
 

 “What good is the warmth 
of Summer, without the 
cold of Winter to give it 
sweetness.”  

John Steinbeck 
 The AT&T Tower down-

town is the largest build-
ing in Tennessee and with 
it’s highest points resem-
bling bat ears, its been 
nicknamed the “Batman 

Building.” 
 During prohibition in the 

1930s, many of the local 
printers established boot-
legging in their basements 
located on Printer’s Alley. 
When alcohol was legal 
again, the bars simply 

remained there.  
 Standard Candy Compa-

ny, founded in 1901, cre-
ated Goo Goo, a Nashville 
delight marrying peanuts, 
caramel, marshmallow 
and milk chocolate to-
gether for a tasty cluster of 
candy - the nations’ oldest 

combination candy bar.  
 The Frist Center for the 

Visual Arts is located in 
the former main post of-
fice for Nashville - a city 
landmark placed on the 
National Register of His-

toric Places in 1984.  
 Phillip, Lulu and I headed 

to Muncie, IN on August 
15 to get our newest 
member of the household. 
Following our male pup 
naming tradition of 
“Max”&“Jax”, we now 
have “Pax,” an 11 week 
old tri-colored American 
Russell Terrier. Lulu 
acknowledged his pres-
ence after being in the 

house for 5 days. 
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   Lawrence Yun, the NAR’s Chief Economist “We have to recognize that we have a broad-based 
housing shortage.” Home builders have been essentially out of the game or under-producing 
since the crash of 2008. July’s price of median home marks the 41st straight month of year-over-
year price gains. The combination of rising prices and thin supply has left some prospective Buy-
ers on the sidelines. It is harder to save for down payments due to escalating rents that eat up 

income.  
   According to Freddie Mac, the average rate for a 30-year fixed-rate mortgage rose in July to 
4.05% from 3.98% in June. Mortgage rates are still low by historical standards, but could rise in 

the fall if the central bank raises interest rates – as Janet Yellen has indicated will happen. These 
market dynamics have also given an edge to existing homeowners, who can tap into rising 
home equity as their own properties appreciate. Individuals who were trapped when the market 
fell in 2008 are finally starting to get some equity in their houses, so they can now make a move. 
Figures released just last week on housing starts indicate that some new inventory will eventually 
make it’s way onto the market. Homes in Nashville are either snapped up almost immediately or 
stay on the market due to some issue such as floorplan, general location or condition. Typically, a 
Seller either makes price adjustment to overcome such an objection or waits until the right Buyer 

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

   I’ve come to appreciate a balanced market (6 months of inventory) more than I ever thought I 
would. More recently my work has been more with Buyers either moving to Nashville due to 
employment or 1st time Buyers attempting to purchase their first home. The pressure of present-
ing your Buyer in the best light possible remains a preeminent concern. 
Just in the last month I have had 3 different Buyers being in multiple 

offer situations. In one, my client wrote a personal note to the Seller 
about how much she looked forward to fencing in the back yard at her 
new home and playing with her puppy in it after she finished her work 
at VUMC. The letter worked. Although not the highest offer, my client’s 
letter tugged at the heartstrings of the Sellers. They decided to negoti-
ate our offer even though it wasn’t the highest offer received. My client 
and her pup will move into their new home early next month. 
   My next Buyer client episode involved making an offer on a property 
that had been on the market for 60 days without success. The Seller 
reduced the price by 7.5% and my client, having just entered the market 
due to a change-in-life circumstance, decided to go look. He planned to pay cash, which meant 

the Seller didn’t have to worry about a mortgage approval or a property appraisal process. We 
made a reasonable offer - not at list - but without any financial  contingencies. Within 24 hours, 
we learned that a higher priced offer had been made. The Seller was more interested in negoti-
ating with my client due to the lack of financial questions. We raised our offer and successfully 
got the property under contract. Barring some unforeseen circumstance, my client should be 
closing on his new home the middle of September.  
   The next client is now making her 4th attempt to purchase her 1st home - a condo. Having 
saved much of her earnings since graduating college 18 months ago she is ready to move out of 
her parent’s home to a place of her own. Our first two attempts were for residences where the 
home owner association was experiencing financial difficulties - so we backed out of those con-

tracts. Our 3rd try was for a completely renovated condo near the roundabout on Murphy Road. 
We saw the unit on a Saturday the 1st day showings were allowed. Offers were to be submitted 
by 5:00 PM on Monday. We offered above list price with an escalator clause in the contract go-
ing well above list price. We were one of 8 offers. We didn’t succeed. The same client has now 
made an offer on another condo in Green Hills. Stay tuned. 

Many Are Getting Anxious 



   This month I thought I’d share with readers insights about some great summer libations both 
with alcohol and without. 
   The latest cocktail for two our household is enjoying is an “Alaska.” It is made with 5 oz of gin, 
1.5 oz of Yellow Chartreuse, 2 oz of Fino Sherry and 4 dashes of orange bitters. This one is nice 
to make in the shaker early in the day, storing it in the freezer. After a long work day simply 
shake and pour into a chilled martini glass. 
   The newest find is Fever-Tree Bitter Lemon which is available at Whole Foods with a 4-bottle 
carton costing about $6.95. It has a taste similar to tonic but with a slightly sweet and light citrus 

zing. It is the perfect thing to use in place of tonic in that classic summer drink of gin or vodka 
and tonic on the rocks. 
   Finally, my good friend Karin Coble, shared a simple but delicious non-alcoholic libation called 
Phillip & Karin’s Libation. 5 oz. natural pomegranate juice, 3 T. Orgeat syrup (an almond flavored 
drink syrup), 2 dashes of rose water, 1 dash of orange blossom water, 1 oz. club soda. (The unu-
sual ingredients are easily available from Amazon.com). Mix all ingredients and serve over 
crushed ice. The Orgeat syrup is also good in other fruity cocktail concoctions.  

I would appreciate hearing from you any suggestions or feedback.  

   Many, including me, are concerned about the robust growth of Real Estate values and the 
shortage of adequate supply that appears to be driving home values, perhaps artificially higher 
that optimal. “Prices are rising just too fast” says Lawrence Yun, Chief Economist with the Nation-

al Association of Realtors. “And certainly far ahead of people’s income” Yun continues. 
   NAR recently reported that the limited number of homes for sale was pushing the median 
sales price above the 2006 peak. The median home price for all housing types across the country 
reached $236,400 in June - 6.5% above year ago levels and surpassing the peak median sales 

price set in July, 2006 of $230,400.    
    The problem with the housing inventory is occurring in all types of housing. Condos made up 
5.5% of all multifamily building in the 1st quarter this year. The lowest percentage in more than 
four decades. Single family construction is also about half of what it should be. One of the caus-
es of the low new-home supply is the low skilled labor pool and the shortage of lots on which to 
build new homes. Locally, part of our solution is building 2 new homes on that same lot where 

an older more modest home has been bulldozed. At least, that is the trend in Area 2 (Green 

Hills/Belle Meade) and Area 6 (East Nashville).  
Call me at 615.210.6057 if you wish to discuss planned improvements for you home 
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