
 

 “Life starts all over again 
when the air gets crisp in 
the Fall.”  

F. Scott Fitzgerald 
 While making a Presiden-

tial visit to Nashville, stay-
ing at the Maxwell House 
Hotel, Theodore Roosevelt 
proclaimed their coffee 
was “good to the last 
drop” which became the 
calling card for the blend 
of coffee invented by Joel 
Owsley Cheek in 1892. 
Cheek only sold the coffee  
to this hotel. Cheek was 
the same family as in 

“Cheekwood.” 
 The WSM Barn Dance 

didn’t have nearly the 
same ring to it as Grand 
Ole Opry, but it was in fact 

the original name.  
 WSM was created by Na-

tional Life Insurance Com-
pany to market the sales 
of life insurance via the 
radio. “We Shield Millions” 
was the logo for National 
Life, hence the WSM moni-

ker. 
 On an average 1950s day 

WSM radio announcer 
David Cobb called Nash-
ville “Music City” and 
changed our image in 

history forever.  
 Nashville is home to the 

1st thoroughbred horse to 
ever have won the British 
Derby. His name was Iro-

quois 
 Our entire adult clan, 

along with a few special 
guests,  gathered earlier 
this month at Sinema to 
celebrate a milestone 

birthday for Phillip.  
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   In Nashville, the selling season for homes is Spring (March-May) followed by the 2nd most busy 

period of Fall (Sept.-Nov.). But, across the country the selling season varies by location. This seems 
most logical since locales may have variations more closely related to weather. Our selling season 

seems to be based upon the school academic calendar. 
   Across the country the season is generally in Spring but it is more a function of how accommo-

dating the weather is, rather than a straight relationship to temperature. With severe weather like 
snow and ice — you can’t see it, you can’t build it, you can’t inspect it, you can’t move. In Ameri-
ca’s snowiest city, Syracuse NY, with over 100 inches of snow, homes stay on the market twice as 
long in the Winter as in Summer. However, winter months are the best season in unique loca-
tions like Telluride, CO where median days on the market drop off significantly as Fall kicks off, 
with the best sales performance in December of each year. And other areas, not associated with 
snow or resorts, have increased winter sales, i.e. Tucson, AZ; Meagher County in Montana and 
Catron County in New Mexico. In the country’s warmest regions the market slows down when 
the temperature is the hottest - like Yuma County Arizona. Other regions that buck the trend are 
mostly in Louisiana, Florida and Georgia where temperatures remain mild throughout the year. 

In Baton Rouge, the prime season kicks off in September and lasts until November. Who said any-

thing about drop-off? 
 

Call me at 615.210.6057 if you wish to discuss any Real Estate need you might have. 

   In the last edition of this publication, I mentioned that I had just made an offer in a 4th attempt 
for my client to buy her 1st home - a small condo in Green Hills. I am happy to report that we 
met with success on the purchase. Of course, the unit - which had been flipped by an investor - 
was bought with no inspection, a sizeable earnest money check and a quick closing. Our offer 
was above list price and, on top of that, had an escalation clause of paying $1,000 over the next 

best verified offer up to a certain cap. We knew we weren’t necessarily getting a bargain but, at 
the same time, we knew that bargains in this market are not to be had. For over 2 weeks I was 
sweating the appraisal. While the unit did not quite appraise for pur-
chase price, it appraised for an amount adequate for my client’s financ-
ing to work, given her resources. She is thrilled and her parents are 
both very supportive as she starts her journey to adulthood. 
    Another current client is a physician who trained at Vanderbilt and, 
therefore, has lived in Nashville previously. She reached out to me 
about 4 months ago asking me to help her move back to Nashville hav-
ing just put her home in the Carolinas on the market. Prior to the 1st 
visit to Nashville for house hunting, given her work schedule, her 

dream home in the Central/Richland area went under contract within 
the 1st three days on the market. When she visited the next week we 
drove by the home with her comment “it was ever bit as perfect as I 
thought it would be.” I stayed in close contact with that listing agent 
until the property actually closed. As my client looked further, everything was compared to the 
one that got away.  
   Fast forward 3 months which included 3 house hunting trips to Nashville and selling her Caro-
lina home. Not having found anything and tired of living with friends for 3 weeks, she decided 
to rent a unit for 6 months at The Grove at Elmington. On last Sunday as she was walking her 
dream neighborhood, she saw an agent putting a sign in the yard of home on Aberdeen. I 

called the agent and Monday morning at 10:00 we were touring it. By noon, we made a full 
price offer contingent on inspections, financing and appraisal. Before bedtime on Monday night, 
I was notified that we had bought a house. She is gleaming that her future home is even better 
and less expensive than the one that got away. Nothing is more satisfying to me than having a 
client that is thrilled with their housing decision and outcome.  

Selling Season’s Across America 



   This month I enjoyed one of the perennial favorites of our household, Bobbie’s Dairy Dip at 
5301 Charlotte Avenue. The occasion was a birthday dinner celebration, and the two of us sat 
outside on the old wooden picnic tables under their covered awning. We both dined on the 
“Ultimate Cheeseburger.” I had onion rings that were absolutely perfect and Phillip had his usual 
French Fries all smothered in catsup. Fine dining doesn’t get much better. And, of course, while 
there we saw 2 other groups of locals that we knew. If you haven't been, you should treat your-
self. It produces a real nostalgia for bygone days. We were in a food coma for hours.  
   Dessert Designs, owned by the renowned Leland Riggins, has a great storefront on West Hill-

wood Blvd. Recently we were gifted their HALLEUJAH! - cake at it’s best. The ultimate of 3 fla-
vors in one - Chocolate Truffle Cake and Sour Cream Pound Cake baked together and slathered 
in spoonful's of creamy Caramel icing. On my! It doesn’t get any better. This is the perfect cake 
for every occasion worth celebrating. They have a great website to order cakes to be picked up 

on any day you select. www.dessertdesignsbyleland.com 

I would appreciate hearing from you any suggestions or feedback.  

   Home prices, especially in Nashville, are rising rapidly, but economists continue to deflate con-
cerns that another housing bubble is brewing. A recent national report indicates that twice as 
many metro markets are considered overvalued - prices are inflated relative to incomes - in the 
second quarter of this year compared to the 1st three months of the year. But it’s not thought 
to be a bubble because bubbles eventually burst and home prices this time around are not like-
ly to fall. Just because an area is over-valued doesn’t mean you’re in a bubble or there is an im-
pending crash according to Sam Khater, Chief Economist for Core Logic. He believes markets 

are overvalued because of strong fundamentals. 
   The NAR reported that the national median sales price is now above it’s 2006 peak. Housing 
demand is strong and supply has been near record lows. This has paved the way for price in-

creases, especially in areas such as Nashville which has a very robust economy. About 10 years 
ago the housing bubble was fueled by free and easy mortgage credit - not the case today. 
Again, strong demand and weak supply is driving the rise in prices. Buyers, even mine, grow 
frustrated with rising prices, but see current levels of inventory at record lows. It simply is a mat-

ter of supply and demand.   
Call me at 615.210.6057 if you wish to discuss planned improvements for you home. 

This Isn’t a Housing Bubble:  Here’s Why 
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