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MIDDLE TENNESSEE REAL ESTATE

Military and VA Homebuying Guide:
Clarksville, Fort Campbell, and Middle

Tennessee
Clarksville, Fort Campbell connected households, and remote buying

Prepared for buyers and sellers across Greater Nashville
and Middle Tennessee’s surrounding counties.
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By Trey Sugg Realty ONE Group Music City · License 328692 600a Frazier Dr #123, Franklin TN 37067 ·
615-943-1644 · suggsells@gmail.com

For households connected to Fort Campbell

If your household is connected to Fort Campbell, you already know Clarksville and the surrounding area are not
just "Nashville but farther north." Montgomery County has its own job base, its own commute patterns, its own
rental and purchase rhythm, and a large share of buyers and sellers who understand PCS calendars. This
guide is for service members, veterans, and military families buying or selling around Clarksville and across
Middle Tennessee when VA financing or remote PCS timing is part of the story.

I am Trey Sugg, a Tennessee licensed real estate agent (328692) with Realty ONE Group Music City, based in
Franklin and working residential deals across Greater Nashville and Middle Tennessee, including Montgomery
County. I work with local tours and with clients who need to buy from a distance. Either way, you should feel like
you have a person on the ground who answers the phone.

Educational disclaimer: This guide is general education. It is not legal, tax, lending, BAH, or military benefits advice. VA loan eligibility,
entitlement, funding fees, residual income tests, and property requirements are lender and Department of Veterans Affairs matters. I do not
invent BAH numbers, VA rules, or award claims here. Talk to a VA experienced lender for your file. Your contract and your orders drive the
calendar.

Fact to keep front of mind: Fort Campbell connected households are a real and important part of the
Clarksville and Montgomery County market. That shape matters for timing, inventory conversations, and how
offers get written. It does not mean every house is a "military house," and it does not mean Nashville suburbs
behave the same way.

Clarksville and Montgomery as their own market

People relocating from elsewhere sometimes treat Clarksville as a distant suburb of Nashville. Drive it once on
a workday and you will feel why locals do not think that way. Clarksville has its own retail, medical, schooling
conversations, and housing stock. Fort Campbell sits on the Tennessee and Kentucky line and influences daily
life on both sides. Cross border nuances (Tennessee purchase versus Kentucky purchase) are a separate
conversation with the right licensed professional in each state. I am licensed in Tennessee and will stay in my
lane on Tennessee residential work.

What buyers notice on the ground

• Mix of newer subdivisions and established neighborhoods

• Commute choices toward post gates, local employers, and (for some) the longer Nashville corridor

• Inventory that can feel different from Williamson or Davidson in both price conversation and pace

• Sellers who have lived through PCS seasons and understand deadline pressure when it is real

I will not invent median prices, days on market, or absorption rates. What I will do on a live search is pull current
listings and recent solds that match your criteria and walk you through tradeoffs in plain English.

When Nashville area towns are also on your list

Some Fort Campbell connected households still look south toward Springfield, Pleasant View, Goodlettsville, or
farther into Sumner, Robertson, or Davidson because of a spouse job, family, or a longer term plan after
service. That is fine. Just name the commute honestly. A map minute is not a Tuesday minute.
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VA financing awareness (talk to your lender)

VA loans are a powerful tool for many eligible service members and veterans. They are also surrounded by half
true Facebook advice. Here is the kitchen table framing I use, without inventing program rules:

What to take to a VA experienced lender

• Your Certificate of Eligibility situation (or how to obtain one)

• Income, debts, and occupancy plans

• Whether you have used VA financing before

• How a funding fee might apply in your case (lender explains; I do not quote)

• Property type questions (single family, condo approval status, new construction, multi unit if relevant)

What I help with as your agent

• Finding homes that are realistic for your financing path and condition expectations

• Coordinating appraisals and repairs conversations when the VA appraisal process is in play

• Keeping the contract timeline honest against your PCS or report date

• Explaining Mid Tennessee customs (title company closings, earnest money habits, inspection norms) so
you are not comparing Tennessee to a prior duty station incorrectly

Important: Lender overlays exist. Two VA lenders can treat the same file differently. Shop the relationship and
the communication quality, not only a teaser rate screenshot. I can introduce you to lenders who regularly close
VA files in this region. You choose.

I will not list residual income charts, entitlement math, or funding fee percentages here. Those change and
belong in a lender conversation tied to your paperwork.

PCS timing without magical thinking

Orders create real deadlines. Markets do not always cooperate. The goal is a plan with buffers, not a fantasy
that every underwriting condition clears on your preferred Friday.

Practical timing themes

• Start lender conversations early, even before you tour aggressively.

• Decide whether you need to buy before you report, after you arrive, or use temporary lodging and rent first.

• If you are selling elsewhere and buying here, map both closings with margin. Same day double closes look
neat on a whiteboard and stressful in real life.

• Build inspection and appraisal time into the contract. Cutting every contingency to "win" can create
expensive surprises when you are already moving a household.

Remote buying is normal here

Many military buyers tour by video, rely on a local agent for walk throughs, and close remotely with mobile
notaries and careful wiring. If that is your path:

• Tell me your must haves and walk away lines in writing.

• Watch live video tours and ask for unedited clips of crawl spaces, attics, mechanicals, and yard drainage
after rain when possible.

• Use a thorough inspection even if you cannot attend. Video attendance with the inspector is often available.

• Confirm identity and wire instructions through known good channels. Wire fraud targets relocating buyers.
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I work as your on the ground advocate. You should never feel like a file number.

Leasebacks and military calendars

Sometimes a seller needs to stay after closing for a short period. Sometimes a buyer needs to close and lease
back to align school calendars, household goods delivery, or report dates. Short post closing occupancy
agreements (often called leasebacks or seller temporary occupancy) show up in Mid Tennessee deals when
both sides need schedule relief.

Kitchen table cautions

• Put occupancy terms in writing: dates, daily rate or rent structure if any, deposits, utilities, insurance, and
who pays for what if something breaks.

• Lenders care about occupancy. Your lender must be comfortable with the structure.

• Insurance must cover the period correctly. Do not guess.

• Keep the term short and clear. Open ended "we'll figure it out" language creates conflict.

Leasebacks are tools, not favors you invent at the closing table. Raise the need early.

Inspections still matter on a PCS clock

Military calendars tempt people to waive diligence. I understand the pressure. I still push for eyes on Mid
Tennessee realities:

• Crawl space moisture and grading

• HVAC age and performance in humid summers

• Roof condition

• Septic or well when the property uses them

• HOA rules if you might receive orders again and need to rent the property later

If you might become a long distance landlord after the next PCS, buy with that future in mind. Rental caps, HOA
approval rules, and local landlord ordinances matter. Ask before you fall in love with the kitchen.

Working with a local agent when you are not local

Here is what good remote representation looks like with me:

• Clarity call on budget comfort, gate commute, schools conversation, and timeline.

• Saved searches that match reality, not fantasy scrolling.

• Fast feedback on new listings that fit.

• Video tours and condition notes.

• Clean offers with proof of financing strength.

• Inspection coordination and repair negotiation.

• Title and closing logistics that match your location and ID situation.

• Key handoff or lockbox plan when you arrive.

If you already have a trusted agent at your current duty station for the sale side, we can coordinate calendars.
You should not be stuck translating between two markets alone at midnight.
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Title, taxes, and Mid Tennessee customs (short version)

Tennessee residential closings around Clarksville and Greater Nashville are typically handled by title
companies. Relocators from attorney heavy states sometimes feel like something is missing. The roles are just
organized differently.

Recordation tax facts (sourced):

• Transfer tax: 37 cents per $100 (Tenn. Code Ann. § 67-4-409; TN DOR REC-1).

• Indebtedness tax: 11.5 cents per $100 after a $2,000 exemption on initial indebtedness (same sources).

Statute versus custom: Statute generally places transfer tax on the buyer (grantee) at recordation. Mid
Tennessee contracts often have the seller agree to pay transfer tax. Custom is not law. Read the contract.
Owner's title on many resales is often a seller paid custom too, while new construction often differs. Always
confirm on your estimate.

Renting first versus buying on arrival

There is no moral prize for buying in the first thirty days. If your household needs to learn gates, traffic, and
neighborhoods in person, a short lease can be smart. If you already know the area from a prior tour or
assignment, buying with strong local representation can work from a distance. Choose the stress level you can
live with while unpacking.

I will not invent rental vacancy rates or BAH comparisons. Your housing office resources and your lender are
better for benefit math. I help with the purchase process and the local property realities.

How I can help

Whether you are inbound to Fort Campbell, outbound and selling, or a veteran planting longer roots in
Clarksville, Springfield, Nashville, or elsewhere in the coverage counties, I am happy to walk the process with
you in plain English.

Call or text 615-943-1644 or email suggsells@gmail.com. Tell me your report window, whether VA financing
is on the table, and whether you need remote buyer support. We will build a plan that respects both the market
and your orders.
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Educational only. Not legal, tax, lending, or military benefits advice. No BAH figures or invented VA rules. Verify with your lender and
appropriate military resources.


