Listing Service (MLS) about the 
3rd week of February. 
   This Spring season has been phenomenal. I listed 4 homes during 
this Spring season with 3 of the 4 under contract by the 3rd day on 
the market. The remaining home is being shown frequently and I an-
ticipate it will be under contract over the next several weeks. Two of 
the 3 under contract were also multiple offers - the Seller was able to 
decide, with some guidance from me, which was the best offer to ne-
gotiate. It is not always about price, although that is important, but 

also about closing dates, Buyer profile and other factors.  
   On the flip side (Buyers) the market is brutal. Since mortgage loan 
rates are at historic lows, there are some indications rates might creep 
up later this year, more Buyers are entering the market. Inventory of 
available homes is at record lows for the middle Tennessee area. More 
jobs are being created in our area with businesses recruiting even more home Buyers. Home 
builders are renovating existing homes or, in many cases, buying a home with the lot in a good 
location, only to tear down the original home, and within zoning restrictions, build  2 structures 
on the same lot where formerly one home stood. Even with this change, inventory is not ade-
quate. And, although popular with some, not everyone wants to live in what is often referred to 

as a skinny house. The end result of this process is that networking within the Real Estate com-
munity is more important now than ever. With homes being sold by word of mouth one Realtor 
to another, homes are going into MLS already under contract. My hope is that our city can man-
age our growth while continuing to meet the housing demand and I can meet my clients needs. 

Buyers, Buyers, Buyers 



   Here are this months tidbits of finds in Nashville or easy items to make mealtime an easier 
more tasteful experience. 
   Deviled Eggs are a great finger food item to have for a cocktail gathering - crazy sounding I 
know. Maybe, it’s a Southern Thing, but I have now had them at 2 gatherings and both times 
they were the hit of the party. Trader Joes sells boiled peeled eggs in the dairy section. Peeling 
the boiled egg is the hardest part of making deviled eggs. The smaller size sold by Trader Joes 
are better for party nibbles and eliminates the hard part. 
   Slice the 6 eggs in half and remove the yolks to a small bowl. Add 2 tablespoons of Mt. Olive 

Sweet Salad cubes (drained), 1 teaspoon of Coleman’s Prepared Yellow Mustard (no relation), 1 
tablespoon of Duke’s Mayonnaise, 1 tablespoon of Miracle Whip and 1 teaspoon of Huy Fong 
Garlic Chili Sauce (in the International Section) and add a little salt and coarsely ground black 
pepper. Refill the white with the filling making a slight mound. Garnish the yolk with a thick 
slice of a small radish cut in the shape of a piece of pie. Pierce the filling with the point of the 
radish so that the red peel of the radish adds a touch of color to the presentation.   
   While your guests may razz you for serving deviled eggs, I am willing to bet they will be gone 
before anything else is finished.   

I would appreciate hearing from you with internet suggestions or feedback.  

   A look at housing affordability across the country paints a picture of two stark contrasts, one 
very high and the other very low, according to Realtor.com new Mortgage Affordability Report  
which gauged affordability by culling data from 25 of the largest housing markets. 
   Indeed, the most affordable housing market this year is Detroit, where home buyers likely 
would only need 13.2% of the median income there to buy a home. One the other end of af-
fordability is San Francisco, where buyers would need 72% of their median income to afford a 
home – more than double the 28% mortgage-to-income ratio threshold often considered finan-

cially healthy.  
   Nationwide, by the end of this year, households will likely need to spend 27.6% of the median 
family household income of $55,533 to purchase a median priced home with a 30 year fixed-

rate mortgage. Rents are expected to require 29.5% in income. 
   The 5 Most Affordable Markets were: Detroit-Warren-Dearborn, St. Louis, Cleveland, Atlanta 
and Pittsburg. The 5 Least Affordable Markets were: San Francisco-Oakland, San Diego-
Carlsbad, Los Angeles-Long Beach-Anaheim, New York-Newark, Jersey City and Miami-Fort 
Lauderdale-West Palm Beach. Affordability is greatly impacted by mortgage rates, so waiting a 

year to buy as affordability declines may force home buyers to consider alternative options. 
Call Sam at 615.210.6057 if you want to discuss planned improvements for you home. 

Housing Affordability Hits 2 Extremes 
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