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Advocacy and #URWhy757

L
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AHWD, SFR, C2Ex

2021 HRRA
Chairman of the
Board

et’s start with a general meaning of the word
“advocacy.” Advocacy “seeks to ensure that all
people in society are able to: Have their voice
heard on issues that are important to them. Protect
and promote their rights. Have their views and wishes
genuinely considered when decisions are being made
about their lives.”
We as REALTOR® members have advocates for us
on three different levels.
First, our National Association of
REALTORS® (NAR) advocates on
behalf of the nation’s 1.4 million
REALTORS® and 75 million
property owners. When you
view NAR’s website, it is noted
that NAR is widely considered
one of the most effective
advocacy organizations in
the country. NAR works
for you by advocating for
federal, state and local policy
initiatives that strengthen the
ability of Americans to own, buy
and sell real estate property.
Secondly, our Virginia REALTORS®
(VAR) is also representing the interests
of consumers: the home buyers, sellers, renters and
the commercial tenants who are directly impacted
by changes in things like affordability, taxation and
ordinances.
VAR states that, as a business association, its
primary work is to ensure that our members’ voices
are heard as decisions are made about the laws and
regulations that shape our industry.
When viewing VAR’s website, the following
powerful statements are noted: “It’s not just about
carrying your message to government officials. It
means participating in the process of who gets elected
so that Virginia REALTORS® are confident that their
lawmakers and representatives are mindful of our
industry’s concerns and opportunities for growth.
Advocacy means ensuring that the public knows what
our industry does and is aware of the magnitude of
REALTOR® impact on Virginia’s economy and every
one of our communities.”
The Virginia General Assembly kicked off its

2021 session on Jan. 13. Just as they did during the
last year’s Special Session, the House of Delegates
will meet online in a giant video conference and the
Senate meeting in person but under strict distance
requirements.
COVID-19 has really changed how we all meet.
This is now our new normal.
Locally, our association’s standing positions are
noted on the HRRA website. In addition, we are
fortunate to have a strong Government
Affairs Committee, which is designed
to allow members to participate in
the public policy process at the
local, state and national levels.
Government Affairs protects
the professional interests
of all Hampton Roads
REALTORS®!
This year’s Government
Affairs chair is Kimberly
Plourde, and the HRRA staff
liaison is Gretchen Heal, along
®
with committee vice chairs
who are representing each city in
Hampton Roads.
In addition, for this month of
February we celebrate Valentine’s Day! This is the
perfect time to celebrate our “REALTORS® Have a
Heart” volunteer efforts through HRRA’s Community
Involvement Advisory (CIA) Group. This year’s chair is
Sherry Snyder, and the HRRA staffer is Victoria Hecht.
This group plans and organizes association volunteer
events at charities and nonprofits across the Hampton
Roads to give back by showing “love” to the community
that this association serves.
Lastly, I must mention that in January our
association was extremely busy as we continue to move
forward as a self-managed organization. The process
of rebuilding included the hiring of our very own CEO,
Dr. Dawn Kennedy, as well as seven new employees!
These are exciting times for HRRA, and I am delighted
to be a part of it! We all, including our CEO, staff and
volunteer leadership, understand the “Why”! You are
the Why (#URWhy757)!
Thanks again for giving me the opportunity to
serve you! ⌂

Government
Affairs protects
the professional
interests of all
Hampton Roads
REALTORS !
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HRRA welcomes Dr. Dawn Kennedy new CEO
The Hampton Roads REALTORS® Association (HRRA) welcomed Dawn Kennedy, PhD, CAE, RCE,
as the association’s new CEO on Jan. 1.
Kennedy brings 16 years of executive REALTOR® association experience to the 4,500-member HRRA,
having led associations ranging in size from 1,000 to 8,500 members and with Multiple Listing
Service (MLS) corporations.
She holds a doctorate in organization and management with a leadership specialization from Capella
University as well as a Master of Science in project management from the University of WisconsinPlatteville and Bachelor of Science in business administration from Franklin University.
Kennedy most recently led the Birmingham Association of REALTORS® and Greater Alabama MLS.
In addition to her full-time employment, Kennedy has also worked for the National Association of REALTORS® (NAR) REALTOR®
University since its inception as a graduate professor teaching the association management specialization of the Master of Science-Real
Estate degree. She is a member of the American Society of Association Executives.
“After a careful and thorough search process, we are excited to announce the decision to hire Dr. Kennedy,” said Cindy Hawks White,
HRRA’s immediate past chairman, upon the hiring.
Kennedy is the mother of four, grandmother of six and happy owner of a 2-year-old terrier mix. She enjoys reading, playing piano and
watching soccer in her spare time. – Victoria Hecht, Vice President of Communications, Public Relations and Media Relations
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A Picture is Worth 1,000 Words
RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

Zoom, Zoom, ZOOM!
Yes, HRRA missed seeing you in person as well! While we can’t be together face to face, Zoom and other virtual technologies have made it
possible for businesses, families and, of course, HRRA to easily connect, whether across the miles or the next room. HRRA embraced Zoom
early, launching its account soon after the COVID-19 pandemic turned the world upside down in March 2020. Today, HRRA continues to offer
complete programming via Zoom for its many councils, committees, advisory groups and much more. Here’s a selection of photos from the
most recent Zooms within just a one-month period. The great thing about Zoom is more people can join in safely, and many Zoom events are
recorded and shared on HRRA’s social media so that those who cannot attend in real time can watch later and benefit from the information.
To register for HRRA Zoom events, watch your weekly eREALTOR (Sundays) and other eblasts, HRRA social media (under “Events” at
www.facebook.com/hrrarealtors) and the HRRA website. Then…see you on Zoom, HRRA! – Victoria Hecht, Vice President of Communications,
Public Relations and Media Relations
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Every member plays a role in
government affairs

E

Kimberly Plourde

Chair, Government
Affairs Committee

6

very year in February, through the Virginia
REALTORS® (VAR) Economic and Advocacy
Summit, (formerly known as REALTOR® Day
on the Hill), dozens of HRRA members make the trip
to Richmond to help tell the REALTOR® story to our
elected officials.
Due to COVID-19 restrictions, this year
we will not be doing the Day on the
Hill, but that does not mean we
are not communicating with
our legislators. We have been
briefing them on our positions
on legislation for the past few
months.
Advocacy for private
property owners and our
®
industry is important to not
only how we do business now
but is critical to protecting our
ability to continue to do business
for years to come. Every member
has an important role to play in this
process. Whether you choose to attend
Government Affairs Committee meetings,
serve as an HRRPAC trustee, assist with candidate
interviews or just make your HRRPAC donation, all of
these contributions are needed for us to successfully
advocate for industry and the clients we represent.
This year the General Assembly has a compressed
schedule and, as a result, members were limited to the
number of bills they could file. Members of the House
of Delegates could file seven, and members of the
Senate of Virginia could file 12. These limits cut in half
the number of pieces historically introduced during a
typical General Assembly Session.
At the start of the session REALTORS® had four
bills they were backing and lobbying to keep the
regulations on the industry as a result of the pandemic
minimal.
HRRA is fortunate to have a local government
affairs director on staff, and we also have our own
political action committee established with HRRPAC.
Every year we have a group of REALTOR® members
who serve as HRRPAC trustees who work on the
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local level elections and local policies that impact the
Hampton Roads area.
These trustees work on our behalf to educate and
interview the local candidates on the issues important
to our REALTOR® community and recommend the
endorsements of those who will best protect our
industry.
I have had the opportunity to serve
on these candidate interview panels
many times. In addition to the
importance of making sure we
support
REALTOR®-friendly
candidates, I always leave
feeling like a more informed
and better voting citizen.
We have been able to build
some valuable relationships
and have several REALTOR®
champions who we can count
on if we need to get something
done.
Of course, none of this is
possible without financial backing. This
is done through HRRPAC contributions.
When our members contribute through HRRPAC,
that money is distributed on the local, state and
national levels to get this work done on our behalf.
We ask every member to make a donation at
a minimum of the “Fair Share” amount, which is
$35. If you are able to give more, we welcome your
contribution.
We are fortunate to have many members who see
the importance of this investment as an insurance
policy for our future and who contributed at the Major
Investor Level. In 2020, Golden “R” contributors
included Deborah Baisden, Cindy Hawks White, Dorcas
Helfant-Browning, William Chorey, Jay Mitchell, John
Powell and Barbara Sgueglia. Crystal “R” members for
2020 include Dora Lee Taylor, Jeremy Caleb Johnson
and Hugh Cross. Additionally, there were 20 members
who contributed at the Sterling “R” level.
Learn about contributing to HRRPAC at https://
hrra.com/advocacy/hrrpac-rim/.⌂

We have been
able to build some
valuable relationships
and have several
REALTOR champions
who we can count
on if we need to get
something done.

HRRA 2021 Government Affairs
Committee Leadership

Kimberly Plourde
Chair

Cristina Wray

Karen Newins

Thomas Thrasher

LaToya Adkins-Sweat

Louis Eisenberg

Vice Chair

Vice Chair

Vice Chair

Vice Chair

Chesapeake

Chesapeake

Franklin/Smithfield

Norfolk

Gary Bunting

Joshua Curry

Sherri Thaxton

Leigh Anne Parks

Vice Chair

Vice Chair

Vice Chair

Vice Chair

Vice Chair

Norfolk

Portsmouth

Portsmouth

Portsmouth

Suffolk

Susan Jenkins

Cyndi Houser

Jackie Feagin

Vice Chair

Vice Chair

Vice Chair

Suffolk

Virginia Beach

Virginia Beach

Thank you for volunteering and serving in support of HRRA’s REALTOR® advocacy efforts.

Volunteers are the heart and soul of our association. Designed to allow REALTORS® to participate in the public policy
process at the local, state and national levels, Government Affairs protects the professional interests of all Hampton Roads
REALTORS®. Our primary goals are to protect private property rights, promote economic development, and maintain a
pro-business environment conducive to the practice of real estate.
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Navigating eviction laws while
providing assistance to tenants

W
Phil Kazmierczak

Vice Chair, Property
Management and
Leasing Council

8

due to COVID. While the most recent law requires
atching television the other day, I couldn’t
landlords with ownership of five or more units (or a
help but notice the good ol’ days: people
certain interest stake) to offer a payment plan, it’s a
sitting at a restaurant (indoors) eating and
good idea for landlords who do not own as many doors
drinking without a mask in sight. Life has certainly
to offer the payment plan as well. It proves to landlords
gotten more complicated the last year, and laws
that tenants are trying to make payments and it shows
surrounding our day-to-day lives have followed suit,
tenants that landlords are trying to work with
especially regarding landlord/tenant laws.
them. If it gets as far as eviction, it shows
Communication has always been and
the judge that as a property manager,
will continue to be the key to success
you did everything you could to
during a time when it seems the
prevent the eviction.
laws are always changing.
While the most recent law
While all of the above
It’s
imperative
that
requires
landlords
with
suggestions appear to be
property managers spend
ownership of five or more
reactive, there are ways to be
time following legislation
units (or a certain interest
proactive.
as it gets introduced at
Get involved by contacting
the local, state and federal
stake) to offer a payment
your city leaders, delegates,
level while keeping both
plan, it’s a good idea for
state
senators, senators and
clients and tenants informed.
landlords who do not own
Congressional
representatives.
Both are liable to lash out
as many doors to offer the
These are the people that are
when they feel like they don’t
payment plan as well.
writing the laws that affect the
understand what’s going on.
lives of everyone in one way or
It’s also important to have a go-to
another.
attorney for questions, clarifications
With the current rules regarding the Rent
and interpretations.
and Mortgage Relief Program, tenant cooperation is
Landlords have often felt like they are getting the
required to get funding. If they don’t cooperate within
short end of the stick starting with the initial CARES
the time frames stated within the guidelines, eviction
Act and continuing through the latest CDC Declaration.
proceedings can begin.
They’re not wrong. It’s a tough conversation to have
But it doesn’t need to get that far. Oftentimes, you
when you need to tell someone that you still can’t evict
can fill out the entire application on their behalf so they
even though a tenant is 10 months behind in rent. But
only need to submit their income or unemployment
they are our clients, and they are the ones who need to
documentation to you. Once they realize that they
understand exactly what is going on and what you are
do not really need to spend a lot of time dealing with
doing to stay on top of everything.
bureaucratic red tape, they’re much more likely to
This includes providing them resources such as
cooperate.
the Rent and Mortgage Relief Program, sometimes
There are also various local programs as well
applying on their behalf, and also showing what
that can help with regular utilities. In Virginia Beach,
resources you have provided to the tenant.
tenants can contact the Department of Human Services
As property managers, it’s our responsibility to
at 757-437-3200 for assistance with heating bills.
work on our owners behalf, and that includes stepping
In Portsmouth, assistance is available by calling
outside of the box we may feel comfortable in to help
757-405-1800. These are just a few options that you
tenants as much as possible so that the owners trust
can provide tenants.
you are working within their best interest. “They didn’t
Sometimes they are embarrassed to ask for
pay and there’s nothing I can do” is the absolute last
assistance, but the ultimate goal is to keep tenants in
thing your landlords want to hear.
their current housing with the landlord receiving rent
No one wants to evict a previously good tenant who
and the bills being paid. ⌂
lost their job or had their hours significantly reduced
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Thank You to our 2021 HRRA Partners
GOLD

SILVER

BRONZE

COPPER

AMBASSADOR

Morgan Stanley
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HRRA installs 2021 leadership,
honors member service

T
Victoria Hecht

Vice President of
Communications,
Public Relations and
Media Relations

10

he Hampton Roads REALTORS® Association
(HRRA) honored member service and swore in
its 2021 Board of Directors during a COVID19-safe Installation of Officers and Service Awards
Ceremony held virtually on Dec. 11. HRRA created
a special landing page to host the event so that the
association’s more than 4,000 members could join the
live swearing in and watch surprise presentations of
awards that had been recorded the previous
week during visits and via Zoom.
Despite
the
COVID-19
pandemic, HRRA pivoted in
2020 to continue offering
seamless delivery of services
by going virtual to present
council
and
committee
forums and other meetings
as well. Some events were
held in person depending
on Virginia’s mandates and
following
social-distancing
protocols, and some events
were a combination of virtual
and in-person participation.
Tanya Monroe, CRB, C-RETS,
PMN, GRI, ABR, PSA, e-Pro, AHWD, SFR,
CSSA, RESA® CSA™,C2EX, managing broker of
Berkshire Hathaway HomeServices Towne Realty in
Chesapeake, and a principal broker in North Carolina,
was sworn in as chairman of the board, succeeding
2020 Chairman Cindy Hawks White of Keller Williams
Realty in Virginia Beach.
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Monroe has been active as an agent in the
Hampton Roads real estate market for nearly 20 years.
During her first three years she was a top producer,
earning HRRA’s Circle of Excellencesm Award in the
Gold and Platinum categories. She also has 23 years
of experience as a mortgage banker, and served as
president of both the Tidewater Mortgage Brokers
Association and Virginia Association of Mortgage
Brokers.
A resident of Chesapeake, Monroe holds
two Master of Real Estate degrees
with distinction – one in Residential
Real Estate Sales, Marketing
& Management and the other
in Real Estate Assets &
Property Management. She
was a member of the National
Association of REALTORS®
Leadership Academy Class
of 2018. She served on the
Virginia REALTORS® Board of
Directors from 2015 to 2018 and
the state association’s Manager of
the Year for 2016 as well as HRRA’s
Broker of the Year for 2018. She has been
an active member of HRRA since 2000 and has
served the association in many capacities, including
vice chairman of finance, chairman-elect and chairman
of the association’s Owners/Managers Council.

HRRA created a
special landing page
to host the event so
that the association’s
more than 4,000
members could join
the live swearing in
and watch surprise
presentations of
awards.

(continued on next page...)

(continued from previous page)
Also installed as 2021 leadership were the Executive Committee
and Board of Directors.
Executive Committee:
• Chairman-Elect – Barbara Sgueglia, Hampton Roads
Military Relocation Team;
• Vice Chairman of Finance – Jeremy Caleb Johnson, Long
& Foster Real Estate;
• Immediate Past Chairman – Cindy Hawks White, Keller
Williams Realty; and,
• Executive Committee At-Large – Remona Murmillo, Rose
& Womble, Chandler Property Management; Margaret
Richardson, Cross Realty; and Sherri Thaxton, Century 21
Nachman Realty.
Board of Directors:
• At-Large Suffolk/Franklin area: Leigh Anne Parks, Chorey
and Associates Realty, and Lee Cross, Cross Realty
• At-Large Portsmouth/Chesapeake area: Ken Boyer,
The Real Estate Group, and Jimmy Jackson, Rose &
Womble Realty
• At-Large Virginia Beach/Norfolk: Emil Nazaryan and
Jennifer Cool, both Berkshire Hathaway HomeServices
Towne Realty; Linda Harrison, Howard Hanna Real Estate
Services; and John McAchran, AtCoastal Realty
• Council Moderators serving one-year terms on the Board
of Directors: Resale Council, Alan Thompson, Lucky
Homes LLC; Property Management & Leasing Council,
Lee Halyard, Lee S. Halyard & Associates; New Homes
Council, Monique McClellan, Rose & Womble Realty;
Appraisers Council, Betsy Hughes, BK Appraisals;
Affiliates Council, Christie Woytowitz, loanDepot; and,
Commercial Council, David Tunnicliffe, Keller Williams
Elite – Western Branch.
Several awards for exceptional service to HRRA in 2020 also
were presented.
Jo Cross of Chesapeake was the recipient of the Lifetime
Achievement Award, which is only given to a member in good
standing who has been with the association for a minimum
of 25 years. Cross has been a dedicated, enthusiastic and
supportive member of the REALTOR® Association at all levels.
She began her 41-year career in real estate in 1979 and has
served on the board of directors with two local associations
– first the Richmond Association of REALTORS® (RAR) and
then the Hampton Roads REALTORS® Association – and also
with Virginia REALTORS® (VAR). She was named the Virginia
REALTORS® Sales Associate of the Year in 1993 and the RAR
Sales Associate of the Year in 1994.
In 2013, Cross received the HRRA Broker/Manager of
the Year Award and, in 2016, she was selected to receive
the HRRA Code of Ethics Award. She helped with the
(continued on page 12...)
Hampton Roads REALTOR® • February 2021

11

(continued from page 11)

formation of VAR’s Honor Society, herself receiving the VAR
Honor Society Award for about 15 years. This fall Cross was
inducted into the VAR Hall of Fame.
Additional service awards were presented to:
• Affiliate Member of the Year, Courtney LaLonde,
Tidewater Mortgage Services
• Affiliate Company of the Year, 2-10 Home Buyers
Warranty (Sheryll Pyle)
• Broker/Manager of the Year, Mia Roberson, Creed Realty
• REALTOR® Volunteer of the Year, Alexandra Serrano,
The Real Estate Group
• Rising Star of the Year, Traci Lewis VanCamp,
RE/MAX Alliance

12
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The Chairman's Award from the outgoing chairman of the
board was presented to Jeremy Caleb Johnson with Long & Foster
Real Estate and Deborah Baisden, Jay Mitchell and Barbara
Wolcott, all with Berkshire Hathaway HomeServices Towne
Realty. National Association of REALTORS® “Own It” Coins, which
represent appreciation for leaders' commitment to serve their fellow
REALTORS®, were presented to Carl Johansen, Jenny Lovell and
Sherry Snyder, all with Rose & Womble Realty; Emil Nazaryan
with Berkshire Hathaway HomeServices Towne Realty; and Cindy
Hawks White with Keller Williams Realty.
Congratulations to all honorees and newly installed leadership,
and best of wishes serving HRRA in 2021. View the installation and
awards video at https://vimeo.com/487371337?fbclid=IwAR26ReCg
DIylDtz21dtjt58mLspEn-82QSg11tDorZVuCdth2binA4N6lFE. ⌂

Motivational Corner: The art of
making lemonade

I
Emil Nazaryan

At-Large Member,
HRRA Board of
Directors

t was Christmas Eve 2020. I was sitting on the
couch with my gaze fixed on the phone screen,
waiting for it to ring. Quite frankly, that had been
my state for the several days leading to that. What I
was waiting for so impatiently was a phone call from
our loan officer, telling us that our loan is approved.
We had to be out of our house in just
a week, and yet the approval of our
loan for the new house was getting
delayed. Every second of that
delay felt like a day.
In the midst of holidays,
preparing for a move while
having to adjust to virtual
school, imagine the strain
my family and I were going
through. Not to mention the
pressure from the seller.
Then the phone rang.
When I heard the loan officer’s
tone of voice I knew he didn’t carry
the message we were hoping for. In a
somber voice he apologetically told me that
the loan wasn’t going through because of some
discrepancy that could have been avoided. Mind you,
this was at the 11th hour, five days past our original
closing date.
What would you have done at that moment if you
were in my spot? Would you get furious? Would you
yell at the loan officer for not having done his job right?
Would you immediately get stressed out because of all
the possible consequences? Would you start calling
everyone in the family and telling them the bad news?
As you can recognize, this is a classic example of
life giving you a lemon, or in other words an event, a
situation or a circumstance that you do not want. Our
lives are filled with those. There is not a person in this
world that isn’t being handed lemons daily or at least
pretty regularly.
The difference in the quality of our lives lies in how
we handle these lemons, how we react to them. Most of
us react in anger, frustration and resistance. We look
for things and people to blame, complain about our bad
luck, fall into a victim mentality.

Why then are we surprised about having a stressful
life? What else can we expect when this is our reaction
to adversities?
Fortunately, this is not our only choice. The
friendly and loving universe has given us tools, in fact:
a mighty powerful juice maker with the ability to
make lemonade out of every lemon we get
handed.
It is our will, our free will.
It is the will that allows us to
step back and make a conscious
choice in every situation
instead
of
going
with
automatic instincts. Our will
is our biggest differential
from all other living species
that are bound by their preprogrammed fight or flight
responses and instincts.

The difference in
the quality of our
lives lies in how
we handle these
lemons, how we
react to them.

Now let’s look at a few useful
techniques we can use by exercising
our will when faced with adversity.
The 10 Pillars of Gratitude: When a situation or an
event arises that puts you in a state of worry about
the outcome, you can use these powerful 10 pillars.
They are rather simple. Instead of starting the chain
of worrisome thoughts, which is the default reaction,
write down 10 things you are grateful for about that
particular situation. No matter how bad it seems, every
single event includes seeds of goodness in it.
Spark your mind into the search for what is good
in that event. Don’t stop until you have 10 positives.
Not only does this exercise reduce or eliminate your
worries, but oftentimes it brings you the solution. I
can still see the back page of my notebook scribbled
with red ink, containing 10 pillars of gratitude about
one of the most challenging real estate transactions in
my career. And guess what? They brought about the
solution!
Reject the obvious: The obvious is not always what
it appears to be. When you are handed a seeming
(continued on page 28...)
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Can residential property values
be impacted by commercial
real estate?

D

David Tunnicliffe

Chair, Commercial
Council

Rob Waring

Vice Chair,
Commercial Council

14

o commercial developments influence the
residential market?
Strong commercial developments do add
value and improve property values in the surrounding
neighborhoods. Conversely, a neglected shopping
center or vacant storefronts will negatively affect the
property values nearby, hurting not only
property values but typically income
levels as well.
What
can
the
local
municipalities do to help
revitalize these neglected
commercial buildings and
incentivize more businesses
to open in more urban, lowerincome areas?
In my experience in
trying to bring new retailers
into the market, I have found
that while they are reviewing
a new market these retailers find
it is hard to economically justify
entering into new markets if the income
levels or property values don’t meet a particular
threshold.
In order for a business to enter into a new market,
all the economic forecasts and demographic models
need to show that they will be profitable. For some of
these businesses looking to expand, they are waiting
for income levels and spending metrics to increase,
and they are looking at other economic drivers in the
market as well.
Unfortunately, however, with no further
investments from these businesses, those values
won’t increase, so it’s a vicious cycle of back-and-forth
discussions. Fortunately, with the help of local, state
and national programs, there are incentives in place to
help justify expansion and growth in these underserved
markets.
There are a number of grants, incentives and tax
credits available for various commercial developments/
improvements/expansions, especially in areas that
have lower income levels, more renters than owners,
and older/more decrepit buildings.
		
These “incentives” are designed to encourage
investors to bring extra capital into these areas, to
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bring in local, regional and national businesses, which
will in turn provide jobs, products and services to the
community. One of the newer incentives is the creation
of Opportunity Zones.
Opportunity Zones are a result of the Tax Cuts and
Jobs Act enacted on December 22, 2017. They are
defined on the basis of economic data in
specific census tracts and overlay areas
identified by both state and local
authorities (Enterprise Zones).
The incentives provided include
a variety of tax credits through
all three levels of government,
ranging from tax abatement
to significant adjustments,
or even elimination of capital
gain based on the amount of
time the investment is held.
Further, there can be direct tax
credits for as much as $800 per
job created in these areas.
Municipalities tend to have pretty
large toolkits when it comes to controlling
development and the manner in which they grow.
The contents of these fall into two broad categories:
those for restriction and those for promotion.
In both the residential and commercial worlds
there are a host of restrictive terms we are all used
to: zoning, density, variances and the ever popular
“conditional use permit,” just to name a few. These
are the methods by which both elected officials and
planning departments can guide use, development and
redevelopment throughout the city.
On the promotion side, the city can incentivize
development, particularly in economically depressed
or underserved areas, in a highly targeted way using
various overlays such as Hub Zones, Enterprise Zones
and Opportunity Zones.
For developers or investors willing to pump money
into economically depressed areas, these designators
define a wide range of benefits such as, in the case of
Opportunity Zones, tax breaks and job creation credits.
Providing basic services and products for the local
communities is important for both the well-being of the

Opportunity
Zones are a
result of the Tax
Cuts and Jobs
Act enacted on
December 22,
2017.

(continued on next page...)

HRRPAC
Advocacy topics that interest me:
Protecting the elderly, growth
and development

Why I give to HRRPAC: To aid the committee
that recognizes and supports the candidates who
will support and back us.

REALTOR® activities: Realtor/Lawyer
Committee and Circle of Excellencesm

Why donating to HRRPAC is important:
To protect the interests of the real estate industry
and homeownership rights.

Paul Meise, ABR,
GRI, Creed Realty
Member since: 1983
Contributor level:
Mayor's Club

Contributor
Spotlight

Want to learn more and become a HRRPAC contributor like Paul?
Visit HRRA.com/HRRPAC to get started.

Your Voice in Politics.

HRRA.com/HRRPAC

(Commercial, continued from previous page)

residents but also for the success of the city. In Hampton Roads
there are still “food deserts” which are defined as “areas that have
limited access to affordable and nutritious food.”
Local groups have identified these areas and are working
with the city to provide more options for the local residents in
these urban food deserts.
In southeast Newport News, for example, the city, along with
local development groups, were able to bring a grocery chain to
the area after the last grocery store closed their doors, leaving the
residents without a convenient place to shop without traveling
over 3 miles to the next closest grocery store (most residents do
not have reliable transportation).
Through grants, incentives and tax credits, there is now a
shopping center anchored by a grocery store, day care and other
retailers providing services/products to the locals. Also, teaming
up with the Newport News Shipyard, the city and developer were
able to provide a new office building, and STEM Outreach and
Workforce Development to provide training and opportunities for
students and people of all ages, abilities, and disciplines to learn
by designing creative solutions to real-world problems.

Each locality within Hampton Roads has identified
“Opportunity Zones” that can be found on the respective
websites. These new developments and investments are bringing
in new businesses, creating new jobs and opportunities to these
underserved areas, which in turn will bring in additional income,
more investment from the community, and in turn, higher home
values for the surrounding communities.
As a REALTOR®, if you find areas that have limited
businesses, products or services, let’s talk and determine if there
is an opportunity for new developments or other incentives to
bring new opportunities to these communities so we can add
value to the local residents/homeowners by increasing property
values, job opportunities and building wealth for generations to
come.
If you have any questions about Opportunity Zones or other
available commercial incentives for your clients, please don’t
hesitate to contact us, your Commercial Council leadership, at
757-580-2991 or david@aforealty.com. (for David) or 757-4383591 or rob@beachsouthrealty.com (for Rob). ⌂

Hampton Roads REALTOR® • February 2021

15

A look at 2021 General Assembly
legislation as its impacts real estate

I

Gretchen Heal

Government Affairs
Director
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t seems like the General Assembly was in session
for all of last year with the special session that did
not adjourn until December. A month later, on Jan.
13, the 2021 Virginia General Assembly convened for
what is scheduled to be a short 30-day session, which is
the minimum per the Code of Virginia.
This year with the change in management
at HRRA, you have a new lobbying team
representing you in Richmond. Susan
Gaston, who has been representing
the
Virginia
Peninsula
Association of REALTORS®
and the Williamsburg Area
Association of REALTORS®
for over two decades, will also
be representing HRRA this
year for session.
Her extensive experience
with issues that impact the
Hampton Roads area will be an
asset in ensuring the positions of
HRRA are represented in Richmond.
Like many government meetings
these days, the General Assembly is being
held virtually. This makes communicating with
the members early and often a critical element of our
strategy in representing the association.
Prior to session beginning we met with all the local
delegates and senators and presented the Virginia
REALTORS® (VAR) legislative agenda, specifically
focusing on the flood disclosure legislation that will
have an impact on our members.
By the time you read this article, you may have
already been asked to communicate directly with your
representatives on legislation. If you have not yet,
keep an eye out for calls to action during the second
half of the session. These are only sent out when they
are deemed necessary for reinforcing the position of
the REALTOR® community and they are effective in
messaging to elected officials.
Due to the short session this year and need to meet
virtually, legislators were limited to the number of bills
they could file. As a result, the policy committee at VAR
decided to only pursue legislation that is critical to
moving forward this year in addition to working with
legislators on bills that will impact the industry.
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There are four specific bills that have been introduced.
They cover flood awareness, protecting tenants in
a foreclosure, guaranteeing virtual access to POA/
COA meetings and providing affordable healthcare to
REALTORS®.
		
The flood awareness legislation would create
a flood risk report compiled with information
already available from the state to
potential home buyers and require
a disclosure when a property is
designated as repetitive loss
structure by FEMA.
The legislation to protect
tenants in a foreclosure
would conform Virginia law
to the federal law passed
in 2018. The federal act
requires that a purchaser at
foreclosure permits the tenant
to continue to occupy the rental
property for up to 90 days if the
purchaser is buying the house to
use as their residence. If the purchaser
is buying the property as an investment
property, then the renter can occupy the property
for the duration of their lease.
The POA/COA meeting legislation will codify
the ability for property owners associations and
condominium owners associations to hold meetings
virtually. This is currently being permitted based on
an opinion from the attorney general. The legislation
will clarify the practice by including it in the Code of
Virginia.
The final legislation being championed on behalf
of REALTORS® is the Association Healthcare Plans
bill. This has been presented in past years and was
narrowly defeated through a governor’s veto in 2020.
This year the language proposed would narrow
the bill to apply only to real estate licensee members of
the Virginia REALTORS®. If passed this would provide
a mechanism for the nearly 7,000 members who go
without health insurance because they are stuck in the
gap between qualifying for subsidies and being able to
afford the out-of-pocket costs for insurance.
Session will run through mid-February, and we
will provide an update in March to what was passed. ⌂

If you have not
yet, keep an eye
out for calls to
action during the
second half of
the session.

It’s a smoking-hot topic in
condominiums

T

Julie Ulrich

Vice Chair, Common
Interest Community
Advisory Group

here is never a shortage of hot topics in condo
associations, and almost every community
has the same issues that push the buttons of
residents and management alike.
Although the “three P’s” cover most of them
(parking, pets and people), there's another issue
that causes quite a stir among condominiums
and townhomes: smoking. This is such a
hot topic that it's on the legislative
agenda during the Virginia General
Assembly in February.
Currently, Virginia does
not have a statewide law
prohibiting smoking in private
residential units, such as
apartments
and
condos.
Virginia law prohibits local
governments from enacting
nonsmoking ordinances that
are stricter than Virginia’s
Indoor Clean Air Act.
As with many other issues,
condo living brings to light concerns
one may not face in a single-family detached
home. Condo dwellers are almost always living
within close proximity to neighbors. Whether your unit
is attached to neighboring units, or you share common
hallways or other space, what you do can affect your
neighbor more than you might think.
With all the lifestyle changes the pandemic has
brought with it, we are all spending more time at
home. Many of us are working from home. Parents are
teaching their children at home, and collectively we are
going out less overall while striving to keep ourselves
and our families safe and healthy.
Enter secondhand smoke, which is nothing new. In
fact, it is a common complaint and longstanding health
concern in many different settings. Smoking has been
banned in most public spaces, including restaurants,
office buildings, and even outdoor venues.
In a high-rise building are most likely rules to ban
smoking in hallways and common areas. Management
of the common elements is at the discretion of the board
and can be changed via rules and regulations without
requiring a vote by owners.

Typically, condo governing documents do not ban
smoking inside a unit, which means high-rise building
hallways can be subject to secondhand smoke. Even in
a townhome-style community, the patios and balconies
are usually attached, so it is likely that if someone
is smoking on their patio, the neighboring units are
dealing with secondhand smoke while on their own
patio, or even in their unit if their windows
are open. Even if it’s not enough to
cause adverse health effects, it’s
certainly enough to be a nuisance.
There are no easy answers on
how to curb the issue or to
respond to complaints placed
by residents.
What can be done if it has
become a problem in your
association? Seek the advice
of your association attorney.
It may be possible to create
a full ban on smoking with
an amendment to your condo’s
declaration. However, a two-thirds
vote of owners is required to amend the
documents. The process is no easy feat. It can be
long and difficult, but it can be done.
More and more condominium associations have
successfully amended their bylaws to ban smoking in
units and on balconies. Even with a passed amendment,
current owners could be grandfathered into the original
bylaws, allowing them to smoke.
Mike Inman, with Inman & Strickler PLC,
recently discussed the issue with the Common Interest
Community Work Group of the Virginia Housing
Commission, on which he serves. According to Inman,
consideration is being given to enacting enabling
legislation that would allow associations to make their
own determinations of the restrictions on smoking.
The statute could authorize associations to pass rules
against smoking as they see fit to address the needs of
their community.
In the meantime, keep your cool, and do your best
to be a good neighbor. ⌂

As with many
other issues, condo
living brings to light
concerns one may
not face in a singlefamily detached
home.
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Owners/Managers Council: The
winter selling season

W
Nelene Mayo Gibbs

Chair, Owners/
Managers Council
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intertime. What does that bring to mind?
Perhaps a cozy blanket, a warm fireplace and
hot cocoa by the fire? If you are a REALTOR®
and that is what you are thinking about winter this
year, those days may be few and far between.
As you all know, we are in the midst of one of the
busiest selling seasons ever.
The winter selling season is normally
a slower season with time to slow
down a bit and prepare for the
hectic spring market around the
corner. This year that has not
been the case. This winter
has been historically one of
the busiest selling seasons
ever in most markets across
the country. Mortgage rates
are still historically low and
continue driving buyers into
the market.
In early 2021 we are seeing
all-time-low rates that continue to
fuel the demand for housing. These low
rates have encouraged consumers to take
advantage of potentially tens of thousands of dollars
in savings over the life of their loans as compared to
loans with higher rates. All forecasts are for rates to
continue to remain low throughout 2021 and no end in
sight for the busy selling season!
We are also seeing a great appreciation in home
prices, and the forecast is for that to continue. The
increased pricing has not seemed to impact the demand
in the market for housing. With home prices increasing
and interest rates remaining low, there is a great
incentive to invest in homeownership.
Our greatest challenge at the present is the low
inventory. If you talk with anyone in this business they
will reaffirm the fact that we just do not have enough
houses on the market to meet demand, and no end in
sight for that to change any time soon. Builders are
building as fast as they can and homes are selling
within hours of hitting the market.
The pressure on agents, brokers and homeowners
to find property for sale is real. We have all seen a
property hit the market and immediately have 20
showings and before the day ends and sometimes as
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many as 15 offers on that same property. While we
navigate these unusual times, it is most important
that we stay on top of safety guidelines as well as Fair
Housing laws.
As we begin the New Year of 2021 and work
through the winter selling season, we are also still
dealing with the COVID-19 pandemic and certain
restrictions on how we do business.
I am sure when this all first started
we expected by now this would
have been behind us. However,
we are still being impacted
daily by the virus. We have all
learned how to do business
safely while still getting the
job done.
Fortunately, we have many
great
resources
through
our national, local and state
REALTORS®
associations
to help us navigate these
challenging times. Our National
Association of REALTORS® (NAR)
advocates every day on behalf of the
nation's 1.4 million REALTORS® and 75 million
property owners.
NAR is widely considered one of the most effective
advocacy organizations in the country, and we can
contribute our ability to continue to do our jobs to
their efforts and hard work to deem real estate agents
essential personnel during the pandemic.
It is important that, as REALTORS®, we refer to
the Centers for Disease Control guidelines and NAR
website for up to date information and warnings issued
by The World Health Organization. NAR has prepared a
sample “Preparedness Plan for Circumstances Relating
to COVID-19,” which is available on their website for
real estate brokerages to adapt and implement. We are
also encouraged to follow protective measures which
include washing hands, avoid touching our eyes, nose
and mouth and practice social distancing. Avoid groups
and crowded places, cover your mouth and nose and
avoid close contact with anyone who is sick.
We have all found new ways to do business while
staying safe.
(continued on next page...)

This winter has
been historically
one of the busiest
selling seasons ever
in most markets
across the
country.

IN BRIEF: Big news, small bites

The heart-focused
month
Brenda Tokarz
REALTOR®/Lawyer Committee Chair

While we are still in social-distancing
mode it's hard to imagine the future
without wearing a mask.
I know many of us have had to wade
through a lot of changes with COVID-19 in
the past year, from avoiding open houses
to not meeting clients in the office or
elsewhere, and no handshakes to lots of
handwashing. But soon we’ll be moving
forward thanks to vaccines.
February is when I would like to set
goals because, in a very short time, we
could see relief from all things COVID. We
are getting there! Yes, there are still some

changes to be made for sure, but once this
is behind us, what will you have taken
away from it all?
I for one have had a much deeper
connection with family, friends and clients.
Seeing them less but connecting more and
on a deeper level has been a gift to me
from the pandemic. I've learned to rely
more on marketing techniques to gain new
business and stretched myself trying a
new approach to the old way's in reaching
new people. Some of it has been fun and, in
some respects, challenging.
I love being able to use Zoom online to
see coworkers in meetings, and I've even
used it to connect with extended family
during the holidays. I realize it's not the
same as being in the same room and able
to greet someone in person, share a story
or two, and enjoy your company, but just
imagine how great those first few meetings
will be once we can all be together again.

I feel 2021 will be our best year yet to
celebrate each other's accomplishments.
Let's not take for granted the camaraderie
that we in our Hampton Roads REALTORS®
Association share.
February is a very special month,
too, because it reminds us that miracles
happen when we work from the heart.
The statistics of sales in our area show
that many of us did just that. Agents put
client needs above all else and went about
helping them and our community.
I look forward to being able to hear
about all your 2020 heart stories in person.
We will all have at least one. As for the
rest of 2021 in regard to the REALTOR®/
Lawyer forums, we have some super topics
planned for the upcoming meetings with
special guest speakers. I hope you’ll join us
on the first Thursday of each month at 1
p.m. (via Zoom for now). ⌂

(Owners/Managers Council, continued from previous page)
FaceTime, virtual open houses, virtual tours and video walkthrus have become a way of life for us since buyers have an urgency
to buy and cannot always travel to the area to personally view homes.
Our industry has learned how to do virtual closings, Zoom meetings,
virtual listing presentations and more to keep everyone safe while
meeting the demands of this extreme selling market, and it has been
and continues to be an extreme selling market.
In spite of the many challenges facing brokers, owners,
managers and agents, we see a resilience in our colleagues to provide
an exceptional level of service while doing business in a different
way. We have learned how to be creative to get the job done.
Communication is of utmost importance during our transactions
to be sure the clients, as well as other parties to the transaction,

are secure and confident that their transaction if being handled
professionally and with excellence.
Take an extra moment and always over communicate rather
that under communicate. Those efforts will pay great dividends to
both your clients and your colleagues. Always give your best!
As brokers, we have a responsibility to take precautions in our
offices as well. Brokers, owners and managers should be following
the state’s executive orders and guidance regarding the opening of
their offices and businesses to keep their agents and clients safe.
A benefit of your REALTOR® membership is access to these
great resources provided to you free of charge. Enjoy the winter
selling season, and make it your best year ever! ⌂

Housing Assistance Programs Available
Nate Brown

Pam Martin

Kimberly Vap

757.692.1641

757.321.6311

757.544.8934

Mike Grunwald

Matt DesRoches

Marion Uzzle

757.761.8156

757.651.6288

757.729.7373

NMLS #: 607858

NMLS #: 607860

NMLS #: 1060805

NMLS #: 659388

NMLS #: 796166

NMLS #: 211283

Mary Garner DeVoe
Account Executive
T: 800.282.7131 Ext. 1296
C: 804.453.8757
MaryGarnerD@orhp.com
my.orhp.com/marygarnerdevoe
www.orhp.com

fultonbank.com/mortgage

Fulton Bank, N.A. Member FDIC. Subject to credit approval.
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United for a purpose

A

Christie Woytowitz

Chair, Affiliates
Council
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n Affiliate is often described as someone attached
or connected to an organization by promoting one
another. Affiliations are a type of relationship in
which at least two different companies work together.
HRRA’s Affiliates Council wants to connect and help
promote the Hampton Roads REALTORS® Association
as much as we can. We are looking forward to
having more events this year, and we need
your involvement!
With the current environment
as it relates to the pandemic, we
will have multiple events outside
in an effort to keep everyone
safe and healthy. Let’s explore
how you can get involved:
• As an Affiliate, there
is always a need for
sponsorships. This is a
great opportunity to join in
an event, providing support
to our REALTOR® family. Some
of the events needing sponsorships
are the Circle of Excellencesm and various
committee meetings throughout the year. Sometimes
it can be helping to provide part of a lunch at a
meeting, and other times it is to share in the expense
of an event. Both are beneficial to us all.
• If you have a niche or a product to be highlighted,
another way to get involved as an Affiliate is to offer to
serve as a speaker for council/committee or advisory
group meeting. This will allow you to cultivate an
audience that has very specific interests. We are so
fortunate to have many great committees within our
HRRA organization and opportunities to share our
industry with the REALTOR® community.
• Our monthly magazine is made possible with the help
of professionals who are members of HRRA and write
articles found to be helpful to others. Affiliates are
always needed to write articles, which can bring focus
to you and your company. Email vhecht@hrra.com to
learn more.
• HRRA is always hopeful for Affiliate members to
participate annually as a partner. We need to support
each other with membership. There are multiple
ways that you can sponsor events on a corporate level.
• As we all know, Zoom has been the way we conduct
meetings for the last 10 months, and our participation
as Affiliates is always anticipated. We can all help one
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another, and attending in person and Zoom meetings
is a way to share thoughts, ideas and suggestions on
our industry topics.
• When was the last time you submitted a tip to
eREALTOR as an Affiliate? Just send to vhecht@hrra.
com. Please consider doing this, and it only needs to
be a couple of sentences regarding a helpful tip
or life hack.
•HRRA has a strong social media
presence, including Facebook,
which you can follow and use
to plan your HRRA event
attendance.
This year you will see some
new social events with
®
fundraising for REALTORS®
and Affiliates to participate
together. Your time is worth a
lot, and we want to be sure you
are spending it on an event that is
beneficial. There will be no shortage
of activities for you to support.
Our focus will be in giving back to the
community and often will include fundraising. This
year’s agenda will include a mini golf tournament
with fundraising for Children’s Hospital of The King’s
Daughters, followed by an outdoor social. Another
exciting highlight this year will be an Affiliate Expo.
Similar to a trade expo, this will require our
REALTOR® partners’ participation with some great local
tradespeople to spotlight their business. This should
prove to be helpful to both the vendors and participants.
We will continue the tradition this year with the
kickball tournament. We are hoping to have it again
at a local city park, followed by a social at Farmhouse
Brewing. More on that later in the spring.
And, lastly, the Chili Cookoff will be our focus in
the fall. This proves to get better and better every year.
Affiliates are known for coordinating and promoting this
annual party. This is a fun afternoon filled with great
cooks showcasing their talent.
The success of our organization is counting on
YOU! We all need to join in together and make this year
successful.
Let’s remember the motto: “Commitment to
Excellence.” ⌂

This year you

will see some new
social events with
fundraising for REALTORS
and Affiliates to
participate
together.

Affiliate Spotlight: 2-10 Home Buyers Warranty
GET TO KNOW YOUR HRRA AFFILIATE MEMBERS
Name: Sheryll Pyle
Company: 2-10 Home Buyers Warranty, www.2-10.com, 800.795.9595 or agentservices@2-10.com

Year company established: 1980

HRRA Affiliate member since: 2015

Company specialties: As the industry-leading home warranty company with structural
warranties for new construction homes as well as systems and appliances home warranties for
new and resale homes, the home warranty coverage you need is under one roof. Since 2-10 started
more than 40 years ago, we’ve covered over 6 million homes and our structural warranties cover
1 in 7 homes throughout the United States.
Why we joined HRRA: To get involved with the REALTOR® community, network and help
educate agents on the importance of offering a home warranty to buyers and sellers.
Why we got into this business: We started as a structural home warranty company for new
construction homes and expanded to include systems and appliances coverage for pre-loved resale
homes. We are in place to offset the cost of home ownership and protect the homeowner’s budget.
Why we love doing what we do: I love helping people plain and simple. Building relationships
and helping agents grow their business is my passion.
Our favorite satisfied-customer story: I have many, but this one stands out. A first-time home
buyer had recently moved into their new home, and their A/C unexpectedly went out and could not
be repaired. They were very happy and relieved when we replaced their system and saved them
over $2,600 in out-of-pocket expenses. This is always a reminder of the good we do by providing
piece of mind.
Our favorite HRRA event and why: I love volunteering to help with the Wine & Cheese Social
and Chili Cookoff events. I am also a competitive person by nature and love the camaraderie with
the kickball tournament, Affiliates will win that one year!
Most memorable HRRA moment: Had to be 2020! We won the Affiliate Company of the Year. This was such an honor and
totally unexpected, and it brought joy in a time of uncertainty.
Best piece of advice to REALTORS®: Sifting through warranty plans to find the best coverage is exhausting and timeconsuming for agents. That’s why 2-10 built the most comprehensive seller coverage available, making your choice easy, so you
can stop spending valuable time comparing plans.
The one thing we want REALTORS® to know about our industry is: By protecting your clients’ biggest investment, you are
also protecting your time and business.
HRRA’s Affiliate Spotlight is a monthly feature offering a closer look at the association’s Affiliate partners.

Nevermind asking for recommendations on social media...
Your search ends here! “Find an Affiliate” at HRRA.com
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Meet your HRRA Appraisers
Council

H

Betsy Hughes

Chair, Appraisers
Council
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The three of us leading the Appraisers Council
appy New Year, and welcome to 2021!
greatly appreciate the opportunities we have received
The New Year brings with it a new board for
by serving on the board and enjoy giving back to the
the Hampton Roads REALTORS® Association,
real estate community. Please feel free to contact any
including a change in leadership for the Appraisers
of us with your appraisal questions. We will gladly
Council. I am the new chair, Brooks Sinnen is the vice
discuss your issues and concerns to the best of our
chair, and Patrick Cecchini is a council member.
ability.
Those of you who have been around for any amount
As chair, I am willing to do what
of time know the three of us. For those who
we can to aid in your growth and
do not, however, I would like to give a
knowledge of the appraisal process.
quick introduction.
Please let me know how I can help
Brooks was born and raised
With a new president
you. We can host virtual and
in Virginia Beach. He played
maybe even live meetings this
baseball and graduated from
for this great country
year. With a new president
Old Dominion University
of ours comes new
for this great country of ours
with a degree in sports and
policies and laws. I will
comes new policies and laws.
business management. He
do
my
best
to
keep
you
I will do my best to keep
has been appraising for 13
updated on any changes
you updated on any changes
years for Sinnen-Green &
that may affect real estate
Associates Inc. but has worked
that may affect real
valuations.
there much longer than that.
estate valuations.
In the meantime, we are all
Being the son of an owner, he
still recovering from the real estate
was the “runner” for the company,
boom of 2020. Who would have thought
which can be the best way to start in
that a worldwide pandemic could bring a
the business! He is married to Whitney and
whirlwind real estate market? If rates remain low,
has four beautiful and crazy (his words, not mine)
which they are predicted to do, 2021 will be no different.
children who range in age from 1 to 8. He became
As inventory has declined, I have seen a shift
partner in the firm in 2015.
in the market to a boom in refinances instead of
Patrick is president and CEO of the Virginia Beach
purchases. I believe this refinance boom will continue
office for Sinnen-Green & Associates, Inc. He studied
through the spring until more inventory comes back
business economics at Radford University and has been
on the market and will shift once again to a purchase
appraising for over 20 years. He also comes from a real
market. So, REALTORS®, be prepared. You may have
estate background as his mother was a REALTOR® in
Hampton Roads for over 30 years. His wife, Jessica,
time to catch your breath for a few months, but get
has now taken over the real estate business. They also
ready and prepare your buyers and sellers to make a
have four children, who are all girls, so we will pray for
move…literally!
them!
In this slight lull that you may be facing, use your
As for me, I was born and raised in upstate New
time wisely, and have the conversations with those
York, so I am the outsider in the group, but we all
buyers and sellers that have been on the fence. Create
know that the natives in this area are the unicorns.
a game plan and a timeline.
I started BK Appraisal Services in 2006 after moving
The one thing I do ask during this boom is to please
to the area in 2004. I received my degree in business
account for the overwhelming demand the appraisers
administration and have a background in retail and
and loan officers are dealing with. When contracts are
office management. Although I am the small fish
written they need to account for the total time involved
amongst the three of us, my office continues to grow
in the closing process, which is two or more times
between Hampton Roads and North Carolina.
longer than typical.
(continued on page 24...)

Hampton Roads REALTOR® • February 2021

Show your REALTOR® pride with
That’s Who We R

S

Jessica Riegel

Vice Chair, That’s
Who We R Advisory
Group

how your REALTOR® pride this February with
That’s Who We R! Last month That’s Who We
R Advisory Group chair Dawn Miller provided
us with many great ways to use That’s Who We R
campaign materials.
Today, I’d like to share with you what we’re all
about and why this effort matters. We are not
only an advisory group here at HRRA but
a nationwide initiative to recognize in
ourselves what it means to have
the REALTOR® designation and
to spread that recognition to
our community.
Did you know that the
REALTOR® “R” logo has
been around since 1973?
That means it has been a
symbol of our profession for
almost 50 years! (Hello, 2021).
The That’s Who We R campaign
serves to highlight the “R” as a
symbol of trust in our industry. We
want consumers to recognize that “R”
stands for REALTOR® and a REALTOR®
is someone who will go above and beyond for their
clients and communities.
By actively observing the Code of Ethics in our
daily real estate practices, we exemplify what it
means to be a REALTOR® as we have vowed to treat
our clients ethically. The Code of Ethics is only part
of what differentiates Realtors® from other real
estate professionals. REALTORS® also advocate
for homeowners’ rights and belong to the largest
professional trade organization in the United States.
That’s some pretty powerful stuff!
REALTORS® are the human connection to creating
the best real estate matches for our clients. I like to
say we put the "real" in real estate! Sure, technology is
great and has many benefits when it comes to keeping
up with our roaring real estate market, but we all
know how much good that will do a someone if they
don’t have the right person to guide them through a
transaction.
Whether buying or selling real estate, we act with
integrity, listen to clients’ needs, and use the industry’s
leading market data to negotiate on their behalf. Our

client relationships don’t end at the closing table. It
is our duty to protect the precious properties that we
secure for our clients after the contracts are signed. We
work for homeowners through the National Association
of REALTORS® to advocate for federal, state and local
policy initiatives that strengthen the ability of
Americans to own, buy and sell real property.
Another essential part of working in
real estate is knowing our local
neighborhoods and committing
®
to making them better. It’s not
just about selling property for
REALTORS®.
Community
involvement
makes
our
neighborhoods better and our
communities stronger.
HRRA’s REALTORS® Have
A Heart volunteer efforts
create an opportunity provided
by hardworking committee
members of our local REALTORS®
Association to make a difference
in Hampton Roads. We connect with
families, organizations, and businesses to
take time to give back in a meaningful way.
REALTORS® aren’t the only ones who look out
for homeowners. That’s Who We R also recognizes the
important role that Affiliates play in this campaign.
We need professionals in all sectors of the real estate
industry, not only in our practice, but also as valued
contributors and allies in our association, and as
contributors and connectors within our community.
As REALTOR® and Affiliate members of the
Hampton Roads REALTORS® Association, we ask that
you make it your mission to share your pride in being
a part of a dignified profession. Lead by example and
leverage that REALTOR® “R.” By taking initiative and
demonstrating how our work positively impacts our
community, we lift others in our profession and show
our neighbors why working with a REALTOR® will
create a win, because That’s Who We R.
View That’s Who We R resources you can use in
your marketing at https://www.nar.realtor/thats-whowe-r. ⌂

REALTORS are the
human connection to
creating the best real
estate matches for
our clients. I like to
say we put the "real"
in real estate!
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“That’s Who We R”
REALTOR® Spotlight
WHO: Linda Fox-Jarvis, CRS, CLHMS,
Berkshire Hathaway HomeServices
Towne Realty
HRRA MEMBER SINCE: 1981
REALTOR® ACTIVITIES: Chaired the
Circle of Excellencesm (COE) event for
multiple years many moons ago. I am
currently on the COE committee and
Grievance Committee, I received the
REALTOR® of the Year Award in 2003,
and am a recipient of a COE award
every year.
COMMUNITY INVOLVEMENT:
I created the Crystal Ball For A Cure,
a nonprofit whose mission is to find
a cure for muscular dystrophy and
ALS. I am active in the leadership
of my faith community, participating
in the annual Norfolk Emergency
Shelter Team (NEST). I volunteer
for and am a supporter of the Ability
Center of Virginia, helping people with
disabilities lead happy, productive lives.
I CHOSE TO BECOME A REALTOR®
BECAUSE: I love helping people buy
and sell their dream homes and feel
it is so important to be a member of
the REALTOR® organization and be
required to follow the Code of Ethics.
When I first started in real estate I was
with a very small company that was

Linda
Fox-Jarvis

not a member of HRRA, and I truly
saw the difference and wanted to be a
REALTOR®. I subsequently moved to
a company that was a member of the
REALTOR® organization.
FAVORITE REALTOR® BENEFIT:
Training and webinars.
FAVORITE HRRA ACTIVITY AND
WHY: Circle of Excellencesm Awards
event. It’s lots of fun (I love a party),
plus I love seeing REALTORS® I have
worked with that I haven't seen for a
while.

Integrity
is the
foundation
of your
business.

MOST MEMORABLE HRRA
MOMENT: Receiving the REALTOR®
of the Year Award. It was so special
receiving an award based on a vote by
my peers vs. not an award for sales or
volume.
I AM PROUD TO CALL MYSELF A
REALTOR® BECAUSE: I love our Code
of Ethics.
BEST PIECE OF ADVICE FOR
FELLOW REALTORS®: Integrity is
the foundation of your business. Honor
your commitments, always tell the
truth, say you don't know when you
don't, be consistent and maintain your
standards, and respect your peers.

(Appraisers Council, continued from page 22)
Once the contract is ratified and the lender orders the
appraisal, it goes out to bid, which could be one to two weeks before
it is accepted by an appraiser since most of us are at capacity. It
then takes another three to six weeks to get the appraisal written
and submitted to underwriting, which could take another week if
corrections are required.
So, the reality is that agents should be setting closing dates
eight to nine weeks out from the ratification date. This is a
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conversation that needs to be had with a buyer and seller for their
own planning purposes.
We need to make sure that we are all working together, and
right now (I’m speaking for myself) appraisers are stretched as thin
as they can possibly get. Enjoy the good times while we have them,
because we all know that they will eventually end.
Let’s make sure that we are all working together and doing the
best that we can! I look forward to the rest of 2021 and am sure we
are going to have another banner year! ⌂

Legal Corner: Plantiffs’ parking
concerns don’t gain traction

I
John Faber, Esq.

Williams Mullen

n 2018, a Northern Virginia homeowners’
association corrected an error a previous board
of the association had made almost two decades
before and wound up being sued for discrimination and
breach of contract in the process. The United States
District Court for the Eastern District of Virginia in
Alexandria decided those claims on Aug. 7, 2020,
in the case of Sun v. Braddock Place
Townhouses Association.
The
Braddock
Place
Townhouses Association is the
homeowners association for the
Braddock Place Townhouses
in
Alexandria,
Virginia.
Braddock Place is small but
diverse. At the time of the
decision the neighborhood
consisted of 20 townhomes
with Asian, Latino, Caucasian,
African American and Turkish
homeowners. Eighteen of the
townhouses had garages, and two
did not.
Plaintiffs Qingling Sun and Jinshan
Tang bought unit 4751 in Braddock Place, one of the
townhouses without a garage, on Aug. 19, 2016. Prior
to the closing, the plaintiffs received from their seller
the homeowners association disclosure packet for the
Braddock Place Townhouses. The documents in the
disclosure packet included the declaration establishing
the Braddock Place Townhouses.
With respect to parking, that declaration provided
that the purchase of each lot in Braddock Place entitled
the owner to the “permanent exclusive” use of one
parking space near and convenient to such owner’s lot,
and the further reasonable use of other parking spaces
that were not reserved for the permanent exclusive use
of another owner and granted every owner an easement
of enjoyment in all of the common areas, subject to a
few limited restrictions.
Despite that provision in the declaration, in 2001
the board of directors of the association decided to make
an accommodation for unit 4751 and unit 4749, the
other unit without a garage. That is because the other
18 units essentially had two dedicated parking spaces.
One was within the garage associated with their unit,

and the other was the “permanent exclusive” space
guaranteed by the declaration.
At its July 2001 meeting the board decided that
units 4751 and 4749 should also have two dedicated
parking spots, one being their “permanent exclusive”
space from the declaration and the other being one of
two visitor parking spots in the neighborhood. The
board recorded its decision in a handbook
distributed to all of the homeowners,
and thereafter allowed the visitor
parking spaces to be repainted to
indicate their new designation.
The handbook distributed
to the other homeowners
specifically stated, however,
that the newly reserved
spaces could not be conveyed.
The arrangement
with the converted visitor
parking spaces continued for 15
years, and through the purchase
of unit 4751 by the person who
eventually sold it to the plaintiffs.
Although the converted visitor spot enjoyed
by 4751 was not specifically conveyed to that seller,
the seller continued to use the space because nobody
complained.
That changed at about the time of closing on the
purchase of unit 4751 by the plaintiffs when Han Le,
the owner of unit 4753 whose parking was adjacent to
the visitor space assigned to 4751, questioned the board
about the status of the converted visitor spaces. That
kicked off discussions regarding the visitor parking
spaces at the homeowners association meetings
spanning from September 2016 until June 2018.
During that time, the board of directors
investigated the history of the conversion of the two
visitors parking spaces and engaged an attorney who
produced an opinion that the board’s 2001 decision to
convert the visitor spaces was invalid because the board
lacked the authority to make that decision without an
amendment of the declaration (which would require an
agreement signed by three-quarters of the lot owners
in the neighborhood).
At its June 20, 2018, meeting, the current board
(continued on page 26...)

The court
determined that
the plaintiffs
failed to meet
their burden of
proof for two
reasons.
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(Legal Corner, continued from page 25)
declared the action of the 2001 board to be
null and void, and thereafter repainted the
two parking spaces to convert them back to
visitor spaces.
In response, the plaintiffs sued the
Braddock Place Townhouses Association,
Gregory Piller, the president of the
association (and the person who had
repainted the two parking spaces), Ahmad
Ahmad, vice president of the association,
and Karen Old, the treasurer of the
association. The suit alleged a violation
of the Civil Rights Act of 1866 by all of the
defendants, and a breach of contract claim
against the association. The association
and the individual defendants moved for
summary judgment, essentially asking the
United States District Court to throw out
the plaintiffs’ suit.
The court first addressed the alleged
civil rights violation. Interestingly, the
plaintiffs chose to sue not under the Fair
Housing Act that most REALTORS® are
familiar with, but instead under the Civil
Rights Act of 1866, enacted shortly after
the end of the Civil War. The burden of
proof under the Civil Rights Act of 1866
is different from, and arguably harder to
carry, than the burden of proof under the
Fair Housing Act.
To establish a violation of the Civil
Rights Act of 1866, a plaintiff must present
direct or circumstantial evidence that (1)
the plaintiff is a member of a protected class,
(2) there was an intent to discriminate on
the basis of race, and (3) the discrimination
involved one or more of the protected
activities enunciated in Section 1981 of the
Act (which specifically includes making and
enforcing contracts). As such, the plaintiffs
needed to prove that the association and

the individual defendants deprived them of
a protected right under a contract because
of the plaintiffs’ race.
The court determined that the plaintiffs
failed to meet their burden of proof for two
reasons. First, the supposed contract right
the plaintiffs claimed (the right to use the
converted visitor space) was invalid, because
the 2001 board exceeded its authority when
it created that right contrary to express
language in the declaration giving each
owner an easement to use any parking spots
other than the single “permanent exclusive”
space assigned to each unit.
Second, the plaintiffs failed to show
discriminatory intent by the defendants.
They claimed that the defendants waited
until after they closed on the purchase
of unit 4751 to switch the spaces back to
visitor spots because the plaintiffs were
Asian. The court pointed out, however,
that the person who initially questioned
the designation of the visitor spaces was a
member of the same protected class as the
plaintiffs (Asian, of Chinese origin).
In addition, allowing unit 4751 the
exclusive use of a visitor space would deprive
all of the other owners, many of whom were
either Asian or members of other minority
groups, of the communal use of the visitor
spaces as mandated by the declaration.
The court would not infer a discriminatory
intent based on those facts and rejected the
alleged civil rights violation.
The court was even more emphatic in
rejecting the plaintiffs’ breach of contract
claim against the association. The plaintiffs
argued that the homeowners association
disclosure packet was a binding contract
between them and the association, in
which the association promised to provide

plaintiffs with two exclusive parking spaces.
The association supposedly breached
that contract by withdrawing the second
reserved parking spot.
The court reacted to that argument
by ruling that the plaintiffs had failed to
demonstrate any of the essential elements
of contract formation, namely offer,
acceptance and consideration. There was
no offer by the association or acceptance by
the plaintiffs. The association provided the
disclosure packet to the plaintiffs’ seller, who
then presented it to the plaintiffs through
their agents. Upon receipt of the packet, the
plaintiffs signed a certification that they
had received and read the information it
disclosed.
That certification merely acknowledged
the receipt of information, not the
acceptance of any offer by the association.
Further, in Virginia the offeree must
communicate acceptance of the offer to the
offeror for the contract to become effective.
The plaintiffs never communicated their
purported acceptance to the association.
Prior to closing, in fact, the plaintiffs
never communicated with the association at
all. Finally, the association did not receive
any consideration from the plaintiffs for the
disclosure packet. By providing the packet
the association was fulfilling a statutory
requirement already binding on the
association. It did not provide the packet
in response to any promise or inducement
from the plaintiffs, so no consideration
supported the alleged contract.
The plaintiffs’ contract claim thus
suffered the same fate as their civil rights
claim, and the court granted summary
judgment in favor of the association and the
individual defendants. ⌂

Friendly, expert service from your
local home loan professionals

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

www.hangerlaw.com
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Title Issues
Investors
Contracts
Zoning and Land Use

757-351-1510
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The professionals at Caliber Home Loans, Inc. are committed to
helping homeowners and homebuyers find loan options that fit
their needs. Whether you’re purchasing a new home or refinancing,
we can help you find a solution that is right for you.
For more information on how we
can assist you, contact a member
of our team today!
Virginia Branch: 757-612-3500 | www.caliberhomeloans.com/virginiabeach
David Burchett NMLS# 457783 629 Phoenix Drive, Suite 175 Virginia Beach, VA 23452. Caliber Home Loans, Inc., 1525 S. Beltline Rd Coppell, TX 75019
NMLS ID #15622 (www.nmlsconsumeraccess.org). 1-800-401-6587. Copyright © 2018. All Rights Reserved. This is not an offer to enter into an agreement. Not all customers will qualify. Information, rates, and programs are subject to change without prior notice. All products are subject to credit
and property approval. Not all products are available in all states or for all dollar amounts. Other restrictions and limitations apply. #22150_VA_DB

Leveraging EQ to close more
deals

T

Matt Smithson

Chief Operating
Officer, Taskativity

here is no doubt that real estate sales can be
a very emotional endeavor. Over the course of
my nearly 20 years in real estate, I've had the
unfortunate opportunity to see many deals fall apart
and never make it to the proverbial closing table.
While each buyer, seller, property and transaction
are unique, in many cases, the root cause for why
transactions don't make it to closing can
routinely be traced back to EQ or the
lack thereof.
So what exactly is EQ?
It's the concept of emotional
intelligence, commonly
referred to as emotional
quotient or EQ. The Oxford
Dictionary defines it as
“the capacity to be aware
of, control, and express
one's emotions, and to handle
interpersonal relationships
judiciously and empathetically.”

a burning crater of emotional turmoil. Fortunately,
EQ skills can be learned and developed. According to
research, here are some telltale signs of people with
low EQ and those with high EQ.
People with low EQ:
• Often feel misunderstood
• Get upset easily
• Become overwhelmed by their
emotions
• Have problems being assertive

EQ is the capacity
to be aware of,
control, and express
one's emotions, and to
handle interpersonal
relationships
judiciously and
empathetically.

People with high EQ:
•Understand
the
links
between their emotions and
how they react
• Remain calm and composed
during stressful situations
(contract negotiations)
• Can influence others toward a
common goal (closing)
• Handle difficult people with tact
and diplomacy

Emotional intelligence is generally said to
include at least three skills:
• Emotional awareness, or the ability to identify and
name one's own emotions.
• The ability to harness those emotions and apply
them to tasks like thinking and problem-solving.
• The ability to manage emotions, which includes both
regulating one's own emotions when necessary and
helping others to do the same.
An emotionally intelligent person is highly
conscious of their emotional states, even negativity —
frustration, sadness, or something more subtle and can
identify and manage them. Such people are especially
tuned in to the emotions that others experience.
Understandably, sensitivity to emotional signals both
from within oneself and one's social environment could
make one a better parent, friend, leader, or realtor.
Now that you have a better understanding of EQ,
you're probably starting to realize how and why EQ
is the hallmark in why one deal closes and others are

Improving and developing your own EQ can be done
using these three steps:
Pause: When you sense that emotions are shifting
in the moment internally or in others, take a
moment to gauge your own emotional temperature
and to empathize with the emotional state of others
(mindfulness). This will allow your response to be better
targeted for maximum benefit, dramatically enhancing
your ability to negotiate emotionally charged moments
successfully.
Seek feedback: Ask colleagues, friends, or family how
they would rate your ability to respond to challenging
situations, how adaptable or empathetic you are, and/
or how well you handle conflict. It may not always be
what you want to hear, but it will often be what you
need to hear to identify areas of improvement.
(continued on page 28...)
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(Leveraging EQ, continued from page 27)
Journaling: Your goal here is to write down your emotions
and create time to experience them nonjudgmentally. Once
you've identified situations you want to process, sit down for 10
to 15 minutes, and document the emotions you're experiencing
– it doesn't need to be limited to one feeling. Your job is not to
know WHY this is happening. Your job is to observe WHAT is
happening, which will allow you to build the muscle of sustained,
nonjudgmental, present-moment emotional awareness.
By increasing your mindfulness and EQ, your client,
REALTOR® and business relationships will naturally improve,
and so will your ability to close more deals smoothly without
enormous emotional expense. ⌂

(Motivational Corner, continued from page 13)

adversity, do not accept it at its face value.
Reject it instead and write down your ideal
version of the same event. When I got the
news of my dad’s third heart attack and
cardiac arrest just seven days prior to our
long-awaited family Caribbean cruise, I
didn’t start to worry about the “obvious”
expectation of the outcome.
I wrote down: “My dad has fully recovered;
this heart attack has made him stronger; he
has lived for at least another 10 years; we
still went on our cruise.” While we didn’t
get to go on that cruise, all other statements
turned out to be right, even though they
weren’t the “obvious” at the time. Still
pretty good outcome, don’t you think?
Help someone else: There is something
profoundly mystical about this strategy, and
yet it works. When faced with a problem,
look for someone else who either has a
similar or a worse problem. Immediately
act selflessly and try helping them resolve
their issues. Somehow this brings about
a solution to your problem or, at the very
least, yours doesn’t seem as bad of a
problem anymore.

Surrender
it
all:
Unquestionably,
there will be times when you have tried
everything, you have scavenged for all the
possible avenues out of the situation, and yet
nothing seems to work. This is frequently
the case with a sickness or death of our
loved ones or events concerning others that
we simply can’t change for them. That is the
time to completely surrender the outcome.
Stop the resistance to what is.
Remember, that this does not mean
giving up. It rather means passing the
responsibility on to the higher power who is
all-powerful, the higher power who sees the
whole picture instead of the little fragments
that we see in our own little view. Surrender
with full faith, and peace will descend upon
you.
In fact, if you learn to live your life
in surrender, you will never be handed
another lemon. When the juice maker is
constantly on, the lemons go right through
them without ever bothering you.
Back to Christmas Eve 2020. When the
loan officer finished telling me the news,
in the calmest voice possible I asked him
what the possible solutions were. First, he

was shocked by my reaction (or rather nonreaction). Maybe he was expecting a tirade
of fury, and he was quite stressed. But,
hearing no panic in my voice, he gave me
two possible workarounds, both of which
were seemingly less appealing than the
original plan.
As soon as we hung up, I didn’t call
my wife to tell her about the “bad” news.
Instead, I wrote down both solutions,
analyzed them and ruled out one altogether.
Next, I opened my gratitude journal and
started writing down all the things that I
was thankful for regarding that situation. I
was still typing when the loan officer called
back and with an excitement in his voice
said, “We are back in the game, brother!”
At the end, this turn of events not only
worked out, but it saved us thousands of
dollars that wouldn’t have been possible
otherwise. And now I’m writing this article
sitting in the living room of our new dream
home, marveling at the power of our Godgiven free will.
I hope that you too start making
conscious use of your free will today! ⌂

Education, virtual networking, and more in 2021.
Zoom with us! Learn more at HRRA.com
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Prepare to be prepared in 2021
Kim Nelson
Choice Insurance

As we learned in 2020, anything can happen.
With this in mind, the New Year is the perfect
time to take proactive steps that will save
you time and grief later.
We all know that when it comes to
important documents, we typically have
“that paperwork” somewhere in our homes.
The real question is whether you have it in a
convenient location, where you could quickly
grab it if an emergency occurred. You may
have procrastinated in getting around to
gathering all your documents. It’s certainly
not a fun task and may seem overwhelming,
especially if you have various documents in
different locations, but it can be relatively
painless if you follow a few steps.
Which documents do you need?
First, determine what documents are the
most important to have easily accessible.

Here are some categories to keep in mind:
• Identification:
birth
certificates,
passports, marriage certificate/divorce
papers, driver’s license, Social Security
card
• Estate planning: will, power of attorney
• Financial: credit cards, life insurance
documents, tax returns for three years,
W-2 and 1099 forms
• Real estate and auto: auto and
homeowner’s
insurance
policies,
mortgage papers, deed and bill of sale,
auto registration and title
• Medical: health insurance card
• Other: important log-in credentials
(usernames and passwords
Second, keep the process of gathering
all these items simple by setting a goal of
tackling one category a week or even a month.
Give yourself an incentive for conquering
each category; a treat at your favorite coffee
house or go for a massage or pedicure.

Here are some other helpful tips:
• Tell someone, such as family, close
friends and professional advisors, where
you keep these items stored in case you
are not in a position to access them. It is
also a good idea to take and keep photos
of both the inside and outside of your
home, including all rooms and valuables
that you may not take with you in the
event of an emergency.
• Be sure to have some cash on hand.
ATMs are very convenient, but may not
work in the event of a disaster or power
outage.
• Keep in mind that paper documents
and thumb drives can be vulnerable to
fire and water damage. Use an online
storage service to upload your important
files securely.
• Last, feel proud and accomplished.
You’ve invested time in yourself that will
definitely pay off in the long run.
Happy 2021!

Hampton Roads REALTOR® • February 2021

29

Understanding Standard of
Practice 10-5

A

s we learned in 2020, anything can happen. With
this in mind Professional Standards chairman
Clyde Cooper mentioned the new change to the
Code of Ethics’ Article 10 in last month’s Professional
Standards article.
The addition of Standard of Practice 10-5 was
deliberated extensively and decided to be important
enough to be added on Nov. 13, 2020,
instead of waiting until January 2021.
Elaine Griffin, SRES

Vice Chair,

To recap, the new Standard of
Practice 10-5 reads:

Professional
Standards Committee

“REALTORS® must not
use harassing speech, hate
speech, epithets or slurs
based on race, color, religion,
sex, handicap, familial
status, national origin, sexual
orientation or gender identity.“

Standard
of Practice
10-5, however,
relates to ALL
activities.

Article 10 itself, under our Duties to
the Public, reads:
“REALTORS® shall not deny equal professional
services to any person for reasons of race, color, religion,
sex, handicap, familial status, national origin, sexual
orientation, or gender identity. Realtors shall not be
parties to any plan or agreement to discriminate against
a person or persons on the basis of race, color, religion,
sex, handicap, familial status, national origin, sexual
orientation, or gender identity. (Amended 1/14)
“REALTORS®, in their real estate employment practices,
shall not discriminate against any person or persons on
the basis of race, color, religion. Sex, handicap, familial
status, national origin, sexual orientation, or gender
identity. (Amended 1/14)”
This and all the other Standards of Practice under
Article 10 discuss activities as they relate to real estate.
Standard of Practice 10-5, however, relates to ALL
activities. We are REALTORS® 24/7, and for that we are
held to a higher standard.
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And Standard of Practice 10-5 does not just have
to do with real estate activities and transactions with
customers, clients or other REALTORS®. It is more
general. So, if you use harassing speech, hate speech,
epithets or slurs based on a protected class in your
texts, emails or social media and having nothing to do
with your role as a REALTOR®, or concerning real
estate in general, you can have a complaint
filed to the Board of REALTORS® on
an alleged violation of the Code of
Ethics, Article 10, Standard of
Practice 10-5.
So, let’s look at this further. I
took a Professional Standards
training
class
during
which where they defined
harassment, hate speech,
epithet and slur:
•Harassment: Inappropriate
conduct, comment, display,
action, or gesture based on
another person’s sex, color, race,
religion, national origin, age, disability,
sexual orientation, gender identity and any
other protected characteristic.
•Hate speech: Speech that is intended to insult,
offend or intimidate a person because of some trait (as
race, religion, sexual orientation, national origin, or
disability).
•Epithet:
A characterizing word or phrase
accompanying or occurring in a place of the name or
a person or thing; a disparaging or abusive word or
phrase.
•Slur: An insulting or disparaging remark or innuendo.
A shaming or degrading effect.
So, watch your language! Be careful, especially with
your social media posts, whether they be on Facebook,
Twitter, Instagram, etc.
As REALTORS®, we already live our lives by the
Code of Ethics and now, more specifically, should be
aware of Article 10, Standard of Practice 10-5.
Besides, it’s February! We should be thinking
thoughts of love, living our lives through love and
coming from our hearts with love. ⌂

Embrace positive change and
educational opportunities for
awareness, inclusion in 2021

H

Katrina Griggs

Vice Chair, Diversity
and Inclusivity
Committee

a successful multicultural real estate business. I also
ello and welcome to 2021! We made it. I am so
hope to help formulate inclusive business practices
honored to be one of your vice chairs for the
that are adaptable and can evolve in an ever-changing
newly-formed HRRA Diversity and Inclusion
marketplace.
Committee and am looking forward to a great year
As an African American woman, I can genuinely
ahead.
appreciate the formation of this committee for many
Here’s a little about me. I was born and raised in
reasons. If I am honest, I can say that I do not see
Brooklyn, New York, and enlisted in the U.S. Navy in
much diversity as it pertains to positions of
1989 and retired in 2009. This opportunity
leadership, although I’m positive that
allowed me to serve with a remarkably
the qualifications exist.
diverse group of professionals.
My hope is that this committee
My travels included Singapore,
My hope is that
will provide and promote
Greece, Germany, Israel, Spain,
we
can
develop
an
knowledge and understanding
Malaysia and a few other
increased awareness of
of minority groups that exist
countries, which also afforded
cultural and personal biases within our membership,
me the opportunity to learn
and that we will begin to
how other countries live. I
that may inhibit us from
see that diversity among
consider myself extremely
fully embracing diversity
leadership. My goal is to work
well rounded and fortunate to
and create a successful
with my chair and committee
have had this opportunity.
multicultural real estate
members to ensure that we are
Upon retiring I continued
business.
successful in obtaining diversity
to work for the government as a
and inclusion within HRRA and its
civilian doing cyber warfare. This
members.
was an experience that I will never
During the month of February, we celebrate
forget – lots of work and definitely not what I
African American/Black History Month. Celebrating
had envisioned for myself after retiring, but I learned
African American/Black History Month allows us to
a lot. My ideal job was to be a Walmart greeter, but my
celebrate the historic leaders of the Black community,
bills said, “Yeah, that’s a joke. Stop playing, Katrina,” so
and it also creates awareness for all people. Celebrating
I caved and got a real job.
helps us to be better stewards of the privileges we’ve
Around the four-year mark I received a challenge
gained, and it honors the historic leaders of the Black
from my real estate agent to join the REALTOR® ranks.
community and also reminds us that Black history is all
This was also not in the plan, but it was a challenge that
of our history.
I proudly accepted, and I am still happy that I agreed
Black History Month is an annual celebration of
to take on the challenge. I eventually resigned from my
achievements by African Americans and a time for
government job after a year and a half of being in real
recognizing the central role of blacks in U.S. history.
estate, became a full-time real estate agent and have not
I would like to recognize and congratulate my broker,
looked back yet. I know, it sounds crazy, but I have guts!
Tanya Monroe, as the first African American female
Here I am again with another challenge set by my
to chair our association, and I look forward to her
broker, Tanya Monroe, the 2021 HRRA chairman of the
leadership.
board, and I am proud to offer my services to the board
To that end, I’m looking forward to working with
members and fellow members of HRRA in identifying
our Diversity and Inclusion Committee chair, Gladys
the concerns and needs of minority members and to give
Fain, in promoting positive changes and educational
careful thought and consideration to potential solutions
opportunities for awareness and inclusion. And I’m
to increase diversity within our profession.
excited to see the growth that awaits us moving
My hope is that we can develop an increased
forward because “That’s Who We R”! ⌂
awareness of cultural and personal biases that may
inhibit us from fully embracing diversity and create
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How your donations fund
REALTOR® advocacy

A

Katrina Venable

Chair, HRRPAC
Fundraising
Committee
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s the Hampton Roads REALTORS® Political
Action Committee (HRRPAC) begins to
organize this year, we look forward to a hybrid
of virtual and (hopefully) in-person events to engage
you in participating in our advocacy program.
Throughout the year you will be asked to participate
in a HRRPAC fundraiser or to contribute your
At the state and national level advocacy includes
“Fair Share” to HRRPAC. Ever wonder
fighting for property rights, health
why you should contribute or where
insurance land-use issues and equality
your contributions go and how
for all in homeownership, to name
Money contributed
they impact your day-to-day
a few.
to HRRPAC goes to help
operations?
In 2020 this advocacy
candidates
who
have
Money
contributed
translated into our industry
to HRRPAC goes to help
being
classified
as
an
either an understanding
candidates who have either
“essential”
industry
here
in
of what our industry needs
an understanding of what
Virginia. This was a critical
or are willing to include us
our industry needs or are
element to the record home
in the conversation when
willing to include us in the
sales that we saw and also a
making decisions about
conversation when making
benefit to the state economy
decisions about public policy
as
we were one of the main
public policy that will
that will impact our industry.
industries keeping the economy
impact our industry.
This is so critical to averting
going throughout the pandemic.
legislation from passing that may have
This year members of my committee
unintended consequences. It is also critical
and myself will be reaching out to you to
to passing legislation or policy that we support.
contribute to HRRPAC. One of the simplest ways
Helping candidates can come in the form of direct
you can contribute is to include it with your dues
contributions to the campaign to help candidates
billing. This process will include your “Fair Share”
get their message out to voters, or it can come in the
contribution of $35 in your payment plan.
form of support via ads in various media supporting
Members who see the value in HRRPAC and
the candidate. This, in addition to endorsements, is
want to contribute more can participate in one of our
important to helping ensure we have legislators who
Major Investors Programs: Sterling “R,” Crystal “R,
listen to us when we have concerns.
“Golden “R” or Platinum “R” level. These members will
Here in Hampton Roads we have several elected
be recognized on the HRRA website as well as being
officials at the state and local who are either practicing
published with periodic updates from the HRRPAC
REALTORS® or property managers. This involvement
Committee.
Joining me on the HRRPAC Fundraising
in government is an asset to our industry. Not only do
Committee this year are Vice Chairman Mary Ross
they understand the challenges we face and our desire
Ellsworth and members Jessica Riegel, Stacie Gosiene,
to ensure individual property rights are defended,
Katie Burke, Elizabeth “Ashley” McDougal and Russell
but they also help us to get the message out to their
Bryant.
colleagues.
We look forward to a productive 2021 and appreciate
HRRA is a unique position as we have our own
the support you have provided in the past. I also want
political action committee, which means when we
to say a special “thank you” to last year’s HRRPAC
interview and endorse local candidates for office, we
Fundraising Committee chair, Linda Harrison, who
can also vote to directly contribute to their campaign.
diligently worked to lead the fundraising efforts in a
This is another reason why your support of HRRPAC
virtual environment. ⌂
directly impacts your day-to-day environment.
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Every new connection is an
opportunity to transform our industry

F

Victor Bosak

Chair, Young
Professionals Network

ormer First Lady of the United States Michelle
Obama once said, “Success isn’t about how
much money you make; it’s about the difference
you make in people’s lives.”
While money may be the driving factor in much of
what we do as real estate professionals to earn a living,
one of the more profound aspects of our daily lives is how
connecting with those around us can change the
community. Another is how those who are
experienced agents can help change
the industry overall for the better.
While there are some great
programs that educate us in the
basic in preparation to become
sales agents, the one aspect
that seems to repeatedly fall
short in that process is the
actual education of the ins
and outs of being an agent.
This can include the daily
life of a successful agent, the
details behind taking a prospect
from showing or listing appointment
through to the closing table, or how to
effectively negotiate a deal.
To that end, the success of our industry relies on
what we, as fellow agents and the brokers who oversee
us, are able to effectively teach to our new peers.
If you were to look at some of the Facebook groups
that we as local agents interact on, every so often you’ll
hear stories of how an agent has cited their years of
experience, and even their REIN member identification
number, in order to assert their position of authority in a
negotiation as a scare tactic with a new or newer agent.
This is productive for no one, and this can seem to
throw a lot of agents off. But while those stories may
seem to be the ones that rise to the top sometimes, what
I’ve seen behind the scenes is far greater and continues
to grow outward all the time in the most amazing way.
I see agents within brokerages taking the time to
mentor other agents, even in an unofficial capacity. I
see agents connecting between brokerages — sharing
experiences from various deals, discussing negotiation
scenarios, and even offering themselves up as sounding
boards to one another as actual deals are going down.
In an industry that would seem to have more
competitors than most others, you’d expect that to not be

the case. But luckily for us here in Coastal Virginia, it is.
I’m a big believer, and it would appear many others
are as well, that in this business it pays to have more
allies than enemies. After all, you never know who you’ll
be on the other end of a deal from, or who you might
be working alongside of in the future, given the everchanging nature of our industry.
And while it’s not our job to do another agent’s
job for them, I think that, whenever possible,
we should take the opportunity to
educate the next wave of incoming
agents — not only to make the
industry as a whole better, but
to make navigating our deals,
more pleasant.
To that end, while the
industry has been moving
fast and furiously given the
lack of inventory available,
and everyone seems to be
working to beat out an unknown
agent in a multiple offer scenario,
we should still remember to take the
time to interact and engage with other
agents around us, even during a time where
face-to-face contact is limited.
And when it comes to those who are new to the
industry, my advice to you is to never be afraid to ask
questions. You won’t know what you don’t know until
you ask. Look to mentors both inside and outside of your
brokerage. Shadow other agents whenever possible.
Take your time to learn the ins and outs of a deal, and
the ins and outs of the industry in general. Talk to our
amazing Affiliate partners in this business — those who
are in the mortgage loan, title, insurance, contractor
businesses and more. They are a wealth of important
knowledge.
Get involved as much as you can in the Hampton
Roads REALTORS® Association. It’ll provide you with
great opportunities to interact with others in the
industry. And, above all else, don’t pay attention to the
noise on the message boards. This industry is filled with
amazing, caring and helpful individuals who will teach
you incredible things if you let them.
It’s a New Year, the spring market is coming towards
us quickly, and we all have great things to accomplish
together. Happy selling! ⌂

My advice to
you is to never
be afraid to ask
questions.
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Volunteering doesn’t usually
require skill, just heart

T

Sherry Snyder

Chair, Community
Involvement Advisory
Group

he Community Involvement Advisory (CIA)
Group and its work through REALTORS® Have
a Heart is spreading, kind of like COVID. OK…
bad joke! But I’m excited to see what we can do in 2021
despite the continued uncertainties and restrictions
placed upon us.
The goal of the CIA is to grow and spread the
message that REALTORS® care about the
communities and neighbors they serve
more than the houses they sell.
We will be continuing with the
relationships we have built with
Edmarc Hospice for Children
and Ronald McDonald House,
to name just a couple.
One idea I’ve had and
am really excited to execute
is a virtual volunteer event
for either our June or August
meeting. During this event, we
will encourage REALTORS® to
take advantage of social media and
other platforms to enlist their children/
families and neighbors as we go out into
our own neighborhoods and clean up our private/
community waterways and streets.
We will encourage photos to be taken of what’s
collected and short video clips assembled. We will share
more information on this and other events as the year
progresses. Make sure you register for the events!
I know so many of you want to give back but don’t
know how to get involved, or maybe it was part of your
New Year’s resolutions. I am personally inviting you
to attend one of our events. Visit HRRA.com as well
as our association’s official Facebook page, https://
www.facebook.com/hrrarealtors, and other social
media platforms, and keep a lookout in your email for
the weekly eREALTOR newsletter. All you need do is
register (for lunch headcount) and show up!

In a time when
you feel you may
not be able to help
yourself, please come
join REALTORS Have a
Heart and help us
to help our
neighbors.

Volunteering doesn’t usually require skill, just heart.
When my children were younger, I spent many
evenings and weekends volunteering as a soccer coach
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and with a program within our church. Once they had
moved on, I focused my time and energy on the Hampton
Roads REALTORS® Association, including the Board of
Directors and REALTORS® Have a Heart. Volunteering
is just a part of what I believe to be the right thing to do.
Many years ago, as I was going through a divorce
and trying to figure out how to raise three kids alone
and start a career, I volunteered many
hours in and out of the hospital in the
field of physical therapy. I realized
then that the one day a week I
was volunteering was giving
something back to myself as
much as I hoped it was helping
someone else.
After the year we just had,
®
I know many people are at
a loss and uncertain as to
how to proceed not knowing
how much longer our lives will
be so strongly impacted by the
circumstances of 2020.
That being said, in a time when you
feel you may not be able to help yourself,
please come join REALTORS® Have a Heart and help
us to help our neighbors. I’ve always said, “Volunteering
is really a selfish act because you will get way more out
of it than you put in.”
In regard to the benefits for your business, by
participating in REALTORS® Have a Heart specifically
I think it gives REALTORS® the opportunity to work
side by side and network with some of the best agents
and Affiliates in Hampton Roads. It gives you the
opportunity to get to know the individual, despite the
company they work for, and it lends to smooth co-broke
transactions as well as assists you in growing your
“team” of Affiliates.
If you or your family have been blessed enough to
still have your business, your home, your cars, your loved
ones and especially your health, then it is definitely
time to pay it forward. It is our time as members of an
industry, which will once again aid in the recovery of our
economy, to step up and help our neighbors succeed! ⌂

Hampton Roads REALTOR® • February 2021

Hampton Roads REALTOR® • February 2021

35

2021 home design trends
explored

I
Kim Dombrowski

Impressive Home
Staging
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think you would agree that the pandemic has
changed the way we think of our homes. Let us look
at some of the home design trends we can expect to
see in 2021.
Homes today need multi-functional spaces to
include home offices and classroom spaces. Finding
ways to create efficient work nooks that induce
thought and privacy with Zoom-worthy
backgrounds for video calls is essential.
Other areas include comfortable
outdoor spaces, swimming pools,
backyard cottages, pergolas,
peaceful gardens and firepit
areas. People are seeking
more space for dining,
lounging and playing, and a
quiet space to take a tranquil
break from work, school and
stressful TV news.
Throughout the home, it’s
all about comfort. Combining
comfortable
furniture,
pillows
and poufs, while adding textures and
warmth with linen, wool and warm wood
tables, all make for a space to feel relaxed and lived in.
In sync with the rise of conscious consumerism comes
the desire for furniture that offers longevity, quality and
durability.
Our need to feel grounded, calm and connected
to nature is expressed through understated
furniture, textile fabrics, sustainable materials and
multifunctional, warm minimalism. Robust rattan
furnishings is a big trend and includes anything from
beds to light fixtures to dining chairs, ottomans and
natural rugs. Black and white continues to be a trend,
along with lighter woods, and all work together to create
warm hues that brings you earth tranquility.
Kitchen trends include hidden hardware, gold
accents, light wood, “skinny” Shaker cabinets and
creating larger work zones to allow for multiple people
to be cooking, chopping and prepping in the kitchen.
People are finding that mixing light wood cabinets with
neutrals like whites and grays is a great way to create
an airy palette with a dash of warmth.
In the bathroom, you will see larger showers,
stacked tile patterns up the wall, oversized rectangular
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tile (which require less grout to clean), hands-free
lighting and touchless faucets with a focus on sanitation.
As for laundry rooms, homeowners are gravitating
to calmer, more restful laundry rooms with a dedicated
built-in space to store laundry baskets, which vastly
increases function. Zellige tile (also known as Moroccan
tile) is increasing popular as kitchen backsplashes
and bathrooms, which make an interesting
pattern with varying shades of color.
The glossy finish and handmade look
offer color variations, shimmer
and subtle imperfections that
give the simple shape tons of
character.
Style trends that focus on
mixing the old with the new
include rustic vogue, which
works well with homes that
already have things like
exposed beams, brick and
original floorboards. and added
modern comforts. It creates a
balance of old and new that work in
harmony.
Cottagecore (also known as farmcore or countrycore)
is a style that is simplistic but mixed with touches of
glamour to create a luxe traditional style. This look
can be achieved on a budget with elegant vintage
style barware, gilded cutlery, and gold accessories.
Grandmillennial is known as “granny chic” is a branding
change from mid-century modern. Antiques, florals,
bright colors, ruffles, crochet, patterned wallpaper, are
some examples. Eco chic is a popular trend that plays
on your desire for spiritual that engage your senses with
design and calming fabrics.
Lastly, 2021 Colors of The Year selections include
Pantone 17-5104 (Ultimate Gray) and Pantone 130647 (Illuminating Yellow). These are two independent
colors that can be thought of as warming and optimistic.
Sherwin Williams SW 7048 (Urbane Bronze) encourages
you to create a sanctuary space for mindful reflection
and renewal. Benjamin Moore 2136-40 (Aegean Teal)
was selected for its ability to add balance and calm to
spaces.
Warm, welcoming and comforting is just what we
need for 2021! ⌂

In sync with the
rise of conscious
consumerism
comes the desire for
furniture that offers
longevity, quality
and durability.

Channeling self-love,
improvement and commitment in
the month of hearts

S

Kim Johnson, CRS,
SFR, AHWD, SRES

Vice Chair, Resale
Council

ince the Feb. issue of Hampton Roads
REALTOR® Magazine traditionally places an
emphasis on REALTOR® advocacy, HRRA’S
REALTORS® Have a Heart activities and Valentine’s
Day, let’s explore these themes with a twist.
Margaret Meade said, “Never doubt that a handful
of individuals can make a ‘difference,’ or indeed,
they’re the only thing that ever has.”
Now, more than ever, in our
tempestuous COVID-19-impacted,
highly-charged
political
environment, it bears repeating
that it is of the utmost
importance for us to be as
balanced and self-loving
as possible to help keep us
mentally
and
physically
healthy. Staying healthy will
help give us the stamina to
serve ourselves, clients, friends
and family at the peak of our
ability during these challenging
times, thus making a positive
“difference” in the lives of those around us.
With staying healthy as a goal, let’s give ourselves
permission to make one of our REALTORS® Have a
Heart activities being kinder to ourselves this year
than we were in 2020. Let’s each become one of our own
valentines this year! Let’s have a heart-to-heart with
our “higher minds” and advocate for more personal
growth and professional development as part of our
self-love.
Here’s a suggestion for our personal growth: Pledge
to stop saying common phrases that imply you ARE
negative feelings or attributes. When we say things
like “I AM angry,” “I AM mad,” “I AM fat,” etc. without
realizing it, we literally say we ARE the feeling or the
negative attribute.
If we say we ARE something, then our subconscious
mind says that “something” is a part of us, and we
hold on to it until we decide to eliminate it. When we
consciously choose to say we are feeling an emotion
(saying “I am FEELING angry” versus “I AM angry”),
we give ourselves the ability to let go of the feeling
anytime, anywhere because feelings are held. They are

not us! Feelings are emotion. “E-motion” translated is
“energy in motion” = transient.
With a turn of phrase, we can literally choose to
let our feelings and negative thoughts about ourselves
and others “go” rather than internalizing them and
creating more negative stress in our lives. Simply
changing the phrases “I am mad at you…I am
mad at them” into “I feel mad because of
what you (or they) said (or did)” can
make a huge difference in how we
perceive ourselves and others.
This is one simple-yet-effective
way to reduce self-imposed
negative stress and the
impact it has on our health.
Here’s a suggestion for our
professional growth: Keep our
local mission statement – “The
Hampton Roads REALTORS®
Association shall enhance the
ability of REALTORS® throughout
Eastern Virginia to achieve business
success in an ethical and professional
manner, and shall protect and preserve
private property rights” – top of mind.
What better way to enhance the ability of our
peers to achieve professional business success than by
offering and attending the multitude of opportunities
to expand our professional knowledge through our
monthly committee meeting sessions.
Also, the National Association of REALTORS®’
Commitment to Excellence (C2EX) self-paced online
knowledge assessment and tailored learning program
was the focus of the first Resale Council meeting. It’s
available online at no cost.
Let’s each make a commitment complete this
training in 2021. Let’s become one of the most (if not
the most) well-trained REALTORS® Associations in the
nation with the highest percentage of members C2EX
certified! Let’s show the public “That’s Who We R”!
I’ll close with this anonymous quote I found online.
Give it some thought: “Never lose sight that even one
person acting alone can both ‘make a difference’ and ‘be
the difference’ in the lives of others.” ⌂

Let’s have a heartto-heart with our
“higher minds” and
advocate for more
personal growth
and professional
development as part
of our self-love.
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Signs that it’s time for an annual
insurance review

M
Madison Praver

Prosper Insurance

uch can change in a year, especially after
a year like 2020. We all stayed home and
probably took on new hobbies or projects
we didn’t have time for otherwise.
Some people put on their do-it-yourself hats and
started making soap or learned how to play an
instrument. Other people discovered new ways
to be active and spent a lot of time with
their pets.
This pandemic also gave
many
homeowners
the
opportunity
to
finally
renovate, upgrade or make
changes to their homes.
Home improvements are
great, but many people
don’t know that these
changes can impact your
insurance.
Surely,
thinking
about
insurance ranks about last
on your daily “to-do” list. But as
life changes, so do your insurance
needs. And if your insurance becomes
outdated, it could cost you big bucks when the
time comes that you need to file a claim.
That’s why an annual insurance review is
recommended. Like I mentioned earlier, a lot can
change in a year. Maybe you’ve gotten married, had
a child, welcomed a four-legged friend to your family
or replaced your roof. If you’ve made a big change to
your life in the last year, there’s a good chance your
insurance will need to change too. This is the general
rule of thumb for all your assets, not just your home.

• How does a newly finished basement affect
my policy? Huge home renovations,
like a finished basement, are worth
mentioning when reviewing your
coverage with your agent. In this
example, a finished basement
may not only increase the cost
to rebuild your home, but it
may also require additional
coverage to protect items
from water damage.
You may want to consider
optional
water
backup
coverage, especially in the
Hampton Roads area where
flooding can be a major issue.
This additional will help protect new
furniture and carpet in your basement if a
sump pump breaks or a drain backs up.

If you’ve made
a big change to
your life in the
last year, there’s a
good chance your
insurance will need
to change too.

Here are some questions to ask and some topics you
should be prepared to discuss with your insurance
agent:
• Do I need extended coverage for valuables?
If you’ve purchased any assets that might need
coverage, such as expensive jewelry, cameras, fur
coats or recreational vehicles, you’ll want to mention
this to your agent.
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These high-ticket items might not be automatically
covered on your standard homeowners or renters
policy. Your agent will recommend adding these items
as riders. This way you’ll have guaranteed coverage if
these items were to get damaged or stolen.
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•Do I qualify for discounts? Cost is very important
when it comes to insurance. After finding the best
policy for you and your family, it’s time to ask about
any perks or discounts that may be available for you.
Discounts are a great way to save on your premium.
Many insurance carriers will provide incentives
for renewing your policy annually. This is another
reason why an annual review is highly recommended!
Despite what you might think, though, an
insurance review doesn't have to be an involved,
time-consuming endeavor. A single conversation or a
visit with your agent can help make sure that you're
knowledgeable about your coverage and comfortable
that your limits are meeting your current needs.
Remember, you don’t ever want to be undercovered because you never know what 2021 will have
in store. ⌂

REALTOR® Advocacy:

UNITED
IN VOICE & PURPOSE
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