
 

 “What dreadful hot 
weather we have. It keeps 
me in a continual state of 

inelegance.”  Jane Austin 
 The highest temperature 

ever recorded in the 
shade was 136’F in Libya 

on September 13, 1922.  
 The skin of a polar bear is 

black, which helps it to 
absorb more of the heat 

from the sun.  
 According to NASA, when 

the temperature reaches 
95’F our work output 
drops by 45% and loss of 

accuracy drops 700%.   
 “As cool as a cucumber” is 

an apt simile: The inside of 
a cucumber can be as 
much as 20’F cooler than 

the outside temperature.  
 The World Meteorological 

Organization’s definition 
of a heatwave is when 
temperatures are over 9’F 
above the average for five 

days in a row.  
 The heat stored by roofs, 

pavement, and concrete 
structures can raise the 
night temperature in cities 

by as much as 22 degrees.   
 You’ll lose weight in the 

heat. But you’ll gain it 

back with water and food.  
 Run cold water over your 

wrists for 10 seconds. The 
vein that runs there will 

cool your body. 
 The time has come. Phillip 

and I are to be married in 
September in a simple 
ceremony in our garden 
with family and a few 
close friends present.  Af-
ter 26 years, we are mak-

ing it legal. 
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   Nashville is currently undergoing a housing boom and a “bully market” even more than the 
majority of the United States. Below are some current indicators about the national housing 

market along with similar local data. 
   1. Prices: Nationally, median-existing-home prices for all housing types in June was $247,700 
increasing 4.8% from a year ago. In Nashville, for June 2016, the average sale price of all homes 

sold in Area 2 was $525,000, with Sellers getting 98% of List Price.   
    2. Housing Inventory: Nationally, unsold inventory is at a 4.6 month supply down a tenth of a 

percent from the same period last year. In Area 2, the unsold inventory is a 3.8% month supply.  
    3. Nationally, 48% of homes sold in June were on the market for less than a month. In Area 2 
the average closed home sale was on the market 45 days. However, most local purchases in-
volved an inspection period and securing a mortgage, both which take time. This indicates the 

average home was on the market less than 10 days prior to going under contract. 
     4. Nationally, distressed sales (foreclosures and short sales) accounted for 6% of sales in June. 
In Area 2 for the month of June there were a total of 289 closed sales with only 2 sales being a 

short sale or foreclosure—which represents less than 0.7% of all sales.  

The local market is even more robust due to growing local economy & dynamic housing needs.  
  

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

   Of late this newsletter has taken on the nature of a blog telling various stories of the day-to- 
day work of a Realtor and his clients in the journey of selling or buying a home. Feedback has 
encouraged more stories & a continuation of the theme. 
   In an earlier edition this year I shared the story of a young couple from the Boston area who 

were relocating as he begins research work at Vanderbilt University. 

On an earlier trip of house hunting I shared the experience of travel-
ling with a Buyer couple along with her Mom from China who spoke 
no English & the husband’s parents from Georgia who are as South-
ern as I am. A taxing but enjoyable venture. 
   Fast forward to the recent past. My clients sold their condo in Boston 
and he started work at VUMC the 1st week in July with the wife stay-
ing in Boston (7 months pregnant) to get the furniture packed & han-
dling the actual closing of their condo.  

   Needless to say, the pressure was mounting, as it had been made clear that the temporary 
apartment secured in Brentwood was less than adequate. Checking MLS several times each day, 
I found a house in an area of Brentwood that they especially liked, and the price, floorplan and 

finishes all seemed to meet their needs. The listing went live on Thursday with notes saying “no 
showings until Open House Sunday 2-4 pm.” I called the Listing Agent for an appeal but she 
stuck to the Seller’s instructions. So, both my client & I did a drive-by that very afternoon & deter-
mined that we would be at the Open House Sunday promptly at 2:00 pm prepared to make an 
offer that day. After spending an hour in the home, the husband decided they should “go for it.” 
We wrote an offer. The next day I was notified that it was a Multiple Offer situation & we were 
to submit our highest and best offer by 6:00 pm on Monday with a Seller response by noon on 
Tuesday. I strategized with my client & poured over comps for the area. I advised that the home 
was undervalued & thus we went above list price by about 7% with the home bought in “AS IS” 
condition following inspection. If the inspection is bad we void the contract with earnest money 

refunded. The Seller accepted our offer. We are scheduled to close on August 30, moving in on 
September 1. The baby is due Sept. 20th. All this, and the wife who is now in Nashville, has not 
yet been in the home. She is to see it later this weekend. I hope she will like the home as a place 
to raise their family. This is the market in Nashville.  
               Let me know if you have any questions or concerns about Real Estate 

4 National & Local Stats to Gauge the Market 



   With some regularity I publish vendors or trades people that have a proven track record for 
me and my clients as it relates to assessments, repairs or purchase. The following are at the top 
of my list: 
   Handyman—Freddy Gillespie is honest, reliable and has the ability to make small wood re-
pairs, electrical issues, painting — anything one would expect of a handyman. If he can’t do it, 
Freddy will tell you. His cell is 615.482.6430. 
   Painter—Anselmo Rojas is trustworthy, reliable, reasonable and pays attention to detail. I met 
him through another agent in my office. Anselmo has now done work at my home as well as 

two other clients. His cell is 615.926.3725. 
   HVAC–South Nashville Heating & Cooling, owned by Philip Gray has been providing service 
to my household for 16 years. He and all of his staff are as honest and reliable as the day is 
long. 615.834.1636. 
  General Contractor—Mark Gilday is a “one-stop” small contract service that will coordinate vari-
ous tradesmen and oversee any minor or mid-level project involving construction. 931-265-
8712. 
  Water intrusion or structural issues—Jamie Irons with Ground Up Builders has helped me re-
cently with 2 real estate matters both of which involved minor structural issues and water intru-
sion in the crawl. 615.410.8495, 

   Selling Real Estate is both an art and a science. When it’s done at its best, it is a combination of 
both. For Sellers, they frequently get unsolicited advice from family and friends. Some of the 
most typical that have been passed along to me are: 
  “Price the house based on what you paid, plus extra for profit.” 
  “Price the house based on what you feel is right.” 
  “Price the home high because Buyers will come in low.” 
   While the reasoning behind these tidbits is understandable, the most important decision a 

Seller will make is pricing. Pricing should be based on comparable sales, available inventory and 
the desired timeframe of the transaction for the Seller. If a Seller has the advantage of time, per-
haps a more aggressive price could be utilized. However, a home that is on the market for a 
lengthy period becomes regarded as a stale listing and eventually may sell for less than if it had 
been priced initially at an appropriate level.  
   Whether working with Sellers or Buyers on price I rely most on factual information which in-
cludes most recent comparable sales geographically close to the home, amount of available 
inventory of similar properties, average days on market and my gut of demand for similar 
homes in the same general area.     
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