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Heat, Hot Deals and the Housing Market 
 
ell, summer is here and so is the heat.  It seems like all the major festivals 
have come and gone including my 16th Annual Party during the Stanford St. 
Jude Tourney.  If you have never made it, you are missing a good one.  It 

was started by some of my bankers and friends getting too hot at the Golf Tourna-
ment and barging my house while I was at work doing Model time. (Boy that was an 
expensive lesson!)  Now, it is partially pool party, cookout, hangout and, this year, 
karaoke.  Mark your calendar the Friday of the Tournament next year and try to be 
there! 
  

Along with the hot 
weather, we still have some 
“hot deals” in all of our 
subdivisions!  I’m not 
permitted to ride most of 
them so you need to call the 
listing agent, or call me and 
I’ll point you in the right 
direction.  I’m for sure a 
couple of them have a “coup” 
against me!  Ha Ha!  I know 
who you are! 
  

It looks like some of my predictions are coming true.  Long-term rates and 
hard costs are going up.  The only thing that has kept home prices down is the 
manufacturers, but this will soon change.  Now is THE time to buy because next 
year we could see a 5% to 10% increase. And, don’t forget, land cost in Desoto 
County is not going down either.  It’s time to grab your client and get them in a 
home!  Please call us if we can help you and, again, thanks for everything! 
 
     Have a good one! 
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Location, Space & Value: A Winning Combo! 
 
Johnny Coleman, hometown builder for 20 years, has done it again! Answering the needs of 
today’s consumers with affordable, spacious housing, he has taken his highly successful 
models and refined them to include two valued-packed planned communities. With these 
modified plans, buyers will enjoy generous-sized homes at a great buy with a wide array of 
amenities to meet any single or family lifestyle. 
 
Alexander’s Crossing 
 
The Value Series homes in Alexander’s 
Crossing start at only $139,900, which 
includes from 1,500 to 1,968 square feet of 
cooled or heated living space. This distinctive 
four-bedroom plan (or three bedrooms and a 
bonus room) offers a flexible and adaptable 
space that can be an office today, a guest 
room tomorrow or a grandchild’s play room 
next week. These homes can feature 
separate dining rooms, bay windows for 
maximum sunlight or storage areas. Other 
favorites include roomy two-car garages, and low maintenance landscaping and exteriors.  
And there is more!  Alexander’s Crossing is located in the “hub” of Olive Branch, which is 
convenient to shopping, churches, health care, golf courses, and all award-winning Olive 
Branch schools.  This community allows all of the comforts of small town living, but located 
where you need to be…fast!  
 
For more information, contact Mark Wineinger at Mm2pga@aol.com or 901-619-4645. 
 

Snowden Grove 
 
The Value Series homes in Snowden Grove are 
located right in the heart of Southaven, within 
walking distance of DeSoto Central schools and 
the Getwell Road corridor, which is convenient to 
shopping, churches, essential services, 
restaurants, walking trails, sporting events and 
entertainment. Starting at $149,900 with 1,827 
square feet or $152,900 with 1,918 square feet, 
these 14 remaining lots offer ample space, 
essential amenities, and the comfortable 

necessities of a four-bedroom (or 3 bedrooms and a bonus room) plan. Additional features 
include full landscaping with Bermuda sod, quality gutters and attractive shutters, and the 
option of a front- or back-load garage. 
 
For more information, contact May McCullough at mmccullough@colemanbuilders.com or 
901-481-4801. 
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Own Your Customers: Exceed Their Expectations 
 By Ed Horrell* 

 
his week I want to discuss customer's expectations when they deal with us....and the 
importance of knowing what they expect and meeting or exceeding those expectations.  
 

Most of us have a mental image of what we are going to experience in virtually everything 
we do.  Surprises are the results of happenings which are not consistent with what we 
expect.  Same way with customers...they come to expect a level of service from the 
companies that they patronize. They find a "water mark" service level and come to accept 
that level, whether the service be good or not.  It just is what it is, and we come to expect it. 
Let me give you a couple of examples.  
 

I use the services of quite a few entertainment 
companies, such as cable TV, broadband 
Internet access, music software programs, etc.  I 
enjoy the services when they work enough to 
tolerate the pain I expect to receive when I 
experience a service problem requiring me to 
speak to someone. The result is that I have a 
relatively high level of expectations regarding the 
services working and a pretty low expectation of 
service when it comes to solving problems.  They 
don't "own" me...they more like "rent" me until 
someone better comes along.  

 
They could own me...if they'd offer a little kindness and make me feel important on those 
occasions when I do need some help. SONY owns me...here's why.  
 
I bought a SONY PDA about a year ago.  I brought it home, hooked it up to my PC, loaded 
the software, and none of the right stuff happened.  I had messed with it for a half hour of so 
and had seen enough.  I unhooked everything and was packing the box to take it back to 
the retail store from which I had bought it.   
 
As I packed the last part, I noticed the SONY help desk number and decided to make one 
quick attempt at a call, expecting to get a long delay and indifferent rep on the line.  
 
I got a quick response and a kind, friendly rep who said "Mr. Horrell, we can get this fixed 
and I'll walk you through step by step."  
 
I reconnected everything, got a helpful explanation as to why I was 
having problems, and now am a happy SONY user.  
 
And as a result, I'll be shopping SONY for a long time...they own me.  
 
 

* Reprinted from Edward Horrell’s “Own Your Customers” weekly e-mail tips. If you would like to 

subscribe, visit www.edhorrell.com or call 901-757-3768.  
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 “Your 
most 

unhappy 
customers 
are your 
greatest 
source of 
learning.” 

 
-- Bill 
Gates 

REALTOR’S REVIEW….PAGE 3 


