
 

 “The measure of a man is not 
how great his faith is, but 
how great his love is. We 
must not let government 
disconnect our souls from 

each other. ” J.C. Watts 

 The phrase “It’s raining 
cats and dogs” is believed 
to have come about when 
houses used to have 
thatched roofs and pets 
used to nestle into the 
straw for warmth. When it 
would rain the straws 
would become slippery & 
the animals would slide 
out, creating the illusion 
that it was literally raining 

cats & dogs 
 A red front door has been 

a symbol for many differ-
ent things. In early Ameri-
can tradition, a red door 
meant “welcome.” In Chi-
nese Feng Shui, it is be-
lieved to create a welcom-
ing energy, In Scotland, 
homeowners paint their 
doors red when they’ve 

paid off their mortgage.  
 Housewarming grew from 

the literal tradition in pre-
electric days when neigh-
bors brought firewood  as 
gifts & lit fires in the neigh-
bors fireplace to ward off 

evil spirits. 
 The majority of homeown-

ers stay in their homes 6 

years before moving.  
 Phillip is diligently working 

on VUMC’s huge imple-
mentation of a new clini-
cal, reporting & billing 
system called EPIC. The 
project has a price tag of 
over $800 million. It is 
often intense at both 
home & work with little 

down time.  
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   Real Estate is a continuously evolving activity, including the education one needs to be the 
best agent for my clients. The most recent model for education is being offered as “Seven Secrets  
Series.”  In this model, a one hour class is held on a Friday morning once per month at the Great-
er Realtors Association and is taught by a panel of local experts in the particular subject area.  

I’ve attended a session “Seven Secrets of Metro School Choice” which focused on Magnet 
Schools, Local School Zones and Overall School System student scores. I also attended “Habits of 
Highly Successful Realtor” with a panel giving their experience with clients from various age, 
ethnic and philosophical backgrounds. The “Seven Secrets of Shaping a Healthy Community” 
was about urban planning and helping move Nashville in a forward direction with good plan-
ning efforts. Most recently, “Seven Secrets of HPR’s” was most informative. It included a panel 
with a developer, closing attorney, insurance agent and Buyer’s agent to enlighten the audi-
ence about the current trend of building one or more homes on land formerly with a single fam-
ily residence.  HPR is nomenclature for a Horizontal Property Regime - which is the basis of much 
new construction in our area. Next month, I am scheduled to attend “Seven Secrets of Metro & 
Sidewalk Solutions.” Metro has recently adopted new requirements about sidewalks and access 

in neighborhoods especially the implications for new construction. This requirement is an effort 

by the Mayor’s Office to have a more walkable community.  
Call me at 615.210.6057 if you wish to discuss any Real Estate need you might have. 

   The feedback from readers of this monthly update indicates that many enjoy the stories of day-
to-day work in helping clients buy or sell their properties. In the last month I’ve had 2 different or 
new experiences to share. 
   The first involved clients who were moving from the Northeast for the husband to accept em-
ployment at VUMC. The wife will work from home as an attorney for an 

international animal rights organization. They have been a delight to 
work for and are quite a remarkable couple. They purchased a home in 
a more rural part of Davidson County situated on 5 acres. The property 
closed earlier this month but they are not moving into the house until 
the end of the May. Some drainage issues around the home will be re-
mediated during this vacancy period.   
   One of the things that made this home particularly attractive to the 
Buyer wife was that the Seller had a flock of 7 chickens and a nice chick-
en coop on the property. It was negotiated during the sale that the 7 chickens would remain at 
the home as “personal property.” However, during the 3 week period after closing, but prior to 
my clients’ arrival, care and protection for the poultry became an issue.    

    After the sales contract was negotiated, I put my negotiation skills to task trying the meet the 
needs of my clients and the poultry. The solution also involved the Sellers dog “Cowboy” remain-
ing at the property to guard the chickens from foxes and coyotes during the interim period. I 
convinced the Seller to have a nearby family member to go by the property regularly to feed the 
chicks. And, finally - my client found a local chicken coop expert who was engaged to quickly 
make modifications to the existing coop which would  allow the chicks to be secure from preda-
tors during this interim period. And, with “Cowboy” staying during this interim, it became a     
win / win for everyone.   
   Another client relocating from California, is closing on a home in the 12 South area this month, 
but they are not actually moving in until early July. I’ve been coordinating having the entire inte-

rior painted and hardwood flooring installed in three upstairs bedrooms during post-closing/pre- 
occupancy period. My role involved locating painters and flooring experts and having “Facetime” 
sessions with each vendor along with my client & me, to engage their services. Using my iPhone, 
coordination of the work, the materials and the time-frame for each was accomplished.   
   Both sets of clients are very happy that my work is more than “just making a sale.”   

Continuing Education - Keeping Up 



   Here are this month’s tidbits - mainly new food finds, as our household is trying to eat much 
healthier these days.   
Riced Cauliflower: Available at Trader Joe’s, both fresh and frozen, we prefer the frozen, is an 
incredible food. Simply sauté it in a small amount of olive oil for 5-6 minutes, stirring often.  
When finished top it off with grated parmesan. You’ll think you are eating rice and is low carbs.    
Baby Zucchini: Also available at Trader Joe’s in the fresh produce section and comes in a pack-
age of about 16. Simply cut the stem end off, brush with olive oil and a sprinkling of salt. Grill on 
a hot grill for about 3 minutes per side until slightly charred. A healthy summer veggie.  

Trail Mix: Again at Trader Joe’s, they offer several mixtures, but the favorite of our household is 
the one with macadamias, cashews, dried cranberries and candied pineapple. A great snack. 
Simons' Produce: Located at Nashville Farmer’s Market on the northern side, has the most 
sweet, locally grown strawberries, which are nearing the end of their season. The real find is 
their tomatoes grown in the ground in large greenhouses at their farm outside Portland, TN.  
They already have Cherokee Purple & Bradley varieties that actually taste & have the texture of 
true, summer tomatoes. Mrs. Simmons took great pride in telling me how their small family 
farms produces their crops. They will be having fresh vegetables all summer. The tomatoes 
alone are worth the trip to Bicentennial Mall.  

I would appreciate hearing from you any suggestions or feedback.  

   More homes are predicted to be sold this year than in more than a decade. In 2017, the num-
ber of existing home sales is expected to increase about 3.5% to 5.64 million. By 2018, existing-
home sales will likely rise another 2.8% to 5.8 million, according to forecasts by the National As-
sociation of Realtors. The rise in new jobs, pent-up household formation, and increasing con-
sumer confidence are helping to propel the housing market forward, according to Lawrence 
Yun, NAR’s chief economist. 
   The new-home sector is also expected to see a surge over the next year. New-home sales are 
expected to rise 10.7 percent this year to 620,000. The sector is also expected to tick up another 

8% in 2018 to 670,000 sales, NAR predicts Buyers are likely to face higher prices on homes. Pric-
es are expected to increase of 5% in 2017 and another 3.5% in 2018, again according to NAR. 
   As a result, buyers are compromising on the number of rooms, length of commute, or other 
home qualities. Meanwhile, most builders are building for the mid– to upper price range. This 
mismatch in supply and demand is making affordability more acute for those with modest in-
comes. To still get in a home, buyers are devoting higher percentage of income toward home-
ownership or compromising on smaller homes or a home further from work.  

 Call me at 615.210.6057 if you wish to discuss making a move or send a referral. 
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