
 

 “January brings the snow, 
makes our feet and fingers 

glow” Sara Coleridge  
 The world’s largest snow-

ball battle occurred in 
Seattle, WA on  Jan 12, 
2013 with 5,834 snow 

fighters.  
 In 2007 8,962 people 

made snow angels in one 

location in North Dakota. 
 On December 4, 1913, 63 

inches of snow fell on 

Georgetown, CO.  
 In order to be classified a 

blizzard, the wind must be 
blowing at least 35 mph. 
Snowfall must reduce visi-
bility to less than 0.25 mile 
for a period of three 

hours.  
 Snow is actually colorless. 

It’s translucent which 
means that light does not 
pass through it - like trans-
parent glass. The light 
reflected off the flake’s 
faceted surface is what 
creates the white appear-

ance.  
 A snow squall is an in-

tense snowfall accompa-
nied by very strong winds 

that only last a short time.  
 A snow burst is a brief, 

intense snowfall that re-
sults in a rapid accumula-

tion of snow.  
 “Pax,” our almost 8 month 

old pup, was mesmerized 
by the recent snow. Once 
he got the hang of what it 
was and how to maneu-
ver he would play in and 
eat it for hours. Often, we 
would have to make him 
come indoors with him 

looking like “what gives?” 
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   Recently our firm had as a guest speaker Ed Cole, retired Director of Transportation for State 
Government who worked under both Gov. Bredesen and Gov. Haslam. Ed has a strong back-
ground in community planning. He is also chair of The Alliance For Green Hills,  a non-profit or-
ganization, founded to advocate for community improvements. They gather all stakeholders at 
the table including developers, government, residents and business owners coordinating the 

talent and resources in their own backyard to find solutions to the challenges facing the neigh-
borhood. They endeavor to rebuild a sense of collaboration and common purpose to support 
viable multi-modal transportation options, to beautify commercial areas and to create open, com-
munity spaces.   
   An example cited at our office meeting was the need to create a walkable system without fear 
of intense traffic, i.e. to allow someone to park at Green Hills Mall, then walk to Trader Joe’s then 
walk to The Hill Center without ever moving a car. Most of us making 3 such stops would also 
move our cars 3 times increasing traffic in an already crowded area. Another issue they want to 
have input about is the misalignment of Abbott Martin Road and Richard Jones at Hillsboro 
Road and also Crestmoor Road and Glen Echo Road again at Hillsboro Road. Traffic along Hills-

boro from the I-440 exit beyond Harding Place is a major concern for this group. Check out their 
website All4GreenHills.com to learn more. They give me hope for our community.    
  

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

   Many readers of this monthly publication seem to enjoy stories from the field about real life 
situations with clients. While I want to meet the needs of readers, I also have to ensure that I pro-
tect the privacy of my clients. Some clients have actually been asked to be featured so that their 
story can be shared with others.  
   Mid-November I was contacted by an acquaintance, asking if I would be willing to help him 

find his next home. He was at a point in his life, for many reasons, that he wanted a much small-
er, easier to keep home or condo - but he wanted to be close to all his familiar locations in Green 
Hills and the Belle Meade area. He also wanted a recommendation of a financial institution 
where he might receive a small mortgage. I gave him the two names of persons who had 
helped clients in the past and asked him to touch base with at least one 
of the lenders to make sure his finances and housing needs lined up.  
The next day he called back reporting he had been pre-approved and 
was ready to look at condos as he had decided that he no longer want-
ed the upkeep of yard and a home. Within 2 days we looked at 7 units 
that met his needs. At the end of the second day, he asked me to write 
up an offer for one of the units, and he was quite happy that his offer 

was accepted as written with a few modifications.  
   It was important to my client that a close family member approve the unit - which she did - as 
part of our due diligence period. We successfully negotiated some inspection issues and my cli-
ent approved the information in the HOA governing documents and budgets. To the delight of 
my client, we closed toward the end of December. He physically moved his belongings yester-
day and has sent texts telling me how happy he is in his new cozy place. 
   In this business one never knows when the phone is going to ring, or what the day may bring. 
For me, here’s the real end of the story, on occasion, the stars align and an amazing client finds 
the next home in short order and without any angst. As my client was arranging for his move 
into what would, most likely, be his final home, he was genuinely happy to be moving to this 

next phase of his life. While I never thought I would be working in a sales position, I also never 
realized that even in sales you can be helping individuals and families make significant life 
changing events occur with little interruption. My Social Worker instinct is nurtured in sales and 
my clients are the best in the world.  

Let me know your thoughts or questions at samcoleman@comcast.net 

Alliance for Green Hills 



   This month I want to share with readers two simple finds right in our own neighborhood. 
First, Taziki’s Mediterranean Café on Bandywood is a great spot to stop for a quick, light reason-
ably priced lunch. On my last foray there I had the Grilled Chicken Pita that was perfectly sea-
soned and just the right amount of food. The side of hot roasted potatoes was a perfect accom-
paniment. With warmer weather approaching the outdoor eating space will be a great spot to 
capture for a spring lunch with friends. 
   The second recommendation is for a simple Friday night meal. From Publix buy a loaf of the 
fresh store made 12 grain bread - have them slice it for you in thick slices. What you don’t use 

for sandwich makes perfect breakfast toast the next morning. At the Deli counter order 8 ounc-
es of shredded Buffalo Chicken Breast and 8 ounces of Havarti cheese, sliced. Make sure you 
have Dijon mustard and mayonnaise on hand. Mix 3 T of mayonnaise and 1 T of Dijon in small 
bowl along with 1 t of dried oregano leaves. For 2 sandwiches take 4 slices of bread then 
spread this mixture on one side of the each slice, then pile 4 oz. of the shredded chicken on 2 
slices topped with the cheese. Place the other Dijon/mayo coated slice on top with the sauce 
facing the meat. Using about 3 T of butter, in a skillet toast both sides of each sandwich. Cover  
the skillet with a top making a small oven to heat the chicken and melt the cheese. Remove top 
and let each side of the sandwich toast dark brown. Serve with potato salad and you have a 
fabulous, simple Friday night supper. 

I would appreciate hearing from you any suggestions or feedback.  

   The end of the year brought a sizable boost to existing-home sales, as delayed closings from 
new mortgage rules pushed some would-be November transactions to December, according 
to the National Association of Realtors. Completed transactions for single-family homes, town-
homes, condos and co-ops rose 14.7% to a seasonally adjusted rate of 5.46 million in Decem-
ber, Sales are now 7.7% above a year ago. This makes the best year of existing-home sales since 
2006, though it’s still well below the record for that year, which was a whopping 6.48 million. 
   In the South existing home sales rose 14.6 percent to an annual rate of 2.27 million in Decem-
ber and is now 4.6 percent above a year ago. The median price is $196,100 up 6.8 percent 

from a year ago. 
Here are some good stats to judge the market: 
1. The median home price was $224,100 in December, up 7.6% over last year. 
2. Days on market: 32% of homes sold were on the market less than 1 month. Average days 

on market was 57 days. 
3. 24% of all transactions were all cash sales which is down 2%. All cash sales are usually in-

vestors. The implication is that more homeowners have bought homes.     
Call me at 615.210.6057 if you wish to discuss planned improvements for you home 
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