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   Just yesterday I ran across a new listing in the Hillsboro/Belmont area priced at $525,00 with 
the following Realtor remarks- ”Limited viewing opportunities over the weekend including an 
Open House Sat. & Sun. 12-5 PM. Offers due by Monday 7/24 at noon. Being sold AS IS. Needs 

work.“ 
   Personally, just this month, I had one set of Buyers moving here from out of state that were re-

ferred to me. Determined to find and close on a home prior to school starting in August, we de-
voted the entire weekend prior to 4th of July to finding a home. On Saturday July 1st we looked 
at 12 homes in the Brentwood area. They really liked one and were ready to make an offer. We 
went to see it a second time Sunday morning at 9:00 AM prepared to make an offer. I told my 
clients that I had checked and we were going to be involved in a multiple offer. They decided to 
go look at one more home not seen previously. After being in that home for 45 minutes they de-
cided to make an offer. After submitting the offer the next day, the Listing Agent called to tell me 

the Seller had received another offer. My clients and I quickly scrambled to revise our offer. After 
one round of negotiation, we got the home under contract Tuesday, July 3rd, about 10:00 PM. 
We were thrilled we didn’t go over list price but made some other concessions to make our offer 

   The Market Tends chart below is one of the most useful tools for me in advising clients -
whether buying or selling a home. Each month I run the numbers from MLS about home sales 
in both Davidson County (Area 2) and Williamson County. This way I know real time facts to 
help me advise my clients. Many of us in the firm thought that the current Seller’s market might 
slow down, but the evidence shows that little slowing has occurred. As background, 6 months 

of inventory is considered a ‘balanced’ market with supply equaling demand. Inventory of less 
than 6 months means that Sellers can be more aggressive on prices which inflates housing 
costs. Inventory of greater than six months is a Buyer’s market, since there is more supply than 
demand. In Area 2, any home priced less than $750,000 is likely to sell very quickly and/or to 
have multiple offers immediately after hitting the market. Homes prices greater than $750,000 
where supply exceeds demand might still sell quickly, but not “the average home.” And, for 
homes priced at $1.5M or greater it is likely that it might take almost a year to sell the home. 
Homes at the lowest price range ($250,000-$500,000) might likely sell the first day on the mar-
ket or be involved in a multiple offer situation - commonly referred to as a bidding war.  

 “The heat index is some-
where between OMG and 

WTF.”  Unknown 
 Across America 9 out of 

10 home Sellers still 
choose to work with a 

Realtor to sell their home. 
 Nationally 88% of all Buy-

ers choose to work with a 
Realtor, and for Buyers 
under 36 years old, that 
percentage goes up to 

92%. 
 Nationally, homes are 

selling at 98% of list price 
and are actively on the 

market for four weeks. 
 In Area 2, homes are sell-

ing for 98.59% of list price 
and are on market for 44 

days.  
 52% of younger Buyers 

under 36 years old found 
their Realtor as a result of 

a referral.  
 64% of Sellers used a refer-

ral or previous agent to 

sell their home.  
 My client base is 85% re-

ferrals from previous Buy-
ers or Sellers or recom-
mendations by a friend of 

one.  
 Nationally, the typical Sell-

er recommends their 
agent at least twice. Many 
of my clients have recom-
mended me multiple 

times.  
 In addition to being a Pe-

diatric Orthodontist, Can-
dice, has been made a 
partner in her practice. If 
that’s not enough, in late 
July she ran the Music City 
Triathlon - a 300 meter 
swim, 22.5 K bike & a 5 K 
run. In her spare time she 
loves my son, Burton and 
the three kids, Emerson, 
Ensley and Emalyn. 



   Each month this space is reserved for new things I have discovered or want to share with read-
ers. Here is the rundown for this month: 
Glaceau Vitamin Water ZERO: These flavored waters are found at Kroger and Publix in the bot-
tled water section - sold typically in single 20 oz. plastic bottles. Both the “lemonade” and the 
“strawberry lemonade” are excellent. Sweetened with stevia leaf extract there is no artificial 
sweetener. They are very tasty straight from the bottle or mixed with vodka. Having 0 calories 
and only 5g of carbohydrates per bottle, I now keep several in the fridge for the hot days of Sum-
mer. 

Lockland Table: Phillip’s co-workers gave him a gift certificate and, after 9 months, we decided to 
use it at this highly rated East Nashville restaurant. It is located on Woodland Street in a former 
H.G. Hill neighborhood grocery - with the ambiance deliberately maintained. Promptly served, 
Phillip enjoyed crab and corn fritters and I had a great wedge salad with fried green tomatoes 
and Kenny’s blue cheese dressing. For main courses, Phillip had a delicious bone-in pork loin 
with a smoked peach chipotle glaze while I had a boneless half fried chicken (very small bird) 
with Aston Mills farro and barley. It made for a great evening and we saw friends from Phillip’s 
work at VUMC. A great date night–highly recommended.  

I would be interested in your thoughts or good tips. 615.210.6057 

   As a further amplification of the lead article in this edition, I have another episode to share 
with readers also from the last 30 days. In very early Spring, I had clients call me ready to down-
size from their app. 5,000 sq. ft home in Brentwood where, for over 20 years, they had raised 
their family of five. After looking at several new homes they decided to build a custom home in 
Berry Farms in Williamson County. The new home will be ready approximately March 2018, but 
they also needed to sell their current home in Brentmeade. After some discussion, they decided 
to list now realizing that while they wanted the new home - they didn’t want to own two 
homes at the same time. Having arrived at an aggressive price, I was preparing to list it in MLS. 

However, about three months previously a random neighbor left a note in my clients door tell-
ing them how much they loved their home if they ever decided to sell. My Sellers, having kept 
the note asked me to contact the neighbor. I did so, showing the house to the couple while my 
clients were on vacation. In less than one week, the neighbors made an offer. My Sellers made 
some compromises backing off list price by less than 2% and the home is now under contract. 
My Sellers are currently dealing with finding an interim rental and ridding themselves of un-
needed furniture prior to a late September closing. But the assurance of having their current 
home sold, even prior to the new home finished, works best.  

I would be interested in hearing your thoughts about housing in Middle Tennessee. 
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