
 

 “Just living isn't enough,” 
said the butterfly. “One 
must also have sunshine, 
freedom, and a little flow-
er.” Hans Christian Ander-
son 
Things to know or learn 

before buying a home: 
 Know the commute times 

from wok to the home 
both at leisure times and 

rush hour.  
 Know the ratings of the 

public school zones -
especially the elementary 

school. 
 Comparable sales in the 

neighborhood over the 
last month & for the last 

year.  
 Disclosure of any known 

defects of the home by 
the current owner as re-

quired by state statute.  
 Whether the home has 

sewer/septic, public water 
source, utility providers 
and safety/law enforce-

ment coverages.  
 The location of the near-

est fire hydrant, as this 
affects the cost of Home-
owner’s insurance cover-

age.  
 The exact property bound-

aries for the footprint of 

the lot. 
 Any county, city or neigh-

borhood restrictions im-

pacting  use of the home.  
 Matt, my son-in-law, has 

recently taken up leather-
working. For Father’s Day 
he gave Phillip and me 
each a hand-crafted bur-
nished leather tray em-
bossed with our respec-
tive initials and his unique 

logo.   
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   Sales of existing homes rose to their highest level in more than nine years and prices climbed 
to a new peak in May, the latest sign of rising demand amid steady job creation and low interest 
rates. Sales climbed 1.8% in May from the prior month to a seasonally adjusted annual rate of 
5.53 million according to the National Association of Realtors. This was the strongest pace since 

February 2007. 
   The national median sale price for a previously owned home was $239,700 up 4.7% from a 
year earlier and the highest figure recorded by the Realtor group. Home prices are rising faster 
than wages across much of the U.S. which could potentially dampen sales. In May for Area 2 of 
Nashville the average closed list price was $534,900 and the closed sale price was $530,000 
with 111 homes closed. This shows that sold homes in Area 2 sold at 99% of list price to sales 

price.   
   Demand for homes, especially more modest homes, has resulted in low inventory and is driv-
ing up prices. Earlier this month I listed an 1800 sq. ft. home in Spring Hill. It went live in MLS on 
a Wednesday indicating 1st showings were on Friday morning. That Friday the showings start-

ed at 8:30 AM and continued almost constantly the entire day into the evening. We received an 
above-list price offer from the 1st Buyer to see the home and had the property under contract by 
3:00 PM on Saturday with closing to occur in late July. The pace is frantic however my Seller is 

very happy with the outcome.  
Call me at 615.210.6057 if you wish to discuss any Real Estate need you might have. 

   It’s a fact that I’ve seen play out in my work time after time: Homes come with far more emo-
tional weight than any other investment decision we make. It’s that same emotion that brings 
me the greatest joy in my work - having a Buyer absolutely love the home they have just pur-
chased with my assistance.   
   A home is a refuge from the world, a place to raise a family and, for some people, an invest-

ment they hope will bring them a good chunk of money down the road. We 
all fall in love with a home in a way that we would never fall in love with a 
portfolio of stocks and bonds. The largest part of my job is to “keep my senses, 
when all around me appear be to losing theirs.”  
   For instance, Buyers might focus on their desire for a house that’s a certain 
size or style, but ignore the fact that they want to spend as much time as pos-
sible with family. So they might buy a perfect house that requires them to 
make a long daily commute to work keeping them away from home for two 
extra hours each day. Often, we prioritize one set of emotional needs over 

others that are just as strong but may not be evident at first. Ignoring them can lead some to 
make bad financial decisions that affect them for decades to come. Many is the time that I have 

called a time-out with my clients where I attempt to raise concerns that I have about a pending 
decision - asking them to articulate their thinking to me so that I can understand their thought 
process. Ultimately, I recognize that my clients make the decisions & my role is to help them ac-
complish these goals, with the understanding that I will not be part of anything that is immoral, 
unethical or illegal.  
   The home-selling side of the equation brings its own set of thorny issues. Typically, homeown-
ers often have an overly rosy view of their home & expect it to increase in value far beyond rea-
sonable expectations. Ultimately, a homeowner decides the price of a home & then I have to 
decide if I can work with that price. One of my best lines is “You’ll get tired of this process more 
quickly than I will. You live in it day in & day out. It is my work - which is different.”  

   Rest assured, my clients always know where I stand on the purchase or sale of their home. My 
job is to give them the best advice I can with my 15+ years of experience. However ultimately, 
the decision about which home to buy or how to price & market the sale of a residence is done 
in partnership with all parties owning the decisions & feeling good after the close of the transac-
tion. Satisfied clients are my barometer which leads to repeat business and referrals. 

Existing Home Sales Hit Nine-Year High 



   It’s that time of year again: fresh vegetables and tomatoes! Here’s the World’s Best Tomato 
Sandwich Recipe: 
   At Publix buy a 24 oz. package of Publix brand thick sliced bacon and a container of hydro-
ponically grown Butter Lettuce. Once home, put each bacon slice on a rack over a cookie 
sheet and place in a cold oven. Set temperature at 400’ letting bacon cook for 8”. Remove pan 
from oven, pour off drippings and turn each slice of bacon over. Rotate pan and continue 
cooking for about 8” more until bacon is crisp. Let bacon cool. Keep lettuce well chilled.   
   At Great Harvest Bread Company (on Hillsboro Road), buy a fresh loaf of Farmhouse White 

bread. At Produce Place on Murphy Road, buy about 3 large Cherokee Purple Tomatoes.  
When you get back home, bring a small pot of water to a full boil. Drop the tomatoes one at a 
time into the boiling water for 10 seconds and promptly remove from the water. Make an “X” 
on the blossom end of each tomato and the skin should peel off easily. Slice tomatoes into 
3/4” slices and thoroughly chill. 
   When you are ready to eat, slather 2 pieces of the fresh bread with Miracle Whip, layer on 
one slice of bread 3 slices of cooked bacon, a tomato slice and then add two leaves of the let-
tuce. Top with the other slice of bread. VIOLA! Summer doesn’t get any better.    

I would appreciate hearing from you any suggestions or feedback.  

   In Real Estate, agents have an odd relationship. We compete with each other but also have to 
cooperate intensely with each other to make transactions happen. At the end of some closings 
usually one thinks “I never want to do another with him/her again” or “I would love to do an-
other transaction with him or her.” 
   Earlier this year, Jenkins Hardin, succumbed to cancer after a long valiant fight. Jenkins and I 
had done 3 deals and each was a breeze. She made it easy with her demeanor and approach. 
She was also in a small Breakfast Club of 24 agents who meet monthly. So, our relationship was 
more than casual. She fought her health battle for months and ended her journey on earth 

with the same joie-de-vivre as she lived her life. 
   Last week, Jimmy Pilkerton, one of the giants of the industry lost his battle with pancreatic 
cancer. Jimmy was the ultimate professional and a strong, involved leader in our local industry. 
Jimmy and I both went against each other for the same listing once. When the Seller gave the 
listing to me, I called Jimmy and said “since you are familiar with this home, I expect you to 
bring the Buyer.” Jimmy laughed his typical barrel laugh saying “I was the much better agent.”  
The loss of both of these colleagues reminds me of the frailty of life and how important living 
life with passion and joy were central to providing a joyous Memorial Service.  

Our Local Industry Lost Two Lions This Year 
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