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RICHARD BRYAN
While growing up in Nashville, 
Richard Bryan was surrounded 
by real estate. “Both of my 
parents were Realtors,” he says. 
“My dad started in the 60s, my 
mom in the 70s.” To an extent, 
Richard always suspected that 
he would go into the industry; 
however, after spending some 
time in Dallas working at a hotel, 
he was finally able to return to his 
hometown and answer his true 
calling. He never looked back.

Today, Richard services clients in and around the 
Nashville area at Fridrich & Clark Realty. Through 
more than 30 years of successful transactions, he has 
earned a proven reputation among those in the commu-
nity. Richard and his modest team have also exceeded 
$10 million in sales volume every year since 1995 
while closing roughly 100 transactions annually.

When it comes to listing a house, Richard relies on the 
sharp instincts gleaned through his lifetime of experi-
ence. Above all, he understands that the Nashville real 
estate industry still hinges on personal relationships. 
“You want to create a bond with people,” he says. “This 
career gives you the chance to make real connections 
in life.”

Those connections are key to Richard’s success, as 
more than 80% of his business comes from either repeat 
clients or referrals. Still, Richard and his team also 
understand the hard work required to market a listing. 
“By the time you show a house,” he says, “you’re really 
giving people a second showing. The buyers have 
already studied the home online.” 

As such, not only does Richard and his team provide 
clients with assistance in the staging of a house, but they 
also offer all manners of videography, including drone 
photography, and digital outreach. To accompany all 
these modern tactics, Richard assists clients with printed 

advertisements and word of mouth campaigns. “We 
never want a house to seem stagnant,” he says. “My job 
as an agent is to help people maximize their value.”

Despite all this hard work, Richard has never lost sight 
of his favorite aspects of working in the real estate 
industry. “I appreciate building friendships with my 
clients,” he says. “When you help someone find a 
house, you make a huge difference in their life.” Richard 
continues making that difference long after his work 
is finished, keeping in touch with past clients through 
routine check ins, emails, and holiday greetings.

When Richard isn’t working, he’s traveling. Above 
all, he’s fascinated by the ways people live in different 
towns throughout the world. Of course, for Richard, 
opportunities to step away from the office come few and 
far between. “I work all the time,” he says with a laugh. 
“But that’s because I love it—I love helping people.”

This compassion drives Richard through his every 
listing, advertisement, and open house. Together with 
his team, he has found his place in the community he 
loves, forging lifelong friendships through years of 
attentive service. “You try to educate clients throughout 
the process,” he says. “But often you learn from them 
as well.”

To learn more about Richard Bryan  
email richardfbryan@gmail.com,  

visit www.RichardFBryan.com  
or call 615-533-8353
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