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FROM THE CHAIR

Declare and celebrate
homeownership for ALL

P

sssttt! It's April. Do you know what that

There is much more to Fair Housing than the

means? History tells us that it's now "selling

items we’ve discussed so far, however. Discrimination

season.” But we all have to chuckle because

comes in many, many forms. It is critical that we

we barely remember a time when there was a buying

commemorate the Fair Housing Act of 1968 with more

season. Am I right!?

than words. We must know, understand and practice

It's been a journey. That's for sure! Even with
the challenges bought by COVID-19 mostly gone,
Barbara Sgueglia

what we "preach.” We must work to set the standard
for the way people are treated.

we continue to see low inventory, huge

As

sales prices far above asking,

Chairman of the

buyers

Board

homes with rising prices and

struggling

to

secure

incredibly competitive terms
being offered.
Rentals have proven to
be quite similar. Rental rates
have

risen

considerably,

and inventory remains quite
low. Sellers are excited about
rising equity but also struggling
to find places to move so they can

Let us join
together as we make
that declaration and
celebrate homeownership
for ALL, both during the
month of April and always.
Everyone in the United
States of America deserves
to live the American Dream!
We are incredibly fortunate
to be involved in making
those dreams
come true.
•

profess

our

Fair

I agree to:
•

Provide equal professional
service without regard to the
race, color, religion, gender
(sex), disability (handicap),
familial
origin,

status,
sexual

national
orientation

or gender identity of any
prospective client, customer,
or of the residents of any
community.
Keep informed about fair

housing law and practices, improving

cash out that equity.

my clients’ and customers’ opportunities and

Further, many local homeowners recently

my business.

experienced an increase in their tax assessments,
ultimately driving up mortgage payments for the

we

Housing Declaration:

numbers of multiple offers on listings,
2022 HRRA

REALTORS®,

•

Develop advertising that indicates that everyone

future. Rising interest rates may prove to do the same

is welcome and no one is excluded, expanding my

as time goes on. We are all keeping our eyes on this

client’s and customer’s opportunities to see, buy,

and will remember this market for years to come!

or lease property.

As April is National Fair Housing Month, I urge

•

Inform my clients and customers about their

you to take some time to reflect on what this really

rights

means. While the definition generally says something

housing laws by providing brochures and other

like "housing for people living below the median

information.

poverty rate,” affordable housing is becoming harder

•

and

responsibilities

under

the

fair

Document my efforts to provide professional

for people from all different income brackets. Rising

service, which will assist me in becoming a more

rental rates in response to market supply/demand,

responsive and successful REALTOR®.

the conversion of long-term rentals to short term

•

Refuse to tolerate non-compliance.

rentals, and the landlords selling properties off for big

•

Learn about those who are different from me and
celebrate those differences.

profit concern for a great number of renters. Where do
they all go?

•

Take a positive approach to fair housing practices
(continued on page 21...)
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CEO CORNER

If you lead, I will follow…

T

Dr. Dawn Kennedy,
CAE, RCE, C2EX,
GREEN, ePRO

HRRA CEO

he theme of this month’s magazine is

One must have courage when espousing new

interesting because “lead’ could reference

ideas. My first year at Oklahoma City Metropolitan

leadership or lead generation. My PhD has

Association of REALTORS® I had to preside and

a specialization, which basically means I took four

implement a decision that was made right before my

extra classes above the course requirements. I chose

arrival to increase MLS fees by an additional $25

the leadership specialization.

per month.

Leadership is a favorite topic of mine. There is so

Standing behind that decision, I would not

much more that we are consciously aware of. Did you

necessarily call it courage, but I would call it

know that an increased heart rate, regardless of the

perseverance

cause, a crisis or aerobic exercise, changes how

year HRRA has been challenged by our Chairman,

So, if you want your team to
leading them in jumping
jacks before your meeting.
Many decades ago, long
before I was a student,
I worked for Walmart.
They started every shift
with 10 to 15 minutes of
physical exercise. I look
back on that and wonder,
was it to get us awake and
smiling (this was the days before

of

conviction.

This

year as a year of healing and a year of

Many will argue
that the first follower
is even more important
than the leader
because how can one
lead if there is no one
to follow? It is the first
follower who transforms
an individual with
vision into a
leader.

Walmart was a 24-hour enterprise),
or was it to change how we viewed the upper
management?
What I have always found fascinating is not the
leader himself/herself but the first follower.
Many will argue that the first follower is even

building. This year we need to have
courage as leaders and followers to
move forward.
The HRRA Strategic Plan
is bold, progressive and not
without some risk as it moves
from an association focused on
awards and social events to an
organization that will shape our
market, protect our industry, and
influence legislators in ensuring our

Code of Ethics’ aspirational goal: the

widest distribution of land to the widest
population. That means protecting REALTORS®’
ability to do business, keeping REALTORS® at the
center of the transaction, ensuring favorable tax
treatment of our members, promoting affordable
housing, and protecting private property rights.

more important than the leader because how can one

The HRRA Strategic Plan focuses on quality over

lead if there is no one to follow? It is the first follower

quantity, putting resources (financial, physical and

who transforms an individual with vision into

human) where they will have the most impact on

a leader.

reaching the goal.

The first follower also goes out on a limb by

One thing that has always gotten under my skin a

supporting a yet-unknown vision. The second follower

little bit is when I hear leaders and members say, “Why

is also very important because, with three, there is

can’t we do that? There is no cost.” EVERYTHING

now a group. Derek Sivers, who developed the first-

has a cost. Staff time is a huge cost, overhead has

follower theory, states it is more courageous to be the

a huge cost, use of the copy machine to make flyers

first follower than to be the leader.

4

strength

Barbara Sgueglia, to elevate. I view last

we view a particular leader?
view you in a better light, try

and

Hampton Roads REALTOR® • April 2022
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A Picture is Worth 1,000 Words
RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

DEI’s Trivia Night tests knowledge of women in workplace
Team RPAC rode away with the International Women’s Day Trivia Night win as HRRA celebrated women in the workforce on March
9 at Chesapeake’s Big Ugly Brewing! The event highlighted Women’s History Month. Can you answer this question? Who was the first
woman to serve as President of the National Association of REALTORS®? (Hint: Yes, she’s one of our HRRA own.) Thanks to all who
came out to this event presented by the Diversity, Equity, and Inclusion (DEI) Committee. Next up: DEI’s Asian and Pacific Islander
Heritage Trivia Night on May 3 at The Shack in Virginia Beach. Stay tuned for more details. – Victoria Hecht, Vice President of
Communications, Public Relations and Media Relations

Hampton Roads REALTOR® • April 2022
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HRRA launches Hampton
Roads REALTORS® Association
Candidate Institute

R

Victoria Hecht

Vice President of
Communications,
Public Relations and
Media Relations

6

EALTORS® are tireless advocates for local,
state and national policy to strengthen
Americans’ ability to rent, own, buy and
sell real property, with the 1.5-million member
REALTOR® organization widely considered one of the
nation’s most effective advocacy organizations at the
local, state and national levels.
Nurturing future advocates, the Hampton
Roads REALTORS® Association (HRRA) launched
its Hampton Roads REALTORS® Association
Candidate Institute in March. The year-long program
will immerse participants in the worlds of ethics,
leadership, politics and public policy.
Participating members will benefit from the
knowledge and insight of legislators, National
Association of REALTORS® speakers and HRRA
leaders while exploring the civic process and
enhancing their leadership skills and self-awareness.

Hampton Roads REALTOR® • April 2022

The Institute will also equip participants with the
skills necessary to serve on appointed bodies – from
regulatory groups such as planning commissions and
zoning boards – to elected ones, including city councils,
school boards, and even state legislature.
The inaugural class was selected following
thorough vetting of each applicant’s commitment to
the Institute’s rigorous program and monthly training,
with the first session held March 22. Those chosen for
the 2022 inaugural class are:
• Jennifer Dawn, Berkshire Hathaway HomeServices Towne Realty;
• Stacie Gosiene, Verian Realty;
• Lee Halyard, Lee S. Halyard & Associates;
• Linda Harrison, Pivot Real Estate;
• Joe Hernandez, James & Lee Realty;
• Jimmy Jackson, Rose & Womble Realty;
(continued on next page...)

(continued from previous page)
•
•
•
•

Bob Mohrhusen, AnnieMac Home
Mortgage;
Beryl Plum, Canzell Realty;
Traci Lewis VanCamp, RE/MAX
Alliance; and,
Seba Walters, Coldwell Banker
NOW.

The Hampton Roads REALTORS®
Association Candidate Institute also
addresses HRRA’s goal to elevate the
quality of tools and resources that HRRA
offers its 5,000 members.
“We will continue to grow our
advocacy by leaps and bounds in 2022.
From Diversity, Equity, and Inclusion,
to standing up when property rights are
violated, to protecting your commissions
and jobs, we will continue to elevate the
force that we are,” HRRA Chairman of
the Board Barbara Sgueglia said.
Congratulations to all selected for
the Institute’s inaugural class! ⌂

Allow Non-Member Access with Supra’s Single Access*
Listing Agents can now send a one-time access
code to non-REIN members right from their eKEY app!

LEARN MORE AT REINMLS.COM
* Additional rules apply. Please refer to REIN’s Rules.

REINMLS.com |

@REIN.YourMLS |

@REIN_MLS
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“That’s Who We R”
REALTOR® Spotlight
WHO: Elaina Kirk, REALTOR®, Keller
Williams Coastal Virginia

to fund a water project that provided a
water source and changed the lives of
over 700 people.

HRRA MEMBER SINCE: 2019
REALTOR ACTIVITIES/ACCOLADES:
Chair, Young Professionals Network
(YPN). I try to attend anything and
everything I can! I believe that the more
activities I attend, the more people
I meet and relationships I develop,
which we all know is super helpful in
this business. I will also be attending
the Circle of Excellencesm awards as a
recipient this year, which I am super
excited about!
®

COMMUNITY INVOLVEMENT: I
organized, with the help from awesome
Affiliates and community members,
a charity kickball game for the Dogs
Deserve Better organization. They
rescue neglected and abused dogs and
then help rehabilitate and find them
new loving homes. I have also built
outdoor playsets for children with
cancer with the amazing Roc Solid
Foundation. If you haven’t participated
in one of their builds, you should totally
check them out. It’s such a special
experience. I have helped my office
collect and organize toy and food drives
for the Foodbank of Southeastern
Virginia and the Armed Services
YMCA. I am a committee member of
the organization Friends for African
Development, which is an organization
that helps raise money to fund the
building of wells and schools for the
Maasai in Tanzania. I recently climbed
and successful summited Kilimanjaro

I CHOSE TO BECOME A REALTOR®
BECAUSE: I am a firm believer in
holding yourself to a high standard,
and being a REALTOR® was the clear
way to do so in this industry and career.
Also, I saw the opportunity that being
a REALTOR® gives agents to play a
role in the growth and change in the
organization, and I wanted to be a part
of that.
FAVORITE REALTOR® BENEFIT:
Education and relationships, for sure.
Again, I cannot stress enough how
much the relationships I have created
and developed with other REALTORS®
and at HRRA events have helped me,
rom sharing their knowledge, giving
guidance and providing answers,
to the oh-so-famous “Uh, what do I
do?” scenarios that we REALTORS®
occasionally come across.

Elaina
Kirk
chair YPN. I have been hoping to be
given a chance at this role so that I can
serve and give back to HRRA members
as they have done for me. And then No.
2 was when I found out I qualify for a
Circle of Excellencesm award! Another
unexpected and proud moment.
I AM PROUD TO CALL MYSELF A
REALTOR® BECAUSE: I am a part
of an association that is made up of
successful professionals who hold
themselves to a high standard and have
a Code of Ethics that is upheld. That to
me is certainly something to be super
proud of and one that I do not discount
nor overlook.
BEST PIECE OF ADVICE FOR
FELLOW REALTORS®: Never stop
asking questions. Even if you think it’s
not a good one, I promise you, it is. And,
of course, come on out and get involved!
I’d love to meet you!

FAVORITE HRRA ACTIVITY AND
WHY: I am NOT going to pick the
obvious choice and say the Chili
Cook-Off (this girl loves some chili!).
Instead, I am going to go with all of
the education opportunities HRRA
offers. As a prior teacher, that is
simply because we all should always be
learning and educating ourselves, and
HRRA understands this and offers so
many resources to its members.
MOST MEMORABLE HRRA
MOMENT: To date? Being asked to

Don't miss out on any of the fun! You can see our
full schedule of upcoming events at HRRA.com
8
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Building success in 2022

W
Mia Roberson

Vice-Moderator,
Owners/Managers
Council

hile there’s been considerable speculation
around where the real estate market is
headed in 2022, economists, market and
industry experts agree that we’re likely to see things
normalize to an extent in the next year or two.
Prices growth will continue, albeit at a slower
pace. Inventory will continue to open up, and bidding
wars will no longer be a given.
However, we must get there, and
forecasting this market for the
next year or two is anyone’s
guess. As such, it becomes even
more important for brokers
to focus on the elements of
their business within their
control to plan for the most
productive year possible.
I tapped into some
resources (agents and other
brokers) to help me build
a promising 2022 for our
agents. Here are some important
strategies and points agents
can implement for their marketing/
business plan.

Invest in your listing business. Investing
in your brokerage’s listing business will always pay
dividends. A real estate professional or team that
specializes in listings, as opposed to solely representing
buyers, better understands the ins and outs of their
market and can see shifts coming well in advance and
pivot their business accordingly.
Brokers should encourage and
foster listing expertise amongst their
teams by providing the training,
tools, resources and mentorship
to reach these sellers within
their areas of expertise. A
leads manager can be an
invaluable addition to any
team and ensure that no
business is left on the table.

Brokers should
encourage and
foster listing expertise
amongst their teams by
providing the training,
tools, resources and
mentorship to reach
Build reserves. Brokers
these sellers within
and agents are most likely
coming out of a record breaking
their areas of
two years. While it can be all too
expertise.
easy to overspend, there is no better

Stay informed. Information is essential in
this business. Gathering market data can be time
consuming, but this information is a MUST to
understanding the market and where it is headed. The
National Association of REALTORS® provides us a
great resource – Realtors Property Resource, or RPR®.
We also have great resources with our local MLS.
This will help you gather some of the important data
points you will need to know your market such as
comps and demographics.

time to build reserves than when times
are good.
When the market inevitably turns, be it in six
months or six years, brokerages that have been
prudent during the times of prosperity will be prepared
to maintain a strong position, even in a down market.
Tech and touch. Technology has wholly advanced
our industry to new heights. Be sure to adapt and
update your systems, technology platforms and more.
Technology can be an excellent tool for reporting to
clients, tracking digital activity and streamlining
operational systems.
But don’t allow technology to replace relationships
and local knowledge. Find balance with tech and
touch! It is vital to contact clients through genuine and
regular check-ins. This also goes for brokers reaching
out to their agents! They do want to hear from you.
In closing, be flexible. Always keep in the “now.”
Stay informed, invest in your listing business, build
the reserve bucket, and stay in touch with your clients
(and agents). As much as we depend on technology, do
not let it replace relationships! ⌂

Hampton Roads REALTOR® • April 2022
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Upholding the Fair Housing Act
and the REALTOR® Code of Ethics

P

resident Lyndon B. Johnson signed the Civil

contributes to living a better life. But it's not just

Rights Act of 1968, commonly referred to

owning. It’s where one owns.

as the Fair Housing Act, in April 1968. The

As recent work by the economists Raj Chetty,

purpose of the law is to outlaw individual acts of

Nathaniel Hendren and Lawrence Katz has shown,

discrimination against buyers and sellers and foster

neighborhoods greatly influence their residents'

integration.

potential for success. According to the study, moving

As REALTORS , providing a fair and equitable
®

buying or selling experience for our clients must
Jackie Feagin

be a primary consideration; our Code
of Ethics demands nothing less. In

Chair, Diversity,
Equity, and Inclusion
Committee

addition to providing a process
free of discrimination, in doing
so, we adhere to federal and
state law.
Finally,
REALTORS
the

stain

it

helps
overcome

®

that

continues

to bias members of some
protected

classes

against

REALTORS®. In the past, some
of our colleagues participated in

neighborhood raised incomes by 31%, improved
college attendance and reduced teenage
pregnancy.

Through the
Fair Housing Act,
Congress declared
for the first time in
American history
that it is illegal for
private individuals to
discriminate based on
race in the sale
or rental of
housing.

"red-lining" and other actions that

prevented minorities and people in other
protected classes from gaining fair access to

We moved from high or
low poverty to even better
communities through hard
work and luck. We further
enhanced our lives and our
children or other loved ones
by doing so. We all benefit
from a fair opportunity to
live in our chosen community.
Second, it is crucial for
buyers to feel comfortable with

their

REALTORS®.

According

to a recent study by Open Listings,
buyers want someone they feel comfortable

housing in all neighborhoods. Those practices violated

and at ease with. And according to Open Listings,

the code of conduct first adopted by REALTORS® in

friendliness, politeness and just plain being nice are

1913.

huge priorities for buyers. They might love house

Through the Fair Housing Act, Congress declared
for the first time in American history that it is illegal
for private individuals to discriminate based on race

hunting online, but a personal connection with their
agent can go a long way.
We all know that 2021 was a tremendous year for
REALTORS®. According to statistics from the National

in the sale or rental of housing.
Since the passage, Congress added protections

Association of REALTORS® (NAR) and Close.com,

for additional categories, including race, national

agents or brokers sold 92% of the homes sold in the

origin, religion, sex (including gender identification

U.S. in 2021. That number signals customers' trust in

and sexual orientation, familial status, and disability.

REALTORS® and brokers to represent them.

Congress adjusted the law to keep up with changes

But the confidence gained can be lost by actions

in American society. We REALTORS must adapt our

— intentional or unintentional — that violate the

thinking and actions to continue to overcome a legacy

intent of the Fair Housing Act.

®

of past participation in discriminatory activities.

Finally, we must include the damage we do to our

So, you may be asking yourself, why is this is

reputation and the reputation of all REALTORS® when

important to me as an individual citizen and as a

we don't follow the law or live up to our code of ethics

REALTOR ? First, as individuals, homeownership
®

10

from a high-poverty neighborhood to a low-poverty

Hampton Roads REALTOR® • April 2022

(continued on page 43...)

STOP AND THINK.
APRIL IS

FAIR
HOUSING

MONTH

Visit nar.realtor/FHM to access tools to help
you prevent discrimination in real estate.

Hampton Roads REALTOR® • April 2022
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News from the NAHB
International Builders Show

T

Monique McClellan

Moderator, New
Homes Council

12

he International Builders’ Show, or IBS, as it
is known in the building industry, is an annual
event hosted by the National Association of
Home Builders and showcases the latest homebuilding
trends and new product launches. It also features
education sessions and networking opportunities.
This year it was held in Orlando at the Orange
County Convention Center, which is massive.
I have represented builders who
regularly attend this show, and they
always come back with new ideas
to implement in their homes.
I had been prepped by a
few IBS pros with the sage
advice to wear comfortable
shoes, which is probably the
best advice. I will add to
that and suggest that you
pre-schedule a massage and/
or pedicure for day two. You
will need it.
This is a great way to get
those steps in as you try to find
your way from an exhibit at one
end of the convention center to an
education session all the way at the other
end of another building! I also suggest you bring
clothing for all seasons. Orlando’s weather was just as
inconsistent as it is here in Hampton Roads.
Nothing could prepare me for the enormity of this
event. There were thousands of exhibits ranging from
tiles and quartz in elaborate patterns and textures,
to Murphy storage systems, to traction and hydraulic
residential elevators, to retro styled appliances!
By accident, I happened upon a live presentation
where they were demonstrating the use of various
alternative weather barrier materials during the
framing process to keep production moving rather
than wait for back-ordered materials. I’m sure I looked
like a fish out of water watching that presentation,
but it was so fascinating!
One of my favorite takeaways from the show was
seeing Zonda’s chief economist, Ali Wolf, speak in
person. She makes housing statistics interesting. You
don’t find your eyes glazing over reading her articles
or listening to her talk about housing starts.
One of the overarching themes of her presentation
was the concern of pushing the housing affordability
threshold. With higher interest rates and higher
prices, some buyers will be forced to the sidelines.

Hampton Roads REALTOR® • April 2022

Relocation buyers moving from higher-priced places
like California aren’t as phased by rising prices and
are able to outbid the local buyers.
Interestingly, though, on a national level, for new
construction the sales rates are still higher than they
were in 2019 in spite of builders capping sales in 2021!
My other favorite takeaway/inspiration was
learning about The House That She Built.
The
Utah
Chapter
of
the
Professional Women in Building
designed and built a home using
and highlighting women-owned
companies in all facets of the
construction process. When I
say all facets of the process, I
mean everything.
Drafting, design, engineering, the trades, the marketing, the real estate agents
– this was a house built by
women and women-owned
firms. The proceeds from the
sale of the house will go to women-run charities, education initiatives and scholarships.
The scholarships, which account
for 60% of the total profit, will be awarded to women
pursuing construction related degrees or trade school
programs. The goal is to encourage more women to
enter a career in construction-related industries. ⌂

One of the
overarching themes
of her presentation
was the concern of
pushing the housing
affordability threshold.
With higher interest
rates and higher prices,
some buyers will be
forced to the
sidelines.

Fair Housing and property
management

A
renting

pril marks the 54th anniversary of the

only be based on quantitative data after a review of a

passing of the Fair Housing Act of 1968, which

complete application package.

provides protection to those who are buying,
and/or

financing

against

During

time

the

property

is

under

discrimination

management, the management company's policies

for race, color, religion, national origin and sex

should be applicable to all tenants. A good rule of

(amended to include gender identity and sexual

thumb to follow is something many of us likely heard

orientation).

growing up: What is good for the goose is good for

It took another 20 years before families
Rebecca Schneider

the

the gander.

and persons with physical or mental
disabilities were afforded the same

Vice-Moderator,

protection. In Virginia, protection

Property Management

under the Fair Housing Act

and Leasing Council

is also extended to military
status, source of funds and
those over the age of 55.
While the representation
of buyers and sellers presents
plenty of opportunities for the
violation of the Act, the business
of property management has its
own challenges. The interactions

Property

expected which will help avoid any

process, continues with ongoing management

missteps that could cause a tenant to feel

and ends with the final move-out process.
relationship

use

on the same page as to what is

tenants begins with the initial screening

the

should

the same consistency once an
During the time
applicant is approved to become
the property is under
a tenant until the time a
management, the
tenant is ready to move out.
management company's
Property managers need to
policies should be
provide a clear and concise
applicable to all tenants.
procedure of the move out
A good rule of thumb to
process as soon as written
follow is something many of
notice of a tenant's intent to
us likely heard growing up:
What is good for the
vacate is given.
goose is good for
This will allow a tenant
the gander.
and property manager to be

between property managers and their

Because

managers

discriminated against.

between

property

The

National

Association

of

REALTORS®

is

launched the Fairhaven Challenge in November 2020

continuous, it is important for property managers to

as a fun and interactive tool to help REALTORS®

understand the Act and the potential violations that

evaluate their knowledge in identifying, preventing

could occur.

and addressing compliance with Fair Housing laws.

management

companies

and

their

tenants

When screening potential tenants, property

At the state level, Virginia REALTORS® offers

management companies are required to evaluate

PM Certified, a series of courses to expand a property

applicants based only on verification of income,

manager’s knowledge of fair housing, property

verification of employment, a background check, the

management law, regulations, agency, leases, rental

applicant's prior rental history and credit check.

maintenance.

Following the provisions of the Act and remaining

If you haven't taken the Fairhaven Challenge or

consistent across the board when screening potential

the PM Certified classes, I highly encourage you to

tenants is key in mitigating potential violations of the

do so!

Act. Consistency should be used during the review of

Regardless of how careful and cognizant one is of

the application and the documents required during the

the Act, there is always a potential to be accused of

application process. This includes any documentation

a violation. Written communication and good record

qualification requirements or any questions asked of

keeping is key. As REALTORS®, it is our duty to

potential tenants.

provide fair and equal service to all. Remember, it's

Disqualifying or approving an applicant should

all good until it's not!

⌂
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My personal journey
with RPAC and more

“

Sweet April showers do spring May Flowers” is

a saying that can be traced back from the 1500s poet
Thomas Tusser.

Well, let me tell you, there were HUGE “aha”
moments. There are people – government officials –

HRRA, just do it! For me, personally, it has been an

who are more than aware of who we are and what

the Young Professionals Network (YPN)
and enjoyed helping them with

RPAC Fundraising
Committee

their events. The networking
is imperative to what we do.
Great conversations were had
whilst bowling, eating chili
and racing hermit crabs.
I was also invited to
join the RPAC Fundraising
Committee, but I was very
green as to what RPAC stood
for, literally and figuratively.
(It’s the REALTORS® Political
Action Committee.)

we do for Hampton Roads. And , n the flip side,
they do so much for us.
Sen. John Cosgrove, a local resident,

The best part is
that upon graduation
from this 10-month
journey into the world
of politics, public policy,
leadership and ethics, I
will be equipped with the
knowledge and skills to
assume leadership roles
in my community and
in the real estate
profession.

Now, I am learning and enjoying
watching how our funds are helping with

took time out of his day to talk
to us and give us kudos for all
we do. His friend, Sen. Lionell
Spruill, even stopped in to
join the conversation as well.
We then sat in the office of
Sen. Jen Kiggans. She is very
concerned for REALTORS®
and our rights. I must admit,
I feel like this is where the bug
bit me.
Finally, we walked to the

Gallery, where we were given the great
privilege to observe the Senate and House

advocating for REALTORS®. Our political advocates

of Delegates in action. HRRA was announced to each

have been through storms for us, and we are finally

legislative body. One of my favorite quotes of the day

starting to enjoy the fruits of their labor.

was when we were introduced as REAL-TORS, not

For me, one of the bonuses to being on the RPAC
Fundraising Committee came in February. I was
fortunate to be chosen to attend HRRA’s REALTOR®
Day on the Hill in Richmond with many of my
colleagues, whom I now call friends. I left at the crack

14

to participate in a day of unknown territory.

If you are considering joining a committee for

amazing experience. Last year I was part of

Stacie Gosiene

of dawn to meet a bus full of eager REALTORS® ready

Hampton Roads REALTOR® • April 2022

REAL-A-TORS. She said, “You don’t say DOC-A-TOR,
do you?” Good one.
Because of this experience, I felt led to invest my
(continued on next page...)

(continued from previous page)
volunteering time into helping better advocate for REALTORS®.
I considered applying for the HRRA’s new Hampton Roads
REALTORS® Association Candidate Institute as part of the
inaugural class.
Before I could change my mind, I did it. I applied and was
selected to be a member. The program is a game changer for me,
personally and professionally.
The best part is that upon graduation from this 10-month
journey into the world of politics, public policy, leadership
and ethics, I will be equipped with the knowledge and skills
to assume leadership roles in my community and in the real
estate profession. It is a win-win, and I am so honored to have
been chosen.
Whatever committee you decide to volunteer on, it is a
perfect avenue to get to know your colleagues. Not only that, the
events that the committees host are fun and informative, and
you can win some pretty terrific prizes. I actually got to meet and
hang out with one of my favorite people in our profession, Leigh
Brown. Swoon.
Finally, congratulations to all Circle of Excellencesm winners.
RPAC invites you to stop at our table as we have special gifts
for our Major Investors. There will also be some “bling” for your
donation. And for those of you who didn’t win, no worries. It was
a strange year, and we will get one next year.

⌂

- Hex# 3C636D
6/20

Financing your home
has never been easier.
Your client's closing date is too important to leave to chance.
When you partner with OVM Financial, you can breathe easy
knowing our goal is to move from contract to close in just 20
days for VA, FHA, and Conventional Loans.

900+ Reviews

500+ Reviews

NMLS ID #86788 | www.nmlsconsumeraccess.org
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Reflections on 2022’s General
Assembly Session

T

Jimmy Jackson

Chair, Government
Affairs Committee

16

his is the point in the year when I like to look
at the legislative “wins” on behalf of the real
estate industry and Hampton Roads REALTORS® in particular.
The Legislative Session in Richmond has
concluded, and Hampton Roads REALTORS® have
emerged victorious thanks to our advocacy team in
Richmond and the elected officials we supported.
This year saw a change in government leadership
in the governor’s office (Glenn Youngkin), the
lieutenant governor (Winsome Earle Sears) and
attorney general (Jason Miyares). In addition,
Republicans won control of the House of Delegates.
You may ask if this change in party control has
made a change in the outcomes for REALTORS®.
I suggest that even though the Republican Party
is dominant, our success has been truly a bipartisan effort.
The Legislative Agenda passed with nearunanimous support. In total there were 1,386 “yes”
votes and only 4 “no” votes. All our REALTOR®
bills have passed out of the General Assembly and
are headed for the governor’s desk. The highlights

Hampton Roads REALTOR® • April 2022

include the REALTOR® Health Plan, common interest
communities, title disclosures and seller settlement
representation, just to name a few.
One of the most important “wins” is the death
of 28 bills that would have brought harm to our
industry. Issues ranged from tree ordinances during
land development to local ordinances regulating rent
stabilization. One reason we do not detail the laws we
defeat is because they are safely dead and cannot hurt
our members.
Now is your time to spring into action! Get involved
in the Hampton Roads REALTORS® Association. Your
experience and expertise will ensure our strength
no matter what the future brings. Invest in the
REALTORS® Political Action Committee (RPAC). An
investment in RPAC is an investment in you.
We can only accomplish our legislative goals
because of your support through RPAC. The
REALTORS® Association wields a great deal of
influence on Capitol Hill. Why? Because we pull as
a team to ensure a solid foundation for our industry.
With your investment, our association will continue to
blossom and flourish. ⌂

Two top-of-mind concerns:
Fair Housing and Professional
Standards

H

Clyde Cooper Jr.,
ABR, AHWD, CRS,
C2EX, GRI, SFR

Chair, Professional
Standards Committee

NAR also authorizes sanctions in response to a findello again, fellow REALTORS® and Affiliing that a member has violated any fair housing law,
ates. First congratulations to all the Circle of
including local and state laws that prohibit discrimiExcellencesm winners for 2021! And special
nation based on sexual orientation or gender identity.
congrats to those Longevity Award recipients! Those
Now, let’s consider a real estate gem at
REALTORS® are working and performing daily in
Virginia REALTORS®. Our state association offers
harmony with the Code of Ethics. Our article this
month will center on two schools of thought:
a Statewide Professional Standards Cooperative
• Fair Housing – in line with the National
to all local associations in Virginia. If a
Association of REALTORS® (NAR)
local association joins the Virginia
REALTORS® Statewide Professional
theme for April; and,
®
• The Virginia REALTORS
Standards Cooperative, Virginia
Now ask yourself,
REALTORS®
Professional
Standards
handles
all
would or could Fair
Cooperative
–
to
Professional
Standards
provide
insight
and
matters
for
the
local
Housing be possible –
data
regarding
the
association from the initial
for all – without having
Professional Standards
filing of the complaint to
a program such as Fair
Program at Virginia
its conclusion.
Housing in place? I think
REALTORS®.
Who manages this valuable
program? Cate Oroszlan,
NOT! This is not the case
associate general counsel
Let’s briefly consider
of “one for all and all
for Virginia REALTORS®, is
Fair Housing. Fair Housing
for one” as some
is something that many people,
the Professional Standards
®
might suggest.
including REALTORS , do not
administrator
for
Virginia
REALTORS® and works with the
think about every day. However,
for others, this is their main concern.
Virginia REALTORS® Professional
Fair Housing is more than a list of dos
Standards and Grievance Committees
and don’ts, rights and penalties, and mandatory
to process all complaints received. She joined
continuing education as some may believe and/or feel.
Virginia REALTORS® in March 2017 and has focused
Why is such a program necessary?
on developing a comprehensive understanding of the
Before answering that question, think back
REALTOR® Professional Standards process.
to the Preamble found in our Code of Ethics and
Additionally, Shavon Gunnell, paralegal and
Standards of Practice, which reads in part, “Under
Professional Standards administrator, joined the Virall is the land. Upon its wise utilization and widely
ginia REALTORS® Legal Department in 2022 and is
allocated ownership depend the survival and growth
quickly learning about the REALTOR® Professional
®
of free institutions and of civilization. REALTORS
Standards process. She is a welcome addition to
the team!
should recognize that the interests of the nation
In 2022, there are 18 local associations in
and its citizens require the highest and best use of
the Virginia REALTORS® Statewide Professional
the land.”
Now ask yourself, would or could Fair Housing
Standards Cooperative, including the Hampton Roads
be possible – for all – without having a program
REALTORS® Association. As of March 15, Virginia
such as Fair Housing in place? I think NOT! This is
REALTORS® has received 11 ethics complaints
not the case of “one for all and all for one” as some
for 2022.
might suggest.
So, did you know that if you are a member of
As stewards of the right to own, use and transfer
our Professional Standards Committee and have
private property, Fair Housing protects our livelihood
completed the Professional Standards Seminar at
and business as REALTORS® and depends on a free,
Virginia REALTORS®, you may be called to serve on
open market that embraces equal opportunity.
a grievance or hearing panel?
NAR opposes discrimination in housing based on
That’s the story for April 2022! Stay tuned for the
race, color, religion, sex, handicap, familial status,
next article in May, and hopefully hear from several
sexual orientation, gender identity, and national orimembers of our committee. ⌂
gin. This policy is embodied in NAR’s Code of Ethics.
Hampton Roads REALTOR® • April 2022
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Affiliate Spotlight: VA Wholesale Mortgage Inc.
GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: VA Wholesale Mortgage Inc.
Territory: We are licensed in Virginia, North Carolina, Florida, Maryland, Tennessee, Michigan, Alabama and
Washington, D.C.
Company details: www.vawholesalemtg.com
Year company established: 2019
HRRA Affiliate member since: 2021
Company specialties: We specialize in a one-stop shop for real estate agents and borrowers. We can access various
loan programs for all situations, including commercial loans. We also pride ourselves on being a transparent veteranowned mortgage company whose mission is to help Veterans with the home buying process with no hidden fees or high
rates.
Why we joined HRRA: We joined HRRA because we believe in the mission this organization supports. Our company
was founded with the same beliefs and principles: to operate ethically and professionally while educating and protecting
our clients and partners.
Why we got into this business: Our “why” is a very easy question: the people. What do I mean by that? Too many
times, clients are treated like a paycheck or a loan number. We treat every situation as if it were our family member.
We are the subject matter experts, and it's our fiduciary duty to the client to protect them in one of the most significant
purchases of their life.
Why we love doing what we do: I believe this question is answered above. They both are defined by the same answer.
Our favorite satisfied-customer story: We close loans, and we close loans others won't. One of the most memorable
clients was a veteran that was denied by over five other lenders. He was told he would never be able to own a home. We
were able to help him, and his family satisfied a lifelong dream.
Our favorite HRRA event and why: HRRA does so many amazing events, but I would have to say the REALTORS®
Have a Heart volunteer events. It is one of the pillars of our company; we love giving back to the community through
volunteers or our quarterly donations to nonprofit organizations that focus on our community.
Most memorable HRRA moment: Being a part of the HRRA team! We are excited to support our REALTORS®.
Best piece of advice to REALTORS®: Continue to educate yourself, be genuine, and open communication with all.
The one thing we want REALTORS® to know about our industry is: It's a constant change regarding new loan
programs or changes in guidelines. There are a lot of variables that go into the loan process. We go above and beyond in
maintaining our knowledge of the ever-changing guidelines and available loan programs.
HRRA’s Affiliate Spotlight is a monthly feature offering a closer look at the association’s Affiliate members.
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Thank You to our 2022 HRRA Partners
GOLD

SILVER

BRONZE

COPPER

AMBASSADOR

CMS MORTGAGE

Live. Love. Mortgage.
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MOTIVATIONAL CORNER

Dropping the heavy chains
of guilt

H

ave you ever done something you regretted

options A, B, C and D before each action? At the speed

later? Or, perhaps, you didn’t do something

that the present unfolds, do you even have time to

that you thought you should have done?

think about choosing what you do? You may think you

You are a human, so I bet you will answer “yes” to

do, but you really don’t. Everything just happens in

both questions. What is the residue that these actions

the moment, and in every moment you are doing the

or non-actions leave in your soul? It’s the feeling

best you know to do. The regret arises after the fact

of guilt.
Guilt is really a poison that can
Emil Nazaryan

when the mind brings you the idea “I could
have done it differently.” That’s the

poison seed.
Consider this
If you don’t believe me,
next sentence as
starting today pay attention
the feeling of not being able to
the vaccine that will
to your actions. Watch each
live with yourself, not feeling
neutralize the poison
moment. Watch what you
comfortable in your own
seed each time it arises:
say and what you do. You
skin. Your mind keeps going
“The thought that I could
might be surprised to what
back and replaying what is
have done it differently
extent your actions happen
causing the guilt, and each
is nothing but an idea in
automatically.
time a thought pokes your
the mind that only and
When was the last time you
heart with a sharp needle, “I
always arises after
had to think consciously about
should have…, but I didn’t.”
the
fact.”
turning the wheel or hitting the
With each replay, your selfdestroy someone’s life if carried
over a long period of time. It’s

2021 Member AtLarge, HRRA Board
of Directors, and 2017
HRRA Rising Star of
the Year

image and self-worth get diminished.
Heavy chains of guilt can drag you down

breaks in the car? When was the last
time you had to think and make a decision

and keep you from any sort of constructive thought or

with which hand to pick up the glass of water? Don’t

action. Not infrequently, guilt can lead to a tragic end.

these all just happen automatically?

Does it have to?

Consider this next sentence as the vaccine that

Of course not, because right now you are being

will neutralize the poison seed each time it arises:

introduced to a poison vaccine. This vaccine will open

“The thought that I could have done it differently is

your eyes, your mind and your heart, and it will make

nothing but an idea in the mind that only and always

the dark clouds of guilt vanish in an instant. After

arises after the fact.”

taking it, guilt can no longer bound you. In fact, it

Read the preceding sentence again. Can you feel

can’t even reach you. That’s because guilt’s illusory

its power? Can you see that if something exists only

nature is about to be revealed.

as an idea in the mind doesn’t have inherent reality?

Go back in your mind to an event that’s causing

Realizing this will provide an enormous sense of

you to feel guilty. At that second, how did the action

relief. Knowing that the action just happened in the

come about? Of course, now, looking back, your mind

moment and that it couldn’t have happened any other

thinks that you had a choice to act differently and you

way because it didn’t, brings release from guilt. Let’s

didn’t. But did you really? Do you ever?

name this vaccine “acceptance.”

Every day, out of millions of possibilities, only

While total acceptance is by far the most powerful

one gets manifested in each moment. Start paying

and universal antidote to guilt, it’s not the only one.

attention to your actions. Are you presented with

Self-forgiveness is another one. Here and now forgive
(continued on next page...)
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(Motivational Corner, continued from previous page)
yourself for everything you think you have done wrong. You

then who am I? What do I think about now? What do I do now?”
The answer is extraordinarily simple. It doesn’t

already know why!
Once you are able to forgive yourself, forgive
others. They are also acting in the moment
without much conscious choice, just like
you. Forgive, and you will realize that
forgiving is the most liberating thing
you can do for yourself in your lifetime.
Lastly, action towards remediating
the consequences of the event causing
the guilt can provide gradual relief and
bring peace.
What happens after you drop the
heavy chains of guilt? For many people it

matter what you do from this point on. What

What happens
after you drop the
heavy chains of guilt?
For many people it has
become a part of their
self-identity. For some
people, it is all of
their identity.

has become a part of their self-identity. For

matters is that the quality of whatever you do
will shift. Your thoughts and actions will be
coming from a lighter place.
Whatever you do will carry a quality of
ease, lightness, peace and this in itself
will spread to everyone around you.
Like a bird that is released after years
of living in a cage, you will soar high
in the sky, full of light, and you will
sprinkle this light on all the other birds
that are living in their cages now, and show
them the way out.

⌂

some people, it is all of their identity. Several
questions will arise: “Now what? If this is not who I am

(From the Chair, continued from page 3)

•

(CEO Corner, continued from page 4)

and aspire to follow the spirit as well as the letter of the law.

is a cost, meeting supplies and snacks

Develop and implement fair housing practices for my firm to carry out

are costs.

the spirit of this declaration.

As leaders we need to look at where is the
best and most effective use of the physical,

Let us join together as we make that declaration and celebrate

financial and human resources. This is how

homeownership for ALL, both during the month of April and always.

we elevate HRRA. I encourage all of you to

Everyone in the United States of America deserves to live the American

take a look at the HRRA Strategic Plan and

Dream! We are incredibly fortunate to be involved in making those dreams

perhaps analyze where your time, talent and

come true.

treasure can assist in reaching our high-level

Being a REALTOR® is an honor and a privilege. It's also a responsibility.
I accept mine and I know you accept yours...yesterday, today and tomorrow
because That's Who We R!

⌂

goals. The strategic plan can be found on the
governance page of the website.

⌂

Trusted Real Estate Attorneys
Real Estate Closings
Loan Refinancing
Short Sale Negotiation
Landlord/Tenant Disputes

www.hangerlaw.com

Title Issues
Investors
Contracts
Zoning and Land Use

757-351-1510
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HRRA Foundation's REALTORS®
Have a Heart for helping
veterans

R

EALTORS® (and Affiliates) Have a Heart for

ate-income households in the City of Virginia Beach

helping those who have served our country!

and beyond. Since its inception, VBCDC has offered

The HRRA Foundation REALTORS® Have a

supportive services, from case management to direct

Heart program volunteers gathered March 1 at the

financial assistance, to 10,000-plus individuals. It has

Cypress Landing Veterans Apartments in Chesapeake

also provided safe, stable and affordable housing to

for their first event of 2022, a pre-spring
spruce-up of the property.
The

Victoria Hecht

50

“The

REALTOR

®

and

Affiliate helpers spent several
Vice President of

hours

Communications,

mulching,

painting,

Public Relations and

building,

Media Relations

and

weeding,
trimming,

power

generally

washing
cleaning

up at the Knells Ridge
Boulevard

apartments,

a

50-unit veterans permanent
supportive-housing complex.
Cypress
of

the

Beach

Landing,
nonprofit

Corporation,

part
Virginia

Community

6,200 families facing housing crisis.

homeless

the

Hampton

Chairman Jeremy Caleb Johnson. “We as

and

disabled veterans who are at 50% or below the

REALTORS® are happy to help them take care

area median income. Residents receive wrap-around

of this building, make it look a little bit better and

case-management services and have several onsite

improve their environment.”

amenities to utilize. Among them in an outdoor area
with a community garden. The HRRA Foundation

Warren Thrasher with Caliber Home Loans was
one of the Affiliates who volunteered.

volunteers prepared the garden’s beds for warm-

“It’s good to give back to the community and help

weather planting as part of their community outreach.

veterans. That’s the real reason. But, in my heart, I

The HRRA Foundation is a charitable nonprofit

also just like being outside getting dirty and wet by

whose mission is driven by four pillars of community

power washing and landscaping. It brings me joy,”

commitment: educating HRRA members and the

he said.

public about Fair Housing; working toward alleviating

The volunteers’ efforts were featured on four

homelessness; advocating for affordable housing; and

segments during WTKR-TV newscasts and were

improving the quality of life of Hampton Roads’

recognized by the official National Association

neighborhoods through community service

of REALTORS® social media accounts and its
REALTORS® are Good Neighbors social media

and financial support.
This was the first time
REALTORS

®

Have

a

Heart

assisted VBCDC.
The VBCDC provides affordable housing opportunities for low- and moder-

22

of

REALTOR® and HRRA Foundation

Development

serves

mission

“The mission
Roads REALTORS® Association
of the Hampton Roads
Foundation is to help improve
REALTORS® Association
housing for those in our
Foundation is to help improve
community. Cypress Landing
housing for those in our
Veterans Apartments is part
community. Cypress Landing
of the VBCDC’s veterans’
Veterans Apartments is part
assisted
and
supported
of the VBCDC’s veterans’
housing,
so
a
lot
of
the folks
assisted and supported
who come to this facility have
housing, so a lot of the folks
come
out of homelessness.
who come to this facility
We’re trying to help them
have come out of
find a better way forward,” said
homelessness. "

Hampton Roads REALTOR® • April 2022

accounts. The event was noted in The VirginianPilot’s Home section.
Thank you to all who gave their time and energy
to assist homeless veterans through the HRRA
Foundation’s REALTOR® Have a Heart efforts.

⌂
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Hampton Roads Market Review
recap

E

JC Wynkoop

Moderator,
Commercial Council

24

new employees and make the workspace highly
very year, the Old Dominion University (ODU)
attractive and efficient.
E.V. Williams Center for Real Estate presents
• Industrial market, presented by Geoff Poston,
its Hampton Roads Real Estate Market Review
Senior Vice President, Cushman Wakefield/
& Forecast.
Thalhimer. It was a banner year for the Hampton
If you have not been to the ODU Hampton Roads
Roads industrial market. The region experienced
Market Review, this is a must-see event for anyone in
increased demand across all sizes ranges. Although
our industry. There are typically six speakers, each
rents grew sharply – nearly 10% over the 2020
an expert in their specific category: economic trends,
rates – we ended 2021 with a staggeringly low 1.5%
office, industrial, retail, multifamily and residential.
vacancy rate.
Here’s a recap of this year’s.
Development of new industrial
• Economic trends, presented by
projects exploded with over 4.3 million
Robert McNabb, PhD, Director,
square feet of new product under
Dragas Center for Economic
construction. The Port of Virginia
Analysis and Policy Strome
The two immediate
posted its most productive
College of Business at
challenges facing the
year on record. The Hampton
ODU:
Dr.
McNabb’s
Hampton Roads economy
Roads economy should see
report covered numerous
in 2022 are the mismatch
a significant boost over the
topics, including 1) how
next few years as these new
the pandemic affected
between workers and
projects seek to hire their
the job openings and
employers and inflation.
workforces, and the port
job quits and the rate
Inflation’s effect on the
continues to deliver more
in which our market
cost of consumer goods
goods to our region.
is recovering from the
like gas, groceries and
• Retail market, presented
COVID-19
recession
automobiles is
by Erica Rorrer, Executive Vice
of 2020; 2) how the
President,
7 Hills Advisors. The
Department of Defense will
worrisome.
retail market report was a mixed
spend about $25 billion in our
bag, with the first half of the year
region, which is projected to lift
experiencing an uptick in consumer and
our overall economy by $40 billion; and
retailer confidence, and over 900,000 square feet
3) how the Port of Virginia continues to move
of retail space was leased.
record amounts of cargo and will likely show a
Several factors contributed to increased
strong expansion going into 2023.
spending in early 2021, including the distribution
The two immediate challenges facing
of the COVID-19 vaccine, increased consumer
the Hampton Roads economy in 2022 are the
confidence, and relaxed regulations on restaurant
mismatch between workers and employers and
and retail establishments. Stimulus checks and
inflation. Inflation’s effect on the cost of consumer
increased unemployment benefits played a key
goods like gas, groceries and automobiles is
role in the spending increase as well.
worrisome. The Federal Reserve has signaled
Discount brands like TJ Maxx and Dollar
a hike in interest rates to combat current and
Tree experienced a business jolt from the
future inflation.
pandemic; grocery stores and home-improvement
• Office market, presented by Ashley Bussey,
concepts also scored. As the second half of 2021
Senior Associate, Office and Industrial Division,
approached, the demand for retail space cooled
SL Nusbaum Realty Co.: The Hampton Roads
down with the reality that the vaccine was not the
office market is beginning to stabilize. However,
silver bullet we had hoped for. The vacancy rate
COVID continues to impact return-to-work
was only 5.3% in 2021, and the yearly average
strategies and employers’ long-term leasing
was strong. Therefore, there is reason to believe
decisions.
that 2022 could be even stronger.
Flexibility was key for both landlords and
• Multifamily market, presented by Christen
employers in 2021. The work-from-home model
Faatz, Vice President, Corporate Finance and
played a key role in the office market. The hybrid
Accounting, The Franklin Johnston Group.
work-from-home and work-from-office models
will impact workplace design, creating shared
(continued on page 26...)
spaces and technology services to help attract
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Springing into a new kind of
market: 5 tips to prepare
your clients

T

Ashley McDougal

Chair, REALTOR®/
Lawyer Committee

raditionally, spring and summer are busier
months in the real estate market. For one, the
weather is better, and people are willing to
come out of hibernation and look at houses.
But another reason is that more people tend to
start preparing for a home purchase in spring so that
they can move in summer in time for the start of a
new school year. Now life (and purchasing
a home) doesn’t always go according to
plan, but it makes sense that real
estate markets start heating up
in the spring.
Whatever your client’s
reason for thinking about
buying a house this spring,
we are in the middle of a
strong sellers’ market, and
you need to be prepared
for it.
With too many buyers
chasing
available
homes,
sellers are in a stronger position
to negotiate. Buyers are having to
compete to get the home of their dreams
and to make higher offers as home prices
keep rising. There is no guarantee that, just because
you want to buy a home, you’ll be able to find one.
What can you do to help your buyer be prepared?
The right home is out there. Here are some
helpful tips to help you (and your buyers) succeed in a
sellers’ market.

Tip 2: Know what you want (need): We can get
into the philosophical differences between needs and
wants, but the important thing is that you know what
your client is looking for. They might have some nonnegotiables on their list that you can’t get around. This
could be the number of bedrooms they need based on
the size of family space or being within a reasonable
commute to your job.
Once you are clear on the nonnegotiables, you also need to be
realistic about the negotiable
things. Sure, they’d like granite
countertops in the kitchen,
a big tree in the yard, or a
100% move-in ready home
that needs no work, but is
it really so bad having to do
some upgrades oneself, plant
a tree and watch it grow, or
paint some walls?

Having a very
real conversation
about money, needs
vs. wants and what
their goals are in this
home is essential to
assisting your client
in making fast
and decisive
decisions.

Tip 1: Set proper expectations for your
clients: This cannot be emphasized enough. It is the
first step. Having a very real conversation about money,
needs vs. wants and what their goals are in this home
is essential to assisting your client in making fast and
decisive decisions.
In a competitive market where sellers often
receive multiple offers on their homes, this is the
bare minimum of what you need to start looking for
a home and to have your offer taken seriously. It will
also help if you try to maximize the down payment.
The only things that can beat a pre-approval letter
are someone who has a pre-approval letter and a large
down payment, or even a cash buyer. Cash is king!

Tip 3: Be prepared to
make a clean offer: When you
make an offer on a home, you should
keep contingencies to a minimum and remove
any inconveniences for the seller. Try to make an offer
that accommodates the seller’s priorities and timeline
but takes care of your interests too. For example, it
is always wise to make your offer contingent on a
home inspection, but make sure you can get a home
inspector in the house within the shortest amount of
time possible.
Other than these contingencies, leave all other
demands out of the offer. Now is not the time to make
frivolous demands that the seller pays closing costs,
provides seller financing, or leaves the swing set in the
yard.
Tip 4: Be prepared to compete: In the current
market, it may well happen that you end up in a
bidding war. In the first place, your initial offer should
be competitive based on how much comparable houses
are selling for and how quickly they’re selling.
If multiple offers are expected, you can consider
including an escalation clause in yours to signal to the
(continued on page 26...)
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ANSI releases new uniform
measurement guidelines

B

Christopher Perry

Moderator, Appraisers
Council

• Final square footage is calculated to the net foot.
eginning April 1, the American National Stan• Staircases are to be included in the GLA of the
dards Institute (ANSI) called all hands on deck
floor from which they descend.
to ANSI-ticipate new uniform measurement
• Open areas are not to be included in the GLA.
guidelines. This means that starting this month, the
• Basements and any part of the property that is
way appraisers measure, determine and report on
partially or completely below grade are not to be
gross living area (GLA) and non-GLA area for our subincluded in the GLA.
ject properties, will now be standardized.
• Pitched ceilings are to be included in
Before this year, Fannie Mae
the square footage until the height is
had not required an across-theBefore this year,
less than 7 feet.
board consistent system of
Fannie Mae had not
measurement. So, while GLA
required an across-theNow, while these new
has a strong correlation
board consistent system
standards go into effect from
to value, the correlation
here on out, it is possible
between appraisers and the
of measurement. So, while
that previous REIN listings
methods for gathering and
gross living area has a
or city tax records may not
reporting square footage
strong correlation to value,
has not been as strong.
reflect
ANSI-compliant
the correlation between
So, why the big change?
GLA. It is our responsibility
appraisers and the methods
Being the “disinterested
to adequately research the
for gathering and reporting
third party” has a way of
local market and make a
square footage
shining the spotlight on
determination as to whether or
has
not been as
anything with an appraiser’s
not the square footage should be
strong.
signature. With the new standards,
adjusted.
we are provided with an efficient, clear
Before we sign off here, don’t forget,
and defensible system of measurement.
there are very few hard and fast rules
Some of the big takeaways with implementing
when it comes to appraising. There’s never a dull
the ANSI standards:
moment out there, and appraisers are glad to have
• Measurements are rounded to the nearest tenth
you all, as REALTORS®, on this trip around the sun
(1/10) of a foot.
with us. ⌂

(Hampton Roads Market Review recap, continued from page 24)
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Market rents for apartments in Hampton Roads are on the
rise. As a matter of fact, we have experienced two consecutive
years of major rent growth at 5.3% and 11.2% respectively,
despite increased unemployment and decreased job growth.
The vacancy rate in Hampton Roads has been reported
as low as 2%, and occupancy in our market is strong and is
outpacing the national average. The state of the Hampton
Roads multifamily market is strong. Strong rent growth, low
vacancy and a modest growth in supply all point to strong
operating conditions.
Residential market, presented by J. Van Rose Jr., Principal
Owner, Rose & Womble Realty Co., LLC. In case you didn’t
know, residential real estate in Hampton Roads has been crazy
good. The resale market led the charge and was responsible
for over 90.3% of all 2021 sales transactions.
Sales in the resale sector have up double digits the past
two years in a row, up 12.9% in 2020 and up another 13.5% in
202. Average days on the market for resale listings dropped to
just 31 days.
Hampton Roads REALTOR® • April 2022

Low supply and high demand will keep pressure on
pricing, thus creating a strong seller’s market. Long-term
mortgage rates have been historically low. The Federal
Reserve has already started to increase mortgage rates to
slow inflation.
Much of the data above was taken directly from the presenters’
reports. For more information to the specific data, and analysis
that was presented, read the 2022 Market Report here. ⌂

(Springing into a new kind of market, continued from page 25)
seller that you would be willing to increase your offer if they
receive a higher offer.
Finally, in this market, you may need to make several offers
before your client manages to buy a house, but it won’t be worth
it if they will struggle financially to afford and maintain it. At
the end of the day, your client should know their maximum
budget and be prepared to walk away. ⌂

Authenticity: How being a real
human enables better client
relationships

A

ll too often, this industry can push agents

Now we’re at The Call. Initial small talk is criti-

(and lenders) to put on a front about their

cal to setting the stage for the purpose of your phone

lives and often even their success. Does “Fake

call, and, most importantly, listening is critical to a

it till you make it!” sound familiar?

Benjamin Smith

Member, Young
Professionals Network

successful connection. Acknowledging thankfulness

The thing is, this can really create a negative en-

that you have this moment to capture the client’s at-

ergy surrounding your dealings with clients, and it’s

tention and clearing your full attention will go a very

often one the client can feel but may not be able to put

long way.

a finger on what’s bothering them. Social media has

Sit up. Think clearly about your goal of the dis-

been especially prevalent in people living their lives

cussion with your client needs leading the way. Once

in a manner that’s all too often “for show”
in presenting a vision that they want

you have acknowledged your client's needs
for the call and demonstrated quality

everyone to see.

listening by answering or acknowl-

It’s endemic to the social media experience at this point.
The industry has been
moving

towards

being

transactional vs. relationship based, vividly demonstrated by clients who
will bounce around calling
various agents from popular
real estate sites, all the way

In this world
where trust is not
as easily found,
extra steps can be
taken to deepen
our connection with
clients quickly.

edging a few of their questions,
it’s time for them to get to
know you.
Personally, I find it helpful
to acknowledge what seems
to be the obvious: “Mr. Client, I know you probably
have a few hundred choices
in lenders out there…,” and
I continue with, “So, I feel like

through feeling like they are preapproved and ready to offer on a
property simply by applying through a
phone app without speaking to a soul.

it’s

important

to

understand

what is going to set me apart from
the rest.” Then, I begin to open up with
a well-crafted tale that touches on my hu-

In this world where trust is not as easily found,

man experience, where I came from, my values, why

extra steps can be taken to deepen our connection

I do what I do and, most importantly, tying it down to

with clients quickly. Presume that a client has looked

what that means to them.

you up online before calling you. What will they see?

In this process, if you are able to get your poten-

It can be a mistake for your social media to only con-

tial client to see you as a real person, with real feel-

tain the wins and successes. People will relate more to

ings, and demonstrate a real care to their needs, you

others that give voice to their personal struggles.

will begin your relationship in the right direction.

This doesn’t mean you should go full bore in spill-

With a little hard work and some genuine em-

ing out all of your personal struggles like it’s therapy.

pathy for their side of this process, you will create

But being relatable in the day-to-day goes a very long

for yourself a source of continued referrals and even

way (think time change, holidays, kids, self-care, etc.).

sometimes, true and genuine friends. Real(ationships)

The next step is your first real contact, typically on

over Transactions!

⌂

the phone.
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National Volunteer Month:
“What,” “why” drive giving back
to the community

W

hat does it mean to be a volunteer? The

To achieve this, are we not forced to find healthy

Oxford Dictionary defines volunteering as

ways to produce these chemicals? Of course, we are not

“doing a job without being paid for it” or

forced to volunteer. But because the way our brains
are wired, we are in a sense “forced” to seek out ways

“doing something without being forced to do it.”
However,

I

would

like

to

challenge

these

definitions. When we volunteer our time and energy to
help others, we do in fact get paid for it, but not
with financial compensation. Rather we
Warren Thrasher

are compensated emotionally.
When

we

volunteer,

our

Member, HRRA

brains produce more serotonin,

Foundation Outreach

dopamine,

Taskforce

oxytocin

and

endorphins. These chemicals
help

us

to

optimistic

feel

and

happy,

satisfied.

In short, volunteering is a
great for mental health.
This

idea

plays

into

the other definition of “doing
something without being forced
to do it.” If we want to have good
mental

health,

we

need

way to do this is by volunteering.
Have you ever heard that the secret to
happiness is helping others? Has anyone

ever said to you that the way to the
It is not
top is through serving others?
necessary to
What about the age-old saying
know the “what”
that you reap what you sow?
Or, do unto others as you
or “why” to be a
would have them do to you?
volunteer. All that
These principles have stood
you need is a heart
the test of time and are
for others who are
as valuable today as they
were thousands of years ago.
less fortunate or
Today, there is even a month
in need of
to recognize the importance
assistance.
of helping others voluntarily.

normal

levels of serotonin, dopamine, oxytocin
and endorphins.

to maintain our wellbeing. One scientifically proven

National Volunteer Month is observed
in April in the United States.
All of this helps us understand the “what” behind
volunteering but not the “why.” Recently, I attended
my first REALTORS® Have a Heart event through the
HRRA Foundation at the Virginia Beach Community
Development Corporation’s Cypress Landing Veterans
Apartments, which provides housing for homeless
and disabled veterans. What I noticed was a group of
people who were happy and laughing while they were
pulling weeds out of a flowerbed.
There were people who were positive and joyful
while trimming bushes and raking up debris. There
were people smiling while painting, assembling
furniture, leaf blowing, gardening, picking up trash
and power washing.
These were people with diverse backgrounds and
experiences, all coming together with a common goal
(continued on next page...)
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(National Volunteer Month, continued from previous page)
of helping others. Why do they do it? I imagine everyone has their own reasons.
It could be the good feelings they get. It could be that they have a desire to help
others. Maybe they simply want to have a good experience with their coworkers.
Fortunately, it is not necessary to know the “what” or “why” to be a
volunteer. All that you need is a heart for others who are less fortunate or in need
of assistance.
What I saw at the REALTORS® Have a Heart event was precisely that.
Moreover, at the end of the day what mattered most is that everyone there made
a positive difference in the community. If you have a desire in your heart for

⌂

these things, please come join us!
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SECOND-QUARTER 2022
CLASS SCHEDULE
Visit the Alpha College of Real Estate website at
alphacollegeofrealestate.com, call 757-427-1740, or log in to
your member profile at HRRA.com to see the current course
offerings and to register.
Don't forget that you can register for Alpha classes through
your HRRA IMS log-in, too!
• Continuing Education: 8:30 a.m.-5:30 p.m.
April 14: Required Topics, $60
April 12: Related Topics (4 Hours each: Contract Pitfalls and Real
Estate Pitfalls), $30 each
May 10: Related Topics (4 Hours each: Contract Pitfalls and Real
Estate Pitfalls), $30 each
May 19: Required Topics, $60
June 9: Required Topics, $60
June 7: Related Topics (4 Hours each: Contract Pitfalls and Real
Estate Pitfalls), $30 each
• Broker Licensing Brokerage Class (Monday-Friday, 9 a.m.-1 p.m.)
April 25- 29, 2022
Instructor: Doug Wolfe
Final Exam, May 2, 9 a.m.
• 8-Hour Broker Management Continuing Education
(8:30 a.m.-5:30 p.m.)
May 12		
Instructor: Cliff Wells
• Principles of Real Estate 3-Week Classes (Monday-Friday,
9 a.m.-1:15 p.m.)
April 4-25 (no class April 22)		
Instructor: Lisa Moore
May 9-31 (no class May 27 or 30)
Instructor: Lisa Moore		
June 6-27 (no class June 24)		
Instructor: Lisa Moore
• Eight-Week Principles of Real Estate (Tuesday and Thursday,
6:15-10:30 p.m.)
May 10 - June 28
Instructor: Jim Williams
The cost for Principles classes is $350 plus $58.30 for the
textbook. *Students who take Principles and are recommended by
an agent receive $10 off their book.
• Proctored Exams ($50 fee may apply) will be offered on the
following dates:
April 13 at 1 p.m.		
April 22 at 9 a.m.
May 18 at 1 p.m.		
May 27 at 9 a.m.
June 22 at 1 p.m.		
June 24 at 9 a.m.

30

Hampton Roads REALTOR® • April 2022

SAFETY FIRST

Plant the safety seed this spring

T

he groundwork must be laid long before

making sure you are safe. We often have the faulty

flowers bloom. As we transition into spring,

belief that a crime is not going to happen to us! Being

safety should be a seed planted in your mind.

aware (not paranoid) is a healthy precaution in

It's easy to get lax about following safety protocols.
Remember, however, that it could be a life-or-death
situation.

keeping you safe.
When arriving at a property look around the house
to make sure there are no windows or doors left open.

How often do you hop in the car to a listing

This could be a red flag that there is a squatter

appointment while already planning the

living there or that the house/property

big landscaping project you’ll do with
Brenda Wise

SmartWise Protection

the commission – but without first
considering your safety when
meeting the prospect?
Safety comes first. Have
prospects come to your office
to review their buying or
selling needs. Have them
meet your broker. Get a
copy of their driver’s license,
license plate, and car make
and model. Also, always make
sure your buyers have a pre-qual

has been vandalized. An agent told

Following your
me recently that a neighbor had
intuition is vital to your
called to say that the door was
safety. Your gut will never lie
wide open at a property she’d
to you. Let your office know
listed. So, she jumped in
where you’re going, who
her car and, while driving,
you’re meeting, and what time
thought about the situation
you’ll be leaving the showing/
and called the police to meet
appointment. Always call or
her there.
text to your safety buddy to let
She waited down the street
them know you are OK
for
the officer to arrive. When
and have left the
they drove up the door was
appointment safely.

shut and locked. That was a clear

letter in hand. Otherwise, it's a waste

indication someone was attempting to

of your time and theirs.
Following your intuition is vital to your safety.
Your gut will never lie to you. Let your office know

lure her to the property.
This story could have had a different outcome had
she not considered safety protocols.

where you’re going, who you’re meeting, and what time

Agents must understand how situations like

you’ll be leaving the showing/appointment. Always

this could go wrong. It only takes one misstep to be

call or text to your safety buddy to let them know you

a victim.

are OK and have left the appointment safely.
These small steps can render huge results in

As a broker your first obligation is making sure
your agents are following safety protocols. I suggest
the topic of safety protocols be covered quarterly so it
is always top of mind for your agents.
As you have experienced in the past few years the
market has been a frenzy of opportunity for buyers
and sellers. And when you’re hurried it's not always
convenient to think about safety protocols.
Certainly, since we lost one of our own Hampton
Roads agents last year, it’s a clear reminder that things
can go awry in the blink of an eye – even something
as routine as reviewing a sight-unseen property after
the closing.
Enjoy the beauty that abounds this season. But,
please, take the necessary precautions that allow
you to enjoy the rewards of being in real estate
business.

⌂
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MORTGAGE MINDSET

The Fed is raising rates. Now
what?

L

ast month, the Federal Reserve raised

less value for it. It also has to do with fiat currency,

interest rates for the first time since 2018.

global trading and other complex topics we can talk

They also plan on raising the rate multiple

about in person. But the general idea is if you raise

times throughout 2022 as well as 2023.
You’ve probably heard all that but like many

the rate and it is more expensive to borrow money,
then less people will borrow money and spend less.

have no idea what the Fed is, why they raised the

As people spend less, business will likely stop

rates and how that affects everything from your

increasing the prices. Is it better to sell five widgets

credit card to your mortgage – kind of. Keep in mind

at $20 or sell 10 at $15? As the banks pay more money

this a 600-word article, and the average
Junior Gunter,

American can read at a eighth-grade

NMLS# 883774

level (not you, of course), so you’ll
have to forgive me if I made this

Mortgage Loan

a little elementary and don’t

Consultant, Caliber

go into too much depth.

Home Loans

First,
The

the

Federal

easy

part.

Reserve

is

basically a group of bankers
who get together to make
sure our banking system
doesn’t collapse. They are
regulated by the government.
However they are not part of the

to borrow funds, they pass those costs on
to us. As the consumer spends less,

prices can’t rise as quickly.
Why does the
Right now the economy is
Fed raise rates?
on fire – a fire raging out of
Inflation is out of
control that will burn the
control and has been
forest down. Raising rates
is like putting water on the
for a while, even
fire, but too much water –
before the situation in
and too big of a rate hike
Ukraine. Inflation was
– could put the fire out and
somewhat arbitrarily
hurt the economy.
determined to be
Confused yet? Well hold
best at 4%.
onto your britches, because now

government.

we get into La-La-Land. Since this
is a REALTOR® magazine, we should

Major banks like Wells Fargo, Truist,
Chase, etc. must keep a certain amount of
money on hand. One way to ensure they have enough
is to borrow money from another bank. Each day they

The Federal Reserve rate, and even the prime

lend money to each other, and even though they are

rate, does not directly affect mortgage rates. Mortgage

lending money to other banks who are in turn lending

rates have more to do with stocks and bonds and how

money back to them, they charge interest on these

Mortgage-Backed Securities are traded. But…if the

short-term loans.

price of borrowing is going to go up as well as other

Collectively, this averages out to a benchmark
rate, also called the Federal Reserve Rate.

downstream costs, then banks want to make money.
That’s not necessarily evil, but that is our current

When the Fed raises rates, a group of bankers

system. If you’re charging 5% when everyone else is

decide they are going to lend each other money

charging 4.5%, no one is going to borrow from you.

around the same price.

But if you’re all charging 4.5%, it’s a little easier to

Why does the Fed raise rates? Inflation is out

get away with charging 4.625%.

of control and has been for a while, even before

The takeaway? The Fed does not set mortgage

the situation in Ukraine. Inflation was somewhat

interest rates, but when they make it more expensive

arbitrarily determined to be best at 4%. If too low,

for the banks, the banks make it more expensive for

people won’t spend money and will save it.

all of us.

If too high, people will spend money but will get

32

probably spend the last 150 words talking
about housing.
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April showers bring May flowers

A

Christie Woytowitz,
NMLS# 743042

Vice-Moderator,
Affiliates Council

34

lmost everyone has heard the saying “April
showers bring May flowers.” How and where
did this saying start? And is there any truth

are different than perennials in that they can't be
planted each year until after the threat of frost passes.
Once planted, what matters is the amount of rainfall
to it?
in the months after they're planted, not the month
before. They need enough rain in the months after
The saying can be traced back to England from
they're planted to sustain their growth and health.
the 1500s poet Thomas Tusser. Back then, he wrote
So, what really brings forth May flowers?
“Sweet April showers do spring May Flowers.”
Scientists note there's one factor that's
“April showers bring May flowers” is a
much more important than rainfall in
popular saying used in April. This is
determining when a particular flower
typically the time when the last bit of
will bloom: temperature.
snow turns to rain as temperatures
Every April,
climb. Rain showers provide
When
the
average
I look forward to
nourishment for plants and
temperature
begins
to
Historic Garden Week.
flowers to bloom. Here in
approach spring-like weather,
the Southern region of the
flowers will begin to bloom,
2022 marks the 89th year
country, we have warmer air
regardless of exactly how
for Virginia’s Historic
and longer daylight in the
much rain they received in
Garden Week, which will
spring than other parts of
April or the month before
the United States.
they began to bloom.
be observed April 23-30
But do April showers
In some areas a "false
in various homes and
really bring May flowers?
spring" may result in great
gardens across the
That adage doesn't necessarily
harm to flowers and fruit
ring true in warmer climates.
crops.
Early warm spells may
Commonwealth.
The exact effect of rainfall likely
trigger flowers to begin to bloom.
depends upon what type of flower
If those warm spells are short-lived
you're talking about. Perennials, which
and are followed by a hard frost, flowers
die off in the fall and bloom again each
and fruit trees may die and not bloom again
spring, are usually the flowers you think about when
until the following year.
you think of spring flowers bursting forth.
Every April, I look forward to Historic Garden
Some perennials, especially in warmer areas,
Week. 2022 marks the 89th year for Virginia’s Historic
might come forth in March or April. The previous
Garden Week, which will be observed April 23-30 in
month's rainfall will usually have little impact on
various homes and gardens across the Commonwealth.
when these flowers spring back to life. Since bulbs
Virginia is often at its height of springtime blooming
have been in the ground all along, their
during Historic Garden Week. Each spring visitors
growth and health depend upon
are welcomed to Virginia’s most beautiful gardens,
the overall trend of rainfall
homes and historic landmarks. This provides visitors
over the course of many
a unique opportunity to see gorgeous gardens at the
months. During the
peak of Virginia’s springtime color, as well as the
course of blooming,
beautiful houses with flower arrangements created by
too much rainfall
garden club members.
could actually be
The flowers this year will be tulips, peonies, irises,
harmful, as some
azaleas and dogwoods. If it’s been cool leading up to
flowers are more
the tour, there may be daffodils, camelia, wisteria and
prone to disease
redbuds, too. The economic impact of Garden Week
with too much
over the last 50 years is estimated to be over $518
rain.
million.
Annuals,
Homes in Virginia Beach, Hampton, Newport
or the flowers
News and Yorktown will be on tour on April 29. The
you must reEastern Shore will host its tours April 30. Tickets are
sold the day of the tours as well as in advance. Tour
plant each year,
proceeds help to keep Virginia beautiful and fund
Virginia State Parks. Make sure to add this to your
April calendar. You won’t regret it. ⌂
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Keep it green at home on Earth
Day…and every day!

I
RJ Alston

United Atlantic
Realty

sumption of these resources and impact your home’s
n honor of Earth Day, let’s talk sustainability and
eco-footprint.
what that may mean for the long-term self-suffiAnother way in which to reduce your eco-footciency and equity in your home.
print is by installing eco-friendly windows. Say “goodLiving in a day and age that quickly approaches
bye” to the days of double glazing and “hello” to those
that of self-sustainability, there is a rising interest in
of money saving! Over time, windows that are ecomany different avenues to provide oneself with necesfriendly will save you money on your energy bill due to
sary provisions to ensure they are self-reliant. Solar
proper insulation.
panels, greener appliances and windows, proper inThe repair of a window to be double
sulation and becoming adaptable to live off
glazed can range from $500 to $750; a
what’s naturally provided are all methnew energy-efficient window instalods in which to increase the value of
According to
lation, at around $500, would
not only your home, but life.
multiple studies
be more financially sound and
One of the ways to make
justified. Speaking of insulaan immediate impact on your
across the nation, solar
tion, many homes, especially
home’s value is through the
installations increase a
those that are older, are not
installation of solar panels.
home’s resale value by 4.1%
well-insulated and are reSolar panels provide the opon average. In the state
leasing heat from the inside
portunity to eventually deof Virginia, there are local
out. This release results in
crease your power bill and
property tax exemptions
an immediate uptick of your
increase your home’s equity.
bills. Taking the necessary
According to multiple
available depending on
actions to insulate your home
studies across the nation,
the location of where
properly is the smartest way to
solar installations increase a
you have set
save money.
home’s resale value by 4.1% on
down roots.
Good places to start insulataverage. In the state of Virginia,
ing your home properly would be the
there are local property tax exempwalls and roof! Investing in these facets of
tions available depending on the location
your home will undoubtedly result in more money
of where you have set down roots.
in your pockets come time to sell or even just to save
With solar energy panels, you have the potential
on monthly bills!
to make more energy than you use. This is called “netLastly, another method in which to ensure a green
metering.” After a certain amount of time and continlifestyle and sustainability is gardening! Though
ued excess build up, your power bill will end up paying
it may not directly affect the value of your home,
you (unless, of course, you want to keep the power you
you will see a return in many other areas of your
produce). Instead of the excess going onto the grid,
life financially.
you can purchase
Yes, it seems relatively menial, it makes a lasting
the excess power
impact on both your property and your pockets. Startyou make at the
ing small with fresh herbs is a great way to get your
wholesale price!
thumb to turn green. Gradually introducing fruits
Like solar
and vegetables into your garden will only make your
panels,
homes
sustainability more diverse and long lasting.
with greener apAlong with gardening, try your hand at compliances,
winposting! These two methods of sustainability are indows and insutertwined as there cannot be one without the other.
lation
receive
Composting is essential while growing your garden
higher bids on
as it will provide natural fertilizer (so you may forgo
the open market.
chemicals) and needed nutrients to the soil to help
Installing appliyour plants grow efficiently and healthily.
ances that utiChoosing to implement just one, or multiple, of
lize less energy
these methods will ensure an increase in your susand water can
tainability, self-sufficiency and the value of your
greatly
reduce
home. Now, go conquer the world and keep it green! ⌂
your overall conHampton Roads REALTOR® • April 2022
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Tips for a smooth move

E
Julie Ulrich

TimeWise Concierge

36

ven when an upcoming move is welcome
the items will be placed in once they’ve arrived at your
and exciting, there is no arguing moving can
new home. Place the labels on the side of the box, instead of the top. You can also use colored painters’ tape
be stressful. It’s ranked right up there with
to help identify rooms.
death and divorce as one of the top five most stressful
If you want to be extra organized, number the
life events.
Here are a few steps we can take to help alleviate
boxes and keep a list of them with detail of what’s inside each box. These steps will make the unpacking
a little of the stress.
much easier.
Declutter prior to packing. As soon
Use it up; don’t move it out. If you’re
as moving has showed up on the radar, start going room by room,
planning to move soon, do your best
Moving is
drawer by drawer, looking for
to stop bringing more into your
the
perfect
time
to
items no longer needed. We
home. Use up cleaning supplies
lighten your load and
all have some level of “extra”
and paper products as well as
in our homes, including exthe the food in your fridge
potentially save money
tra papers, clothes, shoes
and freezer.
on your move. Once
and miscellaneous items
Keep
the
essentials
you’ve done the edit,
(we’re not even sure where
handy. For the items you’re
pre-packing items you
they came from or what
going to need right away, lawill not need and placing
they do!).
bel or color code the box with
them in the garage or
So, declutter with a
“Open First.” Moving days
critical eye and let go of
can
be long and exhausting.
storage shed can
the extra. Set up bins, boxBeing able to find the coffee pot
be very helpful.
es, or areas labeled for Trash,
so you can enjoy a nice cup of coffee
Donate, Sell.
in your new home the next morning
Go through your kitchen pantry and
can make all the difference in the world.
refrigerator and discard all expired food and spicBe sure to have an “Open First” box with
es.
toilet paper, paper towels, a couple of garbage
Moving is the perfect time to lighten your load
bags, soap and any other supplies you’ll want the
first night.
and potentially save money on your move. Once you’ve
Pack an overnight bag with medications, hygiene
done the edit, pre-packing items you will not need and
products, pajamas, change of clothes for the next day,
placing them in the garage or storage shed can be very
etc., for each household member (don’t forget your furhelpful, especially if you will be listing your home.
ry friends), and place in your car. It’s also a good idea
Labeling is key. Plan with the unpacking in
to keep a few snacks and waters in case you need a
mind by labeling the boxes with the name of the room
quick bite.
Ideally, beds and bedding will be loaded on the
truck towards the end, so they’ll be first off. As soon
as the mattress and bed frame are set up in the room,
seek out the bedding and get your beds made.
While I don’t recommend packing in bags, I do like
to place bedding in big heavy duty black contractor’s
bag to help quickly identify the sheets, pillows, and
blankets to make up the beds.
Even though you’ll probably be anxious to get as
much unpacked and set up as possible, the reality is
you aren’t going to get it all done in one night. So, have
your essentials handy and allow yourself to stop at a
reasonable hour.
After a good night’s sleep (and that delightful cup
of coffee) you’ll be ready to get back to making your
new house a home. ⌂
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How new homes help your
clients and the Earth

T
Katrina Reese

Chesapeake Homes

his year’s Earth Day theme is “Invest in Our
PlanetTM.” Well, I say, “Invest in a new home!”
Earth Day, observed April 22 this year, is a
great opportunity to reflect and celebrate our planet.
It is, after all, what we all have in common.
Earth Day encourages people to recognize the
growing need for green homes and create awareness
about the environmental issues at hand while still
commemorating how far we have come!
Homes have increasingly been built
on the greener end of the spectrum
in new construction. Builders are
looking for ways to do this because it is not only important to
protect the Earth, but buyers
are looking for these features
while shopping for their
new homes.
These are features that
can save money and energy
while making homes more
convenient and comfortable.
Let’s take a look at a few ways
builders have changed their process plans to be environmentally
conscious:
• Make your home “smart”! Smart
features have technology that will allow
folks to take control of their energy usage. These
include elements such as z-wave thermostats
that will allow a homeowner to control their thermostat directly from an app on their phone as
well as set schedules for when your air conditioning and heat is running. Out of town and forgot
to turn up the air conditioning? No problem!
• Energy-saving appliances: ENERGY STARrated appliances reduce your energy consumption, lower your bills, and help energy efficiency
in your home. They use less energy than their
non-ENERGY STAR counterparts and still perform incredibly. And the best part is that you
help in reducing greenhouse gas emissions.
• Tankless water heaters: By heating water only
when it is needed, the tankless water heater is
ideal for cutting water usage down and saving
money on your bill. My favorite perk is that it
saves space! Gone are the days of large, gaudy
water heaters taking up prime storage space in
your garage or closet.
• Low-E (emissivity) windows: These windows
help block infrared light from penetrating the
glass from the outside, thus reducing energy
costs. But don’t worry, you will not have any less

•

visible light coming through the windows – natural light will still flow in.
Radiant barrier sheathing: This is reflecting
aluminum that typically coats the inside of your
roof in the attic and it keeps the house from having to work as hard to cool during the hot months,
therefore reducing cost. The cooler your attic is,
the cooler the inside of the home is.
• Programmable thermostats: These keep
your home comfortable while you are
home and turned off while away.
•
Recycling the materials:
Drywall, concrete, wood, cardboard, and metal are some
examples of materials onsite that can be recycled,
reducing
disposal
cost
along with waste from the
build process.
• Panelized
framing:
The precision construction
of panelized homes makes
them known for increased energy efficiency and lower heating and cooling costs. Factory assembly means reduced construction
material waste, less jobsite disturbance,
and easier clean-up. Panelized building is an
inherently green way to build. An added benefit:
This is generally a more time-efficient way to
build since the on-site construction time is less.

Homes that are
built green with
energy-efficient
appliances, windows,
insulation and roofing
assist with saving on
monthly bills while
helping Mother
Nature, too.

Homes that are built green with energy-efficient
appliances, windows, insulation and roofing assist
with saving on monthly bills while helping Mother
Nature, too. It is important not to overlook these
items when you are guiding your clients through the
home-buying process.
Invest in awareness. Invest in our planet. Invest
in eco-friendly products, and invest in a new home!
Love your planet on Earth Day and every day. ⌂
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Move your business forward with
effective real estate marketing

E

Michelle Westberry

Connector Magazines

38

suited to the real estate industry, including a local
ffective real estate marketing continues to be
connection with potential clients. When it comes to
extremely important, and the principle of frereal estate, one of the prime considerations is locality.
quency and consistency have never been more
Buyers and sellers want to work with people who
relevant and necessary.
are local market experts because people understand
There continues to be real opportunity for agents.
that ZIP codes, towns, even certain streets can have a
Maintaining or increasing marketing now will have
huge impact on the value of a property.
dramatic positive effects in the very near future.
By using hyper-targeted direct mail, you can
When COVID quarantines first began,
demonstrate that you really know what’s
savvy agents realized right away that
going on in a geography, whether
their print marketing would reach
you’re a marketer, investor or
people more than it ever had. While
There are
agent.
many employees have returned
many reasons why
Buyers want to work with a
to the office, many homeowners
real estate agent or firm that
direct mail is so well
are still working remotely and
knows the market. Knowing
remain a captive audience of
suited to the real estate
the market can help them
sorts. They’re super-tunedindustry, including a local
to home in on the right
in and hyper receptive
neighborhood and find better
connection with potential
to articles about their
deals. Familiarity with a
communities, including the
clients. When it comes
specific market is often at the
housing market, for relevant,
to real estate, one of the
top of the list.
interesting and informative
By
that
same
token,
prime considerations
messages.
homeowners
that
are
looking
to
Top real estate marketers
is locality.
sell are looking for a real estate
have long used direct mail to
agent that knows the area. They
find new prospects and grow their
want someone who knows what homes
businesses. Direct mail campaigns give
go for and can inch out every bit of value
marketers a direct connection to prospects
possible from the sale. Others may want to work with
in local geographies. A local publication is a tangible
someone that can deliver on a tight timeline.
resource that prospects hold on to – often for days,
Locality and knowledge of local markets is often
weeks or months!
the most important trait that a REALTOR® can
The local nature of the clientele and built-in social
proof that comes with being a real estate agent and
possess in the mind of a client. Direct mail ensures
focusing on a local area make it an ideal platform.
that you connect with prospects within the market
There are many reasons why direct mail is so well
that you serve. ⌂
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Are your emails in need of a
makeover?

W

e’ve all experienced those pangs of regret

you're writing the message to. Never use chat

when you hit the email “send” button too

speak acronyms like OMG, LOL and others.

quickly. Many times, we are so eager to

These are never appropriate in professional

check that email off our list of things to do that we

correspondence. Always lean toward more formal

quickly type it and send it on its way.

terminology whenever there is doubt.

We know what we are trying to communicate in
our message. However, without giving it the focus

•

Your concentration: Sticking to a single

and attention it deserves, our message may not make

major point makes it easier for the receiver to

Kim Nelson

sense to our recipient or achieve our desired outcome.

understand the information, directions or request

Marketing Manager,

we can take to ensure that our emails

Choice Insurance

are on point and professional

Lucky for us, there are a few easy steps

in

tone.

With

communication,

any

effective

there

is

a

longstanding rule that has
proven itself to be effective:
Tell

the

audience

what

you're about to tell them,
tell them and then tell them
what you just told them.
A business email, just like
the rule above states, should be
direct, concise and brief. Tell the

you're sending. Use distinct paragraphs or
a bulleted or numbered list to keep

With any effective
communication, there
is a longstanding rule
that has proven itself
to be effective: Tell the
audience what you're
about to tell them, tell
them and then tell
them what you just
told them.

recipient why you're writing, then
go over the crucial points before closing
with a quick summary or direct reminder of the

your reader on track if you need
to cover more than one subject
in an email. Allowing some
space between points makes
it easier for your reader to
notice that you're referring
to multiple topics.
• The way you express
yourself
Although

emotionally:
emails

are

just

words on a page without facial
gestures or expressions, you may

use them to show sorrow, an apology,
happiness, optimism, seriousness or other

sort of answer you're looking for and the timeframe

emotions. It is possible to be professional while

you need it.

yet being personable by beginning with a hello

When I send emails to our business partners

and ending with a word of appreciation. After all,

regarding referral business or how I can help their

you're talking with another human, and emotion

clients with their insurance needs, I’ve learned

distinguishes people from machines. It's OK to

that clarity and conciseness can make all the

show that you care with your words.

difference to the reader’s understanding of what I am
communicating.
To get you started on the right foot for business
emails, consider the following three factors:

Lastly, always carefully review your email
before sending it, and don’t forget to scan for spelling
and grammatical issues, which will make your
communication appear unprofessional and confused.

•

Your target audience: Are you writing to an

With just a little extra effort, you can feel even

employee, a client or a co-worker? The tone of

more confident the next time you email and end your

your email will be determined by the audience

“send” button regret forever.

⌂

Hampton Roads REALTOR® • April 2022

39

Is your business blooming with
referrals?

S

pring is in the air. Plants are waking from

work twice as hard to get a new prospect — and pay

their winter slumber. Birds are chirping. The

triple for leads — when all you must do is nurture and

world is bursting with vibrant colors.

stay in favor of the buyer and seller and let them help

But is your business blooming with referrals and

repeat business?

you grow your business with referrals.
I frequently hear agents say, “I don’t have enough

Building a business is much like having a fruitful

leads.” Preventing this is simple. Stay in touch

and productive garden. It depends on the care and

consistently with your sphere of influence. A great idea

preparation you provide. Plants, like people,
Brenda Wise

care to allow the relationship to
SmartWise Protection

is sending a seasonal and tangible touch

take a certain level of nurturing and
grow and multiply.
Think about what type
of

fertilizer

that

you

foundation

relationships

to

add
to

to

allow
render

exceptional bounty in the
form of referrals to you.
Most agents understand
the value of staying top of
mind

and

connecting

with

prospects to win their business.

that wishes them a year full of good

health and prosperity, a springtime
When you follow
full of renewed beauty in the
that lead throughout
outdoors, hopes for a summer
their lifetime (and the
celebration with the fourth
lifetimes of their families),
of July, and gratitude for
you will grow to a 100%
their business and their
referral business. You do
friendship come fall. Also,
that by celebrating your
never forget their birthday
past clients’ birthdays,
and home anniversary.
births, marriages,
The excuses I hear most
often are “I don’t have enough
graduations, even
time
to do that” or “I don’t have
deaths.

The same is true once you have

enough time to follow up with past

helped your buyers and sellers fulfill
their needs. And, just like your garden, you
must care for and be in front of them often to deserve
their gratitude and business.

clients.” This is where we need a shift in
our understanding around the lifetime value of
a client.
When you follow that lead throughout their

They must also be tended so they remember you.

lifetime (and the lifetimes of their families), you

However, what often happens is agents get in a

will grow to a 100% referral business. You do that

cycle of “one and done,” then on to the next perspective

by celebrating your past clients’ birthdays, births,

buyer or seller. What is confusing to me is why you

marriages, graduations, even deaths. Why? Because
that is what friends do. Remember,
real estate is a people business, not a
transactional business.
Celebrating your clients can
also be about customer-appreciation
events. I know an agent who recently
did an appreciation event virtually.
She sent out 100 emails and received
50

confirmations,

which

then

triggered an automation of a gift
box with goodies. It resulted in four
transactions, and two of those four
(continued on page 43...)
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Social media literacy: Don’t get
left behind

A

s someone on the cusp of Millennial and
Gen Z, I’m one of the lucky few who grew up

It’s important to note the growing skepticism

during an event horizon in humanity: the

of users with online advertisement. As the audience
becomes younger, they are falling for traditional

creation of social media.
In other words, I am fluent with all things social
media yet still remember looking up phone numbers

Another reason for the change in advertisement
style is the pandemic. We were forced to take a pause

Junior Business

social media has over humanity.

There is no doubting the hold that

Insurance

generation is rapidly becoming more fluent online.

the gap between those who understand the unique
online language and those who do not.

Executive, Prosper

advertisements less and less. This is because each

in the Yellow Pages. For this reason, I’m able to bridge
Alex Byrd

Development

Know the nuances of marketing

The rate and scale of information
transmission

has

changed

almost every aspect of our lives.
Without an understanding of
the new ways in which we
communicate, you -- and
your business -- could get
left behind.
Here are a few things you
should know.
Know the platforms
TikTok,
Twitter,

Facebook,

Pinterest,

Marketing
from

is

“perfect”

shifting

away

advertisements

TikTok, Facebook,
to authenticity. Showing up
Instagram, Twitter,
as
yourself
online
helps
Pinterest, Snapchat,
to establish that human
LinkedIn, Reddit…the list
connection
through
the
goes on. While it’s not
screen. In doing your part
necessary to have all, each
to remain authentic to
platform holds a unique
yourself, you are also helping
space. A combination of
humanity
evolve into a more
humor, education, human
self-accepting state.
connection and,
ultimately, in the world
of real estate:
Know the trends
a sale.
While remaining authentic,

Instagram,

Snapchat,

on production and show our day-to-day nature.

LinkedIn,

incorporating trends will help you
sustain relevancy. Being the No. 1 app in the

Reddit…the list goes on. While it’s not necessary

world, it's no surprise that most trends start with

to have all, each platform holds a unique space. A

TikTok. When I say "trends," I don’t mean whether

combination of humor, education, human connection

flared jeans are in or out.

and, ultimately, in the world of real estate: a sale.

TikTok trends are when users can put their own

If your goal is to reach a large audience (i.e., if

spin on a popular concept. For example, thousands of

you are licensed in many states or have an online

users shared their personal and meaningful memories

business), you will likely find the most success on

of their travels over the song, "Welcome Home, Son."

TikTok since TikTok promotes on a global scale. If

Another popular trend is to "stitch," i.e. videos that

you wish to network within your sphere of influence,

are asking a question. (On TikTok, "stitching" is

Facebook may be best due to post shareability.

showcasing a few seconds of an original video followed

One might turn to Twitter if they wish to
participate in the social commentary of the nation.

by a video response.)
One user asked, "What is one small, unimportant

Once you learn the platform that’s best for your

decision you made that changed the trajectory of your

purpose, you can cater your content in a unique way

life?” Thousands of users gave their response of the

across them all.

butterfly effects they have encountered in their lives.
(continued on page 43...)
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2022
January

February

March

17 Martin Luther King Jr. Day

Black History Month

Women’s History Month

26 International Customs Day

1 Lunar New Year

April

May

Fair Housing Month

Asian Pacific American
Heritage Month

July
4 Independence Day
26 Americans with Disabilities
Act Day

October
Global Diversity
Awareness Month
Oct. 2 – 8
National Diversity Week

42

DIVERSITY, EQUITY AND
INCLUSION OBSERVANCES
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Jewish American
Heritage Month
5 Cinco de Mayo

June
LGBT Pride Month
Homeownership Month
Caribbean American
Heritage Month
19 Juneteenth

5 National Day of Prayer
29 Memorial Day

August

September
REALTOR® Safety Month
Sept. 15 – Oct. 15
Hispanic American
Heritage Month

November
National Native American
Heritage Month

December

(Upholding the Fair Housing Act and the REALTOR® Code of Ethics, continued from page 10)
as captured in our aspirational Preamble: “In the interpretation

by the 2020 updates to our Code of Ethics, earning their trust in

of this obligation, REALTORS® can take no safer guide than that

us and our professionalism.”

which has been handed down through the centuries, embodied in

My fellow REALTORS®, let us continue to lead the way in the

the Golden Rule, ‘Whatsoever ye would that others should do to

housing market and maintain the trust given to us by our fellow

you, do ye even so to them.’ We are an example when we show our

Americans. As NAR’s Fair Housing Month slogan this month

belief in the purpose of the Fair Housing Act. REALTORS show

states, “Let’s Make Unfair Housing History.”

®

⌂

our fellow citizens that we have adapted to the times, as reflected

(Is your business blooming with referrals?, continued from page 40)
transactions were million-dollar homes. Her cost was $24 each

to build relationships with everyone you meet. Real estate is a

(or $1,200 total) for a box of brownies, popcorn and a mug. Would

people business, and finding ways to celebrate and to engage

you be willing to invest $1,200 to get commissions of $60,000

those in your sphere of influence will take you to the top faster

to $80,000? When you have the desire and the system to do

than anything else.

something similar with ease, it’s really a no-brainer.
Remember, you must spend money to make money. It’s an
investment in your business.

Think about what you can do today to show gratitude and
appreciation to those you serve. Here is a cute example: Send a
card with spring flowers and a pack of Forget Me Not flower seeds

When you become an agent, you are now CEO of your own

inside the card. This will serve as a reminder going forward that

business as well as marketing strategist, administrator and

each spring, when they pop up in your client’s landscape, they

anything else that makes your business succeed. Being an agent

will remember you and put a smile on their face.

isn’t about looking at homes or decorating and design ideas. It
takes diligence, dedication and commitment to the long haul.

Get creative, have fun and enjoy the beauty of the

spring season. ⌂

Building a successful real estate business is being willing

(Social media literacy: Don’t get left behind, continued from page 41)
As a cheat sheet to find trends, go to the "discover" tab on

For more insight on this, watch Netflix's "The Social

TikTok. There, you will find an organized list of trending sounds,

Dilemma." (Warning: You may feel shocked, violated or even

hashtags and effects.

disgusted after watching. But it is a must-see, and very helpful
in understanding the complexities of the algorithm.)

Know the algorithm
Each platform has an algorithm to sort users’ contributions by
relevancy. Your social media is carefully and specifically curated

This can be used to your advantage once you discover how
to work the algorithm in your favor. More online traction equals
more credibility for you and your business.

for you. These apps know you well. There is an entire database

Bottom line: It's not the end of the world if you don’t know the

of your personal likes and dislikes. This database is designed to

difference between a snap story and a hashtag. But social media

keep you on each platform as long as possible, which is how these

is here to stay. If you want an advantage over the competition,

platforms make their money.

don’t let a lack of social media put you behind.

⌂

Nevermind asking for recommendations on social media...
Your search ends here! “Find an Affiliate” at HRRA.com
Hampton Roads REALTOR® • April 2022
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The greatest joy in
serving is knowing
that we’re making
generational impacts
on the youth, their
families, and our
communities.

2022
ENTRY

DEADLINE

REALTOR® Sydney Ealy
founded TWST4Girls
to provide mentoring,
positive role models, and
life skills to economically
disadvantaged teens.

MAY 2

WIN $10,000 FOR YOUR COMMUNITY.
Since 2000, more than 200 REALTORS® have been named Good Neighbors,
and the nonproﬁ ts they lead have received nearly $1.4 million in grants.
For information about how to apply, go to nar.realtor/gna or call (800) 874-6500.
Only REALTORS® can win.

Sponsored by:
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How about a big welcome to
our newest REALTORS®?
Smile, smile, smile! These are the beautiful faces of HRRA’s newest REALTORS®: March’s new-member orientation and Code
of Ethics class. Their future is bright! Wear your REALTOR® “R” pin with pride, and welcome to HRRA! – Victoria Hecht, Vice
President of Communications, Public Relations and Media Relations
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Welcome, New HRRA Members!
PROSPECTIVE REALTOR® MEMBERS
Dwayne O. Alcock
Adrian M Amy
Jason G. Barclay
James A. Barrows Sr
Jonathan Bartlett
Anika Beard
Lermon E. Bethea
Brittney M. Branum
Mitchell L. Brinkman
Kandel S. Brock
Tara O. Bryant
Martin W. Burwell
Jerome W. Caddell
Connor Capazzi
Jennifer M Carpinelli
Anthony Cartwright
Jennifer L. Castello
Zach E. Cheatham
Anastasha A. Cools
Karleigh A Coskey
Jason M Cummings
Dheshema Dailey
Jamison Davenport
Krystal M. Demartino
Angela B Dodge
Sara Dunbar
Sharon Richey Dunn-McMillin
Thomas Elswick
Kacy Gamache
Natalie M. Giles
Christin Glover
Katherine Gonyea
Christy M. Guth
Joy L. Halstead
Kathleen Ann Hogan-Halzack
Darneshia C Hodge
James Huntington IV
Jamie Huston
Melinda Wood Johnson
Summer J. Johnson
Zha’Nequa L Johnson
Emily E. Jones
Gabrielle E. Kadylak
Cassandra A. Kawalsingh
Anne C. Klima
Kristin A. Lapins
Aimee Leonard
John C. Luterman
Dianne E Marshall
Rachel R Martin
Michael A. McCall
Kathryn N McCroskey
Jasmine E. Meadows
Holly Mein
Victor T. Mejorada
Breanna R. Miller
Sharetha Mizzell
Sean R. Monteiro
Amanda B. Morales
Brett A. Moye
Lauren Nash
Rita Grice Nealy-Gardner
Megan M. Oehman
Anita Okojie-Ayoro
Sahid Parsard DBA Simon Parsard
Natasha A. Parson-Booth
Randall Victor Phelps Jr.

Keller Williams Town Center
EXp Realty LLC
Iron Valley Real Estate Virginia
NextHome Crawford & Nelson
Iron Valley Real Estate Virginia Beach
Keller Williams Coastal Virginia
eXp Realty LLC
Howard Hanna Real Estate Services
Swell Real Estate Company
Keller Williams Town Center
eXp Realty
Berkshire Hathaway HomeServices Towne Realty
Iron Valley Real Estate Hampton
eXp Realty LLC
TCI Realty Group
The Real Estate Group
Howard Hanna Real Estate Services
Keller Williams Coastal Virginia
eXp Realty LLC
Redfin Corp
Berkshire Hathaway Home Services
Swell Real Estate Co.
Long & Foster Real Estate
Coldwell Banker Now
The Bryant Group
Redfin Corp.
eXp Realty
Keller Williams Town Center
Aweigh Real Estate
Keller Williams Coastal Virginia
Grand Bay Real Estate
Bush Real Estate Group Inc
Rose & Womble Realty
Rose & Womble Realty
Swell Real Estate
Exit Realty
The Bryant Group
Howard Hanna Real Estate Services
Keller Williams Town Center
The Bryant Group
Howard Hanna Real Estate Services
eXp Realty LLC
OWN Real Estate
Swell Real Estate Co.
Right Coast LLC
Vertical Real Estate
eXp realty LLC
eXp Realty LLC
RE/MAX Ultra
Century 21 Nachman Realty
Cross Realty
Iron Valley Real Estate Hampton Roads
The Bryant Group Real Estate
RE/MAX Southside
RE/MAX Alliance
James & Lee Realty
Exit Realty
Exit Realty Professionals
Seaside Realty
Atkinson Realty
Howard Hanna Real Estate services
Exit Realty Central
ReWard Real Estate LLC
The Bryant Group
eXp Realty
Exit Realty Central
Century 21 Gold Market Realty

Daniel L. Piel
Erick E Pinzon Jr.
Michael I. Poblete
Anne Provenzano
Tiffany M. Putney
Deanna M. Richardson
Lindsey N. Riley
Savannah G. Roy
Edita M. Rutkauskas
Ritamarie E. Searles
Marlon D. Sellers
Karyn T. Shepard
Ashley D. Shorter
Michael D. Sims
Jannett B. Smith
Trevinna Smith-Cole
Ashley Starr
Scott E. Stamper
Richard Stocks
Kaitlin Stickle
Alyssa G. Stokes
Samantha L. Talley
Steven M. Treherne
Shelby M. Tucker
Stephanie J. Vellines
Roxanne C. Vermaas
Kaylee A. Weaver
Cerice L. White
Stephen N. Williams
Matthew S. Winston
Maryna Zubkova

Keller Williams Town Center
eXp Realty LLC
Swell Real Estate Co.
Long & Foster Real Estate
Redfin Corporation
Verian Realty LLC
The Bryant Group
eXp Realty LLC
Rose & Womble Realty
Howard Hanna Real Estate Services
CanZell Realty Inc
Howard Hanna Real Estate Services
Momentum Real Estate LLC
Redfin Corp.
Century 21 Nachman Realty
OWN Real Estate LLC
Atkinson Realty Inc.
Keller Williams Town Center
Rose & Womble Realty
Rose & Womble Realty
Inlet Realty and Property Management
Keller Williams Coastal Virginia
Iron Valley Real Estate Hampton
Keller Williams Town Center
RE/MAX Ultra
Fathom Realty VA LLC
Vertical Real Estate
Homes By Angelia Realty Company
Seaside Realty
Grand Bay Real Estate
Berkshire Hathaway HomeServices Towne Realty

NEW AFFILIATE MEMBERS
Tidewater Inspect LLC
Elite Accounting Solutions
Sandpiper Title & Settlements LLC
Homespire Mortgage
Connector Magazines
Bridge Point Designs LLC
Anderson Law Group PC
Wayforth

Forrest White
Amanda Russell
Stephanie Vermillion
Jeanette Salamon
Michelle Westberry
Susan Bryant
Jeffrey Anderson, Esq.
Debi Arthur

NEW SECONDARY MEMBERS
Jamie L. Cook

GenStone Realty

NEW BROKER FIRMS
Grand Bay Real Estate
Level Up Realty
Bush Real Estate Group Inc.
Seven City Realty
TCI Realty Group

Matthew S. Winston
Vernon Mason III
Katherine Gonyea
Jason Sampson
Jennifer Carpineelli

NEW SECONDARY BROKER FIRMS
GenStone Realty

Jamie L. Cook

HRRA MEMBERSHIP AS OF FEB. 28, 2022
Active REALTORS®:

3,898

Affiliate Members:

670

REALTOR® Life:

45

Affiliate Offices:

176

REALTOR® Emeritus:

99
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PMLC digs into “Best Practices”
“Best Practices” is a deep well when
it comes to property management,
and March’s Property Management
& Leasing Council Forum dug into
every nuance of it. From showings
(automated vs. in person) to rent
increases,

marketing

to

timelines,

listing

photography
inventory

to

work orders, and home warranties to
scalable methods, there was something
for everyone to glean valuable tips.
Thanks to moderator Phil Kazmierczak
and presenters Rodney Fentress and
Rebecca Schneider for their insight. The
next PMLC Forum will be at 11 a.m.
April 19; see the promo page in this
issue of Hampton Roads REALTOR®
magazine.

– Victoria Hecht, Vice

President of Communications, Public
Relations and Media Relations

Closings

Made Simple

Serving the 757
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