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FROM THE CHAIR

Back to school: Education for
real estate success

S

eptember is the perfect month for us to
“go back to school” and focus on continuing education and specialty knowledge
that can help boost your income and client base.
Here are the ABCs that I would recommend for real
estate success! (Yes, your “ABCs” should be a part of
your learning pathways as a REALTOR®.)

Tanya Monroe, CRB,
C-RETS, PMN, GRI,
ABR, PSA, ePRO,
AHWD, SFR, C2Ex

2021 HRRA
Chairman
of the Board

For “B”: Buffini & Company’s “100 Days to Greatness®” Program is designed primarily to help new and
incoming agents build long-term success and for existing agents looking to jumpstart their businesses. This
is a great education resource for real estate agents
developed by North America's largest training and
coaching firm, Buffini & Company.
		
NAR has a partnership with
Buffini & Company which is part
of REALTOR Benefits® Program.
The 14-week training program
focuses on helping agents develop skills in specific areas,
including building a database, hosting open houses,
listing presentations and
handling price reductions.
As part of their enrollment,
agents receive a training work®)
book, professionally designed
marketing materials and access the
Online Resource Center offering interactive role plays, support videos and other
helpful resources.
While holding agents accountable for each
week's action steps, the program also generates a
steady stream of quality leads for agents while helping them build a unique, individualized database. It
also highlights strategies for money management and
financial planning.
In addition, brokers can offer 100 Days to Greatness® as a mentor/facilitator to support their agents
as the work to complete the course. In addition, brokers can offer this as a companion program to their
onboarding processes to help give agents a strong
foundation in their business.
Here’s an exclusive NAR Member Benefit:
Receive a benefit of $100 off the 100 Days to Greatness® Program at https://www.nar.realtor/realtor-benefits-program/educational-tools/buffini-company.
For “C”: Commitment to Excellence (C2EX) from
NAR empowers REALTORS® to evaluate, enhance

Here are the
ABCs that I would
recommend for real
estate success!
(Yes, your “ABCs”
should be a part
of your learning
pathways as a
REALTOR .

For “A”: At Home with Diversity®
(AHWD) certification offered by
the National Association of
REALTORS® (NAR) is simply
a must! The coursework for
the At Home with Diversity
certification is designed to
enable you to work successfully with and within a rapidly changing multicultural
market. It will help you to
learn diversity sensitivity, how
it applies to Fair Housing laws in
your business, and ways to develop professional guidelines for working with people
in the increasingly multicultural real estate market.
The Hampton Roads REALTORS® Association offered this course earlier this year, and there are plans
to offer another course before the end of the year.
As stated on the NAR website, “The At Home
with Diversity® curriculum encompasses topics of diversity, equity, inclusion, fair housing, and risk reduction. Participants will gain practical skills and tools
to expand business and effectively serve all clients”.
Course goals are:
• Develop an increased awareness of cultural and
personal biases that may inhibit you from fully
embracing diversity and creating a successful
multicultural real estate business.
• Learn inclusive, multi-cultural marketing and
advertising strategies to broaden your client base.
• Formulate an inclusive business plan to help you
create an enduring business that can adapt and
evolve to an ever-changing marketplace.

and showcase their highest levels of professionalism.
(continued on page 13...)
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“That’s Who We R”
REALTOR® Spotlight

Lee
Cross

WHO: Lee Cross, Cross Realty

MOST MEMORABLE HRRA
MOMENT: My first COE award dinner.

HRRA MEMBER SINCE: 2009
REALTOR® ACTIVITIES/
ACCOLADES: Recipient of multiple
Circle of Excellencesm (COE)
awards and was on the Executive
Committee last year. I am currently
on the HRRA Board of Directors
as an at-large director. I also serve
on REIN’s Sales Managers Advisory
Committee (SMAC).
COMMUNITY INVOLVEMENT: I am
a board member of ForKids and the
Suffolk Library Advisory Board and
a past board member of the Suffolk
Partnership for a Healthy
Community, the Annual Recreation
Workshop and LEAD Hampton Roads.
Additionally, I am an active volunteer
in church activities.

I CHOSE TO BECOME A REALTOR®
BECAUSE: I feel very strongly that it
is important for those in the real estate
profession to have a lobbying presence
at the local, state, and national levels.
Being a REALTOR® allows me to work
with others to help influence legislation
in ways that support property owners.
FAVORITE REALTOR® BENEFIT:
The Virginia REALTORS® Legal
Hotline. The hotline is free. They
return calls within hours, and they
understand Virginia real estate laws
as well as anyone.

I AM PROUD TO CALL MYSELF A
REALTOR® BECAUSE: I feel that I am
doing my fair share to help make my
chosen industry better.
BEST PIECE OF ADVICE FOR
FELLOW REALTORS®: Treat other
agents how you want them to treat
you, and take the time to figure out
and use the many benefits that come
with membership.

FAVORITE HRRA ACTIVITY AND
WHY: Zooming into the council
meetings for the Owners/Managers
Council and REALTOR®/Lawyer
Committee meetings. I get access to
good information and speakers without
having to drive anywhere.

R E A L TO R S ®
COMMITMENT
TO E X C E L L E N C E

Ready to rock? C2EX can help you
take it to the next level.
Amp up your career at C2EX.realtor

Hampton Roads REALTOR® • September 2021
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CEO CORNER

Feed your mind, body and business
with HRRA’s REALTOR® education
offerings

I

n Northern Wisconsin, an area extremely de-

member needs to further their career success.

pendent upon the tourism and recreation trade,

While other associations do offer similar train-

our schools do not open until after Labor Day.

ings, HRRA hosts multiple FREE trainings month-

This is so the teenagers can still work and parents

ly. I would be remiss to not point out that many

with small children do not have work schedules in-

of HRRA’s other member activities can increase

terrupted. Thus, for me, September has always been

business through public visibility and network-

about “back to school” and REALTOR Safety Month.

ing, such as REALTORS® Have a Heart and the

I have written earlier this year about the Nation-

upcoming Legislative Wine & Cheese Reception.

®

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

HRRA CEO

al Association of REALTORS (NAR) data that shows

I am so proud to work for an organization that

a significant jump in member income with their first

puts such an incredible emphasis on member success.

®

designation, nearly doubling their income.

This member support extends to new-member ori-

If doubling one’s income isn’t worth

entation. We have resumed our live classes,

a few hundred dollars, I am not

and while online is still available I ask

that brokers only recommend it as a
HRRA hosts multiple
income increases with each
last resort option. The value of the
FREE trainings monthly. I
subsequent
designation.
live Q&A cannot be understated!
would be remiss to not point
While all designaAt one of our more recent
out that many of HRRA’s other
tions are valuable, I
sessions, several agents had
member activities can increase
highly recommend Sella hard time understandbusiness through public visibility
ers
Representatives
ing the billing process and
and networking, such as
Specialist (this is a deswhat they received for their
REALTORS® Have a Heart and
ignation NAR endorses
dues, so an entire 30 minthe upcoming Legislative
but is owned by a separate
utes was spent on reading inWine & Cheese
entity) and Accredited Buyvoices and how to download your
Reception.
ers Representative, especially
invoice as well as paying online.
sure what is. There are small

for the new REALTOR® starting

What I believe to be of extreme val-

out. Check out the full list of designa-

ue in new-member orientation is the segment
about REALTOR® safety. We cannot assume everyone

tions at the “NAR Education & Resources Guide.”
What makes HRRA unique is that, in addition to

just knows what to do in dangerous situations. This

its CE and designation programs, it offers a phenome-

segment is only a half hour, but an entire day could

nal amount of free job training. Continuing education

be spent on going through NAR safety resources.

(CE) must be geared towards protecting or benefitting

At our HRRA Conference & Expo on Sept. 9 we

the public. Therefore, much of what would be consid-

will offer the best of both worlds with a safety demo

ered job training simply doesn’t qualify for CE credit.

and a forum on the new marijuana legislation and

In my many years of running REALTOR as-

how it will impact our real estate practice. Then, join

sociations, I have heard so many members say,

me Oct. 6 for the Legislative Wine & Cheese Recep-

“If I cannot get credit, it isn’t worth my time.”

tion. There is no cost to this event. However, registra-

Yet

tion is preferred since delicious food will be served.

®

the

courses,

seminars,

trainings

and

fo-

rums that aren’t eligible for credit are what the
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Happy and safe selling! ⌂

SAFETY FIRST

Warning: Jumping at the chance to
sell or list a home can put you at risk!

A

s a REALTOR®, implementing safety proto-

It’s easy to get caught up texting or talking on the

cols in your business can minimize your risk

phone when coming and going that makes you a

before you find yourself in a life-threating

target.

situation.

Walk with purpose, with confidence. Criminals

Labor statistics reveal real estate professionals

look for three criteria in their victims: quick to get

suffer the highest rate of homicides of any particular

to, easy to get to and low risk of getting caught. You

occupation. Realize that your personal safety is
not something that should be taken for
Brenda Wise

SmartWise Defense

must appear vigilant in maintaining a highrisk threat to the perpetrator.

granted. You don’t get a do-over after
being assaulted or murdered. It’s

To accomplish this, set boundaries

Labor statistics reveal
real estate professionals
suffer the highest rate of
homicides of any particular
occupation. Realize that
your personal safety is not
something that should be
taken for granted. You don’t
get a do-over after being
assaulted or murdered.

far better to error on the side of
caution, then be sorry.
Start today – perfect
timing because it’s REALTOR® Safety Month – by
taking action for your personal safety. It’s easy for a
REALTOR® to get complacent or have the mindset of
“it won’t happen to me.” Often,
REALTORS® jump at the chance

and give requirements on the front
end. A simple solution is to have
them follow your company’s
safety protocols. Always meet
prospects at your office for
that first meeting. If that
doesn’t work, meet at your
lender’s office or at your
title company. That way you
are not alone. Get your “New
Client Check-In Sheet” with
the

and take shortcuts to make a quick
sale or get a listing. Over the last 28 years
I’ve heard many personal stories like “this almost
happened to me” or “this happened to me.”

necessary

identification

of

prospects.
Gain insights on your prospects from
social media and websites for offenders or sexual
predators. Special protocols must be followed if you

We often think women are the only victims, but

must meet them before doing a background check.

crimes happen to male agents as well. Recently, a

Use the buddy system when showing property, hold-

male agent was stabbed to death while holding an

ing open houses, or meeting at vacant properties or

open house. Always be aware of your surroundings.

lots. It can be with a fellow agent, spouse or friend.
(continued on page 15...)

Here to Guide
Your Clients Home.

Meghan McDonald

Jessica Tallett

Katie Brinson

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

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

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

Atlantic Coast Mortgage, LLC is an Equal Housing Lender | NMLS ID 643114 (www.nmlsconsumeraccess.org)
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A Picture is Worth 1,000 Words
RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

HRRA comes home and celebrates anniversary milestone
Welcome home, HRRA! We’re so happy to see you. These faces – the joyous smiles at reconnecting again after the pandemic – say it all.
Thanks to all who came home to HRRA on July 15 for Membership: Unmasked, A HRRA Homecoming & 135th Anniversary Celebration. Some
300 couldn’t wait to see each other again while helping to raise about $14,000 for RPAC and its advocacy efforts. Congrats to Homecoming
Queen Tomasina Tatterson and King David Velazquez on their coronation, and to Debbie Blackledge, the winner of the HRRA’s $100 gift
card drawing. Countless hot dogs, cupcakes, gourmet grilled cheese sandwiches, crab cakes and cold bevvies were consumed, and HRRA
is grateful to industry-exclusive event sponsors Atlantic Bay Mortgage Group, Dragas Builders, Old Republic Home Protection, Prosper
Insurance, SERVPRO of Virginia Beach and Southern Auto Group for supporting the fun. Thanks, too, to HRRA’s volunteers and staff for
working hard to make it a memorable homecoming. From music by the band Hotcakes to fun and games (did anyone get a ring around a
bottle at the That’s Who We R ring toss booth?) to some great dancing (we see you, Chairman Tanya Monroe!), what better way to celebrate
togetherness? We had such a great time that here’s not one, but TWO, pages devoted to the fun. Want to see more photos of the day? Hop over
to HRRA’s Facebook page and check out the July 15 and 16 postings. – Victoria Hecht, Vice President of Communications, Public Relations
and Media Relations
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And now for something
completely different

I

Rob Waring

Vice Chair,
Commercial Council

f your concept of marijuana is limited to a visual
In the near future expect the federal regs to change
image of Sean Penn falling out of a van followed
as a multitude of health authorities, from the FDA to the
by a cloud of smoke in "Fast Times at Ridgemont
World Health Organization, have encouraged more proHigh." you may need to broaden your horizons a tad.
gressive attitudes towards marijuana. Meanwhile, bills
As you probably know, marijuana regulations have
are circulating in both the House and Senate for either
evolved rapidly since then-Gov. Terry McAuliffe signed a
decriminalization and/or descheduling of marijuana as a
bill allowing the use of medical marijuana (MM) for
Schedule 1 narcotic.
the treatment of intractable epilepsy in 2016.
As of July 1, 2021, Virginia law permits
However, as there was no production or
the possession of a small amount of
supply available in Virginia, it did
marijuana for personal use as well as
In considering effects
not garner much notice.
the cultivation of up to four plants
on the residential side, we
In 2018, companion bills
per household. This is the first
can take cues from states with
passed unanimously in both
step towards full legalization
mature markets and look at the
the Virginia House and Senand state-regulated public
demand for grow-ready homes.
ate under the title "Let Docsale coming in 2024. We
The legal evolution towards
tors Decide," which Gov. Ralph
now have a large amount
recreational use and laws
Northam signed into law, alof data on the progression
allowing the growth of plants
lowing limited production faciliof regulation pertaining to
for personal use will create a
ties and the ability for any qualimarijuana production and use
submarket for homes that
fied doctor ("regular" physicians
based on other states.
are appropriately
or holistic practitioners) to "recomThe principal driver for reguequipped.
mend" MM for use by a patient. They
latory change towards full recreational
could not "prescribe" MM since the federal
use are the tax dollars generated. While
government still had marijuana listed as a
there is certainly a tax levied on the production
Schedule 1 drug, alongside fentanyl, ketand dispensing side, the big bucks are found in taxing the
amine, heroin and various familiar
recreational user's purchase. California’s 2020 tax reveopioid derivatives.
nue on marijuana alone was in excess of $1 billion; that is
And while this is still the case,
the carrot constantly dangled in front of state legislators.
the majority of states have leWhile much of the conversation about marijuana
galized marijuana to various
centers on medicinal benefits, the current environment of
extents, ranging from medical
shrinking federal tax dollar allocations to state budgets is
to fully legalized use and open
a principal driver here.
sale, which the federal governVirginia’s anticipated tax revenue from marijuana in
ment has chosen to “overlook”
2027 is $140 million with significant increases as the marin terms of legal enforcement.
ket matures. There is a great deal more information and
(continued on page 46...)

Want to learn more about marijuana legalization in
Virginia and its impact on real estate? Don’t miss the
Marijuana Legalization Panel Joint Forum
at 1:15 p.m. Sept. 9 during the HRRA Conference & Expo
at the Chesapeake Conference Center.
10
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ADMISSION IS FREE TO
ALL HRRA MEMBERS

HRRA's Annual Conference & Expo
PRESENTED BY THE NEW HOMES COUNCIL
Thursday, September 9, 2021
700 CONFERENCE CENTER DR. CHESAPEAKE, VA 23320

Expo 11:30am-3:00pm

Network with your peers and
visit more than 40 exhibitors,
including many new homes
builders. Bring plenty of
business cards for door
prizes.

Enjoy plenty of games & giveaways,
great buffet lunch, guest speakers,
and a chance to win free 2022 HRRA
Membership Dues.

JOIN US

9:45am- 11:15am

11:15am-11:45am
11:30am- 3:00pm
1:00pm- 1:15pm
1:15pm- 2:15pm

RPR Top 10 Tools for Success
Presented by Doug Wolfe
Safety DemonstrationNeutralizing Bad Guy Behaviors
Presented by Brett Thompson
EXPO
Annual Membership Meeting & Election
REALTOR®/Lawyer, Government Affairs and
Property Management Leasing Council Joint
Forum

Marijuana Legalization Panel

Don’t forget to bring your best smile for the opportunity
to pose for a portrait done by our caricature artist!
Hampton Roads REALTOR® • September 2021
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Take a walk down the “Critical
Path of Construction”

D
Monique McClellan

Chair, New Homes
Council

12

id you know there is a “Critical Path of Conlot size noted in its own little box.
struction”? This path can vary by builder
• It will reference if the property is serviced by
and locale. However, most houses are built
city water and sewer.
using a similar sequence of events.
• If sidewalks are required for the particular lot.
For this exercise, I’m going to start the process
• It will reference the finished floor elevation in
after the builder/developer has already purchased
relation to the base flood elevation, the flood
the land and conducted their studies to determine
zone delineation and whether the structure is
the floor plans, pricing, and what amenities
located in a special flood hazard area.
will be offered. Let’s focus on the site
• It may note the height of the proplan, which falls in the pre-conposed structure.
struction stage.
• You’ll even see the Air InstalThe site plan is
What is a site plan? Why is
lations Compatible Use Zones
often confused with
it necessary? The site plan is
(AICUZ) details!
the final survey. The final
so very important. It shows
• If the city requires street
survey is not completed
the property lines and the
trees in the right-of-way.
until the home is
positioning of the house in
The trees will be drawn in
relation to those property
and labeled as such with
completed. If you ever
lines. This helps the trades
the type and minimum size
contact the site agent
involved in site preparation
required. Speaking of trees,
and ask them for a copy
and the foundation crews.
you’ll also see trees required
of the survey, most likely
If you’ve ever looked at
by the city for a certain perthey don’t have
a site plan, you should have
centage of tree canopy. This
seen “FFE” referenced and may
reminds me of something I hear
a copy.
have wondered, “What in the heck
often. The buyer may not want four
is that?” That is the “finished floor eltrees in their backyard because they
evation,” which is a measurement related to
are going to install a pool or gazebo. The
a benchmark, which is a known distance above sea
builder is still required to install a certain perlevel.
centage of tree canopy in order to pas their final
Why do we care about this? Not only is it imbuilding inspection. The homeowner, however,
portant for proper drainage but for the design of the
can remove those trees after they close.
• If the lot is on the water or wetlands, you’ll see a
home and how it will fit on the lot.
notation such as “Approximate edge of wetlands”
The site plan is often confused with the final suror “approximate edge of water.”
vey. The final survey is not completed until the home
is completed. If you ever contact the site agent and
For those who have been through HRRA’s Anatomy
ask them for a copy of the survey, most likely they
of a Home class or Certified New Homes Sales Prodon’t have a copy. Why would they? But most will
fessional (CSP) designation training, this informahave a copy of the site plan.
tion was old news. But for those who aren’t familiar
with new construction, I hope this was helpful.
Other components of the site plan:
Our HRRA New Homes Council hopes to be
• The lot number, property address and Geographable to bring back the in-person Anatomy of a Home
ic Parcel Identification Number (PIN).
course this fall. During this class one of our local
• You’ll notice “living area” with a square footage
builders guides you through the construction process
measurement. This tends to cause confusion beand even takes you on site to a home under construccause this only references the first floor. Addition to see the bones of the house.
tionally, you’ll see if the proposed home is a one
Until then, stay tuned for our next installment
story or two stories.
when we discuss the next steps of the Critical Path
• The city zoning for the particular lot. For inof Construction: site preparation, foundation and
stance, you may see R15, which means the lot is
framing. ⌂
zoned for residential dwellings and the lots average 15,000 square feet. You’ll also see the actual

Hampton Roads REALTOR® • September 2021

(From the Chair, continued from page 4)

It's not a course, class or designation. It's an endorsement
that REALTORS® can promote when serving clients and other
REALTORS®.
This innovative engagement tool encourages participation in
all levels of the REALTOR® organization, and at no additional
cost.
You get started on by logging in to www.C2EX.realtor and
taking any one of our 11 self-assessments to measure your
proficiency in 10 aspects of professionalism (11 for brokers),
ranging from customer service to use of technology. The
platform generates a customized learning path and recommends
experiences and resources to enhance your individual skillset.
Keep in mind, the journey doesn't end there. The Commitment
to Excellence program evolves as industry standards and best

practices evolve. As new content, reference and resource materials
are added to the platform, REALTORS® who have earned their
C2EX Endorsement receive a notification inviting them back to
engage and keep their skills and knowledge up to date.
Lastly, I would not recommend these ABCs as part of your
back-to-school homework unless I have completed them myself.
I have the At Home with Diversity® certification as well as the
Commitment to Excellence-Broker endorsement. In addition,
I completed Buffini & Company’s “100 days to Greatness®”
program as a real estate agent and became a mentor/facilitator to
support my agents on their mission for success. Be an advocate
for the future of our industry! Be committed to excellence!
Continued success in 2021! ⌂
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13

Property management in the
new legislative climate

T

he 19 months have brought about a lot of

sult, property managers must develop a program for

changes in the way we conduct business as

notifying landlords about this and should also develop

property managers. Our industry, like many

a strategy to make sure that landlords notify them if

others, has changed due to COVID -19 and shifting

they acquire more properties that are outside of the

public opinions about social and economic issues.

manager’s portfolio.

The shift in public opinion has led to legislative

The Commonwealth of Virginia has also institut-

changes involving source-of-income discrimination

ed a tenant rights statement that must be acknowl-

and to the decriminalization of simple possession of marijuana. These changes
Rodney Fentress

have presented a new landscape
for property managers and land-

Vice Chair, Property

lords in the Commonwealth of

Management and

Virginia.

Leasing Council

It is imperative that
we understand and comply
with these changes to protect the rights of our tenants
and landlords.
Landlords that own more
than a 10% share of four doors
or less are still currently permitted to not accept Section 8 or other

edged by all potential and actual tenants.
This document serves to educate ten-

ants on their rights, and it also
The shift in public
gives them contact information
opinion has led to
for reporting any violations
legislative changes
committed by landlords.
involving source-of-income
Another significant recent
discrimination and to the
decriminalization of simple
change is the decriminalizapossession of marijuana.
tion of small quantities of
These changes have
marijuana for personal use.
presented a new landscape
Many of us have language
for property managers
prohibiting the possession or
and landlords in the
use of illegal substances in our
Commonwealth
lease documents and now that
of Virginia.

housing-assistance programs.
Landlords that own more than a

possession of marijuana is no lon-

ger illegal those documents should be
changed to reflect this.

105 share of five or more doors in the

We still can restrict the possession or use of it in-

Commonwealth of Virginia cannot

side the rental property or within a specific distance

discriminate based on source of in-

from the property just as we do with cigarettes. The

come.

challenge here will be dealing with tenants who have
These landlords must accept

marijuana prescriptions from their doctors. The medi-

Section 8 or other verifiable sources

cal uses of marijuana continue to evolve and expand

of income for rent payments. As a re-

and with that we need to be prepared.
(continued on next page...)

Account Manager Wanted: Are you someone who puts customers first and can build
and foster relationships? Do you thrive handling key accounts and being on the front lines when it comes
to communicating value and ensuring a seamless customer experience? Do you thrive in a fast-paced
environment where you seek to drive growth by boosting sales and forging strong relationship with new/
existing clients? AHS is looking for an Account Manager to join the Sales team!
Contact Craig Wolf – craig.wolf@ahs.com or apply on-line!
https://frontdoor.wd1.myworkdayjobs.com/ahshield/job/Norfolk-Virginia/Account-Executive-Outside-Sales_
R0015207-1
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continued from previous page)
One could argue that the smell of marijuana, if smoked in-

pact on real estate, including property management? Attend the

side the rental property can cause permanent damage, so the

Marijuana Legalization Panel Joint Forum at 1:15 p.m. Sept. 9

security deposit issue will need to be addressed. One could also

during the HRRA Conference & Expo at the Chesapeake Confer-

argue that with the decriminalization of possession for personal

ence Center. This panel is presented by the Property Manage-

use there may be situations where tenants could begin to grow

ment & Leasing Council and the REALTOR®/Lawyer and Gov-

larger quantities for sale or distribution within the rental proper-

ernment Affairs Committees.

ties creating nuisance situations for the neighbors.
My advice on both issues is to consult with your attorney,
revise your lease documents to reflect the current law, and to
develop a proactive plan to deal with these changes. It is also a

As a professional it is your responsibility to make sure that you
are knowledgeable on and in compliance with the law. Take that responsibility seriously and lead!
Your landlords and tenants

good idea to educate your landlords on these and other changes

expect the best from you and

so that they are aware.

the Commonwealth has

Many of them may have personal feelings about housing as-

empowered you to exer-

sistance programs or about marijuana and they may ask you to

cise proper care as you

act outside of your legal capability on these issues. This is an op-

conduct your business.

portunity for you as a property manager to solidify your position

It has become clear that

as a trusted advisor by shielding them from any negative legal

the Commonwealth will

outcomes.

hold you accountable if

Want to learn more about marijuana legalization and its im-

you fail to do so.

⌂

(Safety First, continued from page 7)
You may want to give your fellow agent, spouse, friend or

you can alert anyone there by saying, “I’m a real estate agent,

office a copy of your showing appointment so they know where

and I have an appointment at 4 p.m. today to show this property.”

you are and can do a follow up to ensure your safety. Think safety

If there is someone inside, call the police and listing agent imme-

first!

diately.

Upon successfully vetting your new prospect, be vigilant in

Keep your keys with you at all times. Make sure your cell

keeping your guard up; criminals are clever in gaining your trust.

phone is fully charged, and know the safety alarm on your phone.

With listings, there is still risk involved. Making sure they

If you carry a personal safety device, make sure it is in your hands

are the owners of the property and not posing as the owners.

at all times. Remember, this is a visual deterrent to a criminal.

Criminals use all types of tactics to lure an agent. When going on

It is vital that you establish a safety plan for your business.

the first appointment ask, “I have a new agent in training. Is it

There is no transaction worth risking your life for. The recommen-

OK if he comes along?” If there is resistance just know that is a

dations are intended to help keep REALTORS® safe while they

red flag.

perform their daily duties. Never let complacency set in or have

Showing vacant properties runs the risk of squatters or drugs

the mindset of “that can’t happen to me”!

⌂

dealers using the property. Always announce yourself loudly so

BUY IT. BUILD IT. REFINANCE IT.
Matt DesRoches

Marion Uzzle

Kimberly Vap

757.651.6288

757.729.7373

757.544.8934

NMLS #: 659388

NMLS #: 211283

NMLS #: 796166

$50off

Move In/Out Clean
or Initial Clean*

*Call for details. Expires: 06/30/2021

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

fultonbank.com/mortgage
Fulton Bank, N.A. Member FDIC. Subject to credit approval.

Fulton Bank

757-819-4941 • homecleanheroes.com/HRRA
Hampton Roads REALTOR® • September 2021

15

Meet the Alpha College
of Real Estate Instructors
Alpha courses I teach (and have taught): All classes included (but not limited to) Principles,
Quick Start, all Broker classes and all continuing education (CE) classes
Favorite Alpha course and why: Any class that's not Principles. With the unlicensed
(Principles) class most of my experience is more for entertainment. From my experiences all
other classes allow other licensees to learn from my mistakes.
Best piece of advice for agents: Don't do it for the money, learn the paperwork, and treat folks
the way you want to be treated!

William Brown
REALTOR® since 1982
Alpha instructor since 2001

Most memorable moment as an Alpha instructor: Being a part of the expansion of teaching
for Alpha on the Peninsula/Williamsburg and Prince William. And mostly, when student pre-/
post-licencees say that something I said helped them in their endeavors.
I enjoy being an instructor because: Helping folks is who I am.
Alpha courses I teach (and have taught): Continuing Education 8 Hours Required and
Broker classes (Law, Brokerage)
Favorite Alpha course and why: 8 Hours Required, because we can’t go wrong with the basics.
Best piece of advice for agents: Be kind to other agents. Don’t put someone else down; it does
not lift you up.
Most memorable moment as an Alpha instructor: When I had one of my mentors in my
class. I was so nervous, and there they were furiously taking notes! Wow! I had something to say
that my mentor found valuable.

Becky Claggett
REALTOR since 1987
Alpha instructor since 2013
®

I enjoy being an instructor because: It fulfills me. I love making a difference in someone’s
career, no matter how small of an impact!
One thing my students don’t know about me is: I am a theater junkie. I have season tickets
at several venues around town!

Alpha courses I teach (and have taught): I primarily teach the Principles of Real Estate
course, but I'm certified to teach lots more courses.
Favorite Alpha course and why: Principles of Real Estate because I get the opportunity to
train the next generation of real estate agents.
Best piece of advice for agents: Always remember there is room for good people. Every agent
has opportunities to help individuals, families, and business owners.

Lisa S. Moore, ABR, SFR

Most memorable moment as an Alpha instructor: When students share a special note of
thanks.

REALTOR® since 2009
Alpha instructor since 2018

I enjoy being an instructor because: I enjoy teaching and incorporating teaching strategies so
all students can learn.

Alpha courses I teach (and have taught): Contract Pitfalls and Real Estate Pitfalls
Favorite Alpha course and why: Contract Pitfalls and Real Estate Pitfalls because I teach
them.
Best piece of advice for agents: Read your contracts and understand them.
Most memorable moment as an Alpha instructor: Being awarded HRRA’s Affiliate of the
Year

Brett Thompson, Esq.
Alpha instructor since 2015
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I enjoy being an instructor because: I love the interaction with the REALTORS® and giving
back and bringing value to the real estate community
One thing my students don’t know about me is: I am a black belt in Brazilian Jiu Jitsu and
was an all-American wrestler.
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Alpha courses I teach (and have taught): Broker Supervision, Post-Licensing, Continuing
Education, Principles and Practice of Real Estate, Appraisal, Brokerage, Finance, Law,
Investments, Property Law
Favorite Alpha course and why: Broker Supervision. It’s great sharing and interacting with
active Brokers.
Best piece of advice for agents: Stay in your own lane. Quit trying to do everyone else’s job.
Most memorable moment as an Alpha instructor: Too many to name!

Clifford Wells
REALTOR® since 1984
Alpha instructor since 1991

I enjoy being an instructor because: I learn as much as the student.
One thing my students don’t know about me is: I’m a workaholic.

Alpha courses I teach (and have taught): Principles of Real Estate

Jim Williams
REALTOR® since 2009
Alpha instructor since 2012

Favorite Alpha course and why: I have preferred to teach Principles to new candidates for
licensure rather than existing agents. I really enjoy helping students transitioning to a new
career. They are so eager to pass the state exam and to learn all they can about the business. I
feel my knowledge of the text, our industry and stories of my past experiences with clients and
customers proves a real benefit and brings value to the up-and-coming REALTOR® community.
I get such a kick out of seeing my past students move on and to become successful. Many over
the past nine years have excelled to Circle of Excellencesm award winners, Brokers and business
owners. Many keep in touch and have become lifelong friends. I’m very grateful to have had the
opportunity to meet such a great group of interesting people from all walks of life and play a
part in their journey. I too transitioned to real estate after retiring from a long career in another
industry, so I can personally relate to the struggles of going back to school and learning something
completely new and reinventing myself career-wise as an independent contractor rather than an
employee. I do everything I can to teach the class the way I would have wanted it taught to me
when I was going through this process in 2009.
Best piece of advice for agents: If you make a business plan and stick to it, you will close deals
and make some money.
Most memorable moment as an Alpha instructor: So many, but one frustrating one was
when the fire alarm kept going off in error for several nights, including during a final exam night.
I enjoy being an instructor because: See above.
One thing my students don’t know about me is: I’m pretty much an open book. Over just a
few weeks, the students get to know me pretty well, and the time I spend with them is priceless.
I get to leave any problems I have at the door and focus 100% on their success.
Alpha courses I teach (and have taught): Quick Start,
Brokerage, GRI, SRES, Ethics, Professional Standards
Favorite Alpha course and why: Brokerage.
You learn the business side of the business.
Best piece of advice for agents: Be the source
of the source.

Doug Wolfe, GRI, SRES,
ABR, CDPE, MRP,
E-PRO, IMSD
REALTOR since 1996
Alpha instructor since 2005
®

I enjoy being an instructor because: I like
watching the lightbulb light up above a student’s
head.
One thing my students don’t know about
me is: I enjoy long boarding with my dog, Picra!

Visit AlphaCollegeofRealEstate.com, call 757-427-1740,
or log in to your member profile at HRRA.com to see the
current course offerings and to register. Also, see the schedule featured in this issue
of Hampton Roads REALTOR® Magazine. Don't forget that you can register for Alpha
classes through your HRRA IMS log-in, too!
Hampton Roads REALTOR® • September 2021
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THIRD*/FOURTH-QUARTER
CLASS SCHEDULE
*Remaining classes for third-quarter

Visit alphacollegeofrealestate.com,
call 757-427-1740, or log in to your
member profile at HRRA.com to
see the current course offerings
and to register.
Don't forget that you can register
for Alpha Classes through your
HRRA IMS log-in, too!

• Continuing Education: 8:30 a.m.-5:30 p.m.
Sept. 30: 8 Hours Required Topics, $60
Oct. 5: 8 Hours Related Topics (4 Hours each: Real Estate Pitfalls,
Contract Pitfalls), $30 each
Oct. 7: 8 Hours Broker Management with 2 Hours Broker
Supervision $60
Oct. 19: 8 Hours Related Topics (4 Hours each: Real Estate
Pitfalls, Contract Pitfalls), $30 each.
Oct. 26: 8 Hours Required Topics, $60.
Nov. 16: 8 Hours Related Topics (4 Hours each: Real Estate
Pitfalls, Contract Pitfalls), $30 each.
Nov. 18: 8 Hours Required Topics, $60
Dec. 9: 8 Hours Broker Management with 2 Hours Broker
Supervision $60
Dec. 14: 8 Hours Related Topics (4 Hours each Real Estate
Pitfalls, Contract Pitfalls), $30 each.
Dec. 16: 8 Hours Required Topics, $60
• Post-Licensing:
Oct. 11, 12, 13, 14, 15; $295 with Ethics class, $265 without Ethics
class. Times will vary from day to day; students will need to call
the office if they don’t need the full week of classes.
• Broker Licensing Law Class (virtual) 6-10 p.m.
Sept. 13-17 		
Instructor: William Brown
• Broker Licensing Brokerage Class (virtual) 9 a.m.-1 p.m.
Exam at 9 a.m. on Nov. 8
Nov. 1-5 		
Instructor: Doug Wolfe
Students will need to visit the Chesapeake office to purchase
book and study materials. The cost is $250 for each Broker
Licensing module.
• National Association of REALTORS® Designation Classes:
Sept. 27 and 29: SRES, 9 a.m.-5 p.m.
Oct. 14: ABR/SRS Elective: Building Wealth, 8:30 a.m.-5 p.m.
Oct. 20: MRP, 8:30 a.m.-5:30 p.m.
Nov. 9-10: AHWD, 9 a.m.-12 p.m. (Nov. 9 in person, Nov. 10 Zoom)

Alpha has configured its classrooms for more
space between students. Students should
continue to social distance and wear a mask
while in the building. Sanitizing stations are
available in the classrooms and elsewhere.
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• Three-Week Principles of Real Estate (Chesapeake campus),
Monday-Friday 9 a.m.-1:15 p.m.
Sept. 7-27 		
Instructor: Lisa Moore
Oct. 4-25 		
Instructor: Lisa Moore
Nov. 1-22		
Instructor: Lisa Moore
Nov. 29-Dec. 17
Instructor: Lisa Moore
• Eight-Week Principles of Real Estate (Chesapeake campus),
Tuesday-Thursday, 6:15-10:30 p.m.
Oct. 19-Dec. 9
Instructor: Jim Williams
The cost for Principles classes is $350 plus $58.30 for the
textbook. *Students who take Principles and are recommended
by an agent receive $10 off their book.

REALTOR® learning opportunities
abound in person, online

T

Jessica Riegel

Vice Chair, That’s
Who We R Advisory
Group

ake out your fresh notebooks and pens; it’s
portunities to learn and network with other REALTORS®
back to school time! No, it’s not just for kids.
and Affiliates. HRRA’s committees hold structured classEducation is important for everyone! Our ines where one can learn about an array of topics, including
dustry is constantly changing, and it’s our duty to be
legal issues, productivity, the ins and outs of home buildwell-informed about all things real estate.
ing, property management and so much more! Check out
To keep up with the latest on the real estate market,
HRRA’s calendar of events at HRRA.com to schedule your
laws, and local regulations, a REALTOR® goes beyond
next visit. And let’s not forget HRRA’s own Alpha College
of Real Estate!
what is required to keep ourselves and our clients up to
Another great way to grow your knowledge is to
date. That’s Who We R!
pursue your Commitment to Excellence, or C2EX,
So, where do we find the best resources to eduendorsement. This is a program provided by
cate ourselves? Start with your brokerage!
National Association of REALTORS®.
Your home office will likely have training available and most of the time it
It which was created to give REALHRRA’s
committees
is not only helpful to new agents,
TORS® a platform to learn in a
but experienced agents may find
convenient way. It’s a personalhold structured classes
value in it also. Taking a class
ized approach to ensuring that
where one can learn
in the office is great for comyou get the information you
about
an
array
of
topics,
pany culture, too. You never
need to be well-rounded.
including legal issues,
know what you might learn
You will take an assessment
from one another that could
to figure out your current
productivity, the ins and
benefit both your business and
knowledge and areas you can
outs of home building,
your brokerage.
fortify. Download the app to
property management
Continuing education (CE)
get started and learn on your
and so much more!
courses are important not only to
schedule.
keep our minds on current real esThere are so many great Aftate topics and trends, but also to keep
filiate members of the association who
our licenses current. Even though CE is a
support us and our businesses. The affiliates
REALTOR® requirement, that doesn’t mean it can’t
are also champions of REALTOR® education. Title
be enjoyable. Sometimes this curriculum is more palatcompanies, mortgage lenders, insurance providers, and
able when received in a way that suits your learning
other partners often offer webinars, training, and other
style.
events at their offices, online or at HRRA.
Do you like to read and be quizzed on your compreThere is an abundance of educational topics that can
hension? Would you prefer to take in information in an
help REALTORS® thoroughly understand all of the movin-person class setting? Whatever your preference, you
ing parts that enable us to complete transactions smoothcan take CE courses that work for you.
ly for our clients.
If you want to expand your real estate repertoire,
You don’t have to look very hard to see the opporperhaps you would be interested in obtaining a REALtunities that surround you. Whether you are looking for
TOR® designation or two. The classes you take for the
virtual or in-person classes, searching for knowledge on
specific topics, or just trying to stay informed overall,
specific designations offered will allow you to learn and
your choices are plentiful.
earn a few extra letters to add to your title. Available desThe back-to school season reminds us that it’s alignations may help you become a better buyer or sellers
ways a good time to take charge of your education. So,
agent, land expert, commercial agent and more. Most
what will you learn next? ⌂
courses are offered online and in person.
The Hampton Roads REALTORS® Association
strives to provide value to its members by creating op-
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HRRA celebrates sales excellence
with “A Toast to You,” plus REALTOR®
and Property Manager of Year

T

Victoria Hecht

Vice President of
Communications,
Public Relations and
Media Relations

blood drives and building fund.
he Hampton Roads REALTORS® AssociaHRRA’s 2020 Distinguished Property Manager
tion’s (HRRA) stars shone brightly July 31 as
of the Year Award, recognizing one who has demon1,400 members and guests gathered at the Hilstrated strong character and integrity, professional
ton Norfolk The Main for “A Toast to You” during the
knowledge and experience, and civic engagement,
annual Circle of Excellencesm (COE) Awards Gala.
among other criteria, was presented to Catrina WatThe celebration recognized those who reached excepson with Rose & Womble, Chandler Property Mantional production levels and longevity milestones in
agement.
2020. The REALTOR® of the Year and Distinguished
A HRRA member since 2001, Watson launched
Property Manager of the Year also were named.
her real estate career in 1998 in accounting,
REALTOR® of the Year and Distinguished
administration and leasing, and became
Property Manager of the Year recipia property manager the following
ents are nominated based on profesThe celebration
year. She has maintained a large
sional integrity, outstanding sales
portfolio of properties since
production, and contributions
recognized those who
then. Lee Halyard, the 2019
to industry and community,
reached exceptional
award recipient, said that
and are voted on by their
production
levels
and
Watson’s “patience, attenpeers. Longevity Awards
longevity milestones
tion to detail, organizational
honor recipients who have
in 2020. The REALTOR®
skill and customer service
obtained a Circle of Excelare evident in everything
lence™ award for 10 years
of the Year and
she does.”
or more.
Distinguished Property
Watson attends HRRA’s
About 1,200 sales, propManager of the Year
Property Management & Leaserty management and lonalso were named.
ing Council meetings, the assogevity awards were presented,
ciation’s annual Virginia Residenincluding individual and team
tial Landlord and Tenant Act Seminar,
members, in multiple sales category
and Virginia REALTORS®’ annual Property
levels.
Mary Ross Ellsworth with Berkshire Hathaway
Management Coalition Conference. Halyard also notHomeServices Towne Realty was named 2020 REALed Watson’s perseverance and excellence in the face of
TOR® of the Year. A HRRA member since 1977, Ellsunique challenges to property management presented
by the COVID-19 pandemic
worth was described by 2019 award recipient Donn
Irby as “what a REALTOR® represents … of strong
Sales excellence top honorees were:
character and integrity and, most of all, she has a ser• No. 1 Individual – Susan Pender, ABR, Berkshire
vant’s heart.”
Hathaway HomeServices Towne Realty
Ellsworth, who served as HRRA’s chairman of
• No. 1 Small Team – The Dunbar Team, Re/MAX
the board in 2001, is this year’s RPAC Fundraising
Alliance
Committee chair, a role she also served in 2018 with
• No. 1 Large Team – Steve Doll Team, RE/MAX Althen-co-chair Tanya Monroe. The Suffolk resident has
liance
received 16 COE awards for production and longevity,
• No. 1 Mega Team – Team Bryant Homes, The
and in 2018 was named REALTOR® Volunteer of the
Bryant Group Real Estate Professionals LLC
Year, a service award.
• No. 1 New Homes Salesperson – Scott Berry,
Ellsworth has also served in RPAC roles with VirRose & Womble Realty
ginia REALTORS® as well as on the state association’s
• Outstanding Rookies of the Year – Crystal Bell,
Board of Directors. She is also involved in her commuOWN Real Estate; Tein HIwa, eXp Realty; Elinity, assisting her church with its homeless program,
(continued on next page...)
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( continued from previous page)
jah Merchant, Keller Williams Realty; Racheal M. Pridgen,
Keller Williams Town Center; Geoffrey Whiteside, Keller Williams Town Center; and Morgan Xenos, Dragas Realty Inc.
These top agents have reached a high level of achievement set
forth by rigorous criteria and guidelines, through professionalism, due diligence, customer care and attention, and a strong
knowledge of the real estate industry. In order to be eligible for a
prestigious Circle of Excellence™ Award, a REALTOR® must be
a current and active member of HRRA, be affiliated with a firm
in good standing, and reach certain sales production levels. Sales
are calculated from Jan. 1 to Dec. 31 of any given award year.

Mary Ross Ellsworth

2020 REALTOR® of the Year

Catrina Watson

2020 Property Manager of the Year

Susan Pender

REALTOR® Longevity awards recipients were:
• 40 years – Linda Fox Jarvis, Berkshire Hathaway HomeServices Towne Realty; Tom Seddon, Coldwell Banker NOW
• 35 years – Trudy M. Hoff, Re/MAX Alliance; Angie Zengilowski, Re/MAX Alliance
• 30 years – Patti Frankenfield, Berkshire Hathaway HomeServices Towne Realty; Charlee Gowin, Berkshire Hathaway
HomeServices Towne Realty; Dee Maltese, The Real Estate
Group; Frank Trygar, Berkshire Hathaway HomeServices
Towne Realty; and Jonell Walthall, CRS, Howard Hanna
Real Estate
• 25 years – Neil Bennett, Berkshire Hathaway HomeServices Towne Realty; Ann Davis, Berkshire Hathaway HomeServices Towne Realty; Susan Pender, Berkshire Hathaway
HomeServices Towne Realty; Sandy Preiser, Rose & Womble
Realty; and S. Dane Scott, Scott & Associates
• 20 years – Bea Cobell, Rose & Womble Realty; Tom Pullen,
Century 21 Nachman Realty; and Patricia Wiles Zuraw, Howard Hanna Real Estate
• 15 years – Jill Blank, Rose & Womble Realty; Donna Bosze,
SRES, Century 21 Nachman Realty; Casey Bushey, Berkshire
Hathaway HomeServices Towne Realty; Karen Davis Real
Estate Team, RE/MAX Allegiance; Gary L. Kennedy, Howard
Hanna Real Estate; Mark Llobell, Associate Broker, Atkinson
Realty; Melanie Rice, ABR, GRI, SRES, Howard Hanna Real
Estate; and Evelyn F. Thomas, ABR, GRI, CDPE, ASP, MRP
• 10 years – Shannon Allen, Chandler Realty; Cindy Caskey,
Berkshire Hathaway HomeServices Towne Realty; Janine T.
DeMello; Steven Ross Dunbar, ABR, RE/MAX Alliance; Debbie Byrd Ellis, Rose & Womble Realty; Mary Miller Gentry,
Berkshire Hathaway HomeServices Towne Realty; Mona
Ghobrial, Berkshire Hathaway HomeServices Towne Realty;
Doug Keutt, Berkshire Hathaway HomeServices Towne Realty; Carl Master, Berkshire Hathaway HomeServices Towne
Realty; Page Atkinson Miyares, Principal Broker, Atkinson
Realty; Josh Parnell, Berkshire Hathaway HomeServices
Towne Realty; Sandy Stokes, Rose & Womble Realty; and Bob
Widger, Century 21 Nachman Realty
(continued on page 22...)

No. 1 Individual Sales
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( continued from page 21)
Distinguished Property Manager Longevity awards
recipients were:
• 30 years – Jan Rucinski, Long & Foster Real Estate
• 15 years – Mary Ann Mosley, Judy Boone Realty
The gala celebration, a hybrid in-person and virtual event
this year due to the COVID-19 pandemic, was organized
by the Circle of Excellence Advisory Group, chaired by Aaronetta Stewart and vice-chair Greta Wiltz, and staff. The
committee also included Russell Bryant, Betty Sue Cohen,
Jackie Feagin, Sharon Havice, Linda Fox-Jarvis, Katrina
Griggs, Barbara Kayes, Mimi Kopassis, Brittany Locke,
Tanya Monroe, Edwin Rucker, Sharon Simon, Lakisha Williams and Rebecca Wood. HRRA is grateful to these volunteers for the countless hours they donated to making the
celebration a reality.
In addition to the awards, highlights of the evening included a special “mixology” session with each of the delicious
drinks created featured at the event bars; special remarks
from Chairman of the Board Tanya Monroe; the singing of
the National Anthem by Lee Sturm; and the blessing by Edwin Rucker. After the ceremony, guests hit the dance floor
and celebrated the night away in private party rooms.
Special thanks go to the evening’s sponsors: TowneBank Mortgage, Presenting Sponsor; Fairway Independent
Mortgage Corp., Hall of Excellence Sponsor; Southern Trust
Mortgage, Virtual Sponsor; Caliber Home Loans and OVM
Financial, Stage Sponsors; Title Concepts, Reader Board
Sponsor; CMS Mortgage Solutions, Registration Sponsor;
Atlantic Coast Mortgage, Prosper Insurance, Tidewater
Mortgage Services and REIN, Mixology/Bar Sponsors; COVA
Insurance, Hanger Law, Old Republic Home Protection and
Movement Mortgage, Décor Sponsors; and AAFMAA Mortgage, Cinch Home Services; Choice Home Warranty, Fulton
Mortgage Co. and LoanDepot, Mask Sponsors.
Want to see more COE photo coverage? Visit HRRA’s
Facebook page. Special thanks to photographers WhiteRidge
Visuals for capturing the evening in photos. ⌂
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IN BRIEF: Big news, small bites

Get to know YPN
(plus, network,
learn with us)
Tracy Mosley
Chair, Young Professionals
Network

You may hear other agents talking
about HRRA’s “YPN.” But what is it?
YPN is short for Young Professionals
Network. We are a diverse group of real
estate professionals and Affiliates who
have a heart for serving the community
and our industry as a whole. Contrary to
popular belief, there is no age limit!
If you have a passion for bettering
yourself

and

interested

in

So, if you are new agent or seasoned,

avenue for cashing out your home’s equity

come check us out and considering being

and putting the dollars toward education

a part of our group! We would love to see

costs. Let’s take a closer look.

you and have you as part of our committee.
Come

to

our

next

YPN

social

networking event on Sept. 15 from 4 to 6

Anyone who obtains a mortgage on

p.m. at APEX in Virginia Beach. RSVP

a home will choose a loan program with

here. Come kick back and enjoy some

repayment terms that include a specific

camaraderie, entertainment, food and

number of years to repay, an interest rate

drinks! It’s going to be a great time!

and an APR on the amount borrowed.

Also, we are all feeling burnout from

Along the homeownership journey, the

this current market. We have put together

real estate market will fluctuate, and

an amazing educational event for Sept.

interest rates may increase or decrease.

22 at 11 a.m. at HRRA. The topic will be

Sometimes, those fluctuations make

“Conquering Real Estate Burnout.” You

refinancing a smart decision. Refinancing

don’t want to miss it. We could all use

gives homeowners the ability to change

some positivity and encouragement from

their payment terms and often offers a

the way the market has been.

lower interest rate that can lead to lower

Hope to see you guys at one of our
events before the year ends!

⌂

home values have increased significantly

and love to network, then YPN is for you!

annual charity fundraiser Hermit Crab
Race, which is always great time. HRRA’s
annual

Chili

Cook-Off

and

Tailgate

Party, presented by the Affiliates Council,
is always a huge hit, and many YPN
enthusiasts participate.
You’ll also find lots of YPN enthusiasts
at the annual REALTORS vs. Affiliates
®

Kickball

Tournament,

which

is

also

Refinancing your
home to help
fund your child’s
education
Senior Loan Officer,
C&F Mortgage Corp.

like home improvements or education.
What is a cash-out refinance?
A cash-out refinance will replace
your existing mortgage with a new, larger
mortgage, and you’ll receive the difference
in cash. Your new mortgage will also have
the current market rates.
While a larger mortgage will likely
increase your monthly mortgage payment,
you may find that paying a bit more on

is a highlight of the year. (And friendly
competition is never a bad thing.) The

It’s officially back-to-school season.

REALTORS® have been undefeated for

A good education goes a long way in life,

the past several years! It was great to

but sometimes obtaining that education

mingle with everyone after a year of

costs a pretty penny! As a parent, you’ll

COVID restrictions.

do anything for your children to succeed,

networking events and four real estate

– that equity can be used to fund things

a new interest rate that falls in line with
Hunter Clarke, NMLS# 1590963

presented by the Affiliates Council and

YPN holds four quarterly social

Additionally, if there is a fair amount
living in the home for many years or if

trending topics in our real estate practice,

we have held in the past. YPN holds an

mortgage payments.
of equity in the home – whether it’s from

current

Here are some of the fun events

What is a refinance?

which may require getting creative to help
them afford their education.

education sessions annually. We work as

Opting to refinance your home is one

a team to organize events that bring some

way to help pay for your child’s education.

fun and education to our local real estate

With the current interest rates and high

professionals.

home values, refinancing can be a great

your mortgage each month is still more
cost-effective than the alternative of
repaying student loans.
Should I refinance to pay for my
child’s education?
There is no right or wrong answer to
this question, but it’s certainly something
you should think carefully about before
moving forward to see if the short- and
long-term benefits are worth it for you! If
(continued on next page...)
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IN BRIEF: Big news, small bites
(In Brief, continued from previous page)
you opt to refinance when rates are low,

getting on the online train as well.

industry, and as such we must learn to

you may be able to save money on your

Stores were running out of computers,

adapt and overcome. We showed our

mortgage and still be able to cash out for

laptops, electronic notebooks and tablets,

resilience with the use of Zoom and the

college funds, too!

and I don't even want to try to think

other online platforms to assist in keeping

about what the usage of bandwidth looks

REALTORS® current in their educational

like now. It has been challenging, but we

requirements.

⌂

Reflections on
back to school
and learning

Now that things are starting to open

will persevere.
Education is a huge part of growth,

back up, parents, teachers, students and

and as REALTORS® we must continue

REALTORS® can experience some relief.

to keep our education levels at optimum

Some may decide that they enjoyed the

level.

online/work-from-home

Post-licensing courses and continuing

Katrina Griggs

education requirements remain at the

Vice Chair, Diversity,

WOW...what an interesting almost
two years it has been: children being
educated from home, teachers instructing
from home and quite a few parents

while

others are content with the way things
were.

forefront of our community. A skilled and

Equity and Inclusion Committee

concept

Flexibility

is

key

when

change

educated REALTOR® is what every client

happens, and the past almost two years

deserves and should expect. Staying

has taught us to be flexible and not give

current in education is the least we can

up. So, back to school we go. Stay current,

do for clients and our community. It's a

stay educated and, most of all, have FUN!

WIN for all!

Education, when properly applied, is

Real estate is an ever-changing

power!

⌂

The Hampton Roads REALTORS® Association (HRRA) extends its apologies
to these REALTORS®, whose headshots were omitted from the 2020 Circle of
Excellencesm awards booklet as well as the advertisement in The Virginian-Pilot.
HRRA congratulates these 2020 Circle of Excellencesm recipients:

Willie Farmer

Neil Samlal

David Moose

Jim Bass

Weichert REALTORS® KBL Companies

Weichert REALTORS® KBL Companies

Weichert REALTORS® KBL Companies

Weichert REALTORS® KBL Companies

Individual Bronze

Individual Silver

Individual Bronze

Individual Platinum
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MOTIVATIONAL CORNER

Welcome to the state of flow

I

f you are living in the 21st century then you have

in your backyard, creating art or even just washing

probably heard of Einstein, Mozart, Van Gogh,

dishes with a sense of ease, the action doesn’t really

Steve Jobs and other geniuses. You are probably

matter. What matters is the state in which you were

very familiar with their creations. In fact, there is a
good chance you are reading this article on a device
envisioned by Steve Jobs.

when these actions were happening.
There’s a reason this experience was dubbed as
“flow.” Just like a crystal-clear creek, the actions flow

The first question may arise: What do

through you. It feels good. No, it feels incred-

these icons have in common? Let’s dive
Emil Nazaryan

ible! There is oneness and peace in

in together to find out.

that creative state. Next time you

They all became famous beAt-Large Member,

cause of their creations. But

HRRA Board of

did you ever inquire how

Directors

those creations came about?
Einstein

said

that

his most famous formula
E=MC2 just came to him
“from the outside” when he
wasn’t even thinking about it.
Mozart would write down pages of music without a single correction. Van Gogh said, “I dream of

Have you ever been in
a state where whatever
you were doing was done
effortlessly, without any
conscious effort or pressure
on your part? You were
so immersed in what you
were doing that you lost
all sense of time, and, for a
lack of better expression,
became one with the
actions.

painting, and then I paint my dream.”

tal note! That mental note will
serve as the return gateway
into that state.
A third question may arise.
If the geniuses created their
masterpieces using the same
state that you are familiar
with, how come you haven’t
created similar masterpieces?
One big difference exists,
which can be totally overcome. The

people who we consider geniuses had

Steve Job’s vision changed our daily lives
once and forever.

become aware of it, make a men-

learned to enter into this state deliberately,
with ease. They had learned how to quiet their mind

What these great people had in common was their

chatter and let the higher powers enter into their

ability to enter the state of “flow,” a highly creative

consciousness. And you can very well learn to do the

state in which ideas effortlessly flow to the mind.

same! It is a skill that gets perfected each time you

Now, the second question arises. What exactly is
this flow state and how do we recognize it?

use it.
An example is in order. When I was asked to write

I bet you have already experienced it yourself but

the first article for HRRA’s magazine four years ago, I

didn’t know that’s what it was. Have you ever had

was a bit terrified. I’d never written anything before,

an experience of doing something where everything

and English is only my third language. So, needless to

would automatically fall into its place beautifully?

say, it took me a long time, probably two to three days,

Have you ever been in a state where whatever you

to plan, research and finally complete my first article.

were doing was done effortlessly, without any con-

As time went on, I came up with a method for creating

scious effort or pressure on your part? You were so im-

the structure of each article, planning ahead and then

mersed in what you were doing that you lost all sense

executing.

of time, and, for a lack of better expression, became
one with the actions.

During the writing, I got glimpses of the flow
for the first time. The writing of the articles became

Whether it was creating your listing presentation,

easier and easier. Shortly, after starting the Motiva-

your website, a marketing piece, creating a garden

tional Corner column, I felt a major shift within me.
(continued on next page...)
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Nevermind asking for recommendations on social media...
Your search ends here! “Find an Affiliate” at HRRA.com

(continued from previous page)
No more preparation is needed. I just sit down and the writing

a song of the ocean, a symphony by birds, a serene lake with

happens. It usually takes about 90 minutes to two hours, from

a mirror like surface, a unique cloud formation, a waterfall, a

conceiving of the topic to the completion of the article.

smile of an infant’s innocent face, the warmth of the hand of

Oftentimes, I won’t even know what the article is going to be
about when I sit down to write it. It just flows!

your loved one, a playful piece of music, a colorful painting of
nature, or simply a raindrop! When noticed, beauty uplifts us

The example above is not given as any sort of indication of

above our daily struggles into a state of awe and tranquility.

me being a genius, or even an average writer, for that matter. But

Actions performed while in this state differ in quality. This is

it is rather given to underline and signify the point that anyone

another description of flow.

can perfect the deliberate use of this state.
The strategies above are just some signposts that may point you
Now let’s look at a few strategies that might help you get started:

in the right direction, but you may know of many more, or better
avenues to enter this magical kingdom. It doesn’t matter which

•

It can’t be forced. Always remember, that vigorous effort

road you take as long as you learn how to get there.

cannot lead to flow. If you are trying really hard to enter this

Now the last set of questions may arise. What if you are not

state it won’t get you there. On the contrary, effort may push

into creating? What if your work doesn’t require any imagina-

you farther away and into frustration.

tion? Of what use could flow be to you?

It must be allowed. A major roadblock to entering the flow

if you discover things you didn’t know about yourself? What if

is the attachment to the outcome, the element of control,

you find out you’re way more than you thought you were? What

wanting something to be done a certain way because it’s your

if your work in the state of flow attracts attention and leads to

way. You can see that, by definition, control is opposite to the

better opportunities?

These are valid questions. My answer is, why not try? What
•

flow. You must let go of all outcomes, remove all resistance

And finally, above all, what if it makes you a much happier

from within, allow for your awareness to be taken over by

person? Well, you’ll just have to find out for yourself. If I were to

something higher than you. Trust it. Unconditionally! Trust

bet, I would bet that you will not be disappointed with what you

and surrender are the two magic keys that unlock the doors

find.

to the flow.
•

Now, go and flow!

⌂

Bring beauty to your aid. There is a reason why beauty
elevates us. It may be a flower, the soft and sweet scent of it,

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
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REALTOR® Safety 101: 3 tips for
the new normal

A

REALTOR®’s job lends itself to many different

value during uncertain times. Again, this is not just

safety risks, from meeting strangers at

a health precaution but could help protect against

vacant homes to exposing yourself to a large

potential legal liability.

online presence.
In 2020, REALTORS® needed to add health risk

Tip 3: Embrace Technology. REALTORS® adapt,

and mitigation to the job duties due to the pandemic.

and during the pandemic we learned to adapt quickly.

September is REALTOR Safety Month, and
®

the following three tips will help in navCourtney LaLonde

Virtual tours, video showings, curbside closings – not always fun but it got the job

igating the “new” normal amongst
the hype, opinion, facts and

Vice Chair, Affiliates

changing landscape around the

Council

pandemic.
Tip

1:

The

customer

(client) is always right.
Everyone has an opinion
and set of values when it
comes to the pandemic, how
it is handled and vaccines.
While one person may strongly

done.

Technology can
offer a layer of physical
protection when
meeting strangers. For
example, you can offer
your first meeting as a
Zoom meeting before
showing homes or as an
alternative to meeting
at your office.

believe in following CDC guidance

If you work with a seller that wishes everyone
wear a mask when showing their home, then be sure

offering

these

options as part of your new
normal. Technology can offer
a layer of physical protection
when

meeting

strangers.

For example, you can offer
your first meeting as a Zoom
meeting

before

showing

homes or as an alternative
to meeting at your office. And,
honestly, many people don’t
want to go back to the way it was.

and mandates, the next is strongly
opposed.

Consider

Younger clients may prefer viewing
homes virtually or sending their earnest
money through an app. So, the more options you
have, you set yourself.

it is in the showing instructions. Have the conversa-

In the past, when we thought of REALTOR®

tion up front so you understand what their expecta-

safety, we have not always considered the safety

tions are. This is not just a health consideration but a

around general health and possible legal liabilities.

legal one. Protect yourself.

COVID-19 forced us to reconsider how we operate
down the simplest task of opening doors and casu-

Tip 2: Use caution in interactions. It is better

ally interacting with the public when there is risk of

to weigh on the side of caution. With on-again, off-

serious illness.

again status in whether we are open or in lockdown,

Our new normal brought with it opportunity to

we all are working through the effects of whiplash.

show we can adapt and offer options to protect not

Federal, state and local requirements can change and

only ourselves but the public when it really counts.

then change back. So, know your local requirements

Realtors are lifelong learners and will continue

but also consider taking measures to protect yourself,

to embrace changes that prove REALTORS® are

your clients and the public.

more than just real estate brokers.

Consider a continued practice of still offering
masks, hand sanitizer and wipes at appointments.
This could be part of your new normal routine. No
matter opinions, it shows you are adding additional
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Affiliate Spotlight: VistaGraphicsGET TO KNOW YOUR HRRA
AFFILIATE MEMBERS
Company: VistaGraphics Inc. (Coastal Virginia Magazine)
Territory: The Coastal Virginia footprint from Williamsburg through
northeastern North Carolina and the southern Eastern Shore
Company details: vistagraphicsinc.com paul@vgnet.com and
757-422-8979, Ext 156
Year company established: 1987
HRRA Affiliate member since: 2021
Company specialties: A wide array of media solutions, including
quality publications, highly targeted digital marketing and event/
event management.
Why we joined HRRA: One of the primary pillars of our local
lifestyle publication, Coastal Virginia Magazine, is real estate and
home and garden. Delivering quality content within this segment is
an expectation of our readership. Much of this quality content comes
from the industry and HRRA is a superior catalyst in communicating
this information.
Why we got into this business: There is and will always be a
need for people and companies to get their unique message to the
right audience. That’s what we do. Our varied solutions allow us to
carefully listen to the needs of the business or individual and then
customize the right approach for them.
Why we love doing what we do: It’s problem solving. Having
heard a client’s need or opportunity, there is great reward in bringing
them the right solution and then seeing the results that bear that
out.
Our favorite satisfied-customer story: Seeing our Coastal
Virginia Idea House sell year-in and year-out before our home tour
event is over has brought us all a great deal of satisfaction.
Our favorite HRRA event and why: This is our first year, so we
are looking forward to selecting our favorite.
Most memorable HRRA moment: So far, it’s the day we joined.
Best piece of advice to REALTORS®: The right media drives your
brand strength, which is key in heightening the level of trust with
your prospective customers. Brand strength will ultimately lead to
more transactions.
The one thing we want REALTORS® to know about our
industry is: The number and types of media today is greater and
more varied than ever. One solution doesn’t fit every need. Just
like the real estate industry, where a professional REALTOR® can
offer expert counsel, a media specialist, covering a broad range of
solutions can help those looking to build their brand and promote
their business.
HRRA’s Affiliate Spotlight is a monthly feature offering a closer look at the association’s Affiliate members.
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It’s Self-Improvement Month:
Let’s improve your credit!

T

Step 4: Make sure you always have a mix of
credit. You need installment accounts (loans) and revolving accounts (typically credit cards). I come across
a lot of people who just hate having credit cards. They
call them debt traps. I can understand that thought
unless you really know how to play the rules of the
game.
Here is a great tip I often give my clients when
Step 1: On-time payments. All payments for all acthey are learning the game. We all have streaming
counts that report to credit must be paid on
services now (Netflix, Hulu, Disney, etc.).
time every time. This is the big one.
Pay your credit card way down and
Its worth 35% of your credit score
only put a streaming service on the
(or, for anyone keeping track, up
card (you’re already paying for it
Don’t
try
to
remove
to 297 points). A single 30-day
anyway). Then have your bank
late payment, when reported
autopay the card each month.
really old, paid, positive
to credit, can take months to
This way you’ll never be late
accounts from your
recover from, so most of the
on the card, and you’ll never
credit report. They
time it’s not an easy fix.
carry a high balance. Easy
contribute to your
Just for fun FICO also
peasy.
decided to lump collections
Oh, and do yourself a
history. That’s worth 15%
and charge-offs in this catefavor. Don’t carry that card
of your credit score
gory, so avoid letting those hit
with you. There’s nothing
(or 128 points).
your credit.
worse than paying off Taco Bell
drive-thru gorditas or that night at
Step 2: If you have credit cards,
the bar where you had way too much
try not to use too much of the availtequila 30 days later.
able funds. Typically, the advice is to keep the bal		
ance at 30% or less of the limit. However, I have found
Step 5: Don’t apply for too much credit. Typically,
over the years, you’ll really max out the points you’ll
try not to apply for more than three accounts a year
get if you keep it between 5% and 10%. So, for quick
if you can avoid it. This effects FICO’s algorithm. If
math, a $300 card should never carry a balance higha consumer is applying for too many credit cards or
er than $30 (at 10%) or $90 (at 30%).
loans in a short period of time the algorithm deems
Also, avoid the temptation to close out your credthat the consumer may be in distress financially and
it cards after you pay them off. This can lower your
is therefore a higher lending risk.
scores.
Final step: Do yourself a favor and keep close
Step 3: Don’t try to remove really old, paid, positabs on your credit. Annualcreditreport.com is a
tive accounts from your credit report. They congreat resource for getting your credit reports for free.
tribute to your history. That’s worth 15% of your credEven better, due to the CARES Act, you can access
it score (or 128 points). The longer you’ve had credit,
it weekly through April 2022 (normally you can only
the higher the score typically is. It’s called a seasoned
get each bureau once a year). Regularly checking your
borrower.
credit and following the above rules is the key to great
credit. ⌂
ypically, I’m writing this kind of article in the
beginning of the year, but I since September is
my favorite month of the year (it’s my birthday
month), of course we should talk credit improvement!
There are five very simple rules to good credit.
Since our mortgage friends use a FICO score, we’ll use
FICO’s rules for great scores.

Stephanie Adams

SOS Solutions
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Hoarding and biohazard
condition require special care

R

estoration and remediation companies see
many sensitive situations in the homes they
work in, including hoarding and the biohazard
conditions caused by contaminated materials. Hoarded items are usually things other people would throw
away such as old newspaper, junk mail or packaging.
As these items accumulate over time, they become
hazards. Some of the common dangers include:

Angela Meyer

•
SERVPRO of Virginia
Beach

ation. Then, give the resident a chance to rectify the
situation. This is where a professional remediation
company can be called in to begin waste removal, clean
up and sanitization.
While many think you just need to clean up and
get rid of the clutter, there are several special considerations for a space that has been used for hoarding.
Biohazard clean-up specialists have the
proper training and equipment to sanitize a property after a hoarding case.
Once contaminated materials are
Hoarding is a mental
removed from the premises,
disability, and people with
health hazards remain.
this condition are part of
Some of the critical steps in
a protected class under
the cleaning and sanitizing
the Fair Housing Act and
process of a biohazard situation that remediation profesare entitled to the same
sionals should follow are:
considerations you would

Fire is the No. 1 risk of
hoarding due to abnormal
amounts of contents. Piles
of hoarded items can obstruct first responders
from responding.
• Injuries can occur from
tripping over items or
when stacked items colgive people with other
lapse.
• All items should be removed
types of mental or
• Decaying waste can cause
and inspected.
physical disabilities.
respiratory issues for people
• It is recommended that furniand pets.
ture, carpet, towels and other po• Structural damage can occur due
rous fabrics that cannot be property
to excessive weight of the contents.
cleaned be discarded.
• Hoarding can prevent needed building mainte•
Urine and fecal matter may have built up on
nance.
floors and walls over years of hoarding. As the biomaterials seep through tile and carpet, it will conAccording to the Mayo Clinic, “A hoarding disorder is a
taminate the subflooring, which must be removed.
persistent difficulty discarding or parting with posses• The use of specialized cleaning agents that are desions because of a perceived need to save them. They
signed to fight bacteria.
experience distress at the thought of getting rid of the
• To properly sanitize a surface, each cleaning towel
items.”
should only be used once per side before disposing
Oftentimes, people with a hoarding disorder do
of it as biohazard waste.
not see it as a problem, which can cause conflicts when
• In many cases, items not related to hoarding have
family, property managers/landlords or government ofbeen contaminated and will need to be removed
ficials try to intervene.
and cleaned or discarded.
Hoarding is a mental disability, and people with
• All hazardous material should be placed in leakthis condition are part of a protected class under the
proof containers, labeled and color-coded, prior to
Fair Housing Act and are entitled to the same considerremoval to prevent spills during handling, storage
ations you would give people with other types of mental
and transport.
or physical disabilities.
• When transporting biohazard materials, EnviThe most common accommodation is a written plan
ronmental Protection Agency and Department of
of action. First, document the condition of the hoarders
Transportation regulations must be followed.
home using caution of potential threats to your safety
• Throughout these sensitive situations, it is imporand health. Next, consult legal counsel to understand
tant that remediation workers are compassionate
what state and local laws apply to your specific situand considerate to the customer. ⌂
Hampton Roads REALTOR® • September 2021
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LEGAL CORNER

Alexandria case examines
encroachment issues

T

respasses or encroachments by one property

damaging encroachment of water” onto 404 Duke St.

owner onto the land of another have been a

Robinson did not present any evidence as to

recurring topic of this column through the

precisely when the Nordquists had installed their

years. Trespasses or encroachments can result from

sprinkler system but claimed that she did not have a

stormwater runoff, tree limbs or roots, walls, fences

single instance of water penetration onto 404 Duke

or other structures, and can cause physical injury to

St. until after the sprinkler system was installed.

the property that has been trespassed or en-

She also asserted that once the system was

croached upon.
John Faber, Esq.

installed, it produced ongoing, continu-

When an owner’s property suf-

ous and intermittent encroach-

fers physical damage because
Williams Mullen

of a persistent trespass or encroachment, at what point
should that owner sue the
trespasser or encroacher?
Virginia

Supreme

Court

laid out all the rules for answering that question, but
then declined to answer it,
in the case of Robinson v. Nordquist, decided on July 18, 2019.

When an owner’s
property suffers physical
damage because of a
persistent trespass or
encroachment, at what
point should that owner
sue the trespasser or
encroacher?

Jane Robinson owned real es-

ments of water onto her property that damaged her entrance
foyer, kitchen, finished basement and foundation. She
did not specify when the
damage first occurred but
did state that significant
water intrusion did not begin to occur until the middle
of 2011, approximately four
and one-half years before she

filed suit.

tate located at 404 Duke St. in Alex-

The Nordquists responded that they

andria, Virginia. Her neighbors, Nels and

installed the sprinkler system in about June

Jennifer Nordquist, owned 406 and 408 Duke St.

of 2008, roughly seven years before Robinson filed

By an easement originally granted and amended in

suit. They characterized Robinson’s claim as a con-

the 1960s between previous owners of the Robinson

tinuous trespass rather than an intermittent one

and Nordquist properties, the owner of 406 and 408

and said that it was barred by the five-year statute of

Duke St. agreed that the westernmost three feet of

limitations applicable to actions for damage to prop-

406 Duke St., adjoining 404 Duke St., would remain

erty.

open and free of all buildings and structures, except

The Alexandria Circuit Court found that the en-

for some chimneys expressly described in the ease-

croachment of water from the sprinkler system was

ment.

continuous and ruled in favor of the Nordquists on

Robinson moved into 404 Duke St. in 1988, and

their statute of limitations defense. The court also

the Nordquists moved into 406 and 408 Duke St. in

ruled in favor of the Nordquists on certain related

2005.

easement claims brought by Robinson, and Robinson

In December 2015, Robinson sued the Nor-

appealed to the Virginia Supreme Court.

dquists in the Circuit Court of the City of Alexan-

Before the Supreme Court, Robinson argued

dria, alleging, among other things, that the Nor-

that the Circuit Court erred by not allowing a jury

dquists installed an underground sprinkler system

to decide whether the water encroachments from the

in the 3-foot open strip that caused “persistent and

sprinkler system were continuous, and thus barred
(continued on next page...)
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(continued from previous page)

by the statute of limitations, rather than intermittent. The Su-

the water encroachments were continuous or intermittent. The

preme Court agreed with Robinson on that point.

Nordquists asserted that they installed the sprinklers in 2008,

The court first noted that a five-year statute of limitations
applies to claims for injury to property, such as the water dam-

but Robinson said significant damage did not begin to take place
until 2011.

age to 404 Duke St. that Robinson alleged. A claim for injury

She also described the water encroachments in her plead-

to property accrues and the statute of limitations begins to run

ings as both “ongoing” and “continuous” and “repeated and in-

when the first measurable damage to the property occurs. Sub-

termittent.”

sequent compounding or aggravating damage that stems from

According to the Supreme Court, the Circuit Court should

the original cause does not restart a new limitation period for

have allowed a jury to determine the facts of when the first

each incremental increase in damage.

measurable damage occurred and whether it was continuous or

For such continuous damage, the statute of limitations runs

intermittent, as Robinson had requested. The Supreme Court

from the date of the original wrongful act, in this case the water

thus reversed the Circuit Court on the statute of limitations

encroachment from the sprinkler system. On the other hand,

issue and remanded the case for further proceedings on that

when wrongful acts occur intermittently, at intervals, and are

point.

not continuous, each occurrence creates a new injury and gives

Under Robinson, an owner whose property is damaged by

rise to a new and separate cause of action with its own limita-

an encroachment or trespass from neighboring property must

tions period.

file suit within five years after the first measurable damage oc-

In this case, the conflicting statements between the parties
and within Robinson’s own complaint made it unclear when the

curs. If, however, the damage is intermittent, a new five-year
period begins to run from each new interval of damage.

⌂

first measurable damage to 404 Duke St. occurred and whether

Home Buying at the Speed of Life.
We know what it takes to deliver an unbeatable client experience.
Our team will be right in the trenches with you every step of the way!
Let's cruise through the home financing process with flexibility,
speed, and convenience.
Call + Text Communication
Easy QuickStart Application
Pre-Approvals 7 Days a Week
Clients love us, check out the reviews!

900+ Reviews

500+ Reviews

NMLS ID #86788 | www.nmlsconsumeraccess.org
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638 Independence Parkway
Chesapeake, VA

3-6pm

Register at https://bit.ly/HRRAWineandCheese
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GOAL

PARTICIPANTS
GOAL

It’s good to know
your numbers

$113,398

1,362

RPAC

RAISED

MAJOR INVESTORS

$79,007.50

GOAL
37

PARTICIPANTS

494

TOTAL
37

Why do you need my money?
Because fighting for REALTORS® and property
rights is a constant battle!

T

hroughout the COVID-19 pandemic, Virginia

Government Relations Team reviewed 1,555 pieces

REALTORS® has fought to keep real estate in

of legislation and actively supported, opposed or

Virginia open for business.

monitored 96 bills to protect you and your clients.

We worked with policymakers and regulators

In the 2021 General Assembly, we defeated or

to set up rules that protected the health and well-

changed legislation that would negatively impact

being of you and your clients while doing business.

your business. Such as a bill that would have put

We provided you with education and up-to-date

legal liability on you for advertising on third-party

information on pandemic and business issues.

websites for which you had no control.

We worked with the Virginia Secretary of

Even though we did not get across the finish line

Commerce and Trade, the Department of Community

with the Virginia REALTORS® group health plan

Chair, RPAC

and Housing Development (DHCD), and Virginia

legislation, we worked with legislators to support

Fundraising

Housing to establish and promote the Virginia

other

Committee

Rent Relief Program, providing stable housing for

program, to help you realize reduced costs on the

Virginians impacted by COVID-19. We continue to

individual health insurance market.

Mary Ross Ellsworth

provide feedback to DHCD on ways to streamline the
In the 2021 General Assembly, the Virginia
Public

Policy

Committee

like

a

state-based

reinsurance

Please, take my money! Call me today at 757288-8822 if you’d like to make your REALTORS®

program to benefit you and your clients.
REALTORS®

avenues,

and

Political Action Committee (RPAC) donation for
REALTOR® advocacy.

⌂
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It’s back-to-school time. Are you
ready?

W

Nelene Mayo Gibbs

Chair, Owners/
Managers Council

here did the summer go? If yours was
The fall is a perfect time to make a plan to perfect
like mine, the busy summer selling seaour craft, increase our skills and continue our educason didn’t leave extra time to work on my
tion. Regardless of how old we are or how many years
business plans, new skills, or additional training and
we have been in business, we need to continue to adcontinuing education. It's hard to believe we are alvance our education and expertise each and every
ready into the month September and that Christmas
year, regardless of the challenges that we face each
and the New Year are right around the corner.
week. We are never too old or too experienced to learn!
Its back-to-school time for our kiddos, so that
We all know that a REALTOR®’s education never
makes it the perfect time for back to school for our REends. The industry is constantly changing, and for®
ALTORS , too! Education updates, continuing
tunately our local association develops and
education and learning are critical and
provides many opportunities for us to
key components in being successful
be better every week. HRRA provide
Regardless of how
and growing our businesses.
the resources for us to enhance
old we are or how many
This past year (or I should
our learning. There is always
say the past couple of years?)
an event, a speaker, a class,
years we have been in
have been such a whirlwind.
a council or an opportunity
business, we need to
We have been through so
to take advantage at the ascontinue to advance our
many seasons and very
sociation. I encourage you
education and expertise
challenging times, includto visit the HRRA website
each and every year,
ing, lockdowns, hot markets,
at HRRA.com and check out
regardless of the challenges
more clients than most of us
the
calendar as meetings and
that we face each week. We
have ever had, multiple ofevents.
Changes are updated
are never too old
fers, agent burnout, owner and
regularly. There is something
or too experienced
manager burn out, exhaustion
there for everyone! Take advanto learn!
and drama. It seems there are never
tage of your membership.
enough hours in any given day.
Beyond our local association, let’s
About the time we thought we were getlook to our state and national REALTOR® associting back to "normal" and we could resume in-person
ations and what they have to offer to us as well. They
events and focus on the next season in this crazy real
contain a wealth of knowledge. Just to mention a few,
estate world, we now have a resurgence of what seems
how about taking the free Commitment to Excellence,
like a never-ending virus.
or C2EX, endorsement class? How many of you have
What does this mean to us as owners and managdone the work to obtain this? As an owner/manager, it
ers, and how does it impact our business? It is our
is up to us to set the example.
duty to lead our teams, agents and staff as we are all
Take the class, get the certificate and share your
trying to find the path to the future and the new noraccomplishment with your agents. Have any of your
mal. How do we navigate the remainder of this year
agents engaged in this program? It is such a worthand look to the future of 2022?
while refresher of what we all already know and abide
There are many variables that are out of our conby. By taking this course I can assure you it will retrol, but it is up to us to have a plan. What are your
mind you of things you have forgotten, and it will be
plans for the last quarter of this year, and what it will
time well spent. Why not give your team a common
look like? There is one thing for sure: We are all riding
goal and have everyone do it together?
this wave together. It is imperative that we all conHow about attending a national or state confertinue to work on our skills and continued education.
ence or event? The educational opportunities and netSo, let’s get back to school.
working opportunities at those events are many. In
(continued on next page...)
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(continued from previous page)

additional to the education classes you can network with REALTOR® colleagues from across the state and the country.
How about attending the Owner/Manager Council meetings?
We strive to have an informative program of value each time for
our owners and managers. Next up is Old Dominion University
economics professor Dr. Vinod Agarwal, director of the university's Economic Forecasting Project, at 8 a.m. Sept. 20 at the HRRA
building, 638 Independence Pkwy., Suite 100, in Chesapeake.
Agarwal will look at Hampton Roads' state of the economy and
offer a 2022 forecast. Register HERE by Sept. 3. Thank you to
sponsors Fulton Mortgage Co. and Hanger Law. This free event
is reserved for HRRA owners, managers and the event's Affiliate
sponsors.
Again, stay on top of our local association calendar, read the
weekly eREALTOR that comes directly to your email, watch the
association’s social media, including Facebook, and mark your
calendar for the many opportunities available to you for the remainder of this year and into the next year.
How about we all make a commitment to make this fall the
"commitment to education” season? There is always so much
more to learn.

And how about you consider volunteering to teach a class or
speak at one of our many local council/committee/advisory group
meetings or our own Owners/Managers Council to share your expertise, a story or an event that has reshaped you and your business? We can all benefit from the experiences and expertise of our
fellow owners and managers, so let’s learn from each other.
How about committing to attend our quarterly Owners/Managers Council breakfast meetings (this is a new opportunity to
engage with the council) for 2022 and network with others and
share ideas and experiences? We all have something to offer if we
will only make the commitment to expand our circles and share
our knowledge.
How about it? Let’s make this last quarter of 2021 and the
upcoming 2022 the “Year of Commitment to Education.”
How about it? What will you do to further your education and
encourage your agents to do so at the same time?
Let’s share some ideas and motivational topics with our
Owners/Managers Council so we can all be the best that we can
be! ⌂
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What you can learn about
yourself by volunteering

A

s REALTORS®, our lives are often consumed

use this time to once again to practice your listening

by prospecting, paperwork and negotiations.

skills, your ability to refocus the conversation, and

Before we know it, two years have rolled

I’m sure you will hear some entertaining stories!

passed, and we have weeks or maybe even days to

Give with no expectation of return. It can be too

fulfill our continuing education requirements. We

easy to slip into that “you owe me” mindset. Here’s

complete the task and get back to the daily grind and

a simple example. Have you held the door open for

our financial goals.

someone and then felt irritated because they didn’t

Each new transaction is a learning
Debbie Merklinger

experience,

so

we

are

constantly

feeding our minds. But how often

Members, Community

do we stop to feed our souls?

Involvement Advisory

Maybe it’s time for you to ride

Group

the emotional high you’ll get
from volunteering and learn
a little something about
yourself along the way.
Sharpen

your

communication skills and
learn how to listen. Being
a good listener is one of
the greatest strengths of a
successful REALTOR®. Too often

even say thank you? For a moment you
expected something in return for your
act of kindness.

What are you
Now let’s translate this to
real estate scenarios: “I’ve been
passionate about?
mowing my neighbor’s lawn
How can you translate
for years, I can’t believe they
that to a volunteer
aren’t selling their home with
opportunity? Remind
me” or “I’ve been in Rotary
yourself or experience
Club for years, and I haven’t
landed
a single client.”
for the first time how
If you can relate to these
great it feels to
scenarios, then it may be time
selflessly give
to finetune your viewpoint on
to others.
volunteering. As REALTORS ,

agents are ready to talk or share
knowledge before they’ve even figured out

®

image is everything. We work so hard
to build our brand that we sometimes get

their client’s needs, which will take the spotlight off

a bit self-absorbed. What are you passionate about?

their client.

How can you translate that to a volunteer opportunity?

Find a volunteer opportunity where your main

Remind yourself or experience for the first time how

task might be to lend an ear. Take the time to really

great it feels to selflessly give to others. And, hey, if

listen to others, with no pressure to impress or make a

you get a thank you in return, it feels even better!

sale. Analyze their issues and really think about what
you can do to help improve their lives.

Release those endorphins. The act of helping
others is shown to release endorphins, the body’s

Or, find a volunteer role, like at a nursing home,

natural painkillers, and to activate the same parts of

where you make small talk with strangers. You can

the brain that are active when thinking about sex or
(continued on page 48...)

Want to give back through the Community Involvement
Advisory Group’s REALTORS® Have a Heart program?
Email vhecht@hrra.com, and stay tuned to the HRRA website,
your weekly eREALTOR email newsletter and Facebook page
for news about upcoming volunteer events.
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Ongoing education is key as a
“trusted advisor”
their personality types as well as their housing preferences. We need to be well versed in the basics of
real estate contract law without crossing the line and
practicing law.
We need to identify, and have a command of, effective marketing tools designed to reach and compel
he following questions highlight just a few of
our desired audiences to take desired actions. We
the basic communication adaptations we’ve
must be trusted advisors. We must be effective negoencountered in the not-so-distance past.
tiators, advocates, educators as well as havDid you participate in virtual “Zoom” or
ing many other roles to fulfill to avoid
“Team” meetings before the pandemic?
potential pitfalls and successfully
Maybe you started using FaceTime
close deals with satisfied clients.
or Skype a few years ago (but
It is precisely because
It is precisely because of
probably not Zoom or Team for
of the vast skillsets we
the vast skillsets we need
group sessions).
need to possess that we
to possess that we must deDid you ever think there
must
deliberately
set
liberately set aside time to
would be a time when you’d
aside time to expand our
expand our knowledge far
consider it more courteous
knowledge far beyond
beyond the required conto use your phone to text the
the required continuing
tinuing education credits
message “Is it okay to talk
education credits necessary
necessary to maintain our
now?” rather than simply
licenses if we are to thrive in
to maintain our licenses
calling? I certainly didn’t.
the future. Knowledge, comDid you ever think it would
if we are to thrive in the
bined
with experience, helps us
be almost a necessity to text quesfuture.
adapt to the many challenges we
tions so you can hopefully get timeface daily. Earning credentials takes
ly answers rather than call or send an
time and commitment. It takes a desire to be
email? I did not.
viewed as an elite professional among the public and
I fully recognize the value in sending text mesour peers.
sages for efficiency but lament the lack of interpersonThere are many different sources offering free edal verbal exchanges, affording the opportunity to hear
ucational opportunities such as the robust, self-paced
inflection, volume, tone, and cadence, which I believe
Commitment to Excellence (C2EX) endorsement
are a very important elements of human communicacourse and Fairhaven. Virginia REALTORS® has a
tion, especially during a negotiation.
®
To my fellow REALTORS : “Please, pick up the
monthly podcast tackling legal issues and has just
launched the Virginia REALTORS® Learning Center,
phone and talk to your counterparts!”
Do you remember being asked as part of a survey
which can be accessed at https://learn.virginiarealonly a few short years ago whether you check your
tors.org/.
email weekly, daily, 1-3 times per day or 5+ times a
REIN also offers a long list of free training and
day? A question like that today would be considered a
education for all members. HRRA’s monthly commitjoke. What REALTOR® can conduct business efficienttee programs offer expert advice from our affiliates,
and their timely presentations are often recorded and
ly checking their email only a few times a day?
posted on the web to watch if you’re not able to perIf you’re like me, you want to deliver the best
sonally attend. Of course, HRRA’s Alpha College of
real estate experience possible for your clients. That
Real Estate provides excellent training.
means staying on top of the latest technologies, home
With all the opportunities via different mediums
décor trends, fluctuating mortgage conditions/loan
for expanded growth and learning available to us as
products, inventory needs, buyer and seller expectaREALTORS®, it’s easier than ever to learn at your
tions for methods of communication based upon their
exposure to, and understanding of our digital world,
own pace so you can thrive versus merely survive. ⌂
“There are only a few things certain in life. One of
them is that we must adapt to our ever-changing environment to survive. Nowhere is this statement truer
than within the real estate industry!” — Kim Johnson

T

Kimberly Johnson,
CRS, SFR, AHWD,
SRES

Vice Chair, Resale
Council
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Protecting your condo
investment

W

hether you’re buying a new condo, or have
lived in your condo for years, it’s always a
good practice to review your insurance policies and complete a few tasks to ensure you are protecting what is most likely one of your biggest investments.
What can you do to help protect the investment in
your condo? Let’s go with the most obvious first.

Julie Ulrich

Vice Chair, Common
Interest Community
Advisory Group

•

•
•
•

All components of the unit, such as walls, flooring,
cabinetry, sinks, pipes, conduits (think anything
that stays put if you were to turn your house upside down);
Personal liability (protects from lawsuits for bodily injury or property damage);
Unit improvements;
Master policy deductible if damage or destruction
to common elements originated in a unit, or due
to a unit owner's negligence; and,
• In some instances, the policy can provide
gap coverage caused by a high deductible on a master policy.

Make sure you are properly insured. Condo insurance, also known as an HO6 insurance
policy, has a few differences versus
traditional homeowner’s insurance.
Regardless of how
An HO6 provides condo owners
coverage for their unit and the
old we are or how many
An important point to note:
personal property inside.
Even if a Condo Master Policy
years we have been in
You'll often hear the polcovers "all," including unit,
business, we need to
icy referred to as "walls-in"
the owner still needs a policy
continue to advance our
coverage because it protects
to cover the deductible.
education and expertise
the interior structure and
each and every year,
finishes of the unit as well
You may also want to considregardless
of the challenges
as your personal property.
er additional policies. They
that we face each week. We
An association's master poliinclude:
are never too old
cy generally covers all common
• Excess liability “umbrella
areas.
policy”;
or too experienced
To establish the amount of
• Floater policy to cover jewelry,
to learn!
coverage you will need, it's important
watches, collectibles, and firearms
to first know what defines a unit owner's
since the standard limitations rarely covresponsibility. To begin with, look in the beginer the actual value;
ning section of your condo documents for a descrip• Flood insurance (even if you are not in a flood
tion of the unit boundaries/unit owner's maintenance
zone; the cost is minimal for the peace of mind it
responsibility.
brings); and,
While each condominium is different, a common
• Water back-up coverage.
description of a unit would be everything from the unfinished drywall/ceiling board to the subfloor, includKnow what you own. It is recommended that homeing any pipes, wiring or equipment that serves only
owners of all kinds inventory their belongings to enone unit. It is extremely important to know your resure they are carrying high enough limits to cover
sponsibilities to help ensure there is no gap between
replacement. Insurance industry professionals generthe master policy and your HO6 policy.
ally agree that policy holders who have a thoroughly
Next, a unit owner should look at the insurance
documented list of their items receive faster results
section to see what part (if any) of the unit is insured
and greater settlements when filing an insurance
under the master insurance policy that is purchased
claim.
by the board of directors on behalf of unit owners.
What should a personal property inventory include?
An HO6 policy can cover:
• Exterior and interior photos;
• Property such as furniture, clothing and appli• Full room overview;
ances;
• Special items and collectibles;
(continued on page 42...)
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Stocks, bonds, mortgage-backed
securities and “other boring stuff”

I

Junior Gunter,
NMLS# 883774

t’s almost fall, y’all! Pumpkin spice coffee (and

course, stocks and bonds are inversely proportional.

beer), football and firepits will be back before you

For the most part, when stock prices rise, people want

know it. But while these distractions are nice and

to invest in them to make money. When they fall, peo-

fun to talk about, understanding where the market is

ple move their money from stock into bonds to keep

heading is probably a bit more important – especially

from losing money. So, very simply, as stock prices

if you’re reading this article.

rise, interest rates on treasury bonds do as well.

Fair warning,: It’s not going to be the most fun

Since mortgage-backed securities are very simi-

topic, but the craziness in the economy right now

lar to a 10-year bond, that means when stocks are ris-

needs to be discussed.

ing mortgage interest rates are rising as well. Except

First, it is important to note that rising

for right now when they are not.

interests do not affect demand for new

Stocks have continued to rise since

housing. It will affect the affordMortgage Loan

ability that our clients can pur-

Consultant, Caliber

chase, but there are more var-

Home Loans

ied factors that determine the
amount of available housing,
like new construction starts,
first-time home buyers entering the market, etc.
However, affordability is
a big sticking point for many
people, so let’s take a second to
talk about rates and what moves

last year, and rates have stayed

We had a bump late
July, dip in early August
and a leveling off at the
time of writing this article.
But the fluctuations are
nothing like we saw the
spring of 2013 where
rates jumped a full
percent in a week.

them.

July, dip in early August and
a leveling off at the time of
writing this article. But the
fluctuations are nothing like
we saw the spring of 2013
where rates jumped a full
percent in a week. So, why
aren’t interest rates following
the normal trend if the market
it rising?
It really comes down to two ma-

Historically the average interest
rate has been about 9%, but people lose their

fairly low. We had a bump late

jor items, at least right now. In the past
oil prices, threat of war, and other geopolitical

minds when rates go from 3% to 3.5% (a difference of

issues caused fluctuations in rates. But lenders are

$84 per month on a $300,000 loan). But what caused

looking at two items in the short term: inflation and

rates to fall so low, why were they so high, and what

government stimulus.

will we see this summer?
First, rates are determined, like most things in
life by simple supply and demand.

I won’t start a debate on the merits of controlled
inflation, but we can all agree that as things cost more,
your dollar buys less. Whether you are holding stocks,

Mortgages are typically bundled and sold on the

bonds or crypto in your retirement account, inflation

secondary market. If you have a 401k or IRA, there

will eat away at your purchasing power regardless.

is a good possibility you own mortgage-backed securi-

Inflation goes up, interest rates rise. This has largely

ties in your portfolio. They are a pretty steady and

been the driving force through the summer.

reliable source of income. Most people hold onto their

The second issue is what I believe will be driving

mortgage for eight to 10 years, so it may not shock you

rates through the remainder of the year more than

to know that they are an investing alternative to a 10-

anything else: government bond buying, or rather the

year treasury note (also called a T-Bill).

end of it.

So, where does the demand come from? If you

Right now the federal government is propping up

remember from your freshman Intro to Economics

the economy by buying bonds at a rate of $80 billion a
(continued on page 42...)
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(Protecting your condo investment, continued from page 40)

•
•
•
•
•
•

Written documentation;
Itemized room by room;
Manufacturer, model numbers and serial numbers;
Special identifying marks on collectibles;
Receipts and appraisals;
Bequest column provides information to family of your wishes; and,
A personal property inventory providing detailed documentation of all that you own.

Ignored maintenance can result in a couple of major problems:
• A special assessment may be needed to fix major issues, that
could have been minor if they were handled earlier. I equate
it to the preventative maintenance we do on our cars. You get
an oil change every 5,000 miles, and if you ignore the task
long enough, it could cost you a car.
• Property values may decrease due to the condition of the
community. Doing your part to keep your community looking
top notch will pay off when it’s time to sell.

Insurance companies want to provide a fair settlement but
cannot write a check for the amount of your contents without
proper documentation. The burden of proof is on the policyholder.
The majority of disaster victims report that they received approximately 40 to 50 cents on the dollar at final settlement because
they couldn’t compile a proper list to prove ownership.

You don’t have to serve on the board of directors to make a
difference. What else can you do? Consider chairing a committee.
At the very least attend association meeting, ask questions,
and participate. Stay on top of paying your condo assessments
and agree to fund necessary maintenance & repairs.

•

Be involved in your community. Now you may think this one
sounds a bit strange. How can being involved help protect your
investment? I have served on my condo board for several years
for this very reason. When you have a board of directors that is
not involved and/or doesn’t treat the condo association as a business, trouble could be brewing.
I’ve heard too many stories of associations in financial straits
due to not only mismanaged funds, but also ignored maintenance.

Don’t forgo the home inspection when buying a condo.
Even though condos are typically less maintenance and responsibility, if you are in the process of buying a condo, don’t skip the
condo inspection.
It may cost a little bit of time and money upfront, but it could
save you a lot of time, money, and stress in the future. ⌂

(Stocks, bonds, mortgage-backed securities and “other boring stuff” , continued from page 41)

month and $40 billion of mortgage-backed securities. Remember

a winding down of their buying simply because people will see a

that supply-and-demand curve? They are artificially inflating the

4% rate and think it is the worst thing since the dot com bubble

demand, and while the supply is lower than other years, it is not

(and forgetting it is still historically low).

low enough to overcome the equilibrium and rates remain low.
But they will stop buying at some point – maybe September,
maybe December, maybe next year? We don’t know. Currently,
businesses are planning on them stopping at some point, but the
uncertainty of when is starting to overtake the volatility caused
by inflation. While we don’t know the when, we do know that once
taper, rates are going to rise.

We don’t know what rates are going to do from the day to
day, but we can prognosticate about where they are headed in the
future, and my money is they are heading up.
And, like gas prices, when they rise they’re likely going to go
up quickly.
Let’s prepare our buyers to move soon, or for those who wait,
reassure them have a slightly higher rate is not going to be the

While rising rates aren’t going to affect how many people
need to buy a house, it will affect how much house those people

end of the world, and they still need a place to live. Because
what’s the alternative? Continuing to rent?

⌂

can buy. With a 2008-style crash not likely to happen, it’s not unreasonable to expect a further slowdown once the Fed announces

Education, virtual networking and more
in 2021. Learn more at HRRA.com
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Educate yourself to stay
informed, updated

H

ello, September! Well, folks, it’s time again

As REALTORS® we need to know and understand

to focus on school opening. Education is

the latest bills introduced at the state and national

key to the future not only for elementary/

levels and find out which ones will affect our clients

middle/high school and college students, but also for

locally. How do we explain these bills if we don't even

professionals as well.

know them ourselves?

It has been a few years since we were in
grade school, yet we must re-educate ourselves as

The

Chair, REALTOR®/

webinars we attend, it really does

Lawyer Committee

seem like we are in a constant
state of being in classes or
studying.
Recently, I had to do my
continuing education units
so I could renew my real
estate license this fall. Trust
me, I am not good at lastminute studying to pass the
test! I try and give myself plenty
of time to get through the classes

of

REALTORS®,

Virginia REALTORS and our own Hampton Roads
REALTORS® Association have all given us

current. Then, if we add in the work
meetings, office trainings and special

Association
®

REALTORS® every two years to keep our license
Brenda Tokarz

National

information through emails, websites
and social media, but if you’re

As REALTORS we
need to know and
understand the latest bills
introduced at the state and
national levels and find out
which ones will affect our
clients locally. How do we
explain these bills
if we don't even know
them ourselves?
®

and make sure I pass.

anything like me I learn better in
a one-on-one approach. That’s
why it’s so important for you
now to attend any and all of
the committee meetings you
can get to in order to stay up
to date on the changes.
		

At the local level we

have some amazing Affiliates
and committee chairs who set
up meetings well in advance to
help you attend them. We are now

getting back to in-person meetings

As a matter of fact, if extra time were

that help us to share our concerns with

available to me to go into the classroom again I would

fellow REALTORS®, attorneys and well-informed

do it. Sadly, my time is limited with work and family,

people.

so online is the only way to complete my courses and

This fall I am asking you to buy that book, read

finish in a timely manner. What is it like for you? Do

that blog, attend that meeting and join that webinar

you find it easier to do online classes or, like me, do

(in your pajamas if you must)! But, most of all, I

better interacting in a classroom setting?

am asking you to go above and beyond for yourself

In this ever-changing world it is more important

and your clients. In the end we all win when we are

than ever to keep up with anything educational.

informed, educated and ready to put our knowledge to

Some of the changes that were put in place in 2020

the test.

included the COVID-19 addendums, mask wearing,

Those of on the REALTOR®/Lawyer Committee

hand washing, sneeze refraining, shuffling of listing

want to know how we can bring more value to you in

appointments, last-minute open house cancellations,

our meetings. Reach out to us if there is a topic or bill

multiple-offer situations with buyers and mor. They

that you feel needs more clarification, and we will do

all put a strain on our businesses, our Affiliate vendors

our best to get that information to you.
One last thought: Keep an eye out for those big

and, most of all, our clients.
But it didn’t stop in 2021 either! We still have
shifts

in

forbearance

deadlines,

ever-changing

refinancing options and even foreclosure for those
owners who were out of work last year (and, sadly,

orange buses. Remember that there are little ones
coming and going on them, but they might not see you
coming!
Have a safe and happy September!

⌂

many still are).
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The Ten Commandments of
Borrowing

F
Bruce Farrell, NMLS
#112028

Vice President,
Atlantic Bay
Mortgage Group
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ew mistakes are more cringe-worthy to a REALTOR® (and a lender!) than when a client,
well on their way to getting a mortgage, makes
an impulsive decision that delays or altogether derails
their loan approval (and as a result, your success!).
As we focus on REALTOR® education in this issue, it’s also important to find better ways to educate
your buyers, especially on something as complex as
the mortgage process. As a lender, I love to work with
you to make sure your buyers feel confident and
informed and avoid possible pitfalls as
their loan application moves forward.
Here are 10 “commandments” for
your buyers to remember as
®
they wait on those beautiful
words: “clear to close.”
1. Thou shalt not change
or quit jobs or become
self-employed. Lenders
really love employment
and income consistency.
Change jobs after you
change mailing addresses.
2. Thou shalt not buy a car
(or boat, or RV, or four-wheeler…). Unless you want to be living in it, don’t purchase a vehicle
while buying a home.
3. Thou shalt not purchase any big-ticket items.
Similar to vehicles, wait until after you own the
home to buy that furniture or fancy sound system
to go in it.
4. Thou shalt not use credit cards or be late on
any payments. Lenders will check your credit a
second time right before closing, so we will see
any new account activity. Avoid using your credit
cards during the loan process, and don’t let any
accounts fall behind.
5. Thou shalt not apply for credit anywhere. Any
new credit card or other line of credit will mean
an inquiry, which will impact your credit score
and result in delays.
6. Thou shalt not “forget” debts on your loan application. If you owe back taxes, have liens, or other
liabilities, they will eventually be discovered. Be
truthful on your application.
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Thou shalt not spend your savings. Don’t jeopardize your ability to make a down payment or pay
closing costs by spending that money you’ve put
aside.
8. Thou shalt not make large deposits into your accounts. A sudden cash infusion into your bank
account will raise a red flag and require explanation. If you are receiving gift funds, talk to your
mortgage banker about what is required to document that money.
9.
Thou shalt not open, close or change
bank accounts. Perhaps you are moving to a different state and want
to open an account with a local
credit union. Wait until after
your loan is closed. New bank
account activity will require
a paper trail and slow your
loan process.
10.
Thou shalt not
co-sign a loan for anyone.
This is a good rule-of-thumb
whether you are applying for a
loan or not. When you co-sign a
loan, it can lower your credit score
and raise your debt-to-income ratio
(DTI), which lenders look at closely. Also,
if the borrower defaults, you will be on the hook
to pay it off — not a good place to be if you have a
new mortgage, too.
Finally, we’ve covered all thing things your buyers
should not do. Here are a few important things they
should do to keep their loan moving:
• Do: Be responsive. Submit documents the lender
requests and answer their questions as quickly as
possible.
• Do: Ask questions. Your lender will always be
happy to guide you, and no question is too small—
better safe than sorry.
• Do: Begin shopping for homeowners’ insurance as
soon as you find the home you want. Not having
one can really slow the loan process down.
Encourage your buyers to follow these guidelines,
and we’ll all get to the closing table more quickly and

As we focus on
REALTOR education
in this issue, it’s also
important to find better
ways to educate your
buyers, especially on
something as complex
as the mortgage
process.

smoothly!

⌂

Life is full of surprises: Don’t get
caught without your umbrella

H

Kim Nelson

Choice Insurance

ave you ever opted out of an extra protection purchase just because it was optional?
Whether we were juggling a tight budget or
didn’t see the need for the additional cost, most of us
have lived to regret opting out, at least once. Maybe
twice. Maybe after it was too late.
Remember the extended protection plan you could
have bought with your new Smart TV? You never realized how beneficial it would have been until after the
accident that broke the screen.
In hindsight, maybe the extra was
worth it. It certainly would have
been more cost efficient.
While tackling a mishap
with an everyday piece of
electronics probably won’t
make or break your financial
security, the principle of this
scenario is important.
What if you could have
bought extra protection for
your home or auto policies that
would have covered unexpected
and very costly expenses without
jeopardizing your daily finances?
Take advantage of an umbrella policy.
An umbrella policy provides excess liability
insurance that goes beyond the coverage you already
carry.
It isn’t limited to home and auto and can include
motorcycle, RVs and watercraft. An umbrella policy
protects you from expensive situations where medical,
legal, or repair costs exceed the coverage of your base
policies. For example:

•

liable for the bills of multiple people. An umbrella
policy safeguards your financial stability so that
a boating or recreational accident does not also
wreck your finances.
You drive into a building or other property.
It may sound crazy, but it doesn’t take much to hit
a building or other bit of property. All it takes is a
simple misjudgment of time and space or a reflexive reaction to danger. Your auto policy will pay
for property damages, but it might not cover
everything.
•
Someone gets hurt. Accidental injury comes in all shapes
and sizes. From playing baseball in the backyard and the
ball hits someone to a slip
‘n slide (intentional or not)
incident, it’s entirely possible for someone to get hurt
while on your property, and
you are liable. Your homeowners policy provides base
liability for covering medical
bills and such, but those can add
up fast. And if a lawsuit somehow becomes a factor, base liability can vanish
overnight.

Umbrella coverage
comes in $1 million
increments. It might
seem like a big
number, but medical,
repair, damages
and legal fees
can balloon at an
alarming speed.

•

•

Your dog bites someone. A homeowners policy
will typically cover dog bites, but the base coverage can be exhausted because of medical bills or
a lawsuit encompassing pain and suffering. Umbrella coverage kicks in when base liability has
reached it maximum payout.
You have a boating accident. Watercraft accidents can become just as costly as roadside accidents. Damages and repair bills can rapidly add
up, as can medical expenses, especially if you are

Is it going to break the bank?
Umbrella coverage comes in $1 million increments. It might seem like a big number, but medical, repair, damages and legal fees can balloon at an
alarming speed. Imagine having a cool million covering it all so your immediate paychecks don’t have to.
According to the Insurance Information Institute,
“For about $150 to $300 per year you can buy a $1
million personal umbrella liability policy. The next
million will cost about $75, and $50 for every million
after that.”
There you have it. For less than a cup of coffee a
day, you can ensure that you are properly covered for
whatever life throws your way. ⌂
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(And now for something different, continued from page 10)

comfortably with any designer stores. Landlords will certainly
like them for the traffic they generate, and if they could get a
lease with a couple of points of gross revenue thrown in that
would be a good deal indeed.
In considering effects on the residential side, we can take
cues from states with mature markets and look at the demand
for grow-ready homes. The legal evolution towards recreational
use and laws allowing the growth of plants for personal use will
create a submarket for homes that are appropriately equipped.
The requirements for a "good grow" involve environments
with highly specific temperature, humidity and lighting levels.
Even the water supply must be filtered to exacting standards to
promote proper growth, and the strains need to be separated to
prevent cross pollination. These facilities are not inexpensive,
but they are becoming very popular as are the companies that
provide the components for home cultivation.
detail needed to truly grasp the implications of the change in

Obviously for some the backyard is sufficient to throw out

mindset that has led us here over the last 30 or 40 years, but

a couple of seeds and see what happens. But another aspect of

to get to the further point, what does this mean for real estate

this industry is the number of strains available; the genetic work

practitioners?

that has been done on marijuana rivals that of any other form of

There is a tremendous upside for commercial property in

genetic research. Seriously. Think about the money.

the categories of industrial and retail with moderate to large

There are hundreds of strains that purport to provide a wide

warehouse space for growth/processing and retail outlets for

variety of effects both mental and physical. The ones with proven

point-of-sale dispensaries.

track records are of great value to consumers, and for that reason

On the residential side, interest in growing for personal

houses that are equipped to provide a proper growing environment

use can be expected to create a demand for homes that feature

can fetch a nice premium over market. You'll know we've “arrived”

customized facilities for cultivation. And we would be remiss if we

when the first builder offers a "grow room" as a premium add-on

failed to take into consideration the issues that will be created for

to new construction.

property managers and owners as they attempt to navigate the
rules and regulations that overlay the rental market.

Finally, for property managers legalization could present
significant issues in terms of both cultivation and use. Marijuana

On the commercial side we look at three aspects: square

has a distinct odor while growing, for which ventilation has

footage occupied, jobs created and taxes generated. Commercial

become an issue; it can permeate fabric and carpeting requiring a

production facilities can vary greatly in size and complexity,

significant cleaning effort to eliminate. (Fun fact: Ozone machines

ranging from smaller boutique facilities to those well over 100,000

are highly recommended as a first step in mitigating residual

square feet employing in excess of 100 full-time employees and

odors from both cultivation and use.)

running 24 hours a day. These facilities are tremendous job

A simple prohibition for smoking materials of any kind may

creators from the complex construction, security and regulatory

be sufficient though if the owner allows the smoking of cigarettes

requirements to the specialties of many employees working in the

a separate conversation may be necessary. Tenants who smoke

plant.

outside may present a different issue if neighbors are affected,

Employees are well paid, and many are skill positions with
significant pay into the six-figure range. While the cultivation

particularly if the tenants cultivate marijuana for personal use,
indoors or out.

side of the house takes up the majority of the floorplan, further

Further, there can be issues surrounding the legitimate need/

evolution of product offerings will increase the square footage

use of medical marijuana which can complicate lease language.

allocated to processing, particularly as separate facilities emerge

Look to Virginia REALTORS® and the National Association of

to take advantage of opportunities in the food and drink sectors.
The retail component is also significant, ranging from momand-pop shops to very high-end boutiques that would fit in
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Welcome, New HRRA Members!
PROSPECTIVE REALTOR® MEMBERS
Ally (Williams) Andrianopoulos  
Jasmyn L. Aponte
Barry A. Archie
Emily K Back
Emilene Bailey
Raymond Barnett  
Amanda Blair
Dominic J. Bondi
Jennifer M. Ayala Bribiesca
Francine M. Bright
Kaylee Brunson
Robert E. Campbell II
Christopher A. Chappelle
Jack M. Cohen
Andrea Collins Sr
Lorraine M. Conant
John P. Corron
Tiffany Crocker
Jonathan Dahuya
Jordan DiCaprio
Kayla L. Driscoll
Sharon Dyer
Christy M. Fairchild
Kibby J. Fergusson
Miguel A. Figueroa
Brandon Folse
Karla M. Fuller
Joy B. Gallop
Mark A. Gatling, Jr.
Latonya L. Godwin
Jason Goodwyn
Yesenia Gonzalez
Zakiyah Harris
Sara Hart
Tanya L. Hart
Kranazia Heath
Rachel L. Herring
Aaliyah Hempfield
Benford Hunter
Michael Hurdle
Charlotte Ilapit
James O. Irwin
Robert A. Jackson, Jr.
Larry Jenkins
Jaylon L. Johnson
Lindsay C. Johnson
Shaquivia D. Johnson
Shinelle D. Lane
Olivia Laurenn
Angela R. Leslie
Katherine Lombardo
Shana LoPresti
Patricia M. Maloney
Abigail Malvas
Louise Matthews
Connor Martin
Jonathan Mayhue
Derrick McClain
Rachel N. McClain
Dylan A. McKannay
Mark McRae
Richard D. McGuire III

Keller Williams Coastal Virginia
District Real Estate, LLP
Swell Real Estate Co.
Century 21 Nachman Realty
The Real Estate Group
The Real Estate Group
The Bryant Group
AtCoastal Realty
Vertical Real Estate
Exit Realty Central
Redfin Corp.
eXp Realty
Atlantic Sotheby’s International
RE/MAX Central
Swell Real Estate Co.
eXp Realty LLC
CapCenter
Christopher Jordan Inc
Lonnie Bush Real Estate LLC
Keller Williams Realty
Stateline Realty
The Real Estate Group
Iron Valley Real Estate Virginia
Keller Williams Coastal
Howard Hanna Real Estate Services
Keller Williams Elite-Western Branch
The Real Estate Group
Century 21 Nachman Realty
Keller Williams Coastal Virginia
Keller Williams Town Center
eXp Realty
The Bryant Group
Keller Williams Town Center
Swell Realty
Rose & Womble Realty
Keller Willaims Realty
eXp Realty
eXp Realty LLC
Long & Foster
Canzell Realty
eXp realty
World Class Realty and Associates
eXp Realty
eXp Realty 		
REWARD Real Estate LLC
eXp Realty
eXp Realty
Keller Williams Town Center
Atlantic Sotheby’s International
Atlantic Sotheby’s International
District Real Estate LLP
District Real Estate
Rose & Womble Realty
Triumph Realty Corp
Howard Hanna Real Estate
Creed Realty
eXp Realty
Reese Legacy Group LLC
eXp Realty
The Real Estate Group
Redfin Corp.
Exit Realty Central

Elizabeth G. Mekonnen
Jennifer Menta
Jacob Miller
Tressy L. B. Moore
Jessica Morrow
Diamond M. Mullikin
Vanessa D. Newsome
Nwabufo Okigbo
Daniel J. Parisi
Pamela Phillips
Michael L. Pitts
Delaney Raber
Leland Remias
Marion Rice
Caroline W. Riddick
Jordan T. Riggs
Jason J. Rollins

The Bryant Group
Canzell
Century 21 Nachman Realty
Keller Williams Coastal Virginia
eXp Realty
Keller Williams Town Center
Berkshire Hathaway HomeServices
Better Homes & Gardens Real Estate
Seaside Realty
Shaffer Real Estate, Inc.
REWARD Real Estate LLC
Howard Hanna Real Estate Services
Atlantic Sotheby’s International
Keller Williams Coastal Virginia   
Keller Williams Town Center
eXp Realty
Berkshire Hathaway HomeServices 		
Towne Realty
Homes by Angelia Realty Co.
Howard Hanna Real Estate services
Keller Williams Town Center
Keller Williams Coastal Virginia
Homes by Angelia Realty Co.
KBL Companies, LLC
eXp Realty
Keller Williams Coastal Virginia
Keller Williams Coastal Virginia
Creed Realty
Berkshire Hathaway HomeServices 		
Towne Realty
Rose & Womble Realty
Swell Real Estate Co.
Exit Realty Central
Keller Willams Coastal Virginia
Triumph Realty Corporation
Dragas Companies Realty Inc.
Exit Realty Central

Valerie N. Santiful
Farra N. Sawyer
Kristal L. Schirmer
Jaclyn Scott
Hope Sinclair
Jerica D. Teal
Tawnya J. Tolan
Carl I Trice Jr
Edward D. Trotter
Danielle M. VanWormer
Sarah Vega
Maya K. Washington
James A. Weill
Rana L. Wilson
Isicole M. White
Ryan West
Kathy (Martha)Yowell
Anne Nichols Zaiko

NEW AFFILIATE MEMBERS
Kelly Hardy
Gurkirat Sekhon

Emergency Restoration Services
Albemarle Area School of Real Estate

NEW SECONDARY MEMBERS
Scottie T. Booker

Divine Fog Realty Company

NEW BROKER FIRM
Divine Fog Realty Company

Scottie T. Booker

HRRA MEMBERSHIP AS OF JULY 31, 2021
Active REALTORS®:

3,532

Affiliate Members:

794

REALTOR® Life:

38

Affiliate Offices:

213

REALTOR® Emeritus:

96
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What you can learn about yourself by volunteering, continued from page 38)

food. Tapping into those pleasure centers melts away stress and boosts
your mood.
The best part is you’ll be fighting against the burn out you might
be feeling around this time of year. With a few acts of altruism, you’ll be
helping yourself just as much as you are helping others.
Share your talents and grow your network. You may be a rock star
REALTOR®, but I’m sure you have a few other hidden talents. Get out
there and share your knowledge with the world, gain perspective from
others, and continue to grow your network.
Tax your brain in an unexpected way, do a little manual labor, make
new friends and get outside your comfort zone. Do it for you, not your
business! When you share your skills and give without expectation it has
a way of coming back around.

GIVE
WITH NO
EXPECTATION
OF RETURN.

And remember, as Steven Aitchison, author of “The Belief Principle,”
said, “The school of life never stops teaching.”
Want to give back through the Community Involvement Advisory
Group’s REALTORS® Have a Heart program? Email vhecht@hrra.com,
and stay tuned to the HRRA website, your weekly eREALTOR email newsletter and Facebook page for news about upcoming volunteer events.

⌂

of Providing Excellent Closing and Title Services

Title Insurance & Settlement Services
Greenbrier • Lynnhaven • Harbour View
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757.962.9844
titlequest.net

