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 FROM THE CHAIR

NAR “Profile” provides great 
research for lead generation

Tanya Monroe, CRB, 

C-RETS, PMN, GRI, 

ABR, PSA, ePRO, 

AHWD, SFR, C2Ex

2021 HRRA 

Chairman of the 

Board

Understanding the National Association of 
REALTORS® (NAR) “The Profile of Home 
Buyers and Sellers” should be a part of 

developing your lead generation strategies for success. 
NAR conducts this annual report, which provides 
insights into the needs of our clients.  
 Here’s some vital information I am sharing 
information. It is directly gathered from 
the NAR website. Knowledge is power! 
 What do consumers want 
when choosing a real estate 
professional? How do home 
buyers begin the process of 
searching for a home? Why do 
some sellers choose to forego 
the assistance of an agent?  
 The answers to these 
questions, along with other 
findings in this report, will 
help real estate professionals 
better understand the 
housing market and provide 
the information necessary to 
address the needs of America’s 
real estate consumers. This report 
provides a wealth of data/information. 
 Here are NAR 2020 “Profile of 
Home Buyers and Sellers” highlights: 
 Buyers needed the help of a real estate profes-
sional to help them find the right home for them, 
negotiate terms of sale, and help with price negotia-
tions. Eighty-eight (88) percent of buyers used 
an agent to help them purchase a home. Sell-
ers, as well, turned to professionals to help market 
their home to potential buyers, price their home com-
petitively, and sell within a specific timeframe. The 
use of agent to sell the home reached historical 
highs of eighty-nine (89) percent. However, the 
percentage that maintained a client relation-
ship after the transaction is low, twenty-six (26) 
percent. While the NAR survey asked about iBuyer 
options, less than one (1) percent of sellers used these 
online-only programs. Only eight (8) percent of sellers 
sold via For Sale-By-Owner (FSBO). 
  Financing the Home Purchase: Eighty-seven 
percent of recent buyers financed their home pur-
chase. Those who financed their home purchase typi-
cally financed Eighty-eight (88) percent. 
 Buyers continue to see purchasing a home as a 
good financial investment. Eighty-three (83) percent 
reported they view a home purchase as a good invest-
ment. 
 Home Sellers and their Selling Experience: 
Sellers typically lived in their home for 10 years be-

fore selling, very similar to 2019. Eighty-nine (89) per-
cent of home sellers worked with a real estate agent to 
sell their home. Sixty-nine (69) percent of sellers were 
very satisfied with the selling process.  
 Home Selling and Real Estate Professionals: 
Sixty-seven (67) percent of sellers found their agent 

through a referral from a friend, neighbor, or rela-
tive or used an agent they had worked with 

before to buy or sell a home. Seventy-
seven (77) percent of recent sellers 

contacted only one agent before 
finding the right agent they 
worked with to sell their home. 
Ninety-one (91) percent of 
sellers listed their homes on 
the Multiple Listing Service 
(MLS), which is the number 
one source for sellers to list 
their home.  
 The typical seller has rec-

ommended their agent once 
since selling their home. Twen-

ty-seven (27) percent of sellers 
recommended their agent four or 

more times since selling their home. 
Eighty-nine percent said that they 

would definitely (74 percent) or probably (15 
percent) recommend their agent for future services.  

 For Sale by Owner (FSBO) Sellers: Only eight 
(8) percent of recent home sales were FSBO sales this 
year. This remains close to the lowest share recorded 
since this report started in 1981. FSBOs typically sell 
for less than the selling price of other homes; FSBO 
homes sold at a median of $217,900 last year (up from 
last year), and significantly lower than the median of 
agent-assisted homes at $242,300.  
 Based on this data/information, I think there 
should be a continued focus by our members to utilize 
tools/systems on how to build business by referral.  
 In my opinion, looking at lead generation by re-
ferral is a great lead source. It simply makes sense 
since most of the buyers or sellers find their agent 
through a referral from a friend, neighbor or relative, 
or used an agent they had worked with before to buy 
or sell a home.  
 We as members should consistently stand in 
touch with our relationship base as part of our lead 
generation strategies.  
 The full NAR report is available at https://www.
nar.realtor/research-and-statistics/research-reports/
highlights-from-the-profile-of-home-buyers-and-sell-
ers.  ⌂⌂

In my opinion,  
looking at lead generation 
by referral is a great lead 
source. It simply makes 
sense since most of the 

buyers or sellers find their 
agent through a referral from 
a friend, neighbor or relative, 

or used an agent they had 
worked with before to buy  

or sell a home.  
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A Picture is Worth 1,000 Words
 RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

Grow your knowledge, build relationships with HRRA   

As we edge closer to a return to normalcy (the pandemic’s not over yet!), we’re pleased to continue offering a bustling schedule of 

HRRA activities by Zoom, with some in-person activities now in the mix, too. Here is what’s planned so far for HRRA’s May Zoom and 

in-person gatherings:    

• VRLTA Seminar by Zoom with attorney Chip Dicks, presented by the Property Management and Leasing Council,  

9 a.m.-noon May 4; cost is $95 for members. Go here for full details and to register. 

• Government Affairs Committee by Zoom, 1 p.m. Thursday, May 4 

• Owners/Manager Council by Zoom, 3 p.m. Tuesday, May 11 

• REALTOR®/Lawyer Committee by Zoom, 1 p.m. Thursday, May 13 

• Affiliates Council by Zoom, 9:30 a.m. Friday, May 14 

• Pulitzer Prize-winning journalist Bill Dedman explores “Long Island Divided” by Zoom, presented by the Diversity, 

Equity and Inclusion Committee, 1-2:30 p.m. Tuesday, May 18; cost is free to members. Log in here to register and for full details. 

(See Page 17, too.)  

• Mini Golf Tourney at Jungle Golf, Virginia Beach, presented by the Affiliates Council to benefit CHKD and scholarship 

fund in memory of Preston Midgett, followed by a networking event at The Shack. Jungle Golf, 4-6 p.m. Wednesday,  

May 19; The Shack, 6-8 p.m. Full details and registration are available here. 

As a reminder, to register for events see your weekly eREALTOR newsletter, delivered Tuesdays, or visit HRRA’s “Events” tab (and/or 

watch postings) on the Facebook page, https://www.facebook.com/hrrarealtors, or see the calendar at HRRA.com for registrations. See you 

on Zoom (and in person), HRRA!  – Victoria Hecht, Vice President of Communications, Public Relations and Media Relations

https://hrra.com/wp-content/uploads/2021/03/VRLTA_registration_flier_-2021_editable.pdf
https://hrra.rapams.com/scripts/mgrqispi.dll?APPNAME=IMS&PRGNAME=IMSMemberLogin&ARGUMENTS=-AHRRA&SessionType=M&ServiceName=REGV&EventID=FHBD
https://hrra.com/wp-content/uploads/2021/04/Mini-Golf-Registration-Form-1.pdf?fbclid=IwAR1Q99MlSSDAPLUzaTr2MBa1tQe28BECveGbPKZeooY_OXnOYk_CLd64IJ4
https://www.facebook.com/hrrarealtors
http://HRRA.com
mailto:vhecht%40hrra.com?subject=
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People-to-people lead generation 
works wonders in technological times 

Dr. Dawn Kennedy, 

CAE, RCE, C2EX, 

GREEN, ePRO

HRRA CEO

When we think about lead generation our 

minds most often go straight to technology, 

either predictive analysis platforms or 

something as basic as Zillow or REALTOR.com ZIP code 

leads.  

 However, there is a powerful lead generation tool 

out there that costs you nothing. In fact, it is included in 

your HRRA dues. It’s good old-fashioned, belly-to-belly, 

handshake-to-handshake networking.  

 Most successful REALTORS® tend to list and sell in 

the areas where they have high knowledge and 

geographic competence. By mixing with 

other successful REALTORS®, the 

new REALTOR® may generate 

business. 

 One of the perks for be-

longing to a National As-

sociation of REALTORS® 

(NAR) designation group 

such as GREEN or AHWD, 

or an NAR-related group 

such as Certified Residen-

tial Specialist (CRS) or Wom-

en's Council of REALTORS® 

(WCR), is that these groups have 

a strong referral network.  

 A REALTOR® in South Carolina 

who is a member of WCR is far more likely to re-

fer a South Carolina client to another WCR member. 

Why? That’s simple: TRUST! Successful REALTORS® 

know that this person has dedicated time and money to 

improve their game, to educate themselves. They know 

that this fellow REALTOR® is striving to meet a higher 

standard of service delivery. 

 If there is any doubt check out these statistics: 

“REALTORS® who earn professional designations have 

a distinct competitive edge as a result of their increased 

expertise and marketability. Based on 2013 NAR sur-

vey data, the median income of REALTORS® without 

a designation was $33,500 and the median income of 

those with at least one designation was $61,100: a dif-

ference of $27,600!” (NAR, 2021). 

 If you are not quite ready to invest in your training 

one thing that you can do is take the C2EX designation. 

This is the only FREE designation and it does signal 

to your peers that you are committed to excellence. An 

extra perk? It counts towards your mandatory Code of 

Ethics (COE) training requirement.  

 This is a Code of Ethics triennial year, which means 

ALL members (with the exception of NAR Emeritus 

members) must complete a Code of Ethics 

course before the Dec. 31 deadline. If you 

haven’t taken the course yet, you can 

take it for free (it does not count 

towards your CE license require-

ment) right here. Not sure if you 

did or did not take the course 

in the last three years? You can 

check your status right here! 

 Finally, an often-overlooked 

lead generation tool provided by 

your association is the opportuni-

ty to become involved in community 

projects. Here you can meet potential 

home buyers and sellers, network with 

legislators and form long-term relationships 

with people outside of your original sphere.  

 As HRRA continues to expand its offerings there 

will be more and more opportunities to get involved 

in your communities. Working side by side with your 

neighbors shows them that you are committed to the 

success of the neighborhood and may result in leads.  

 Technology is wonderful, but it is not a substitute 

for human connection. Technology-driven leads can be 

elusive and time consuming. People-to-people leads will 

return rewards time and time again. 

 Happy selling! ⌂⌂

 CEO CORNER

There is a  
powerful lead  

generation tool out there 
that costs you nothing. In 
fact, it is included in your 
HRRA dues. It’s good old-
fashioned, belly-to-belly, 

handshake-to- 
handshake  
networking. 

mailto:dkennedy%40hrra.com?subject=
https://www.c2ex.realtor/home
https://www.nar.realtor/about-nar/governing-documents/code-of-ethics/code-of-ethics-training
https://www.nar.realtor/my-account?tab=term-My-Education
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Kimberly Plourde

Chair, Government 

Affairs Committee

The main reason for 
changing election day was 
to increase participation. 

May elections typically have 
a lower turnout, sometimes 

with less than 25% of register 
voters participating. By 
moving the elections to 

November, supporters of the 
bill believe it will increase 

participation. 

Changes are coming to local elections in Virginia in 
2022 and will impact several localities in Hampton 
Roads. Two bills that passed the Virginia General 

Assembly this year will have an impact on our local elections.  
 The first bill is one sponsored by Chesapeake Sen. Lionel 
Spruill that will change municipal elections traditionally held 
in May to the first Tuesday in November.  
 The main reason for changing election day 
was to increase participation. May elections 
typically have a lower turnout, sometimes 
with less than 25% of register voters 
participating. By moving the 
elections to November, supporters 
of the bill believe it will increase 
participation. 
 An added benefit will be 
the cost savings associated with 
holding only one election. In 
some localities this will save up 
to $150,000 in costs for the voter 
registrars office to manage a May 
election day.  
 While the vote in the House 
of Delegates narrowly passed, in the 
Senate it required Lt. Gov. Justin Fairfax 
to break a tie and pass the bill.  
 Prior to the passage of this law, cities could 
change their election dates if they wanted to by amending 
the city charter, which required General Assembly approval, 
or through local ordinance by a simple majority vote of the 
council.  
 With the passage of this law, the only option localities 
will have now is the option to change the election from even 
numbered years to odd numbered years. This would mean 
local elections could occur in years that did not have a 
Congressional or Presidential election.  
 Cities in Hampton Roads that will be impacted include 
Chesapeake and Norfolk. Virginia Beach, Portsmouth and 
Suffolk already hold local elections in November. 

 While Spruill’s bill would impact the entire state of 
Virginia, Del. Kelly Converse-Fowler of Virginia Beach 
introduced a bill that would restructure how Virginia 
Beach voters select their council and school board members. 
Currently, voters in Virginia Beach have a unique system of 
having council and school board members represent districts, 
even though they are elected at large.  

      Fowler’s bill was recently signed into law by 
Gov. Ralph Northam and will take effect Jan. 

1, 2022. The bill would replace the current 
system that has been in place for over 

50 years and allows voters in the city 
to vote for all council members, 

even though seven of the 11 
represent specific districts.  
    Fowler claimed this approach 
to voting disenfranchised voters 
because a candidate could have 
the support of the majority of 
voters in their district but still 

lose the election. Under the new 
law voters will only elect two or 

three council members and school 
board members every other year, 

unless council asks the General Assembly 
to switch them to an all-at-large system. 

 About the same time the governor was 
signing this legislation into law, a federal judge was declaring 
Virginia Beach’s system of voting illegal and directing them 
to stop using the existing at-large voting system. 
 Members of the Virginia Beach City Council will be 
reviewing the judges ruling with the city attorney in a closed 
session, but regardless of what legal actions the city may 
pursue.  
 There are various points of view on council about the 
law and how it was presented, but one thing they all agree 
on is the need to educate the residents of their city on the 
changes. ⌂⌂

Changes coming to how, when state 
and localities vote 

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

www.hangerlaw.com      757-351-1510

Title Issues
Investors
Contracts
Zoning and Land Use

Fulton BankFulton Bank

Fulton Bank, N.A. Member FDIC. Subject to credit approval.

Nate Brown
NMLS #: 607858
757.692.1641

Mike Grunwald
NMLS #: 607860
757.761.8156

Pam Martin
NMLS #: 1060805
757.321.6311

Matt DesRoches
NMLS #: 659388
757.651.6288

Kimberly Vap
NMLS #: 796166

757.544.8934
Marion Uzzle

NMLS #: 211283
757.729.7373

If you are BUYING, BUILDING or REFINANCING contact:

fultonbank.com/mortgage

mailto:soldhamptonroads%40gmail.com?subject=
http://www.hangerlaw.com
http://www.fultonbank.com/mortgage
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Alan Thompson, 

CRS, GRI

Chair, Resale Council

Let’s apply that  
same idea to our real 
estate industry. As we 

begin our summer 
season, let’s take a little 
time to have an “after-
action report” on what  

is happening  
in 2021.   

Memorial Day is the time we in America honor 

those men and women who died while serving 

in the U.S. military. It was originally known as 

Decoration Day, and it originated in the years following 

the Civil War and didn’t become an official holiday until 

1971.  

 Unofficially, Memorial Day marks the 

beginning of the summer season. We in 

Hampton Roads, know all too well 

the sacrifices that our military and 

their families make to serve and 

protect us all.  

 We also know how much 

the military, defense industry 

and their related businesses 

mean to our economy. I know 

that when I was in the military 

there was an After-Action 

Report after every operation 

or mission to look at what went 

wrong. That way we could correct 

it before next time. The report also 

examined what we did well so that we could 

share with others and keep as part of our operations.  

 Let’s apply that same idea to our real estate industry. 

As we begin our summer season, let’s take a little time 

to have an “after-action report” on what is happening in 

2021.  

 After 30-plus years in real estate, I can truly say that 

this is a crazy market. We have more REALTORS® than 

we have active listings and more than double the number 

of licensees as active listings! I assure you that those who 

are having record years are also working record hours to 

do that.  

 I just reviewed an article where a couple of years ago 

we thought we had low inventory, and it is roughly 40% of 

that now. Buyer’s agents and their clients feel as if they 

can’t rest. They are scared to miss a new listing, and they 

are taking risk by waiving inspections and guaranteeing 

purchase prices over the appraisal value.  

 It’s not easy for listing agents either.  

 They are having to work to justify their commissions, 

review and negotiate multiple offers, and guide their 

clients in the best direction for them.  

 In the military we always had service rivalries, i.e. 

Army vs. Navy, Navy vs. Marines, and everybody vs. Air 

Force. But one thing was for sure: When you were out 

there in battle or on an operation, you were all on the 

same team, and each did their part to the best of their 

ability to insure the success of the mission and 

wellbeing of all involved.  

     We need to remember this in our 

business today. It is a tough market. 

Whether you have submitted that 

fourth offer for your buyers or 

are reviewing those 18 offers 

for your sellers, it can feel like 

a battle. Our business attracts 

some highly competitive 

people, and we are often in the 

mode of trying to “win” for our 

clients.  

 Let’s just take some time to 

remember that, ultimately, we are 

all on the same team of trying to bring 

together two parties to get a transaction 

closed. We need to remember that markets go up and 

down. There are experienced agents and newbies, and 

there are clients who are wanting to move to their dream 

homes and some being forced to move for reasons beyond 

their control.  

 Regardless of whether you win the deal or lose for 

the fourth time, whether you just received more than you 

ever thought you would for your home or just lost the 

deal because of a low appraisal, remember this in your 

dealings: Be nice.  

 Whether this crazy market is your last one, your 

first one or somewhere in between, the most important 

thing to remember is that, as competitive as we are, we 

ultimately want the same thing: happy clients. 

 Memorial Day this year will occur on Monday, May 

31. At 3 p.m. local time, there is a national moment of 

remembrance for those who gave all with the ultimate 

sacrifice. Let’s all take the time to remember them. Real 

estate is not so hard after all.  ⌂⌂

Good advice and an “after-
action” report for our industry 

mailto:alan%40luckyhomes.com?subject=
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“That’s Who We R” 
REALTOR® Spotlight

WHO: Katie Verhalen, associate broker 
with Judy Reed Realty  

HRRA MEMBER SINCE: Off and on 
since 2011 

REALTOR® ACTIVITIES/
ACCOLADES:  Chair, “That’s Who 
We R” Advisory Group; REALTOR/
Lawyer Committee member; Circle of 
Excellence (COE) 2020 Extra Large 
Team Platinum Award; COE 2019 
Large Team Diamond Award; COE 
2018 Extra Large Team Platinum 
Award; COE 2017 Extra Large Team 
Platinum Award 

COMMUNITY INVOLVEMENT:  
Being a part of my community and 
giving back is very important to me. 
I’ve been involved with Children’s 
Miracle Network Hospital fundraising 
for years. I also support Seton House 
fundraisers any chance I get. Alongside 
my twin brother, Mike Semmendinger, 
and his nonprofit Military Mobility, 
we are focused on giving back to the 
military community. It’s a program 
that focuses on resiliency training for 
veterans. It puts them back into a team 
environment and lets them know they 
are not alone. Judy Reed Realty is a 
founding sponsor of this organization 
that Mike has brought very close to all 
of our hearts.  

I CHOSE TO BECOME A REALTOR® 
BECAUSE: : I want to be involved and 
be the BEST at what I do. If I don’t 
know the answer, I have an entire 
community of support, education and 
help. Selling homes is tough and unlike 
any other career. It is amazing to have 
the support of my fellow REALTORS®, 
plus continued education and 
marketing tools I have learned from 
the “That’s Who We R” campaign. I love 
being on a team and helping my team 

achieve success together. I have always 
believed when you are on your ladder 
of success, you should turn around and 
help the next person up. I am honored 
to be a part of this community.  

FAVORITE REALTOR® BENEFIT: 
Absolutely the education and 
national marketing tools. Having 
been a member of HRRA on and off 
throughout my career, I have realized 
how important being educated and 
growing in my real estate knowledge is 
important to business and ultimately 
helps me deliver the best service to 
my clients. I also love the Circle of 
Excellence awards gala and having one 
night to dedicate to the hard work and 
success of our team as I celebrate with 
my real estate friends.  

MOST MEMORABLE HRRA 
MOMENT: My most memorable HRRA 
moment is recent. I received a phone 
call from Chairman of the Board Tanya 
Monroe asking me to become the 2021 
chairperson for our That’s Who We 
R Advisory Group. I was absolutely 
honored, scared and excited to be 
asked. Having newly been involved 
with HRRA I never dreamed I’d be 
asked to head a committee so soon. 
Being a naturally born cheerleader, I 
excitedly accepted and cannot wait to 
take on the challenge pom-poms first! 
When I first joined the That’s Who We 
R Advisory Group at the beginning of 
this year I was not exactly sure what 
we were tasked with accomplishing. I 
have learned it is our goal to spread the 
word about the National Association 
of REALTORS®’ national advertising 
campaign and marketing tools. In 
getting to know the HRRA staff up 
close and personal, it is incredible 
to me how much they do for our 
community of REALTORS® every day 

without much recognition. They are 
guiding me through this process. I 
urge my fellow REALTORS® who have 
been on the sidelines thus far to GET 
INVOLVED. You do not have to know 
what you are doing. Staff will help you, 
and you will be better for it. We are 
getting ready to launch a new feature 
for the That’s Who We R Advisory 
Group, “The Ambassador Program”. 
This will help people who do not have 
much time to be able to commit to get 
involved but as a lead by example role. 
We are really excited and going to do 
some amazing things.  

I AM PROUD TO CALL MYSELF A 
REALTOR® BECAUSE: I want my 
clients to recognize I am a part of the 
best of the best. I am a member of the 
best professional organization in my 
field that provides support, education 
and training. “I am one®, because 
That’s Who We R!” 

BEST PIECE OF ADVICE FOR 
FELLOW REALTORS®: Always do the 
right thing. You will never regret it. 
Remember, we are in this together, not 
against each other. Have respect for 
your fellow agents. Never stop learning 
and growing. Be a part of something 
bigger than just yourself. You will stop 
chasing the commission check and start 
a business.

Katie 
Verhalen
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Entrepreneur, author, motivational speaker 
and social media influencer Gary Vaynerchuk 
once tweeted, “As our world goes all ‘Jetsons’ 

the opportunity for people and businesses is to go all 
‘Flintstones’ .... #oldschoolvalues” 

That’s Old School. I hear you.  

Not sexy.  

Not cutting edge. 

Not innovative. 

Not "on-brand" for YPN, 
our Young Professionals 
Network. 

Too much of a snooze  
for you? 

Maybe. But perhaps the 
Old School approach brings 
something to the party that is 
worth a look. 

It's tried and true. 

It's timeless. 

And you know what? It's an inexpensive addition to 
the high-tech, new stuff you've been doing. 

New approaches focus on likes, brand recognition, 
click rates and online engagement.  

Old school allows us to connect and to create and 
nurture relationships. 

New approaches give easily calculated return on 
investment and surgical precision. 

Old School is personal. 

Here are 10 Old School lead generation 
techniques to add to your business plan. 

1. Open houses: Your goal from these events (which 
have become almost State Fair-like in attendance) 
is to meet potential buyers (for any property) and 

future sellers. It's OK iif the seller thinks the goal 
is to sell their house. We'll keep your secret. 

2. "I Need" postcards/letters: As in the ones you 
mail. I attended a Rick Deluca seminar years ago 
where he introduced this strategy. If you have a 
buyer looking for a four-bedroom in Cox School 

District, reach out to potential sellers the old-
fashioned way. 

3. Door knocking: Yep. I 
said it. In a YPN Article. If you 

are looking for a way to connect 
with homeowners in a specific 
neighborhood, there is no 
better way than to get out 
and meet the neighbors.  
4. Circle prospecting: 
Did you do a great job for a 

buyer or seller recently? Reach 
out to potential buyers and sellers 

in the same geographic area. 
5. Conscious uncouplers: 

Divorce has been an unpleasant 
reality since 1857. The pandemic has led 

to a spike in splits. Who would have thought 
that spending uninterrupted time with one's 
spouse would expose irreconcilable differences? 
Establishing yourself as a resource for this 
population could lead to future business. 

6. Expired listings: The key here is to call the 
"stale" list. The properties that expired a while 
ago. Let other agents fight over the just expired 
list- you call the folks who no one else is connecting 
with. 

7. Check-in phone calls with your database/
sphere of influence: Be genuine. Ask how they 
are doing and offer something of value like a home 
warranty seasonal maintenance checklist.  

8. Meet your buyers’ friends: When you've 
done an exceptional job for a buyer, host a 
housewarming party for them. Invite their 
family, friends and new neighbors. They will 
love the party, and you'll expand your circle.  

 

New approaches 
focus on likes, brand 

recognition, click 
rates and online 

engagement. Old 
school allows us to 

connect and to create 
and nurture  

relationships. 

Carolyn Ricketts

Committee Member, 

Young Professionals 

Network (YPN)

10 tips: Old School lead 
generation is new again 

(continued on page 27...)

https://www.garyvaynerchuk.com/
mailto:cricketts%40chwpro.com?subject=
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Clyde Cooper Jr., 

CRS, GRI, SFR

 

Chair, Professional 

Standards Committee 

How are things going with you and your business 
in this hot real estate market? No doubt you 
are extremely busy, and that’s just fine! In 

writing this article, I’d like to start by asking YOU a few 
questions?

•  If you are a listing agent, what is the maximum 
number of offers that you have received and 
processed before your seller accepted 
one? I’ve heard 105 offers in one 
week from a Professionals 
Standards Committee member 
in Texas.

•  As a buyer’s agent, how 
many offers did you 
receive, process and 
present to your client 
before having one finally 
accepted by the seller?

•  And finally, as a property 
manager, how many of your 
landlords have decided to 
sell their properties rather than 
maintaining them as rentals?

  
 You may wonder, “Why is he asking these questions?” 
The simple answer is, I am having fun! Seriously, we are 
all extremely busy in this hot market, and it’s expected 
to get even hotter, therefore you would think everyone 
would be happy, right?
 However, this hot market is causing stress and 
frustration for many buyers, agents and tenants, and 
we all know this to be true! However, it is in this type of 
market that we may start taking shortcuts and failing to 
do these correct actions in an effort to achieve our goals 
for our clients.
 Moreover, as REALTORS® that’s precisely where 
the Preamble and the Code of Ethics come in! They help 
us to do the right thing and stay out of trouble while 
maintaining and improving the standards of our calling.
 Therefore, here are a few spotlighted articles of the 
Code of Ethics (and Standard of Practices) to consider 
as reminders in practicing our talents and coping in this 
sizzling real estate market.

 Article 1: When representing a client as an agent, 
REALTORS® pledge to protect and promote the interests 
of our client. This obligation to the client is primary, but 
it does not relieve us of our obligations to treat all parties 
honestly.
•  SOP 1-3. In attempting to secure a listing, shall not 

deliberately mislead the owner as to market value.
•  SOP 1-6. Shall submit offers and 

counter-offers objectively and as quickly as 
possible.

• SOP 1-7. When acting as listing 
brokers, REALTORS® shall 

continue to submit to the 
seller/landlord all offers and 
counter-offers until closing 
or execution of a lease unless 
the seller/landlord has waived 
this obligation In Writing.

 
   Article 3: REALTORS® shall 

cooperate with other brokers 
except when cooperation is not in the 

client’s best interest. The obligation to 
cooperate does not include the obligation to 

share commission, fees, or to otherwise compensate 
another broker.
•  SOP 3-6. When seeking information from another 

REALTOR concerning property under a management 
or listing agreement, REALTORS® shall disclose 
their REALTOR status and whether their interest is 
personal or on behalf of a client and, if on behalf of a 
client, their relationship with the client.

•  SOP 3-11. May not refuse to cooperate on the basis of 
a broker’s race, color religion, sex, handicap, familial 
status, national origin, sexual orientation, or gender 
identity.

 
 I sincerely wish that everyone would conduct a self-
examination and take just a few minutes each week to 
read one Article in the Code of Ethics, including any 
Standard of Practice. This would be most beneficial for 
you! Remember, it’s the life blood of a REALTOR®! Thank 
you for your time. ⌂⌂

Keeping your cool (and ethics) 
in a hot market  

...it is in this type  
of market that we 
may start taking 

shortcuts and failing 
to do these correct 
actions in an effort 

to achieve our goals 
for our clients.

mailto:coopel%40aol.com?subject=
mailto:coopel%40aol.com?subject=
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Courtney LaLonde 

 

Vice Chair, Affiliates 

Council 

To remain competitive in your business, you need 
to take a look at whether your old strategies 
are steering you towards or away from revenue 

success.  
 Sixty-one percent of marketers have trouble 
generating leads, and 40% of people in sales have trouble 
converting leads.  
 One of the problems is that the consumer 
is constantly changing the way they 
look for companies to work with, but 
your marketing strategy stays 
the same. Let’s look at some 
strategies that are working 
today that you can implement 
to grow your business. 

Blogging 
 Blogging is one of the 
most effective low-cost, lead-
generating activities. There are 
many blogging tips and tricks to 
help you reach more clients. Most 
consumers find blogs through a 
google search or even on social media 
while seeking answers to a specific question.  
  Suppose you have a blog that is aesthetically 
pleasing and full of information. In that case, people will 
keep coming back and eventually contact you when they 
are ready to make a purchase.  

Social media 
 By now, we should all be aware of the power that 
social media holds. Statistics show that the average 
person spends two hours per day on social media. It can 
be challenging to create a marketing strategy on social 
media with so many platforms.  
 Still, the secret here is to develop meaningful 
relationships by interacting on a genuine level. The way 
you interact with people varies based on which platform 
you are using. Let’s look at each: 
•   Facebook: Join or create a Facebook group to 

discuss topics and ideas with your audience. 
Establish yourself as the group’s subject matter 
expert in your field while also being yourself. 
People use social media to interact with people, 
not robots – so it is important to be yourself!  

•  Instagram: Instagram is known for stunning 
photographs and behind-the-scenes stories. It is also 
a great platform to use to generate leads. Basically, 
you post beautiful pictures to lure people into your 
page and keep them there by posting stories of your 
day-to-day operations. It would help if you also 
utilized hashtags to help your posts reach more 

people interested in that subject.  
• LinkedIn: Many companies see as 

much as 80% of their leads come from 
LinkedIn. It is a more professional 

network where businesses 
interact with other businesses. 
You also have the opportunity 
to work with lead-generating 
companies who will manage 
your business account to 
generate and capture leads 
through the platform.  

   Regardless of the social 
media platform you decide to 

use, it is essential to interact with 
potential clients in a meaningful and 

genuine way.  
    They want to see you as a person first and 

your business service second.  

  Referrals 
 There is nothing more powerful than a good, old 
word-of-mouth referral. Statistics show that referrals 
are the most effective marketing tool. If you already have 
a solid client base, you need to ask them to refer you to 
their friends, family, coworkers, and anyone else they 
can think of.  
  If they are so kind as to give you a referral, think of 
a way to thank them for showing your appreciation and 
also to make them feel incentivized to send more clients 
your way.  

Capture and convert! 
 Regardless of how you generate your leads, be it 
blogging, social media, referrals, or something else, you 
will also need to convert the lead. The easiest way to do 
this is to ask for the sale.  
 If you have been genuine, have a good sales 
reputation, and have provided quality information, this 

should be no problem. ⌂⌂

Taking the lead: Lead-
generation tips and strategies

Sixty-one  
percent of 

marketers have 
trouble generating 

leads, and 40% 
of people in sales 

have trouble 
converting  

leads.  

mailto:clalonde%40twmortgage.com?subject=
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Company: Mango Drive Photography 

Territory: Hampton Roads, Eastern Shore, Northeastern North Carolina 

Company: mangodrivephotography.com mangodrivephoto@gmail.com and 757-348-1135 

Year company established: 2018    

HRRA Affiliate member since: 2021 

Company specialties: Media services, including photography, videography, 
drone, 3D tours, and graphic design for residential and commercial real 
estate, architects, builders and designers. 

Why we joined HRRA: Real estate is a collaborative field. I understand that 
your success means my success, and I see HRRA as an opportunity to give 
back to and assist this community of agents. 

Why we got into this business: After over 10 years in real estate and 
new construction marketing, I finally figured out what I loved most about 
it: the photography. I would follow photographers around just to watch their 
process. When my husband bought me my first camera I started taking 
pictures of every building and room I could find. After a couple years I turned 
that hobby into a business because I realized I am completely myself when 
I'm behind a camera. 

Why we love doing what we do: I love to create images and videos that move people to act. 
I know photos alone don't sell homes. Agents do. But with 98% of buyers starting their home 
search online, good photography can make an agent's job easier which is my ultimate goal.

Our favorite satisfied-customer story: My favorite satisfied customer stories are when I get 
texts from agents that tell me the multiple showings and offers they've received on their listings 
in a short period of time. 

Most memorable HRRA moment: Can't wait to make some memories. 

Best piece of advice to REALTORS®: Even with the lack of inventory and market time being 
short, quality photography and videography is still a necessary component to listing a home. 
Professional photos hook buyers online and can increase the sales price. Most importantly in my 
opinion though it reflects highly on you as the REALTOR® to have a portfolio of professionally 
represented listings, which might even help you win more listings. 

The one thing we want REALTORS® to know about our industry is: rofessional real 
estate photography can help sell homes 32% faster and with a 47% higher asking price than 
homes without.  

Affiliate Spotlight:  Mango Drive PhotographyGET TO 
KNOW YOUR HRRA AFFILIATE MEMBERS

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

HRRA’s Affiliate Spotlight is a monthly feature offering a closer look at the association’s Affiliate members. 

http://mangodrivephotography.com
mailto:mangodrivephoto%40gmail.com%20?subject=
http://my.orhp.com/marygarnerdevoe
http://www.virginiabeachlendingteam.com
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

Are you happy, energetic and vibrant  

100% of the time?  If not, there is a reason 

for it.  

 There’s something within blocking the access to 

ever-present field of happiness. What is it? To find out, 

merely ask yourself what causes you worry, what are 

you afraid of, what are you lacking? Are 

you worried about money? Health? 

A relationship issue? Lack of 

confidence to go for what you 

want? Do you think you’re not 

as smart or capable as others?  

 Answers will flow to 

your mind. Those answers, 

or rather those thoughts, are 

in truth the blocks to your 

happiness. They are your self-

limiting beliefs. 

 Let’s take a moment and 

see how and when they came into 

existence. When you were born, you had 

no such beliefs. You had no such thoughts. In fact, 

the first year you had no thoughts at all. You just were, 

and that was more than enough.  

 That’s why your every smile and every laughter 

was a source of inexplicable joy for your parents and 

others around you. Your happiness was pure, genuine 

and therefore contagious. 

 So, what happened? Over the years that pure being 

that you are got programmed by the environment. 

Depending on how and where you were raised, your 

entire belief system was shaped, one belief at a time. 

Like a cobweb, thoughts of lack, inadequacy and fear 

were woven over that pure little being.  

 Of course, this wasn’t done intentionally to 

hurt you but because the environment didn’t know 

any better. As you grew through the teenage years 

into adulthood, the cobweb had gotten so thick that 

your self-identity shifted from the pure being to this 

cobweb. You became unconscious that these are merely 

programmed thoughts, and you lost touch with your 

true self. 

 Now you are going to ask me, “What does this 

have to do with being happy? Life happens regardless 

of what I think of myself.” True or false? Not only do 

your thoughts about yourself define your 

reality, but they create your reality. 

Every thought and feeling you 

have ever encountered has led 

you to where you are in your 

life today.  

 Now comes the question that 

will change your life: Are you 

those thoughts? Who are 

you?  

 Pause for a second. Stop all 

thoughts, sit silent and just be. 

Feel a soft, sweet breeze passing 

through your entire body, leaving the 

unmistakable stamp of its origin: a warm 

smile on your face. You smile, then smile wider, 

and you feel a flow of radiant, vibrant, bright energy 

throughout your body and mind.  

 It feels like someone is tickling the top of your 

brain, which creates a sensation of pure happiness. 

All of a sudden you get a sense of dropping a heavy 

baggage off your shoulders, the baggage that you’ve 

been carrying for years.  

 This leads to feelings of relief, lightness and peace. 

You feel like a happy, weightless feather dancing with 

the wind, unconcerned where it takes you because 

you are fully enjoying the dance. Light. Relaxation. 

Serenity. Freedom.  

 Congratulations! You just got a glimpse of your 

true self. That free, eternal, ever-present, all-powerful 

spirit is who you are. Your origin is divine and therefore 

so are you. All else is the cobweb, which you are not. 

If you persevere, 
it’s absolutely 
impossible not 

to arrive at your 
new self, your true 
self, and remain 

there.   

Overcoming limiting self-beliefs 

(continued on next page...)

MOTIVATIONAL CORNER

mailto:emil.nazaryan%40bhhstowne.com?subject=
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 So, now that you have cracked the shell of the cobweb and 

found that the real you is still there, how can you go about 

reprogramming yourself? It has taken a long time to weave that 

web, and it can’t be undone overnight.  

 But it most certainly can be undone. Let’s see how. 

 First, you have to determine which thoughts affect your 

happiness the most, at least in your mind. Write down top 10 

thoughts that you think hinder your happiness and expansion. On 

a different piece of paper add their total opposites.  

For example: 

• “I don’t have enough money” - “I have an abundance of money” 

• “I have health issues” - “I am whole and perfect” 

• “I’m not smart enough” - “I have infinite potential” 

• “I’m not pretty” - “I am beautiful the way I am” 

• “I’m not strong” - “I’m powerful because of my source” 

 Next, burn, tear up or toss the first piece of paper as a symbolic 

gesture of letting go of your old “self.” On the flip side, you may 

want to frame your new affirmations and keep them front and 

center where you can’t avoid seeing them throughout the day.  

 Read them, listen to them, feel them, live them, act them 

every day.  

 They may feel as a nonsense to the mind in the beginning. But 

don’t worry. The mind is the cobweb. You are not the mind; you are 

not the cobweb. As time goes on these affirmations are going to feel 

true and become true. Don’t stop affirming them.   

 Also, be sure to dedicate at least a few minutes daily to silent 

contemplation. This is crucial as it brings you back closer and 

closer to your true self. Whether it takes months or years will 

depend on your earnestness, intensity and faith.  

 If you persevere, it’s absolutely impossible not to arrive at 

your new self, your true self, and remain there.  

 But it’s not going to end there.  

 Know that if you are able to accomplish this, what you have 

really done is you have allowed divine hands to start carrying you, 

guiding you, showing you the way. And you have done so merely 

by removing the resistance, the cobweb that had been weaving up 

since childhood. Then you yourself will become a tall, powerful 

beacon, and you will shine your loving light brightly on this 

beautiful world.  ⌂⌂

(continued from previous page)

Helping Your Clients  
Make Their Next Move  
Be Their Best Move

ACM is known for offering a better solution 

for homebuyers through our simple, easy, and 

stress-free process. We not only help our clients 

close on time; we also provide them with free 

tools and information to continue guiding and 

helping them make smart decisions around 

how to manage and more importantly how to 

leverage their home investment to their benefit.

Atlantic Coast Mortgage, LLC is an Equal Housing Lender | Branch NMLS ID # 1820274 | Company NMLS ID #643114 (www.nmlsconsumeraccess.org) This is an advertisement and is not a 
commitment to lend. Contact lender to discuss the loan programs, payment, and term options available specifically for you and your needs.

CONTACT US TODAY!
AtlanticCoastMortgage.com
932 Laskin Road, Suite 100
Virginia Beach, VA 23451

Meghan McDonald
VP, Branch Manager
NMLS ID #609841
(202) 550-7575
mmcdonald@acmllc.com

Jessica Tallett
VP, Sr. Loan Officer
NMLS ID #1284708
(757) 613-5883
jtallett@acmllc.com

Katie Brinson
VP, Sr. Loan Officer
NMLS ID #820647
(540) 212-8277
kbrinson@acmllc.com

https://www.atlanticcoastmortgage.com/
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For years I have been working with the Virginia 

REALTORS® to achieve our goals for the Hamp-

ton Roads REALTORS® Political Action Com-

mittee (HRRPAC). Virginia REALTORS® establishes our 

goals based on what the National Association of REAL-

TORS® (NAR) develops for the state.  

 The goals for the year are established in the early part of 

the year, and then we develop a fundraising plan for the year. 

 Taking the lead, I work with other members in our 

association to execute the plan and achieve our goal. While 

we have always worked with REALTORS®, this year we 

are expanding our collaboration, and I wanted to let you 

know a little bit about the person I have worked with over 

the years from REALTORS®. 

 Kathy Felton is the development director for the 

Virginia REALTORS® Political Action Committee. Those 

masks last year that you got for your RPAC contribution 

were one of her many creative initiatives to help us achieve 

our goals. 

 Prior to becoming the director, Kathy was one of us for 

11 years, selling real estate in the Colonial Heights, Hopewell 

and Chesterfield area. She also served a term as president of 

the Southside Virginia Association of REALTORS®.  

 In my discussions with Kathy, I have come to learn 

that she not only understands the challenges we face in 

our day-to-day business, but 

she can also link those issues 

with our advocacy programs. 

I thought I would share a lit-

tle of our recent conversation 

with you. 

Question: Why is it impor-

tant for HRRPAC to meet 

the goals set forth by Virginia 

REALTORS®? 

Answer: “It is important for 

HRRPAC to meet the goals, 

because it enables HRRA to 

be effective in their local ad-

vocacy efforts,” Felton said. 

“Forty-percent of every dollar 

raised goes directly to local 

advocacy efforts.” 

Question: Why is it important that we meet the goals in 

Virginia that NAR sets? 

Answer: “One reason is the sense of pride it provides,” 

Felton said. “As REALTORS® in Virginia we always excel 

at the things we do professionally and within our associa-

tions. The more money we raise, the more effective advo-

cacy is at all three levels – local, state, and national.” 

Question: Why do you love what you do? 

Answer: “I love my job because I was a REALTOR® for a 

long time, and I realized after coming to Virginia REAL-

TORS® that there is a lot of information we (REALTORS®) 

didn’t know about advocacy and what is done on our be-

half,” Felton said. “I also love making connections with 

people and working with members all around the state in 

the local associations. I am relationship person, so having 

the opportunity to have more relationships is always a win 

for me.” 

Question: What is the main point you would communi-

cate about RPAC to new members? 

Answer: “An RPAC contribution is truly one of the most 

important things they can do for their business,” Fel-

ton said. “Advocacy is strictly about their business, their 

clients, their customers, and issues impacting property 

rights,” Felton said. “These are the everyday things that 

impact their ability to do what they do. Legislators and 

pollical leaders value the opinions that is communicated 

through the advocacy teams. 

 “Here’s an example, real estate transactions are an 

easy target for government to use to generate new fees or 

taxes. This is one area where our state advocacy teams 

work to discourage new fees or taxes from being instituted.  

 “In some cases, the advocacy team cannot eliminate 

the new tax, but it can lobby to have it at a reduced rate 

from the initially proposed rate.”  

 Successfully advocating for legislation, defeating leg-

islation, or reducing the impact of a proposed law that 

impacts our day-to-day business are all reasons that we 

should support HRRPAC. 

 If you have not made your contribution for this year, 

please contact our staff liaison, Gretchen Heal, at 757-473-

9700, ext. 1008, or gheal@hrra.com and she will process 

your payment for you. ⌂⌂

PAC Q&A with Virginia 
REALTORS®’ Kathy Felton

Mary Ross Ellsworth

Chair, HRRPAC 

Fundraising 

Committee

Kathy Felton

mailto:gheal%40hrra.com?subject=
mailto:mary.ross%40bhhstowne.com?subject=
https://ai360.aristotle.com/AI360FormBuilder/(S(knqs1gsq3ot4f0p0irvacavy))/Login.aspx?mobile=true 
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HRRPAC Contributor 
Spotlight

Advocacy topics that interest me: 
Government  

REALTOR®  activities/accolades: 
Distinguished Property Manager Award for 
over 10 years  

Community involvement: Member 
of Advisory Committee for Centura College

Why I give to HRRPAC: More than ever, we 
need voices to fight for our owners. 

Why donating to HRRPAC is important:  
We need to support our REALTORS® who fight 
for our rights as well as those of our owners.  

Vickie Hudson, 
CPM, property 
manager and associate 
broker, Gifford 
Management Group 
 
Member since: 2007
 
Contributor level: Fair 
Share 

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

Your Voice in Politics. HRRA.com/HRRPAC

A very special opportunity 
 Join us by Zoom from 1 - 2:30 p.m. Tuesday, May 18 
as our HRRA Diversity, Equity and Inclusion Committee hosts Pulitzer Prize-winning journalist and author Bill Dedman for an 
exploration of Newsday's groundbreaking investigation of Long Island real estate agents and brokerages, "Long Island Divided."  

This is an exceptional opportunity from HRRA to learn more about the three-year Newsday probe into discrimination and Fair 
Housing violations by real estate professionals on Long Island, New York.  

Register for this Zoom by going to HRRA.com and logging into the member portal. This event is free to  HRRA members.  
You will receive the Zoom link info after registering.  
 

Don’t miss this opportunity. Register today!
Thank you to sponsors Atlantic Bay Mortgage Group, Atlantic Coast Mortgage and Prosper Insurance. 

mailto:stacy.goode%40rwhomes.com?subject=
https://projects.newsday.com/long-island/real-estate-agents-investigation/
http://HRRA.com
https://hrra.rapams.com/scripts/mgrqispi.dll?APPNAME=IMS&PRGNAME=IMSMemberLogin&ARGUMENTS=-AHRRA&SessionType=M&ServiceName=REGV&EventID=FHBD
https://hrra.rapams.com/scripts/mgrqispi.dll?APPNAME=IMS&PRGNAME=IMSMemberLogin&ARGUMENTS=-AHRRA&SessionType=M&ServiceName=REGV&EventID=FHBD
http://www.atlanticbay.com
https://www.atlanticcoastmortgage.com/
http://www.prosper.insurance
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Junior Gunter, 

NMLS# 883774 

 

Mortgage Loan 

Consultant, Caliber 

Home Loans 

It’s no secret there is a severe housing shortage.  
   The causes of it are complex, including the rise of 
millennials purchasing at higher numbers (without 

vacating a house for a new one they are not freeing up 
inventory) all the way to a feedback loop of people seeing 
prices sky high and waiting for another “correction” (we 
don’t like to use the word crash) before they sell their 
house and upgrade/downgrade.  
 But in this article I want to explore one item in 
particular – how forbearance is driving up prices 
by artificially decreasing supply.  
 Without wading into politics, in 
a normal time if you can't afford 
to make your housing payment, 
you typically move into a place 
with a lower rent or mortgage 
payment. However, we are not 
living in normal times.  
 First, in a White House 
press release dated Febru-
ary 2021, there are currently 
10.7 million adults who rent 
are behind on payments – a rate 
of nearly 15%. For homeowners, 
10 million people are currently behind 
on their mortgages with approximately 5% 
being severely behind (90-plus days late or in loan 
modification programs).i With this magnitude of people 
not making payments, the government and real estate 
industry is understandably worried.  
 Second, the cost of a foreclosure in a 2008 study from 
the Joint Economic Committee of Congress found the av-
erage foreclosure costs $95,205, while preventing a fore-
closure runs $4,000. (The homeowner has a typical loss 
of $8,800 which includes loss of equity in the property, 
moving expenses, and perhaps some legal fees).  Accord-
ingly, nearly $3.3 trillion was lost in home equity during 
the 2008 housing meltdown. 
 What solution has the government come up with? 
They have extended the forbearance allowance for anyone 
until June 30, with the possibility of extensions through 
December. People who are behind on their mortgage, 
whether through loss of income or willingly not paying, 

have six more months to stay put before their bill comes 
due. 
 So, it is up to us, the industry professionals who 
have a unique insight to the business and enjoy talking 
about real estate. It is our job to educate our circles – your 
friends, family and colleagues who don’t read HRRA’s 
monthly magazine and miss out on information like this! 
 We are charged with letting people know that if they 
are behind with no immediate way of getting caught up, 

selling may be the best way forward – not just for 
the market, but for their personal finances.  

 Going through a foreclosure 
can have devastating effects on 

your credit and keep you from 
buying for a certain time in the 
future (your loan programs 
– VA, conventional, FHA all 
have varying guidance on the 
wait periods). It is also detri-
mental to your neighbors by 

severely decreasing their prop-
erty values.  

    For those who say, “Well, as 
long as the government allows me 

to miss my payments, why worry?”, it 
is worth keeping in mind is that nearly ev-

eryone escrows their taxes and insurance through 
their mortgage. With 5%-6% not paying their monthly 
bill, that means often these people are not putting money 
into their escrow account and will likely be in for a very 
rude awakening when their annual hazard insurance 
premium comes due, or their real estate tax bill. 
 So, in short, new inventory is going to hit the market 
either due to a wave of foreclosures, or it is going to hit 
the market due to people finally realizing they need to 
sell their home because they are unable to afford their 
current situation.  
 The former will benefit the larger number of people, 
while the latter will hurt nearly every aspect of our econ-
omy. But the one certain thing is the government cannot 
continue to allow this problem to fester any longer by al-
lowing people to neglect their obligations. ⌂⌂

Forbearance, foreclosure and 
the housing shortage  

We are charged with 
letting people know that 
if they are behind with no 
immediate way of getting 

caught up, selling may 
be the best way forward 
– not just for the market, 

but for their personal 
finances.
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Victoria Hecht

Vice President of 

Communications, 

Public Relations and 

Media Relations

HRRA’s REALTORS® Have a Heart volunteers 

had a perfect spring day April 6 to tackle 

exterior sprucing up at the Ronald McDonald 

House. It also marked the fifth anniversary of HRRA’s 

partnership with the Norfolk-based charity, which 

provides housing for up to 1,000 families annually so 

they can stay close to their hospitalized child. 

 REALTORS® Have a Heart is a program of HRRA’s 

Community Involvement Advisory Group, which 

plans and organizes association volunteer 

events at charities and nonprofits 

across The 757 to give back to the 

community HRRA serves.  

 Past REALTORS® Have a 

Heart activities have included 

summer beach cleanups 

during Save the Bay Day; 

landscaping and other 

projects at the Virginia Zoo; 

grounds/maintenance projects 

at Camp Hope Haven; winter 

cleanups at Edmarc Hospice for 

Children; food distribution and 

pantry organization at the Judeo-

Christian Outreach Center; warehouse 

and food pantry projects for the Union Mission and 

Habitat for Humanity; grounds and maintenance 

projects for Camp Hope Haven; and assisting in home 

construction during Habitat for Humanity of South 

Hampton Roads “Blitz Build” and “Women Build” 

projects, among others.  

 The program has also completely rehabbed 

the homes of a Gold Star Mom and a Navy veteran. 

Additionally, REALTORS® Have a Heart’s door-to-

door “bucket brigade” relief effort helped hundreds 

of Virginia Beach homeowners impacted by massive 

flooding following Hurricane Matthew. 

 The Ronald McDonald has been one the recipient 

organizations of HRRA’s REALTORS® Have a Heart 

volunteer program since its launch. Events are held six 

times annually, although two bonus events are planned 

this year. (For info on the upcoming community-wide 

HRRA Green Up Day on June 1 and how members 

can encourage their friends, family and neighbors 

to get involved, go to https://hrra.com/wp-content/

uploads/2021/04/Green-Up-Day-1.pdf, or see the flyer 

in this issue.) 

 As part of the spring spruce-up, three dozen HRRA 

volunteers pitched in at the Ronald McDonald House 

to seal both sides of a 125-foot-long fence, paint outdoor 

railings, weed and plant flowers. HRRA Affiliates 

member Conley’s Carpet Care Plus power 

washed the fence prior to the one-day 

event. After their day volunteering, 

volunteers broke bread picnic 

style, enjoying boxed meals 

provided by Affiliate member 

Achosa Home Warranty. 

 “We are so proud to be able 

to continue our support of 

the Ronald McDonald House 

all these years. The Hampton 

Roads REALTORS® Association 

and our Affiliates came out in 

full force this April to complete 

some labor-intensive projects. Thank 

you to all our volunteers for showing up! 

REALTORS® Have a Heart is growing,” said Sherry 

Snyder, HRRA’s REALTORS® Have a Heart chair. ⌂⌂

As part of the spring 
spruce-up, three dozen 

HRRA volunteers pitched 
in at the Ronald McDonald 
House to seal both sides 
of a 125-foot-long fence, 
paint outdoor railings, 

weed and plant  
flowers.  

REALTORS® Have a Heart for 
Ronald McDonald House 
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The 2021 General Assembly adjourned on March 1, 

a day that is referred to by the state legislature as 

Sine Die, which is Latin for “without another day.”  

 This year’s session was unique in several ways.  

 First, for the House of Delegates, the entire session, 

including veto day in April, was held virtually. All of the 

members of the House conducted business outside 

of the chamber either from their home or 

their office in the Pocahontas Building 

on Capitol Square in Richmond.  

 The Senate, on the other 

hand, met in the Science 

Museum of Virginia located 

off Broad Street in Richmond. 

The public, including your 

lobbyists, were only allowed to 

participate virtually. Lobbyists 

had no access to legislators or 

to legislative buildings. Capitol 

Square and the buildings that 

house staff for state offices remained 

closed to the public. Testimony both 

by lobbyists and the public was conducted 

virtually and limited in time. 

 Never before have relationships been more important 

than during this year’s General Assembly! The ability to 

knock on a legislator’s door and introduce yourself was non-

existent. All communication was done via phone calls, text 

or Zoom.  

 Explaining the nuances of a bill and contextualizing it 

for a legislator was even more important this year than in 

the past, because there was no opportunity to ask a legislator 

to walk down from the diose to provide clarification. 

 You frequently hear your advocacy team saying that it 

is important we take the time to build relationships, and 

this year is the perfect example of why these relationships 

are important.  

 The second way this session was unique was that it 

was actually two sessions in two months. Typically, the 

General Assembly meets for 60 days in an even numbered 

year and 45 days in an odd numbered year. The longer 

session is to accommodate is when members work on the 

state budget.  

 This year when session convened on Jan. 13, it was 

slated to meet for just 30 days, 15 days shorter than a 

traditional odd year. However, some legislators wanted the 

session to meet for 45 days and fought for an extension. 

  Legislators were limited in the amount of legislation that 

could be filed, with House members limited to seven bills 

and Senators limited to 12 bills. Despite these 

limitations, the legislature was unable 

to complete all of its work, including 

finalizing the state budget, within 

that original 30-day timeframe, 

where the Regular Adjourned 

Sine Die on Feb. 8.  

 To provide the additional time 

necessary to finish their dockets, 

the governor called for a Special 

Session to convene on Feb. 10. 

It was this Special Session that 

adjourned on March 1.  

 Since the beginning of 2020 

there have been seven General 

Assembly Sessions in 15 months. This is 

unprecedented in Virginia.  

Highlights from the 2021 General Assembly Session 

include: 

• Virtual meetings and votes for POA/COA are now part 

of Virginia code. 

• Conformed Virginia’s foreclosure law to federal 

language. 

• Requires the Real Estate Board to make available on 

its website a flood risk information form. The bill also 

provides that an owner of residential real property, 

who has actual knowledge that the dwelling unit is a 

repetitive risk loss structure, shall disclose such fact to 

the purchaser on a form provided by the Real Estate 

Board on its website. The bill has a delayed effective 

date of Jan. 1, 2022. 

• Invested $125.7 million in the Virginia Housing Trust 

Fund over the biennium. 

• $100 million in broadband infrastructure. 

• $15 million for low-income housing tax credit. ⌂⌂

Susan Gaston and 

Gretchen Heal

HRRA Government 

Affairs

Building relationships with our 
Virginia legislators

Never before have 
relationships been more 

important than during this 
year’s General Assembly! 

The ability to knock on 
a legislator’s door and 

introduce yourself was non-
existent. All communication 

was done via phone  
calls, text or Zoom.  
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As property managers we perform a lot of 
services for our clients. Besides risk mitigation 
and maintenance coordination, leasing is the 

most important of the services we provide.  
 Owners do not want their rental homes vacant. 
Vacant homes do not produce rent, and there are 
obvious maintenance concerns when a house is 
vacant. Technology and innovation have 
made an enormous impact on how we 
fill vacancies and has shortened 
market times for rental 
properties.  
 Self-showing platforms 
like Tenant Turner  and Rently 
have been a game changer in 
our industry. These systems 
rely on electronic lockboxes 
where prospects must send 
a text message from the 
property to receive an access 
code that will only work during 
a brief time period. If you are not 
using an automated showing platform, 
I would highly encourage you to consider it.  
 The first step is to tighten up your management 
agreement to make sure your owners are aware that 
automated showing platforms may be used while 
marketing their properties. You also should include a 
requirement that each owner adds your management 
firm as an “additional insured” on their homeowner’s 
insurance.  
 When discussing this topic with other property 
managers I sometimes hear a lot of concerns expressed 
about all the potential negative outcomes that can 
arise from allowing unaccompanied prospects into the 
homes they manage.  
 These concerns are valid, but oftentimes people 
fail to recognize the obvious benefits, such as allowing 
more prospects to view each home, and they can do the 
viewings at times convenient to them. That sure beats 
waiting for an available agent or representative from 
the firm to come open the door for them.  
 With this technology you can get more showings, 
which obviously benefits the owner. You also allow each 
prospect to flow through the home at their own pace 
and really take in the property without feeling rushed.  

 Sometimes property managers also fail to recognize 
the safeguards each of these platforms use to avoid 
the potential negative outcomes. At my company we 
use Tenant Turner to facilitate automated showings. 
With Tenant Turner we set the qualification standards 
required to qualify for a showing.  

  These standards allow us to prescreen 
prospective tenants prior to allowing a 

showing. We also require that a valid 
photo ID card is uploaded, and 

someone from our company views 
the ID card before allowing the 
showing. By requiring each 
prospective tenant to take 
some actions before being 
granted access, it eliminates 
the lookie-loos and the 
window shoppers. The people 

that take the action steps 
needed to get a viewing are 

likely to be serious about renting 
the home.  

 The other important thing to consider 
is how you and your firm are positioned in 

today’s market if you choose not to use all available 
technologies and strategies to help your clients achieve 
their goals.  
 Consumers have a lot of choices when it comes 
to who to hire to manage their properties. Savvy 
consumers will want to partner with a firm that 
they view as progressive and in touch with current 
standards.  
 Keep in mind that adopting the use of this 
technology does not mean it has to be the only strategy 
you use. Our firm does not allow self-showings for 
owner- or tenant-occupied properties. We still show 
occupied properties in person, but we do allow full 
access to vacant homes.  
 In today’s world people are used to self-access and 
ease of use. I would even say it is expected. We live in 
a world of Airbnb and vending machines with cars in 
them. We also live in a world where close contact with 
people from outside of our homes is frowned upon.  
 Automated self-showing platforms are here to 
stay, and the benefits clearly outweigh the risks. ⌂⌂

Rodney Fentress

 

Vice Chair, Property 

Management and 

Leasing Council

By requiring each 
prospective tenant to 

take some actions before 
being granted access, it 
eliminates the lookie-loos 
and the window shoppers. 
The people that take the 
action steps needed to 

get a viewing are likely to 
be serious about  
renting the home. 

Automated vs. in-person 
showings, Part II 
Editor’s note: This is the second in a two-part series about in-person showings vs. automated showings.  
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Memorial Day 
and our military 
community 

Brenda Tokarz

REALTOR®/Lawyer  

Committee Chair

 Memorial Day is pretty special in 

Hampton Roads considering the fact that 

we have 16 military installations and 

thousands of jobs fueled by these bases.  

 In my youth, it was the kickoff to 

summer. Later in life, it signified the end 

of another school year and the beginning of 

summer barbecues, picnics and parades.  

 It wasn't until my own family became 

inducted into the military that I really 

began to understand what this day was 

truly for. It was to honor the men and 

women that sacrifice their lives so that 

ours can be free. Most of us today lived 

through 9/11 and understand how fragile 

life is under the fear of terrorism.  

 Thankfully, today we have a strong 

military presence that protects and 

defends us. As the mother and aunt of 

service members, I can tell you firsthand 

how many holidays and sleepless nights 

were (and are) spent wondering where 

my family members were (and are) and 

whether they are safe as we lived through 

deployments, war and tours of duty.  

 In Hampton Roads we are proud of 

and honor our service members. They 

help provide us a strong economy and 

protection as well. As REALTORS® we 

get to know and bond with so many of 

these families. It's hard not to grow close, 

forming friendships that last long past the 

close of the transaction.  

 We here in Hampton Roads 

understand the complexities of closing 

with deployed spouses, last-minute 

power of attorneys and meltdowns just 

days before a closing takes place, and 

yet through it all we guide, support and 

protect them through the process because 

“That’s Who We R."  

 I'm proud of our REALTOR® 

association, its Affiliates and the many 

agents who sat across the closing table 

and helped us get to the finish line. Never 

underestimate the difference you make in 

the lives of these military members and 

families.  

 Especially after last year and the 

amazing hurdles, we all had to jump 

through during the COVID-19 pandemic! 

This year, as we get to honor the many 

who have sacrificed and those still serving, 

let's give an extra-long hug to those we 

can and a heart-felt note of gratitude for 

those who lives lost and the families that 

are still enduring their absences.  

 May this Memorial Day bring you 

joy in gathering together, and let's give 

special thanks to those men and women 

who give us the freedom to do so.  ⌂⌂

Strategies to 
reach your 
financial goals 

Katrina Griggs

Vice Chair, Diversity, Equity and 

Inclusion Committee

 Saving is a topic that some may find 

daunting. We hear family and friends say 

things like, "Saving…who has time to 

save? I'm living paycheck to paycheck."  

 This definitely was my response in 

my earlier days when I was enlisted in 

the U.S. Navy. Now I have become a better 

steward over my finances by setting goals 

and sticking to them.  

 When working with clients looking 

to purchase a home it is extremely 

important to discuss management of their 

finances during the consultation phase. 

This is especially important in our current 

market, where it is essential that buyers 

have very good credit and cash on hand 

-- not only for a down payment but also for 

closing costs.  

 Setting financial goals can assist 

buyers and sellers when they're ready 

to enter the market and allows for a 

smoother transaction. Setting financial goals 

is also important whether you're saving for 

retirement, higher education, emergency 

 IN BRIEF: Big news, small bites

(continued on next page...)
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$50o� Move In/Out Clean
or Initial Clean*

757-819-4941 • homecleanheroes.com/HRRA 

What makes us heroes?
• EPA-approved disinfectant
• Social distancing during service
• Wear protective masks
   & gloves

fund or the purchase of a new car.  

 Having a savings strategy will help 

to get the funds where they need to be. 

 The first step is to determine for 

what you’d like to save. Once that's 

determined you can establish the 

timeframe for your goals, whether they 

be long, mid or short term. Some short-

term saving goals include certificate of 

deposit and money market accounts, and 

mid-term saving goals include 529 college 

savings plans or mutual funds. Long-

term savings typically include retirement 

accounts such as 401(k) or IRAs. 

 Set a realistic timeline for yourself. 

How much will you sav, and when will 

you need it? Build your savings plan by 

calculating a monthly amount for each 

goal. A good rule of thumb is to set up 

your emergency fund to cover at least 

three months expenses before starting on 

other goals.  

 Lastly, create a budget by adding 

the total monthly savings goals to your 

budget. If it's more than you can afford, 

consider making a few cuts, adding 

extra income or choosing a higher-yield 

savings vehicle. My most important tip 

for creating goals is to make sure to write 

it down and stick to it. ⌂⌂

5 tips for 
successful spring 
cleaning tips

Kathy Turley

Director of Marketing,  

Home Clean Heroes

 The days are longer, and the 

weather’s warming up, which means 

it’s officially spring! Spring cleaning is 

one of our favorite activities, but it’s 

understandable that it can feel a little 

overwhelming to get started.  

 If you’ve been letting dust bunnies 

and clutter pile up during the winter 

months with the thought that you’ll get to 

it later, this is the perfect time to tackle it 

head-on! 

 The hardest part of cleaning is ac-

tually starting. Here are some simple 

guidelines to help you put a plan of attack 

in place to get a clean home. 

1. Divide your cleaning tasks up 

to make it manageable. Trying 

to decide where to start when 

you have to clean everything 

in every part of the house is 

overwhelming. It’s best to break up 

your chores into smaller chunks.   

 This can be done a few different 

ways. You can clean a room at a time 

and take breaks in between. Or you 

can split up by task, doing all the 

sweeping at once and then moving 

on to all the dusting. You can also 

prioritize into what absolutely must 

get done, what is important but can 

wait, and then lowest importance 

areas that you can get to after 

everything else. 

2. Tackle the most unpleasant jobs 

first. When you get your least fa-

vorite cleaning out of the way first, 

it’s all uphill from there! That way 

you’re not spending your time dread-

ing those undesirable chores and 

pushing them back over and over. 

3. Don’t forget those hard-to-clean 

spots! There are great tips on how 

to clean and sanitize your remote 

control, hosing off door mats, using 

a lemon to clean the microwave, and 

using a dryer sheet to dust ceiling 

fans! You can check out the full list in 

a news segment here. 

4. Disinfect your home to get rid of 

winter germs. After being cooped 

up in the house for months on end, 

it’s time to get rid of all the germs 

that have built up in your home! Dis-

infect, disinfect, disinfect! 

5. Next year don’t wait until next 

spring to deep clean again. It’s 

easy to put off deep cleaning un-

til springtime, but the best way 

to fight dust and dirt is to do a 

deep clean every few months.   

 

    With these easy spring cleaning 

tips, your house will be sparkling 

clean in no time! ⌂⌂

 IN BRIEF: Big news, small bites

(In Brief, continued from previous page)
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In the past this column occasionally has discussed 

the Virginia common law rule that, absent an 

express statutory or contractual requirement, 

a landlord has no duty to maintain in good condition 

any part of the leased premises that is under a tenant’s 

exclusive control, to warn the tenant of a dangerous 

condition of the premises, or to protect the 

tenant against the criminal acts of third 

parties in or about the premises.  

 That rule is based on the 

premise that the relationship of 

landlord and tenant, without 

more, does not constitute a 

special relationship giving 

rise to a duty of care by the 

landlord for the tenant.  

 The absence of a duty of 

care even protects a landlord 

when the landlord actually 

observes a tenant in distress and 

does nothing to help, according to 

the Circuit Court of Arlington County 

in the case of Watts v. Arlington Retirement 

Housing Corporation, decided on March 26, 2021.  

 Willie Watts entered into a written lease with 

Arlington Retirement Housing Corporation, which 

traded as Culpepper Garden, on June 1, 2015. 

Culpepper Garden offered its tenants a voluntary meal 

plan, which allowed the tenants to eat two meals a 

day at the resident dining area of Culpepper Garden. 

Watts participated in that plan and usually ate both 

breakfast and dinner in the resident dining area.  

 On Jan. 25, 2018, however, Watts did not appear for 

either breakfast or dinner. That is because sometime 

the night before he somehow became wedged between 

the toilet and the sink in his apartment bathroom and 

could not free himself. 

 An employee of Culpepper Garden, Subash 

Madan, noticed that Watts had missed both meals 

on Jan. 25 and went to Watts’ apartment to check on 

him. Madan entered the apartment and saw Watts 

sitting in the bathroom and appearing “not very alert” 

and possibly “ill.” Madan then sent an email to fellow 

employees informing them that Watts had missed both 

meals that day, that Madan had checked on Watts and 

observed him sitting in the bathroom not very alert 

and potentially ill, and that Madan was off work the 

next day and would feel better if somebody else looked 

in on Watts briefly.  

 But no other Culpepper Garden 

employee checked on Watts in the 

following days.  

 Watts’ daughter did go to 

check on him on the morning of 

Jan. 27, 2018, after Culpepper 

Garden breakfast attendants 

told her that Watts had not 

been to a meal since Jan. 24. 

She found Watts still wedged 

between the toilet and the 

sink and immediately called 

paramedics, who took Watts to 

the hospital for treatment of his 

injuries.  

   Watts thereafter sued both Culpepper 

Garden and Madan for negligence in the Arlington 

County Circuit Court, but the court granted summary 

judgment in favor of Culpepper Garden and Madan. 

 The court stressed that common law negligence 

requires the violation of a legal duty that one person 

owes to another, and where there is no legal duty there 

is no actionable negligence. At common law there was 

no duty to rescue.  

 In addition, Virginia has consistently rejected the 

notion that the relationship of landlord and tenant, 

without more, constitutes a special relationship that 

supports a duty of care. In certain circumstances, 

a duty of care can arise when a person who is under 

no duty nevertheless takes charge of another person 

who cannot adequately aid or protect himself, but in so 

doing either causes harm to the person needing aid or 

leaves that person in a worse position than the one in 

which he found him.  

 Nevertheless, Watts did not allege that Culpepper 

John Faber, Esq.

Williams Mullen
The absence  

of a duty of care even 
protects a landlord  
when the landlord 

actually observes a 
tenant in distress  
and does nothing  

to help...

Protection of landlords against 
common law negligence claims 
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Garden or Madan had negligently aided him; he alleged 

that Culpepper Garden’s negligence was its failure to 

render assistance after Madan sent the email regarding 

Watts’ predicament.  

 Again, however, Culpepper Garden as landlord had no 

common law duty to render that assistance, and nothing in 

the lease agreement required Culpepper Garden to check 

on Watts or render assistance.  

 Because Culpepper Garden had no duty to check 

on, much less assist Watts, Watts’ claim for negligence 

failed, and the court ruled in favor of the landlord and its 

employee. The decision in Watts helps bolster the protection 

of landlords against claims of common law negligence by 

tenants in Virginia. ⌂⌂

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

9. Ask for referrals: People like to help their family and 
friends to have experiences that are great. When you have 
done a great job, ask your buyers and sellers to introduce 
you to their friends, family and coworkers. 

10. Leaving a message: Did you just gasp? Alrighty then. 
We can't discuss old school without addressing this large 
elephant in the room. By not leaving a message, you are 
following the pack. Why not be different and stand out? 

 I'm not suggesting that you abandon what you are 
doing if it's working. We all need to continue to embrace new 
approaches as our world and our industry continue to evolve.  
 Instead, why not add one or two of the things that have 
worked for the folks who came before you? Your business will 

be richer as a result. ⌂⌂

(Legal Corner, continued from previous page) (10 tips: Old School lead generation is new again, 
continued from page 10)

http://www.townebankmortgage.com
http://HRRA.com
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Lead generation is the process of attracting and 
converting strangers and prospects into some-
one who has indicated interest in your compa-

ny's product or service. Some examples of lead genera-
tors are social media, sphere of influence, networking, 
door knocking, expired – withdrawn, and the list goes 
on (and, no, none of these is in a particular order). 
 There are so many different thoughts on how 
to generate business in this industry and so many 
opinions, too. I love when we can get a group together 
and discuss the pitfalls of lead generation.  
 Mostly what I hear and see is that agents don’t 
follow through. There is no plan, no organization, no 
system, no content.  
 When I was given this subject matter to write about 
it, it scared me because there are so many opinions on 
this topic. And, like most things it's subjective. There 
is no defined foolproof way to lead generate and be 
successful. Honestly, what makes a person successful 

with lead generation is if they believe in their plan. 
That they can engage and feel comfortable with it.  
    I have been in this for a couple of decades now, 
and there is always going to be that new shiny pro-
gram/system to follow. But, at the end of the day, I think 
we lose sight of what the true meaning of lead genera-
tion is: a relationship-building process.  
 The above definition of lead generation is true to a 
point, converting a stranger into a person who believes 
in your service. That is called gaining trust.  
 But first you must find that stranger who is inter-
ested! How are you going to do that? That seems to be 
the topic of this article.  
 What's first? The people, the system, the plan or the 
content? 

The people 
 People are the key element to prospecting, so let’s 
start there. You have built many years of trust with fam-

Lead generation: the make or 
break of your career    

Mia Roberson

Vice Chair, Owners/

Managers Council

(continued on page 38)

https://taskativity.com
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Thank You to our 2021 HRRA Partners

GOLD SILVER

BRONZE

COPPER

AMBASSADOR

Morgan Stanley

http://www.townebankmortgage.com
https://www.atlanticcoastmortgage.com/
https://www.ovmfinancial.com/
http://www.titlequest.net/
http://www.virginiabeachlendingteam.com
https://prosper.insurance/
http://www.REIN.com
https://www.caliberhomeloans.com/loan-consultant/virginia/virginia-beach
http://www.fairwayvirginia.com
http://www.hangerlaw.com
http://my.orhp.com/marygarnerdevoe
http://www.tidewatermortgage.com
https://www.aafmaa.com/mortgage/our-locations/virginia-beach-va
http://www.atlanticbay.com
http://www.cmsmortgage.com
http://cinchhomeservices.com
http://www.aforevergift.com
https://www.dollar.bank
http://www.fultonbank.com/mortgage
https://homecleanheroes.com/HRRA
https://taskativity.com
http://www.VirginiaMedia.com
https://advisor.morganstanley.com/the-pierson-russi-group
https://www.wfhm.com/loans/oceanfront/index-branch.page
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John Wilson, Esq., 

and Brandon Akers

Priority Title & 

Escrow 

Under Virginia Code §§ 64.1–1, a person’s 

interest in real property passes automatically 

to his heirs at law upon his death. Jenkins v. 

Johnson, 276 Va. 30, 33, 661 S.E.2d 484, 485 (2008). 

Therefore, when a homeowner (decedent) dies without 

a will (dies intestate) his real property passes legal 

title to his heirs at law before the decedent’s 

estate is administered in probate court.  

 Therefore, if the decedent dies 

intestate and his home is subject 

to a deed of trust held by a 

third-party trustee, then the 

legal title of the home and 

responsibility to make loan 

payments automatically 

transfer to the decedent’s 

heirs according to Virginia’s 

laws of intestate succession 

(beneficiary).  

 If a decedent passes away 

without a spouse or children, the 

decedent’s surviving parent would be the 

beneficiary. Va. Code §§ 64.1–1. Generally, the 

more nuclear relatives a decedent survives, the more 

estranged the family member who eventually becomes 

the beneficiary. Sheppard v. Junes, 287 Va. 397, 756 

S.E.2d 409 (2014). 

 If the decedent’s family member inherits an 

interest in the home and fails to make loan payments, 

a third-party trustee (the entity chosen by the loaning 

bank) may file a foreclosure action on the home. If 

the beneficiary does not appear in court to challenge 

the foreclosure action, the third-party trustee may be 

granted default judgement. (Virginia Code § 63.2-1934)  

 Having won the foreclosure action, the third-party 

trustee may hold a foreclosure sale on the home after 

providing notice. Notice is sufficient when the upcoming 

sale is published for two weeks a newspaper printed 

in the jurisdiction where the foreclosed property is 

located.  

 When a living homeowner’s property undergoes a 

foreclosure sale, the homeowner has a right to redeem 

the property. Virginia Code § 63.2-1935.  

 To redeem one’s property and halt execution of 

the foreclosure sale, the homeowner must pay the 

total loan amount due, plus the third-party trustee’s 

attorney’s fees and expenses incurred during the 

foreclosure action.  

 In Virginia, redemption must occur within 240 days 

after the foreclosed property is sold. Since 

a decedent’s real property interests 

and rights pass automatically 

at the decedent’s death, the 

beneficiaries also inherit this 

right of redemption. Liggon 

v. Fuqua, 20 Va. 281, 282 

(1819).  

   However, as discussed 

above, an owner of real estate 

does not control which family 

members he survives, nor 

which family members inherit 

his interest in the real estate 

property in the absence of a will or 

non-testamentary devise. Therefore, 

homeowners should consider consulting a lawyer 

about executing a Transfer on Death Deed (TODD).  

 Instead of letting the court decide who inherits an 

interest in property, responsibility to pay loans, or right 

of redemption, the Transfer on Death Deed empowers a 

homeowner to select which person will directly receive 

his interest in his real estate property upon his death. 

Virginia Code § 64.2-628.  

 Homeowners may use a Transfer on Death Deed to 

transfer property interests to a trustee for the benefit 

of another family member. Va. Code § 64.2-621. This 

strategy may be ideal when the beneficiary is elderly, 

disabled, or a minor. If the decedent happens to survive 

the originally intended beneficiary, Transfer on Death 

Deeds allow the home to be transferred either to 

the originally intended beneficiary’s estate or to an 

alternative beneficiary. Virginia Code § 64.2-621. 

 When the living homeowner decides that either a 

change or revocation of the Transfer on Death Deed is 

necessary, the homeowner should consult a lawyer to 

ensure the Transfer on Death Deed is properly revoked. 

Transfer on Death Deeds: A 
solution to Virginia’s default rules  

When a living 
homeowner’s 

property undergoes 
a foreclosure sale, 

the homeowner has 
a right to redeem 

the property. 

(continued on page 38)

mailto:John.Wilson%40prioritytitleus.com?subject=
mailto:John.Wilson%40prioritytitleus.com?subject=
https://hamptonroadsra-my.sharepoint.com/personal/vhecht_hrra_com/Documents/Desktop/April%202021%20mag%20to%20layout/PriorityTitleUS.com
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Kim Nelson

 

Choice Insurance

As a real estate professional, you have an incred-

ibly important job, and you help make your cli-

ents’ dreams come true. They chose you as their 

REALTOR® because of your experience, expertise and the 

plethora of resources you bring to the table.  

 Your clients trust you with one of the largest pur-

chases of their lives. They rely on you to know the local 

market, the real estate industry and the best way to take 

care of them through the entire closing process. This in-

cludes making sure they have the right infor-

mation to prevent them from losing ev-

erything for which they’ve worked so 

hard.  

 The last thing your client 

wants is to purchase their home 

only to find out later they don’t 

have the right coverage to 

protect them in the event of 

an unforeseen event like flood-

ing. Flood losses in the United 

States have averaged 2.4 billion 

per year for the last decade. 

 Helping your clients under-

stand the value of flood insurance and 

how protecting their home and assets with 

the right flood coverage can ensure they are not left 

underwater when the next flood hits. In fact, flood is such 

an important topic that an entire week in March has been 

deemed Virginia Flood Awareness Week to keep flood pro-

tection and safety on the radar of all Virginians. 

Know the risks 

 Flooding -- whether from hurricanes (hurricane sea-

son runs June 1 to Nov. 30), rain events or storm surge 

-- is the most common and costly natural disaster in the 

United States. According to the State of Virginia, 9% of 

Virginia’s land mass falls under the special flood hazard 

area, but only 3% of Virginians have flood insurance.  

 It is estimated that just one inch of water in a home 

can cause up to $25,000 in damages. Few households can 

afford that monetary risk. Without flood insurance, most 

people must pay out of pocket or take out loans to repair 

damage.  

 Flood insurance reduces the financial burden of a 

flood event and makes recovery much easier. Most home-

owners and renters insurance policies don’t cover flood-

ing, so it’s very important to plan. Flood insurance poli-

cies can take up to 30 days to go into effect. 

 Flooding occurs not only near a river or coastline. 

Flooding can happen any time it rains, whether the prop-

erty is within or outside the high-risk flood zone. Over 

25% of flood insurance claims come from outside the high-

risk area. The Virginia Flood Risk Information 

System (VFRIS) is an online tool Virgin-

ians can use to learn about the risk of 

flooding to their homes, businesses 

or community. The tool, provided 

by the Virginia Department of 

Conservation and Recreation, 

is available at www.dcr.vir-

ginia.gov/vfris. 

Protect your clients 

   When your clients have the 

wrong or no flood insurance, 

they are putting everything they’ve 

worked so hard for on the line, and un-

thinkable disaster could become financially 

unbearable.  

    Be proactive with your buyers. As soon as you find 

them the home they love, contact an insurance company 

that specializes in flood insurance, Letter of Map Amend-

ment (LOMA) and flood zone mitigation, including reme-

diation to lower flood premiums. Make sure the insurer 

walks your client through the options they are eligible for 

through the NFIP (National Flood Insurance Program) or 

private market flood insurance.  

 Private market flood insurance is a much more re-

cent offering. In most cases, it is much less expensive 

than through the NFIP. Your client’s loan type and other 

factors may dictate which coverage options they can pur-

chase.  

 When it comes to flood insurance, education is key.  ⌂⌂

Don’t let your clients get 
underwater without flood 
insurance 

According to  
the State of Virginia, 
9% of Virginia’s land 
mass falls under the 
special flood hazard 

area, but only 3%  
of Virginians have 
flood insurance.  

mailto:Kim.nelson%40choiceins.com?subject=
http://choiceins.com/?utm_source=Magazine&utm_medium=email&utm_campaign=HRRA&utm_term=20210204
http://www.dcr.virginia.gov/vfris.
http://www.dcr.virginia.gov/vfris.
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Are you telling me I can get leads for free? What’s 
the catch?  
   The fact is you have an entire community 

around you of free leads. I am sure you have heard 
the term “sphere of influence.” Do you know 
what that means?  
 Every real estate transaction is 
a potential future lead. Invest in a 
good follow-up system for your 
past clients, and it will pay off 
100 times over, plus you get the 
benefit of keeping up with your 
favorite people.  
 Pro tip: Make your 
database the people you enjoy 
the most. Don’t forget the time 
to check in is NOW. If your feeling 
guilty for not staying in touch 
through the years with past clients, 
don’t. Start off with a call, text, email or 
letter saying, “Hey, my favorite clients. I was 
just thinking about about y’all and our time together when 
you bought your house. I wanted to touch base and see how 

things are going. This last year has been tough. I’d love to 
know how you are.”  
   Working with past clients or referrals from your 

client list is the best. Most people love to give 
recommendations. Be sure your name is 

fresh in their mind. Your past clients 
know people who want to buy or 

sell a home, so don’t discount any 
previous connection. Remember, 
you are in this business for the 
long haul.  
  Prospecting your client 
database is not about grab 
and go. You are building the 
foundation for your business.  

 One of my favorite lead tips is 
to invest in REALTOR®  gear! It is 

spectacular to see what a hat at a 
sports game, license plate frame on the 

road or a T-shirt at the grocery store can 
do for your business. Always have a business 

card ready to hand out when you get that ever-asked 
question, “So, how’s the real estate market?” 

Your past clients  
know people who  
want to buy or sell 
a home, so don’t 

discount any previous 
connection. Remember, 

you are in this  
business for the  

long haul.   

Leads for free?   

Katie Verhalen 

Chair, That’s Who We 

R Advisory Group 

Only 23 11 Home Sites Available!
Priced From the Mid $400s

New Ranch Floorplan

This new community features an expansive waterview for adults 55+ 
seeking a more carefree, low-maintenance lifestyle. Semi-custom 
homes offer:

• Open Floorplans with First 
Floor Master

• Ranch Floor Plans Available

• ENERGY STAR® Appliances

• Gourmet Kitchen with Large 
Center Island

• Covered Side Porch with 
Private Courtyard

• 2-Car Garage

• Incentive Packages Available

• Move-In Ready Homes

TheLandingsAtBennettsCreek.com Model Open Daily by Appointment
3301 Ferry Road | Suffolk, VA 23435

For more info or to schedule a tour, 
contact Michele Fredericks at 757-286-1697.

Sales & Marketing by Rose & Womble Realty Co. | 757-935-9010

landingsbennettscreek@roseandwomble.com

(continued on page 40)

https://www.narteamstore.realtor/ThatsWhoWeRProducts
mailto:katie%40judyreedteam.com?subject=
mailto:egriffin%40roseandwomble.com?subject=
https://thelandingsatbennettscreek.com/ 
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Spring is here, and that means summer is right 
around the corner. Everyone is looking forward 
to warmer temps, school breaks and summer 

vacations. 
 With COVID-19 still a trending topic, the travel 
industry has been struggling. Many are still working 
from home, business-related travel has been at an 
all-time low, and many families are sticking 
closer to home for vacations.  
 A current trend for vacationers 
is short-term rentals. Families are 
looking to short-term rentals as 
a safe way to vacation while 
maintaining a level of social 
distancing that may not be 
possible in hotels. The short-
term rental market has been 
growing for years.  
 Even though the travel 
industry has been disrupted by 
COVID-19, the vacation rental 
market is still going strong.  
 According to the research data 
analytics firm STR, before the pandemic the 
short-term rental industry had shown 300% total 
growth in the previous five years. Now, it is bouncing 
back at a faster rate than hotels while showing higher 
occupancy rates.  
 Guesty’s “Short-Term Industry Report for March 
2021” states that 83% of respondents believe that 
travelers will continue to book short-term rentals over 
hotels, and 60% foresee that hotels will incorporate short-
term rentals into their business models. Traditional 
lodging is being replaced with short-term rentals.  
 What is the next trend for the vacation industry? 
Condotels. 
 Everyone has heard of condos. Everyone has heard 
of hotels. But has everyone heard of condotels? Wikipedia 
states, “A condo hotel, also known as a hotel condo or a 
condotel, is a building which is legally a condominium 
but which is operated as a hotel, offering short-term 
rentals, and which maintains a front desk.”  
 Condotels are hybrid properties comprised of 
individually owned condominium units, but they operate 
like hotels. Because of this they are not subject to the 
same laws that apply to residential short-term rentals.  

 Condotels should not be confused with timeshares. 
Vacationers are not purchasing the ability to stay at 
a resort for a certain amount of time during certain 
periods of time during the year. Vacationers can rent 
units from a managing company just as they would a 
hotel room. They can rent a condotel with amenities 

they would find in other vacation rentals and/or 
hotels. These amenities can include full 

kitchens and living rooms, laundry 
room, housekeeping, gym access, 

swimming pools, restaurants and 
concierge services.  
    Condotels are popular in 
tourist areas where there is 
typically a higher demand for 
hotels and alternative lodging 
options. The condo hotel 
concept started in Florida but 

is popping up throughout the 
United States and the world.  

 Condotels are the perfect 
option for large families or group 

getaways. They allow for plenty of 
space for social distancing while also 

offering privacy and safety, even a quiet place 
for the kids to take a nap. When factoring in fees for 
parking, internet and business services and dining, they 
can be more cost-effective, especially for large families 
or groups.  
 Short-term rentals can make it easier and less 
stressful when vacationing with children. In addition to 
multiple bedrooms, some may feature high chairs and 
cribs, game rooms and playgrounds. Also, you don’t have 
to worry about bothering your neighbors if a temper 
tantrum takes place.  
 You can live more like a resident than a tourist 
while vacationing at a condotel. You can have an 
insider view of how it is to live like the locals. You will 
have knowledge of the best restaurants, shopping and 
entertainment venues that the local residents frequent.  
 Whether you are planning an action-packed 
vacation or a romantic escape this summer, a condotel 
may be an option for you. There are more than a few 

reasons for choosing a condotel for your next vacation. ⌂⌂

Jennifer Ireland

 

Chair, Common 

Interest Community 

Advisory Group 

Even though the 
travel industry has 

been disrupted 
by COVID-19, the 
vacation rental 
market is still  
going strong.  

Condotels could be your new 
way of vacationing   

https://lp.guesty.com/hubfs/Guestys_Short-Term-Rental_Industry_Report_March-2021.pdf
https://lp.guesty.com/hubfs/Guestys_Short-Term-Rental_Industry_Report_March-2021.pdf
mailto:jennifer.ireland%40bhhstowne.com?subject=


34     Hampton Roads REALTOR® • May 2021

Rob Waring

 

Vice Chair, 

Commercial Council

So, how has the past year been for you? What has 

your business looked like? I know buyer’s agents 

are grateful for the digital tools we have available.  

 Without them you would have a severe case of 

writer’s cramp if you had to hand write them like in 

the old days (especially if you’re writing an average of 

eight to 10 offers per buyer, if you’re able to find that 

many house).  

 Yes, this market has been quite the challenge for 

all of us. One need only review the various 

real estate threads on Facebook to feel 

the tension and anxiety that has 

pervaded the market since before 

COVID even reared its ugly 

head over a year ago. Online 

therapy apparently has a 

bright future. 

 So, the real question is, 

when and how is this market 

going to end? On the resale 

side the supply of houses 

is tighter than anyone can 

remember, and new construction 

is up against a raw materials pricing 

crisis -- forcing new home buyers into 

more careful consideration of need vs. want. 

 Worse, there are many potential sellers who, under 

normal circumstances, would look to sell and move 

up. However, many of those are reluctant to enter the 

market for fear that, while they could certainly sell for 

a great price, they would not be able to find their next 

house. There are many in this category. 

 And, as if that were not enough, interest rates are 

beginning to tick up?  

 Commercial real estate is trying to figure itself 

out with the retail and office landscapes in the midst 

of a substantial reset. Meanwhile, other commercial 

sectors appear to be just fine. Industrial properties 

are booming with high demand for warehouse spaces; 

multifamily is on fire with tremendous demand from 

investors.  

 The hospitality industry also seems poised for a 

comeback, anticipating a tremendous amount of pent-

up demand from consumers hoping for an end to the 

dreaded “staycation.” 

 Comparisons are often made analogizing the 

current market to the crash that began in 2006 when 

the “bubble” did indeed burst. Our last crisis involved 

loans given to buyers boasting 480 credit scores. Oh, 

and a lot of those folks were given ARM loans.  

 It is quite possible that the term that will best 

describe the coming market is “forbearance/

foreclosure hangover.” With the 

foreclosure moratorium scheduled 

to lapse at the end of June we 

could see a substantial increase 

in foreclosure processing 

through the back half of this 

year.  

 The Biden administration 

has mandated an ongoing 

forbearance program that 

will allow up to two additional 

three-month periods, but only 

homeowners who entered forbear-

ance programs prior to June of 2020 

are eligible. For further information, go 

here.   

   In the course of normal events, there is a constant 

stream of foreclosures, either bank- and government-

owned, coming into the resale inventory in our usual 

market. That number was cut by more than half year 

over year, indicating that when the moratorium comes 

off there will be a substantial number of foreclosures 

coming available.  

 In addition, many who took advantage of the vari-

ous forbearance programs may be in for a rude awak-

ening when the bill comes due. Many lenders will offer 

loan mods, much like were offered in the wake of 2006.  

 Others may simply “add it on the back,” leaving 

homeowners with a significant reduction in equity 

when the missed payments and accrued interest are 

added in. Still others will get the cruelest result of all, 

a bill for the arrearage (an insistence on the loan being 

Real estate and the post- 
COVID market 

Many who took 
advantage of the 

various forbearance 
programs may be in for 
a rude awakening when 

the bill comes due. 
Many lenders will offer 
loan mods, much like 

were offered in the  
wake of 2006. 

(continued on next page...)
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brought current, which for many will sim-

ply be impossible).  

 The upshot is that there could well be 

a significant amount of inventory coming 

from sellers who decide to sell to offload 

the burden of extended forbearance. This 

could be a good strategy as long as market 

pricing maintains its current levels, which 

will only continue with tight inventory.  

 Unfortunately, there is a fair amount 

of research that indicates that there may 

be a more than substantial number of 

foreclosures and short sales coming over 

the next year. An analysis by CoreLogic (see 

diagrams) suggests that serious mortgage 

delinquencies are up noticeably.  

 From parsing the data it is clear that 

the use of forbearance programs has been 

widespread and has provided cover for 

individuals who might otherwise been 

foreclosed upon already were it not for the 

pandemic.    
 For a more locally centered look-in, 
these are numbers for just FHA loans in the 
Hampton Roads Metropolitan Statistical 
Area (MSA) 

 The CoreLogic charts are a real eye 

opener as their effective date is October 

of last year. What will the actual numbers 

behind these stats look like at the end of 

June, eight months further down the road? 

Or even further with the Biden extensions? 

 The idea here is NOT to promote 

a “Chicken Little: The Sky is Falling” 

scenario.  

 Could this be a significant enough event 

to eventually shift our market? Hard to say. 

But in this data is a strong suggestion to 

REALTORS® who know their game and 

have kept up with their clients.  

 You are the expert for your people. If 

you know there is a problem on the horizon 

for some of them, it in your skillset to help 

them get in front of it. The market is still 

on fire and now would provide the best 

opportunity for you to get your clients out 

ahead and end their pandemic experience 

of 2020 and 2021 with a win. ⌂⌂

Figure 1: Serious Delinquency Rate by Loan Types

Figure 2: Share of All Loans in Forbearance by 
Delinquency Stages, As of October 2020

Source: CoreLogic Loan-Level Mortgage Analytics, October 2020 
© 2021 CoreLogic,Inc., All rights reserved.

Source: The Wolf Report, March 2021 © 2021 The Wolf Report., All rights reserved. 

Figure 3: FHA loans in the Hampton Roads 
Metropolitan Statistical Area (MSA)

(Real estate and the post-COVID market, continued from previous page)
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In the constantly changing and uncertain market 

that we’re experiencing, connecting with your data-

base and generating new business sources is as im-

portant as ever. While lead sites and technology can play 

a role in this effort, there are numerous ways to leverage 

your existing contacts and past clients, and potentially for 

much less cost. 

 One of the most important aspects of sales growth is 

having your contacts segmented into specific groups: VIP, 

Top 40 past clients, database and business contacts. How 

you engage with each category will vary, but the most im-

portant part is having the lists to start with. 

 

VIPs 

VIPs, or very important people, are the people you have 

the best relationships with, whether they’re clients or not; 

maybe they’re family and friends, accountants, attorneys, 

builders, or business owners. Ideas to engage with your 

VIP group include: 

• Calling monthly. 

• Visiting them at least once a quarter. 

• Having a birthday program in place (i.e. a card, phone 

call, personalized video e-mail or small gift). 

Top 40 past clients  

Your Top 40 group can be made up by your favorite past 

clients, usually those you’d be friends with.  

Ideas to engage with your Top 40 group include: 

• Calling twice a year. With 52 weeks in the year, you can 

call each letter of the alphabet twice, starting with the 

first letter of their last name. 

• Like the VIPs, a birthday program works well here, 

too (i.e. a card, phone call, personalized video e-mail or 

small gift). 

• Visiting or spending time with them at least once a year 

(i.e. a client event, dinner or mutual-interest activities).  

Database 

Your database includes your closed transaction cli-

ents (ideally, totaling no more than 300). This way, 

you are able to remain in touch with your best clients).  

Ideas to engage with your database include: 

• Calling once a year during the month that they closed 

on their home. For example, you can go back through 

your clients from the past five years.  

• Sending monthly emails and touchpoints. Email mar-

keting, including informative videos where you go over 

any market conditions or timely housing news, is ideal. 

• Using direct mail. What has worked for me is staying 

in front of my database with postcards on a quarterly 

basis. Although the content is important, consistency 

is the key player, especially keeping the branding and 

look of the mailer the same. At the same time, you’re 

building your brand.  

Business contacts 

Your business contact group includes other business 

professionals, such as accountants, attorneys, builders, 

financial planners, business owners, and more. Ideas to 

engage with your business contacts include: 

• Choosing one segment within this group each quarter. 

• Calling or visiting monthly. 

• Extending invitations to any client events or happy 

hours. 

• Once you have the lists in place and your preferred ac-

tion plans put together, it’s important to have – what 

I call – theme days during the week to stay on track. 

Theme day examples 

On Monday, call VIPs. With up to 40 people on this list, 

you can call 10 each Monday during a month to complete 

calls. On Tuesday, send updates to sellers (i.e. listing feed-

back or any marketing activity). On Wednesday, call cur-

rent leads. Leads are those who have yet to contract ei-

ther as a buyer or seller but are still potential clients. On 

Thursday, make database and Top 40 past client calls. On 

Friday, touch base with business contacts over the phone. 

 For me, the breakdown above is an ideal week. The 

idea is, theme days can be tailored to what works for you, 

your schedule and your groups. Keep in mind, when we 

get busy, it’s OK to miss one of the theme days one week 

as there are at least three other chances that month to 

touch base. 

 In a post-COVID world, we’ll likely be able to add 

more client events, seminars, and happy hours back into 

our workflow. Until then, some of the “visits” listed can be 

replaced by Zoom meetings.  

 The fact of the matter is, we are in a relationship 

business. And although leads can be obtained and pur-

chased in numerous ways, you’ll likely find that staying 

close with those you know will reap much warmer refer-

rals and result in a higher return on investment. ⌂⌂

Randy DeMille, 

NMLS 112145 

 

Senior Mortgage 

Banker, Atlantic Bay 

Mortgage Group

Turning leads into clients and 
clients into relationships for life 

mailto:randydemille%40atlanticbay.com?subject=
mailto:randydemille%40atlanticbay.com?subject=
https://www.atlanticbay.com/randydemille/
https://www.atlanticbay.com/randydemille/
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Dr. Alice Ordonez

Taro Health 

 

Navigating the healthcare landscape can be chal-
lenging for anyone these days. This is especially 
true for real estate agents.  

  Whether you are self-employed, work for an agency, 
or own one yourself, real estate agents generally don’t 
have access to premium health benefits that are offered 
by large corporations.  
  Instead, most real estate agents, and their families, 
are left scouring for any affordable option they can find. 
With rising premiums and deductibles each 
year, it can feel like there are only bad 
choices out there. 
  But many real estate agents 
are now choosing a new type of 
health care program that fits 
their specific needs. 
  It’s called “direct primary 
care,” an emerging model 
where local, board-certified 
doctors bypass insurance com-
panies to deliver more person-
alized care to patients at a frac-
tion of the cost. Doctors charge 
patients a flat monthly subscription 
fee -- typically only $80 per month, de-
pending on age -- that covers everything from 
office visits to telemedicine to basic lab tests.  
  Members of the program get unlimited primary and 
urgent care access while never having to worry about co-
pays or worse, a surprise bill.  
  The best part? There’s no waiting: You can get in the 
same or next day. There’s no rushing: Appointments are 
typically 30 to 60 minutes or longer if you need it. You can 
get holistic care from the same doctor 24/7 whichever way 
you want: in-person, video visit, phone call or even text, 
and all on your schedule. This works well with real estate 
agents, whose schedules are often unpredictable and/or 
flexible. 

  To be clear: Direct primary care does not replace 
health insurance. But many real estate agents find much 
more value in its affordability and convenience should 
they decide to forgo insurance. Direct primary care doc-
tors can handle 90% of everyday needs including annual 
physicals, writing prescriptions, getting basic lab and im-
aging tests done, and more.  
  For those real estate agents who do buy health insur-
ance, they will often pair their direct primary care doctor 

with a high-deductible health plan (HDHP) to 
save on their monthly premiums.  

  The result? Real estate 
agents who are finding rare peace 

of mind with their health care 
-- a simpler, more transparent 
approach. Whether you have 
health insurance or not, direct 
primary care is available to ev-
erybody. It combines modern 
medicine with old-fashioned 

health care your grandparents 
remember. 

  “It’s about working for the 
people in our communities and creat-

ing a positive experience for them,” says 
Dr. Clif Tinsley, who runs a veteran-owned 

direct primary care practice in Newport News. “If you 
are a REALTOR®, or really any self-employed person 
or small business owner, direct primary care is a higher 
value choice that saves you money.” 
  Direct primary care has been growing in popular-
ity in Virginia over the last several years but really took 
off more recently in the Hampton Roads area. For many 
people in the community, including real estate agents, 
this model of health care is a choice they didn’t know they 
had.  ⌂⌂

A health care choice you didn’t 
know about for REALTORS®  
 

Members of the 
program get 

unlimited primary 
and urgent care 

access while never 
having to worry 

about co-pays or 
worse, a surprise 

bill.  

Education, virtual networking and more in 2021.
Zoom with us! Learn more at HRRA.com 

https://tarohealth.com/
HRRA.com
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ily and friends, so it’s OK to ask them first 
if anyone’s in the market for a home. They’ll 
want to deal with someone they already 
know and trust, which makes you perfect 
for the job. Make a list. This list I am refer-
ring to is your sphere of influence, includ-
ing your friends, family, neighbors, associ-
ates and vendors, in state and out of state. 
I know brokers are reading this article and 
saying, “This is elementary stuff,” and, yes, 
it is, but are you continually conveying this 
to your agents? It is crucial to continually 
cover the obvious that we get so busy in 
those “new things” we forget the obvious.  
 Networking is another key factor and 
because of what we are currently going 
through with COVID, this one has been the 
most challenging. But we won’t be in this 
situation forever, so make sure it is a part of 
your plan.  
 There’s simply no get-
ting around it. You must 
network like crazy. 
Check in with the 
chamber of com-
merce to find out 
what events are 
going on, volun-
teer with local 
charities, send 
n e t w o r k i n g 
emails, or just 
pick up the phone 
and dial prospects. 
 
The plan 
 Every agent should cre-
ate and continually tweak a plan 
or process to improve their efficiency. You 
should have a plan that lays out a strategy 
for when you should make cold calls, what 
your referral process is, and how you go out 
and find new leads. 
 Where do you find them (social me-
dia, referrals, etc.)? What are their demo-
graphics? Are they engaging with you? Do 
you want to engage with them? Answering 
these questions will help you determine 
how to create an efficient process. 
 How often are you going to contact 
them? What are you going to send them? 
Call them? See them? Create a process that 
you can follow week-in and week-out, over 
and over again, and then evaluate it every 

couple weeks or so to determine if it needs 
to be tweaked to incorporate new strategies 
or eliminate activities that aren't bringing 
in value. 
 
The system 
 Customer relationship management 
(CRM) software can take your business to 
the next level. This software will help man-
age your leads in one place, allowing you to 
see where they stand in the sales cycle so 
you can send them the right message at the 
right time, which will improve the overall 
efficiency of your operation. 
 There are a wide variety of CRMs, so 
much so that it’s to the point of it being 
overwhelming. You need to determine your 
strengths and weaknesses and find the 
CRM that will support your weaknesses, 

like if you are not good with sending 
out content. Find a system that 

has a variety of content 
with letters, emails, 

postcards, etc. 
 CRM software 
is good for stream-
lining your pro-
cesses and mak-
ing you a more 
efficient real es-
tate selling ma-

chine. 
 Not every CRM 

software option will 
fit your business or 

style, or your budget, so 
it’s important to give a few op-

tions a try before settling on one. Ask 
around. Chances are your colleagues also 
use CRM software, so ask them which op-
tions appeal most to them and why. 

The content/reach/source 
 One of the first things prospects do 
when searching for a new home is to hit up 
a search engine. Wouldn’t it be great if your 
website was one of the first ones listed? 
Content marketing can bring in a lot of or-
ganic traffic, and it could end up being a vi-
tal new pipeline of leads if you use it right. 
 Try to localize the content you create 
to your geographic area so you won’t be 
pulling in traffic that has no ability to do 
business with you. For example, "5 Steps to 

Applying for an FHA Loan in Norfolk, VA" 
has strong potential to rank well in Google 
in that particular location. 
 You can also create a newsletter or 
community magazine that could go out to 
locals, either in email form or via physical 
copies you could take with you to events. 

  So, how are you reaching your 
prospects? Social media, sphere of influence, 
website, door knocking, referrals, For Sale 
By Owners? Don’t try to reach every source, 
find the ones that you are com fortable with 
and can reach easily within your lifestyle 
and personality. To me, this is your key to 
success.  
 Lead generation is a huge beast to 
tackle, but it is a necessity in our industry 
to be successful. Again, there is no one right 
way or answer to lead generation.  
 My overall suggestion is to be consistent 
and follow through on your leads. Never 
forget them; always be on top of your game. 
Start out small and grow, and if it's not 
working, it's OK to revisit your plan.  
 I wish everyone luck and success. Oh, 

and it's never too late to start your plan!  ⌂⌂

(Lead generation, continued from page 28)

Actions such as tearing, burning, or 
obliterating the original document are 
not proper methods to revoke a Transfer 
on Death Deed in Virginia. Virginia Code 
§ 64.2-630(C).  
  Likewise, writing a subsequent will 
cannot revoke a Transfer on Death Deed. 
Instead, proper revocation required 
adherence to Virginia’s statutory form 
and submission to the clerk in the county 
where the real estate is situated. Virginia 
Code § 64.2-636. 
 Because a Transfer on Death Deed 
is a non-testamentary instrument, 
incorporating a Transfer on Death 
Deed into one’s estate plan may allow a 
homeowner to avoid the uncertainty of 
intestate succession and lower probate 

costs. Virginia Code § 64.2-626. ⌂⌂

(Transfer on Death Deeds, continued 
from page 30)

There is no  
defined foolproof 

way to lead generate 
and be successful. 

Honestly, what makes 
a person successful 
with lead generation 
is if they believe in 

their plan.
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Welcome, New HRRA Members!

Active REALTORS®: 3,433 

REALTOR® Life:  46

REALTOR® Emeritus: 102

Affiliate Members: 754 

REALTOR® Offices:  582 

Affiliate Offices:  208

HRRA MEMBERSHIP AS OF MARCH 31, 2021

PROSPECTIVE REALTOR® MEMBERS

Melissa C. Amos  eXp Realty
Jamil Bland  Victory Allegiance Realty 
Johanna D Boyd  Onyx Realty Professionals 
Katy A. Boyd  Keller Williams Realty 
Cierra Braxton  The Bryant Group 
Victoria Brookins  Exit Realty Central 
Nancy Bui  Keller Williams Town Center 
Sharon Calderon  Rose & Womble 
Alfred Keith Chapman  BHHS Towne Realty 
Morgan Chappell  eXp Realty 
Torrey Cochran  Keller Williams Coastal Virginia 
Patricia Carol Collins  Keller Williams Coastal Virginia 
Johnathan Creekmur  United Real Estate 
Lindsey Crotts  eXp Realty 
Tilman Dunbar III  Keller Williams Elite 
Jaymel F Dural  Swell Real Estate Co. 
Jessica Edwards  eXp Realty 
Jeffrey Etter  Keller Williams Town Center 
Louis Fischer  eXp Realty 
Barry K. Fitz  Rock Steady Group 
Jamie Fitzgerald  Howard Hanna Real Estate Services 
Mark A. George  Crescas Real Estate 
Diamond Goodman  The Bryant Group 
Katie Hamilton  Keller Williams Elite WB 
Natalie F Harden  Keller Williams Coastal Virginia  
Shakira D Ham  Keller Williams Elite WB 
Nicole Hansen  Keller Williams Town Center 
Brittney Henson  eXp Realty 
Marquita Horace  eXp Realty  
Jeannette Jackson  Keller Williams Coastal Virginia 
Ethelbert T Johnson  Stateline Realty 
Brandy Jones  Keller Williams Town Center 
Jesse Lamont Jones  eXp Realty 
Katherine Jenkins eXp Realty 
Amber Kivairu  eXp Realty 
Carlos Koster  Iron Valley Real Estate Virginia 
Donna Lakoski  Howard Hanna Real Estate Services 
Sylvia Lobuono  Rose & Womble Realty 
Paulean Leak-Robinson  William Brown Real Estate 
Sebastian Martinez  Iron Valley Real Estate Virginia 
Deborah G Martini Howard Hanna Real Estate Services 
Chelsey A May  Atlantic Sotheby’s International 
Melissa C McGarry  Triumph Realty Corporation 
David Meyer  Rose & Womble Realty 
Burton Miller  Triumph Realty 
Regina Parson  Keller Williams Elite WB 
Trinidad Perez  Rose & Womble Realty 
April R. Pippins  Long & Foster Real Estate 
Stephanie Pippins  Keller Williams Town Center 
Marilyn Rivera  World Class Realty and Associates 
Tawana M. Royal Thompson  eXp Realty 
Lola SanAugustin  Keller Williams Coastal Virginia 
Lisa C. Sellers  Capital Center LLC 

Lauren M. Sheehan  Keller Williams Coastal Virginia  
Brian C Shelton  The Real Estate Group 
Cynthia Sinclair  Triumph Realty Corporation 
Daniel D Stoll  CRESCAS Real Estate 
Libby Stone  Rose & Womble Realty 
Tyleshia Stanley  eXp Realty 
Shonda Taylor  Onyx Realty Professionals 
Richard Vosler  Keller Williams Town Center 
Taylor Anne Warren  Berkshire Hathaway HomeServices 
Tameka Weaver  eXp Realty 
Edward Wheeler  Iron Valley Real Estate Virginia 
Vann Wiggins  Vertical Real Estate 
Daizia Williams  Seaside Realty 
John Wimbush  Swell Real Estate Co.
Yvonne Wright-Dunn  Keller Williams Elite 
Igor Zborovsky  Berkshire Hathaway HomeService 

NEW AFFILIATE MEMBERS
 
Taro Health  Jeff Yuan
 Frank Wu 

NEW SECONDARY MEMBERS 

Cavelle Mollineaux  Onyx Realty Professionals 
Marquita Horace  eXp Realty   
Nicole Hansen  Keller Williams

NEW BROKER FIRM 

Onyx Realty Professionals  Cavelle Mollineaux 

Douglas Realty   Douglas M Smith
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Title Insurance & Settlement Services  
Greenbrier • Lynnhaven • Harbour View

757.962.9844
titlequest.net

Opening Clients’ Hearts

to New Homes

 When you are always ready for a friendly 
real estate conversation, you will start to look 
at every person you meet as a potential client 
You just never know who you will meet in your 
everyday life. Having REALTOR®  gear is a 
non-aggressive approach to put it out there. 
Remember, “I am one®, because That’s Who We 
R.” Let them come to you.  
 Being in the REALTOR®  community 
gives you an edge about the competition. It will 
give you the knowledge and training that will 
help you navigate this crazy market and the 
hard conversations. Take the time and check 
out our national, state and local REALTOR®  
websites. They are full of statistics, predictions 
and tips to help us gain an advantage that will 
ultimately help our clients be success in their 
housing journey!  
  The resources on these websites are 
invaluable and will help you to be the informed 
professional you are. Education is power.  
 The “That’s Who We R” and “I am one®” 
communities allow us to show our clients that 

this is not simply another deal. We care and 
are involved with our REALTOR® organization 
in a big way.  
 Last month That’s Who We R Advisory 
Group vice chair Jessica Riegel wrote an 
amazing article about becoming an Ambassador 
for the “That Who We R” campaign. I strongly 
encourage each of you to check into it and help 
us spread the word through the community.  
 We have so many HRRA committees (most 
are still meeting virtually) to get involved 
with and learn more. Get involved in our local 
association! Network with other agents and 
hear their stories. You never know what you 
are learning until you need it.  
 Ask yourself whether you’re a REALTOR®  
who is in this for the short term, or are you a 
REALTOR®  who is building something that 
will withstand the rise and fall of the market?  
 If the market falls, you have a community 
already built up that will help you direct 
your clients down the right avenue through 
education and training. ⌂⌂

(Leads for free, continued from page 32)

You can borrow our That's Who We 
R selfie frame. Email Victoria Hecht 
at vhecht@hrra.com to learn more!

http://www.titlequest.net 
https://www.nar.realtor/thats-who-we-r
https://virginiarealtors.org
https://hrra.com
https://www.nar.realtor/thats-who-we-r
https://hrra.com/who-we-are/councils-committees/
mailto:vhecht%40hrra.com?subject=

