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 FROM THE CHAIR

Setting the (Professional) 
Standard with C2EX

Tanya Monroe, CRB, 

C-RETS, PMN, GRI, 

ABR, PSA, ePRO, 

AHWD, SFR, C2Ex

2021 HRRA 

Chairman  

of the Board

While attending our Resale Council meeting 

in September, the Council Chair and meet-

ing presenter Alan Thompson posed these 

questions: “Do we need to raise standards in the real 

estate industry?” and “How do we accomplish this”?  

 Well, after this meeting, I really thought 

about all the suggestions that were of-

fered, and I concluded that one of the 

best ways to raise our profession-

al standards as REALTORS® 

and impact our business suc-

cess is by acquiring addition-

al knowledge, which in turn 

increases professionalism 

and results in excellence! 

 We as REALTORS® have 

a great tool/program avail-

able only for us! You probably 

have heard me speak about 

this program for the past several 

years. It’s the National Association of 

REALTORS®’s Commitment to Excellence 

(C2EX) program! There is no cost for this program, 

just a commitment from you! I am asking that you 

first check this program out here and start your jour-

ney to obtain your C2EX endorsement.  

 In addition, I am sharing highlights from the 

NAR’s website about the C2EX program. Commit-

ment to Excellence from the National Association of 

REALTORS® empowers REALTORS® to evaluate, 

enhance and showcase their highest levels of profes-

sionalism. It's not a course, class or designation; it's 

an endorsement that REALTORS® can promote when 

serving clients and other REALTORS®. 

 Get started on your journey today 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 plat-

form generates a customized learning path and rec-

ommends experiences and resources to enhance your 

individual skillset.

 Each REALTOR®’s C2EX Journey will be unique 

and will identify the best possible path for that partic-

ular individual toward excellence in the REALTOR® 

C2EX Competencies: 

 1. C2EX Action Steps will broaden a 

REALTOR®’s skill development and engagement 

with their community through a suggest-

ed series of activities, such as attend-

ing an event or participating in 

a recommendation and review 

program.  

 2. C2EX Learning Pros-

pects will offer a specific 

formal or informal learning 

opportunity, such as course-

work, attending a webinar, 

or playing a learning game, 

uniquely designed to enhance 

a skill or improve a behavior 

identified in a REALTOR®’s C2EX 

Skills Assessment.  

 Steps and Learning Prospects are 

designed to engage agents in pursuing increased pro-

fessionalism through the Commitment to Excellence 

Program. If a REALTOR® identifies in their C2EX 

Skills Assessment that they are a broker/manager, 

they will unlock a special C2EX Broker/Manager 

Path: a companion REALTOR® C2EX Journey for bro-

kers and managers, offering Action Steps and Learn-

ing Prospects designed to engage their agents in 

pursuing increased professionalism through the Com-

mitment to Excellence Program. 

 Once a REALTOR® completes the Action Steps 

and Learning Prospects in their REALTOR® C2EX 

Journey for a particular competency, they will be 

awarded one of the C2EX Excellence Badges: digi-

tal insignias provided as recognition of a REALTOR®’s 

high level of achievement in one of the REALTOR® 

C2EX Competencies. These success measures will 

allow REALTOR®’s to promote their progress and re-

ceive encouragement along the way. 

 Achieving C2EX Excellence Badges unlocks 

Each REALTOR®’s 
C2EX Journey will 
be unique and will 

identify the best 
possible path for that 
particular individual 
toward excellence in 
the REALTOR® C2EX 

Competencies.

(continued on page 44...)

mailto:tanya.monroe%40bhhstowne.com?subject=
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A Picture is Worth 1,000 Words
 RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

Leaders prep for 2022 at NAR Leadership Summit, Committee Leadership Camp 

Barbara Sgueglia, incoming 2022 chairman of the board, and 2021 chairman extraordinaire, Tanya Monroe, along with CEO Dr. Dawn 

Kennedy represented HRRA in Chicago in late August during the National Association of REALTORS®’s (NAR) annual Leadership Summit. 

The Chicago event offered Sgueglia the opportunity to join her fellow chairs- and presidents-elect from across the country to network and 

prepare for their leadership year. Attendees heard keynote presentations from NAR leaders and nationally known speakers, including 

Paralympic Athlete/best-selling author Bonnie St. John and The Dream Machine Foundation CEO/founder Charlie “Rocket” Jabaley, took 

part in strategic planning exercises, learned association executive roles and responsibilities, heard a message from incoming 2022 NAR 

President Leslie Rouda Smith, received economic and legislative outlooks, and toured the Windy City. Additionally, Monroe, who will serve 

as vice-chair of NAR’s Large Board Forum in 2022, attended NAR’s Committee Leadership Camp, which offered immersive training sessions 

for NAR’s volunteer committee leaders. (And look who else was there: HRRA’s Jay Mitchell, Virginia REALTOR® 2018 president and 2022 

vice-chair of NAR’s Fair Housing Advisory Committee and Public Policy Committee.) HRRA’s attendees also enjoyed connecting with other 

fellow REALTORS® and execs from across Virginia and the country. Thank you for representing and making HRRA proud! Here’s a look at 

their experiences.  – Victoria Hecht, Vice President of Communications, Public Relations and Media Relations

mailto:vhecht%40hrra.com?subject=
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The time is now to complete 
your triennial ethics requirement

Dr. Dawn Kennedy, 

CAE, RCE, C2EX, 

GREEN, ePRO

HRRA CEO

Hello, wonderful HRRA members! This month 

our topic is professional standards. If you 

have been reading my articles every month 

you must know by now how much I love platitudes, so 

here is another one for you: A high tide raises all boats.  

 What isn’t a platitude is the converse: When we 

pull one REALTOR® down, we pull us all down. We 

pull the industry down. I find it so disheartening when 

I read one REALTOR® attacking another publicly on 

social media. Maybe attack is too strong a word, but just 

speaking negatively or sarcastically about our 

peers causes me to cringe.  

 For those of you who have 

been around for several decades, 

before the REALTOR® 

campaign assessment, 

you might remember the 

National Association 

of REALTORS® (NAR) 

surveys that found 

the public ranked a 

REALTOR®’s honesty and 

integrity below used car 

salesmen.  

 For many years we were 

considered untrustworthy and 

lacking professionalism. NAR has done 

so much with that $35 assessment on your annual 

dues to reverse that public perception. Let’s not undo 

that hard work and dollars spent by tearing down each 

other. 

 I want to point out that the NAR Code of Ethics 

has an article addressing this, Article 15. This article 

states, “REALTORS® shall not knowingly or recklessly 

make false or misleading statements about other real 

estate professionals, their businesses, or their business 

practices. (Amended 1/12).” 

 One reason why I absolutely love working 

for REALTORS® and the association is how much 

REALTORS® rely on each other to be successful and 

how many REALTORS® give so much of their time and 

talent to help new and existing REALTORS® grow and 

be successful.  

 How many industries can you name where 

competitors in the market help each other? I often 

speak about the “REALTOR® family” because I truly 

believe this organization, and its membership, is like a 

very large, extended family.  

 As I brought up Code of Ethics, I want to remind 

everyone that this is a triennial ethics year, this 

means that you must have complete a 2.5-hour NAR 

ethics course between the years of January 1, 2019, 

through December 31, 2021. Please check 

your Code of Ethics status on NAR’s 

link, https://www.nar.realtor/about-

nar/governing-documents/code-

of-ethics/code-of-ethics-training. 

THIS IS VERY IMPORTANT. 

Just because an ethics course 

has been approved for CE does 

not mean it has been approved 

as a REALTOR® association 

course or has been reported to 

the association.  

 Even if your provider sent 

your certificate to the real estate board, 

it doesn’t mean they sent it to HRRA. If 

HRRA did not get a copy of your certificate of 

an approved ethics course (this means it was provided 

by a REALTOR® association or through a REALTOR® 

association), your requirement has not been registered 

with NAR. 

 I cannot emphasize strongly enough that simply 

taking any provider’s ethics course does not meet your 

requirement. It must be the NAR code of ethics course. 

You have many choices when it comes to meeting the 

requirement.  

 You can take the free NAR online course on NAR’s 

website at https://www.nar.realtor/about-nar/governing-

documents/code-of-ethics/code-of-ethics-training. You 

can take the course at Virginia REALTORS®, HRRA or 

any other REALTOR® association. Some associations 

 CEO CORNER

I cannot emphasize 
strongly enough that  

simply taking any 
provider’s ethics course 

does not meet your 
requirement. It must be the 
NAR code of ethics course. 

You have many choices 
when it comes to  

meeting the  
requirement.

(continued on page 44...)

mailto:dkennedy%40hrra.com?subject=
https://www.nar.realtor/about-nar/governing-documents/code-of-ethics/code-of-ethics-training
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https://www.nar.realtor/about-nar/governing-documents/code-of-ethics/code-of-ethics-training
https://www.nar.realtor/about-nar/governing-documents/code-of-ethics/code-of-ethics-training
https://www.nar.realtor/about-nar/governing-documents/code-of-ethics/code-of-ethics-training
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START  Harvesting 
YOUR 

LEADS!

98% CLIENT 
SATISFACTION RATING

ON-TIME  
CLOSINGS

POWERFUL MARKETING 
STRATEGIES

757-347-5663
COASTALTOWNEMTG.COM

As your trusted local lender, 
Coastal Towne Mortgage 
believes our job is to build 

relationships with each client 
and help them achieve their 

financial goals. 

We have all the resources you 
need to increase your visibility, 
expand your market share and 
improve your customer’s home 

buying experience

“
NMLS # 1752127. The information contained herein (including but 
not limited to any description of TowneBank Mortgage, its affiliates 
and its lending programs and products, eligibility criteria, interest 

rates, fees and all other loan terms) is subject to change  
without notice. This is not a commitment to lend.

HRRA TRIENNIAL 
ETHICS CLASS DATES 

Please call Alpha College of 
Real Estate at 757-427-1740 
for class times to fulfill your 
triennial ethics requirement. 

Upcoming classes  
at HRRA

Oct. 6 and 21
Nov. 3 and 11
Dec. 1 and 7

http://coastaltownemtg.com
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We are in the home stretch of 2021, and I 
hope that you all are having a banner year! 
As we move into the fourth quarter, many 

start to plan for 2022 and the goals that we want to 
accomplish.  
 I would like for everyone to look at not just your 
production goals but also some industry goals as 
well. We all know about the REALTOR® 
Code of Ethics, but what about local 
customs and courtesies? How can 
you set the professional standard 
that we can all strive for?  
 It all starts with 
educating yourself on local 
standards, particularly 
when it comes to showing 
properties, presenting offers 
and representing your clients 
in transactions. One item that 
I know is a constant irritant 
with not just myself but with 
many listing agents in the market 
is when buyer’s agents don’t follow 
the showing instructions listed in the 
MLS.  
 It is up to the listing agent to have instructions 
properly listed and the property’s status accurate. 
But if the instructions state “vacant - go and show” or 
“contact Showing Time,” you shouldn’t be contacting 
the listing agents asking, “Can I show XXX Main 
Street at 4 p.m. today?”  
 Along these lines for the listing agents is to 
use the Agent Remarks to give a clear status of the 
property. If you are presenting offers at a specific date/

time, put that in the remarks so someone doesn’t show 
the property at 5 p.m. only to find out your presented 
offers at 4 p.m.  
 We have had an aggressive market this year, 
often dealing with multiple offers where someone is 
always losing out on the purchase. It is stressful for 

all around. First and foremost, as agents we must 
do what is right for our clients and what 

they instruct us to do provided it is 
ethical and legal.  

 So, when a seller who is 
stressed about moving and 
doesn’t want more showings 
and decides to take the first 
offer, that is their choice. 
Conversely, if they decide 
they are going away for 
the weekend and want to 
be presented all offers on 

Monday for a listing that went 
live on Thursday or Friday, 

again this is their choice.  
 As agents what we need to do 

is communicate this accurately to other 
agents so that everyone is on the same playing 

field. The most important thing during the transaction 
is to communicate! Even over communicate!  
 Just remember that everyone is set up differently. 
There are lots of individual agents but also some 
agents with a local or remote transaction coordinator. 
And there are some large teams with full staffs. It is 
important to let the other side know how you are set 
up and how you want to communicate.  
 We tell the agents on the other side of our 

 

Communication is  
the No. 1 complaint  
every year when the 

National Association of 
REALTORS® asks clients 

about their agents. 
I am willing to bet it 

would also be the No. 1 
complaint of  

co-brokers if they  
asked them, too.

Setting professional standards 
and easier transactions starts 
with yourself

(continued on page 43...)

Alan Thompson, CRS, 

GRI

 

Chair, Resale Council 

Download the New REIN.com App Today

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

WHO: Remona Murmillo, Rose 
& Womble, Chandler Property 
Management  

HRRA MEMBER SINCE: 1986

REALTOR® ACTIVITIES/
ACCOLADES:  I currently serve 
on HRRA’s Executive Committee. 
Through my years as a REALTOR® I 
have participated in several areas, but 
my main focus was always property 
management. I have received the 
Distinguished Property Manager 
award for several years. I was a 
member of a small team that received 
the Circle of Excellencesm Award in 
the Gold category. I received the 
Chairman's Service Award once.

COMMUNITY INVOLVEMENT: 
My community service now is more 
random. I support a lot of causes, 

especially breast cancer and the 
Susan B. Komen Foundation and 
environmental issues, but I’m not so 
much on ongoing committees.
  
I CHOSE TO BECOME A REALTOR® 
BECAUSE: … of the education and 
camaraderie that it provides. Even 
with so many years in the business you 
learn something new all the time.

FAVORITE REALTOR® BENEFIT:  
Education 

FAVORITE HRRA ACTIVITY AND 
WHY: The Circle of Excellencesm 
Awards gala. You always connect with 
a lot of people you haven't seen for 
a while and have the opportunity of 
meeting new connections.
 
MOST MEMORABLE HRRA 
MOMENT: The first year that 

property managers were recognized at 
the Circle of Excellencesm with the 
Distinguished Property Manager 
accolade. I was privileged to work to 
finally get that approved by the Board 
of Directors. It took more than one 
year, but it was finally approved.
    

BEST PIECE OF ADVICE FOR 
FELLOW REALTORS®: Stephen Covey 
said, "Seek first to understand and 
then be understood.” You must listen to 
be successful.

Remona 
Murmillo

http://www.tlgva.com
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Wasn’t the ability to work every day during the pandemic worth 
$35 to you and your business?  

Since April 2020, despite COVID-19 restrictions that crippled many 

businesses, you have been able to continue to buy, sell and manage real 

estate on behalf of your clients.   

Because of the work of Virginia REALTORS® and RPAC, real estate 

remained open for business and has thrived in Virginia throughout the 

pandemic.   

Ask our colleagues in states like Pennsylvania how it impacted them when 

their real estate businesses were shut down because of the pandemic.  

Ask your friends in the restaurant industry who have 

struggled with their businesses under pandemic restrictions 

how the pandemic affected their businesses.   

We are grateful that Virginia REALTORS® was able to work 

with buyers and sellers EVERY DAY during the pandemic.  ⌂⌂

Mary Ross Ellsworth

 

Chair, RPAC 

Fundraising 

Committee 

RPAC helps keep you “essential” 
during pandemic   

THANK YOU TO OUR 2021 RPAC MAJOR INVESTORS
*RPAC Hall of Fame

GOLDEN R® LEVEL
Deborah Baisden*

Cynthia Hawks White*
Dorcas Helfant-Browning*

Jay Mitchell*
Tanya Monroe

Barbara Sgueglia
HRRA

CRYSTAL R® LEVEL
Jennifer Bryant

Hugh Cross
Jeremy Johnson
Mia Roberson

Dora Lee Taylor
REIN

Douglas Albert
Dayla Brooks
Jennifer Cool
Wesley Coons
Gary Crawford

Adrienne Downing
Mary Ellsworth

Gladys Fain
Sandra Ferebee*

Kay Flohre
Karen Gaskins

Tim Gifford
Charlee Gowin
Katrina Griggs

Andrea Hughes

Jimmy Jackson
Carl Johansen
Dawn Kennedy
Sherry Maser

Jonathan McAchran
Lin Miller

Kimberly Plourde
William Rhodes
Patricia Steele
Traci VanCamp
Robert Waring

Barbara Wolcott

STERLING R® LEVEL

https://ai360.aristotle.com/public/AI360EmailTracking/Clickthrough.aspx?cdbID=2e166870-894a-423a-a6f7-6560a8904c6c&mactID=3768ff2c-0c6f-40f6-a9c4-eb3be7c864d3&atvID=0833c96b-258a-4ada-91fb-b9ed4180d6dd
https://ai360.aristotle.com/public/AI360EmailTracking/Clickthrough.aspx?cdbID=2e166870-894a-423a-a6f7-6560a8904c6c&mactID=3768ff2c-0c6f-40f6-a9c4-eb3be7c864d3&atvID=0833c96b-258a-4ada-91fb-b9ed4180d6dd
mailto:mary.ross%40bhhstowne.com?subject=
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Members go for the gold at HRRA 
Conference & Expo  
Everyone was a winner Sept. 9 during HRRA’s Olympics-themed Conference & Expo at the Chesapeake Conference Center! Hundreds of 

REALTORS® and Affiliates gathered for a gold medal-worthy combo of education, networking and just plain fun. Members scored swag from 

about 50 vendor booths, heard the latest on RPR® and REALTOR® safety, lunched on lumpia, elected 2022’s HRRA officers and directors, and 

got the smokin’-hot lowdown on newly legalized marijuana as it relates to property management and real estate. Lucky attendee Jessica 

Jackson with Swell Real Estate, who completed her event passport, won free HRRA dues in 2022. Competition was fierce for “best booth,” 

and in the end Dragas Companies and its glitzy display walked away with top honors. Second place went to HRRA’s own RPAC, with OVM 

Financial and Southern Trust Mortgage tying for third. Congrats, everyone, and thanks to HRRA’s New Homes Council and staff for working 

hard to make this event a success.  – Victoria Hecht, Vice President of Communications, Public Relations and Media Relations

BEST 
BOOTH

1st PLACE 2nd PLACE

3rd PLACE 3rd PLACE

mailto:vhecht%40hrra.com?subject=
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Mia Roberson

 

Vice Chair, Owners/

Managers Council

Boundaries surround us! This has been the case 
more so than ever this past year and a half 
with the COVID pandemic and social distanc-

ing. It's all about boundaries.  
 Let’s consider being a REALTOR®, the REAL-
TOR® Code of Ethics, the Department of Professional 
and Occupational Regulation (DPOR), REIN and your 
firm. They are all boundaries set for us to fol-
low. You may call them rules, but it goes 
further than rules. Rules are set (and 
we are to follow them), but bound-
aries are moveable, pushed and 
bent to fit our own interpreta-
tion. Some may say boundar-
ies are rules, too, but rules 
are set to follow! 
 Do we as REALTORS® 
do a good job with boundar-
ies? I’d say most do. But this 
year, I think with everything 
that has come forward, we 
have all learned boundaries are 
not straight lines. We seem to be 
pushing the boundaries! 
 Most of the situations that our agents 
bring us as Brokers have been because agents 
want boundaries pushed. Whether it be COVID and 
all of its rules, ethics, REALTOR® ethics and DPOR 
licensing, is there a difference between them?  
 Let's talk about REALTORS® and ethics. While 
the REALTOR® Code of Ethics states we are governed 
to hold each other accountable, some seem to have 
their own interpretation. Some think it's our duty to 
call agents out on their mistakes, morals and lack of 
boundaries. Should we do it in public? 
 We do have an obligation to adhere to our ethics. 
We have an obligation to make sure our fellow REAL-
TORS® follow along. There are processes for this, and 
I just want to make sure we are doing the process cor-
rectly and for the right reason. 
 I believe the Code of Ethics was set to how we 
interact with the public and our clients. Are we repre-
senting them? Are we misrepresenting them? Are we 
interfering with the co-broke side to not allow them to 
represent their client?  
 I’m not saying there isn’t a personal side to our 

Code of Ethics and our morals, but I am pretty sure 
it's most referencing rules that we need to follow in 
our marketing, advertising, contract negotiation and 
that we “mind” our Articles in the Code of Ethics! It’s 
about doing the “right thing.” It’s easy to do, we just 
seem to be tired, exhausted, frustrated and have no 
more patience.  

 Instead, we are blaming everyone else for 
things that really, at the end of the day, 

could be avoided had we prepared, 
taken our time or just practiced 

the Golden Rule. Somehow, 
we’ve gone in the wrong direc-
tion, and we seem to have re-
verted to our inner youth...
being childish on insignifi-
cant things like using in-
correct wording on listings 
or not answering calls in a 

timely manner. Or, jumping 
to conclusions and assuming 

things instead of just talking 
about it and asking simple ques-

tions. That is when we don’t represent 
ourselves within the means of The Code of 

Ethics for our clients, and/or the general public! 
 When you feel compelled to “call someone out,” 
make sure you are doing it for the right reason. Check 
yourself before you push the boundaries by calling out 
someone in social media. Ask yourself, why am I do-
ing this? Is it because of ethics (REALTOR® or other-
wise?) or just because of frustration?  
 If it is because of frustration, there are bound-
aries and protocols. Call your Broker! Better yet, call 
the agent and just have a civil conversation. Be mind-
ful. Just listen! Again, it’s easy. We just need to take 
a step back, breathe and remember why we became a 
REALTOR®!
 And, finally, we all are here for you! Your brokers, 
HRRA members, leadership! We answer our phones. 
We are in the office! You are not alone. Even if it 
doesn’t have anything to do with real estate. We are 
still here for you. We want to push the boundaries and 
make sure your needs are met.  
 We are REALTORS®! Let’s be proud of our indus-
try and be the best we can be. We’ve got this!  ⌂⌂ 

Boundaries, business and the 
REALTOR® Code of Ethics

Do we as REALTORS® 
do a good job with 
boundaries? I’d say 

most do. But this year, 
I think with everything 

that has come forward, 
we have all learned 
boundaries are not 

straight lines. We seem 
to be pushing the 

boundaries!

mailto:miaroberson%40creedrealty.com?subject=
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Christie Woytowitz 

 

Chair, Affiliates 

Council 

As I write this article, it boldly stands out to me 
that this is the fourth and last quarter of 2021. 
In a sales-driven profession we work ahead of 

the calendar with our professional planning for the 
upcoming year. We all work hard to set the standards 
professionally and diligently produce a great quality 
of work.  
 Professional standards define the nature and 
quality of our work as REALTORS® and each Affiliate. 
The standards are created for and by the profession to 
guide us, holding us each accountable for our 
decisions and actions during our career.  
 The standards also facilitate the 
creation, maintenance and deliv-
ery of programs that foster inno-
vation and excellence. So, how 
are we, the Affiliate members 
included in these standards? 
Below are three key ele-
ments that apply to US: 

Accountability: We take 
responsibility for our hosted 
events, we help to sponsor 
meetings, and are willing to 
help and assist HRRA with any 
task assigned! 

Attendance: As Affiliate members, we 
are held to a standard which encourages us to 
each participate in meetings and events! 

Reliable: We are dedicated in bringing a top level of 
professionalism to steadily support our REALTORS®! 

Please make a note on your calendar to attend the 
Legislative Wine & Cheese Reception at HRRA from 3 
to 6 p.m. Oct. 6. This reception will require you to visit 
HERE and register due to limited space. This recep-
tion will be hosted by the Government Affairs Com-
mittee and is supported and sponsored in part by the 
Affiliates. Let’s all attend and support this event! 
 Looking further ahead on the calendar for the Af-
filiates, from 4 to 7 p.m. Oct. 21 at HRRA we are host-
ing the Chili Cook-Off & Tailgate Party. This event 
has always been well attended and is great afternoon 
of fun setting up, decorating booths, networking and, 
of course, tasting the chili, hot chocolate, wine and 
beer all while listening to great music! Be sure to 

wear your favorite team jersey, T-shirt or sweatshirt.  
 Space is limited for our cooks, so please be sure 
to register now if you want to be a competitor. The 
competitor registration link is https://bit.ly/ChiliReg. 
Every guest will be given an opportunity to vote for 
their favorite chili to help determine the People’s 
Choice winner. The Affiliates will provide door prize 
drawings, too! This event is free, but we are request-
ing that everyone attending bring toiletries for school-
children (grades K-12) in need to assist the efforts of 

HRRA’s REALTORS® Have a Heart program.  
 This year at the Chili Cook-Off, we 

will have the RPAC Fundraising 
Committee represented. This is 

the Political Action Committee, 
which is the political arm of 
HRRA, and it exists to assist 
the association in achieving 
its goals in the realm of poli-
tics. Stated simply, RPAC is 
your voice in politics! Please 
be sure to stop by there 
booth when you are at the 

event. 
 Currently, there are over 

800 Affiliate members with 
HRRA. We all have an opportu-

nity to attend plenty of council, com-
mittee and advisory group meetings and 

forums plus all the other events within HRRA. 
Each of these have a special function and provides an 
opportunity for us to host educational or networking 
events. By doing so, we are often giving back to our 
community in some way. Just volunteering a little of 
your time does go a long way.  
 As an Affiliate member of HRRA, the professional 
standards we adhere to are a set of practices and eth-
ics. We are held accountable and are responsible for 
our actions and participation. We are offered many 
opportunities to participate, and the choice is yours 
for what you want to attend.  
 Our professionalism as an Affiliate member in-
cludes a variety of personal qualities and demon-
strates our commitment to HRRA. Commitment, 
confidence, responsibility and dependability are cen-
tral professional characteristics of an Affiliate. We all 
have an opportunity to participate alongside of HRRA 
as we all work towards our WIGS, or Wildly Impor-
tant Goals!   ⌂⌂

How professional standards 
include YOU, the Affiliate

Commitment,  
confidence, responsibility 

and dependability are 
central professional 

characteristics of an Affiliate. 
We all have an opportunity 
to participate alongside of 

HRRA as we all work towards 
our WIGS, or  

Wildly Important  
Goals! 

mailto:cwoytowitz%40loandepot.com?subject=
https://form.jotform.com/212163613645047
https://form.jotform.com/212163613645047
https://bit.ly/ChiliReg
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Affiliate Spotlight:  Choice InsuranceGET TO KNOW YOUR 
HRRA AFFILIATE MEMBERS

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

Company: Choice Insurance Agency (Kim Nelson, marketing manager)

Territory: Headquartered in Virginia Beach, we are licensed and 
appointed in multiple states from New Jersey to Florida and have 12 office 
locations across four states (Virginia, North Carolina, South Carolina and 
Delaware). 

Company details: http://www.choiceins.com, quotes@choiceins.com or 
1-855-INSURED 

Year company established: 1998    

HRRA Affiliate member since: 2013 

Company specialties:  Auto, homeowners, flood, coastal, life, health, title 
and escrow, commercial insurance and employee benefits 

Why we joined HRRA: HRRA membership provides the opportunity to 
come together and support the local real estate community. We love to build 
relationships with both REALTORS® and other Affiliates.

Why we got into this business: As trusted advisors, we are passionate 
about providing people with a way to protect their present and secure their 
dreams.

Why we love doing what we do: It’s about making sure our clients have 
peace of mind by providing them the right insurance coverage at the best 
rates in the event of a disaster.

Our favorite satisfied-customer story: Our personal lines account manager and team lead, Tiffany, recently worked with a client 
and was able to save them almost $3,000 a year from what they had been paying with another insurance company. She was able to 
insure their properties in New York, West Virginia and North Carolina for a total of 10 policies, including auto, home, rental dwellings, 
condo, vacation home, motorcycles, watercraft and umbrella! By combining all of the policies under one carrier she secured them 
maximum savings and better coverage.

Our favorite HRRA event and why: The Chili Cook-Off & Tailgate Party is a great event in a relaxed atmosphere and affords the 
participants and volunteers an opportunity for quality time together. 

Most memorable HRRA moment: We are excited to create many great memories as in-person events ramp up in 2021! 

Best piece of advice to REALTORS®: You are the one-stop resource for all your clients’ needs. Be proactive in helping them get the 
right insurance coverage. Partner with an insurance company that is responsive, accessible, and very knowledgeable when it comes to 
flood and other insurance options.

The one thing we want REALTORS® to know about our industry is: Insurance companies are not all the same. As an 
independent insurance broker, Choice Insurance Agency is able to do the legwork for your clients. We shop dozens of insurance 
providers to get the best coverage at the best rates.

http://www.choiceins.com
mailto:quotes%40choiceins.com%20?subject=
http://www.choiceins.com
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During the 2018 General Assembly Session, I 
was invited as the “Smoke Detector Man” to 
join a group of stakeholders from across the 

housing industry to devise one statewide standard 
that provides clear protection from local retro-fit re-
quirements.  
 Smoke alarm legislation under the Code of Vir-
ginia was first written in 1981. Prior to July 
1, 2018, however, localities were largely 
left to their own judgment when im-
plementing smoke alarm and car-
bon monoxide alarm ordinanc-
es. This practice led to both 
contradictory and sometimes 
illegal ordinances across the 
Commonwealth of Virginia.  
 Some localities were 
even attempting to condemn 
older buildings that met code 
when constructed but did not 
retrofit smoke alarms into ev-
ery bedroom when new building 
codes were enacted.  
 As of July 1, 2018, all landlords/
property managers with residential 
rental properties must:
 
1. Install smoke alarms in rental properties, if 

they have not already done so, and if install-
ing new smoke alarms, the installation must 
comply with the Virginia Uniform Statewide 
Building Code (USBC). However, the new law 
shall permit either battery-operated or AC-
powered alarms. Such installation does not re-
quire landlords to rewire or upgrade their ex-
isting smoke alarms to comply with the code.  

2. The ordinance may require the owner of a rental 
unit to provide the tenant a certificate that all 
smoke alarms are present, have been inspected 
by the owner, his employee, or an independent 
contractor, and are in good working order no more 
than once every 12 months. Code Section 15.2-922 
https://law.lis.virginia.gov/vacode/title15.2/chap-
ter9/section15.2-922/ Code Section 55.1-1220(A)
(8) https://law.lis.virginia.gov/vacode/55.1-1220/ .

3. Although not required in all rental properties, 
the 2018 law requires all landlords to install car-
bon monoxide alarms after receiving a written re-
quest from a resident. The landlord must install 
a carbon monoxide alarm in the dwelling unit 
within 90 days of such request. The landlord may 
charge the tenant a reasonable fee to recover the 

costs of the equipment and labor for such in-
stallation. The installation of a carbon 

monoxide alarm shall be in compli-
ance with the Uniform Statewide 

Building Code. Code Section 
55.1-1229 https://law.lis.vir-
ginia.gov/vacode/55.1-1229/ . 
 
4. The Virginia De-
partment of Housing and 
Community Development 
and the Department of Fire 

Programs were tasked to 
develop a state form no later 

than Jan. 1, 2019. Code Section 
36-139.01. https://law.lis.virginia.

gov/vacode/title36/chapter8/sec-
tion36-139.01/ State form: https://dhcd.

virginia.gov/sites/default/files/Docx/land-
lord-tenant/landlord-smoke-detector-form.pdf  

5. Previously, it was a crime not to tell every ten-
ant that hearing-impaired alarms were available. 
Now the burden is on the tenant to request the 
alarms if they need it. This is in line with all oth-
er reasonable accommodation requests under the 
Americans with Disability Act and Fair Housing. 
Code Section 36-99.5 https://law.lis.virginia.gov/
vacode/title36/chapter6/section36-99.5/  

Following are some questions frequently asked by 
owners and agents: 
 
•  Under USBC, where should smoke alarms 

be installed? Smoke alarms must be installed 
inside each bedroom, outside each sleeping area 
and on every level of the home, including the 
basement. 

Dusty Williams

Smoke Detector Man

Fire Prevention Month: Not being 
in compliance should sound the 
alarm! (Are you prepared)?

Some localities  
were even attempting 

to condemn older 
buildings that met code 
when constructed but 
did not retrofit smoke 

alarms into every 
bedroom when new 
building codes were 

enacted.

(continued on next page...)

https://law.lis.virginia.gov/vacode/title15.2/chapter9/section15.2-922/
https://law.lis.virginia.gov/vacode/title15.2/chapter9/section15.2-922/
https://law.lis.virginia.gov/vacode/55.1-1220/
https://law.lis.virginia.gov/vacode/55.1-1229/
https://law.lis.virginia.gov/vacode/55.1-1229/
https://law.lis.virginia.gov/vacode/title36/chapter8/section36-139.01/ State form: https://dhcd.virg
https://law.lis.virginia.gov/vacode/title36/chapter8/section36-139.01/ State form: https://dhcd.virg
https://law.lis.virginia.gov/vacode/title36/chapter8/section36-139.01/ State form: https://dhcd.virg
https://law.lis.virginia.gov/vacode/title36/chapter8/section36-139.01/ State form: https://dhcd.virg
https://law.lis.virginia.gov/vacode/title36/chapter8/section36-139.01/ State form: https://dhcd.virg
https://law.lis.virginia.gov/vacode/title36/chapter6/section36-99.5/
https://law.lis.virginia.gov/vacode/title36/chapter6/section36-99.5/
mailto:smokedetectorman%40verizon.net?subject=
https://smokedetectorman.com/
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•  How often do you replace smoke alarms? Smoke alarms 
must be replaced 10 years from manufactured date, manufac-
tured recommendation date, or if the unit fails to respond to 
test. 

•  What two types of smoke alarms are manufactured? 
Photoelectric (are generally more responsive to fires that be-
gin with a long period of smoldering (called “smoldering fires”), 
ionization (are generally more responsive to flaming fires), and 
dual units provide both recommended protections are the types 
that are manufactured. 

In summary, compliance with the above laws should help insulate 
a landlord from liability in the event of a casualty. Section 55.1-
1220, referenced above, states that the landlord must comply with 
the requirements of applicable building and housing codes and pro-
vide the aforementioned certificate to the tenant stating that smoke 
alarms are present, have been inspected and are in good working 
order no more than once every 12 months.  
 Should a landlord or the agent fail to exercise ordinary care 
under this section, the risk increases that the landlord may be held 
liable for tenant’s actual damages approximately caused by the 
landlord’s failure to do so.  ⌂⌂

(continued from previous page)

https://taskativity.com
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Hurricanes aren’t just a coastal problem. Find 
out how rain, wind, water could happen where 
you live so you can start preparing now with a 

quick visit to this National Weather Service site. Also, 
be sure to consider how the COVID-19 pandemic may 
affect your plans.  
 Keep in mind that your best protection from the 
effects of a hurricane may differ from your best protec-
tion from diseases. Let’s break it down: 

Make an emergency plan: Make 
sure everyone in your household 
knows and understands your 
hurricane plan. Discuss the 
latest Centers for Disease 
Control (CDC) guidance on 
coronavirus (COVID-19) and 
how it may affect your hur-
ricane planning. Don’t for-
get a plan for the office, kids’ 
daycare and anywhere you 
frequent.  

Know your evacuation 
zone: You may need to evacuate 
quickly due to a hurricane. Learn 
your evacuation routes, practice 
with the household and pets, and iden-
tify where you will stay. Additionally: 
•  Follow the instructions from local emergency 

managers, who work closely with state, local, trib-
al, and territorial agencies, and partners. They 
will provide the latest recommendations based 
on the threat to your community and appropriate 
safety measures. 

•  Due to limited space because of COVID-19, public 
evacuation shelters may not be the safest choice 
for you and your family. If you don’t live in a man-
datory evacuation zone, plan to shelter in place in 
your home, if it is safe to do so. If you cannot shel-
ter at home, make plans to shelter with friends 
and family, where you will be safer and more com-
fortable. 

•  Note that your regular shelter may not be open 
this year. Check with local authorities for the lat-
est information about public shelters. 

•  If you must evacuate to a public shelter, try to 
bring items that can help protect you and oth-
ers in the shelter from COVID-19, such as hand 
sanitizer, cleaning materials and two cloth face 
coverings per person. Children under 2 years old 
and people who have trouble breathing should not 
wear masks. 

•  Review the CDC’s guidelines for “Going to a Public 
Disaster Shelter During the COVID-19 Pandemic.”   

Recognize warnings and alerts: Have several ways 
to receive alerts. Download the FEMA app and re-
ceive real-time National Weather Service updates for 
up to five locations nationwide. Sign up for communi-
ty alerts in your area and be aware of the Emergency 

Alert System (EAS) and Wireless Emergency 
Alert (WEA), which requires no-sign up. 

Sign up for email updates and follow 
the latest guidelines about corona-

virus from the Centers for Dis-
ease Control and Prevention 
(CDC) and your local authori-
ties to prevent the spread of 
COVID-19. 

Review important docu-
ments: Make sure your in-
surance policies and personal 
documents like ID are up to 

date. Make copies and keep 
them in a secure password pro-

tected digital space. 

Strengthen your home: Declutter 
drains and gutters, bring in outside fur-

niture and consider hurricane shutters. 

Get tech ready: Keep your cell phone charged when 
you know a hurricane is in the forecast and purchase 
backup charging devices to power electronics. 

Help your neighborhood: Check with neighbors, se-
nior adults or those who may need additional help se-
curing hurricane plans to see how you can be of as-
sistance to others 

Gather supplies: Have enough supplies for your 
household, and include medication, disinfectant sup-
plies, masks and pet supplies in your go bag or car 
trunk. After a hurricane, you may not have access 
to these supplies for days or even weeks. Being pre-
pared allows you to avoid unnecessary excursions and 
to address minor medical issues at home, alleviating 
the burden on urgent care centers and hospitals. Re-
member that not everyone can afford to respond by 
stocking up on necessities. For those who can afford 
it, making essential purchases and slowly building up 
supplies in advance will allow for longer time periods 
between shopping trips.  ⌂⌂

Angela Meyer

SERVPRO of Virginia 

Beach

Prepare for hurricanes and 
know your risk

Due to limited space  
because of COVID-19,  

public evacuation shelters  
may not be the safest choice 
for you and your family. If you 

don’t live in a mandatory 
evacuation zone, plan to shelter 

in place in your home, if it is 
safe to do so. If you cannot 

shelter at home, make plans to 
shelter with friends and  
family, where you will be  

safer and more 
comfortable.

mailto:Angela%40servproofvirginiabeach.com?subject=
https://www.servprovirginiabeach.com/
https://www.servprovirginiabeach.com/
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In today’s world you can never be too careful about 
your personal safety and security as well as that 
of your loved ones. Knowing exactly what your 

safety plan is decreases the danger and increases your 
safety!  
 October is Crime Prevention Month. It’s unfortu-
nate that we draw attention to this topic one month a 
year when it needs to be a concern every month. 
One of the first important rules in crime 
prevention is situational awareness. 
This means being aware of your 
surroundings at all times. How 
does that actually translate in 
our lives?  
 It means being tuned in 
to all your senses and pay-
ing attention to that voice 
within that says, “Some-
thing is not right…be alert!” 
This is what is known as our 
internal security system. All 
too often individuals become 
victims when they don’t pay at-
tention to the voice within, or they 
let their guard down by being pre-
occupied and not recognizing the safety 
protocols they have in place.  
 While providing my REALTOR® safety presenta-
tion, I often will ask, “What would you do”? I will get 
a deer-in-the-headlights type of stare. Remember the 
old adage: An ounce of prevention is worth a pound of 
cure. Prevention is the No. 1 defense in reducing the 
odds of becoming a victim of a crime!  
 When you have your safety plan in place you 
know with confidence how to respond and react with 
the best strategies that can either save your life or 
cost your life.  
 Consider the “three Ps” when planning ahead and 
thinking about your reaction in any “what-if” scenar-
io. They are Proactive, Prepared and Protection. Each 
of these strategies are connected to the tools and tech-
niques you use to stay one step ahead of the criminal 
and the chaos that ensues.  
 I cannot stress enough the importance of having a 
safety plan in place that will mitigate and prevent vic-
timization and better prepare agents with the needed 
resources if a violent situation occurs.  

Tips to keep you safer: 
•  Be confident and aware of suspicious persons 

lurking around when walking to and from your 
car. Look underneath your car, look inside before 
you get in, and lock your doors first thing. Start 
your car immediately and drive.  

•  Make eye contact if confronted. Speak with confi-
dence.  

• Stay hands free! Your phone is not your 
friend as you can easily be distracted. 

Take ear buds out when pumping 
gas, walking or running.  

• Always trust your instincts. 
They will never lie to you.  
• Store valuables in the 
trunk of your car.  
• Ditch the solo mental-
ity. Criminals much prefer 
loners. If needed, get secu-
rity guards to walk with you. 

Always take a safety buddy 
(lender, title, insurance, home 

warranty, broker, fellow agent) 
when showing properties, open 

houses and vacant houses. 
• Park in well-lit and -populated areas. 

Avoid isolated and obstructed places. 
•  Make sure your cell phones are fully charged and 

you have a mobile charging source to recharge 
your phone in case of emergencies.  

•  Keep your car in good working order with a full 
tank and tires inflated with approved air pres-
sure. Have prospects follow you in their own ve-
hicles.  

An added value you may want to consider is offering 
your prospective clients a list of safety recommenda-
tions when showing their own property. 
 What will you do if attacked? Despite our best ef-
forts, there is no guarantee you can stay out of harm’s 
way. When one is educated, I find people have the 
resources needed to help save their own lives. Never 
argue and never fight!  
 Always ask, “What do you want?” Give the assail-
ant any material possessions he or she wants. It’s not 
worth your life.  
 In today’s world, you can never be too careful 

Brenda Wise

SmartWise Defense

One of the first 
important rules in 

crime prevention is 
situational awareness. 

This means being 
aware of your 

surroundings at all 
times. How does that 
actually translate in 

our lives?

Crime Prevention Month: “Safety 
can be dangerous!” 

 SAFETY FIRST

(continued on page 42...)
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Whether you work in property management 
or not, you’ve heard the horror stories: ten-
ants trashing units so that they look like a 

graveyard of personal property, landlords that act as 
if they are from the underworld, or contractors that 
took their ghosting lessons from Casper.  
 In property management, bad things happen. It’s 
really how you plan for those events and the 
efficiency in which you recover. In this 
article, I’ll show you how it started, 
what went wrong and how we 
fixed it – turning a nightmare 
back into a profit center for 
the owner. (In full disclosure, 
I’m the owner.) 
 “When I moved out, 
everything was in perfect 
condition,” says every owner 
ever in the history of property 
management who turned their 
primary residence into a rental. 
And I was no different. It was my 
first home, and I took pride in home 
ownership.  
 When I moved out, I left the property 
the same way in which I expected a tenant to turn it 
back over to me. And, being the owner and property 
manager, I could ensure that work orders and 
preventative maintenance were always completed on 
time.  
 There were a few work orders here and there, but 
nothing too terrible. The tenant was there for a full 
year before there was any sign of trouble, so the lease 
was easily renewed. As soon as we started the second 
year, payments were late a few months in a row, but 
they always communicated and paid the next week.  
 As an owner and property manager, I can appreciate 
solid communication because we know quickly things 
can turn sour without solid communication. We 
conducted inspections every six months like clockwork, 
and nothing was terribly amiss. Payments got right 
back on track, and everything was great, even through 
quarantine in 2020.  
 And then December of 2020 hit. Payments were 
weeks late, they stopped communicating, and an 

inspection revealed damage to the property. Notices 
were given, and they repaired the damage. The lease 
was not renewed.  
 It was then time for the move-out inspection. 
Originally, they said they were going to be there, 
which is generally a good sign that the property has 
been left in decent condition. The day of the inspection, 

however, they said that they left a key for 
us and would not be present. That is a 

huge red flag, so we were expecting 
the worst.  

 On the exterior of the home, 
we found that the lawn care 
had not been kept up with 
since the last inspection, 
several pickets on the fence 
were missing, and there 
was a ton of garbage behind 
the home. The inside was 

worse. It’s amazing how 
quickly things can go downhill, 

assumingly that it started 
when they received their notice of 

nonrenewal. No move-out guidelines 
had been followed, and they didn’t even 

attempt to clean on their way out. It appeared nothing 
had been cleaned in months as evident by the air 
vents, baseboards, windowsills and general condition.  
 We generally start inspections in the kitchen 
because that’s normally the worst of it. The refrigerator 
had multiple broken shelves and drawers, one cabinet 
drawer was broken, the cabinets still had some food 

Phil Kazmierczak

 

Vice Chair, 

REALTOR®/Lawyer 

Committee 

Property management 
Halloween horror stories

The walls throughout  
the unit were dirty, while  

the carpeting on the 
stairs and upstairs was 

unsalvageable. Spindles 
going upstairs were broken, 
while most of the paint had 

come off the railing, and 
there was a hole in the wall 
from the front door being 

slammed into it.

(continued on next page...)
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,Continued from previous page)

(which was crawling with bugs), one of the floor tiles 
was missing as were the transition strips between the 
kitchen and the hallway and dining room.  
 The walls throughout the unit were dirty, while the 
carpeting on the stairs and upstairs was unsalvageable. 
Spindles going upstairs were broken, while most of the 
paint had come off the railing, and there was a hole in 
the wall from the front door being slammed into it.  
 Overall, the home needed $1,500 in actual repairs, 
new carpet, new paint and landscaping – over $6,000 
total. Fortunately, I had been planning on new carpet 
and paint and was going to do that anyway as I had been 
saving all net income from this property to do so.  
 In the end, due to some vendor constraints, it took 
about 10 days to turn, and it will be back on the market 
for much higher than it had been rented previously due 
to our current rental market.  
 While this story can be considered a Halloween 
horror story for those landlords who are unprepared to 
cope with irresponsible tenants, it can also show how 
fast things can be repaired and replaced when repairs 
are planned for and managed correctly.  
 It is imperative that you maintain control of the 
situation and not allow the landlords to become overly 
emotional. Everything can be fixed – for a price. ⌂⌂

HRRA was well represented in September during the Hampton Roads Chamber of Commerce's annual Legislative Reception. 

Held at The Harbor Club in Norfolk, the event offered Chamber members the opportunity to meet the Hampton Roads General 

Assembly delegation. HRRA was a proud Silver Sponsor and was represented by Chairman-Elect Barbara Sgueglia, RPAC 

Fundraising Committee chair Mary Ross Ellsworth and Government Affairs Committee chair Kimberly Plourde. The event 

allowed attendees to join with legislators in exploring topics such as quality of life, economic climate, and challenges and 

opportunities within The 757. Thanks for representing, ladies!  – Victoria Hecht, Vice President of Communications, Public 

Relations and Media Relations

REALTOR® advocacy in action at Chamber event!

mailto:vhecht%40hrra.com?subject=
mailto:vhecht%40hrra.com?subject=
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Meet the HRRA Foundation trustees 

My name is Norma Pagán, and I am honored 
to be joining HRRA’s amazingly creative, 
hard-working team of professionals whose 

commitment to supporting our members and the com-
munity in general is admirable and inspiring.  

As HRRA’s new community and public affairs 
coordinator, I will be acting as the staff liaison for 
the Diversity, Equity and Inclusion Committee (DEI), 
the REALTORS® Political Action Committee (RPAC) 
as well as serving as the chief staff executive for the 
Hampton Roads REALTORS® Association Foundation. 
It is the work of the Foundation that I would like to 
highlight today. 

The Foundation is a tax-exempt, 501 (C)(3) non-profit 
organization sponsored by HRRA. It is the general 
purpose of the Foundation to receive, maintain and 
disburse funds for the charitable, research, literary or 
educational purposes, objectives and activities of the 
Association and its members. 

Some examples of the Foundation’s efforts are: 
•  Educating the buying/selling public while 

emphasizing the values inherent in home 
ownership  

•  Funding local charities  
•  Supporting natural disaster relief efforts 
•  Awarding college scholarships  
•  Sponsoring or co-sponsoring real estate events 

and activities 

This important work would not be possible without the 
wonderfully committed volunteers who act as trustees 
of the Foundation. Let’s meet this accomplished group 
of volunteers: 

Barbara Sgueglia: Founder/
Principal Broker of the Military 
Relocation Team, HRRA’s 2021 
chairman-elect and HRRA’s 2017 
REALTOR® of the Year. Virginia 
REALTORS® Board of Directors 
member since 2016 and HRRA Board 
of Directors member since 2018. 
President/founder of the Military 
Relocation Team Foundation. 

Tanya Monroe: Managing Broker 
at Berkshire Hathaway Home 
Services Towne Realty, HRRA’s 2021 
chairman of the board and active 
member since 2000. Also, HRRA’s 
2018 Broker/Manager of the Year 
and Virginia REALTORS®’s 2016 
Manager of the Year.

Dawn Kennedy, PhD: HRRA’s CEO 
since January. She strongly believes 
the Foundation is at the core of 
HRRA’s mission and is the driving 
force behind the revitalization of the 
Foundation and its purpose.  

Jeremy Caleb Johnson: Long & 
Foster Real Estate, HRRA’s 2021 
vice chairman of finance and HRRA’s 
2016 REALTOR® of the Year. Also 
named by Virginia Living magazine 
as a “Top Real Estate Agent for the 
Commonwealth of Virginia” for 2020. 

Sherri Thaxton: Century 21 
Nachman Realty, active member of 
RPAC and a past vice-chair of HRRA’s 
Government Affairs Committee.  

Sherry Snyder: Rose & Womble 
Realty associate broker and chairman 
of HRRA’s Community Involvement 
Advisory Group (REALTORS® Have 
A Heart program). She has held 
numerous other positions with HRRA 
since she became a member in 2004. 

Norma Pagán

 

Community and 

Public Affairs 

Coordinator

(continued on next page...)
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Dee Kinder: Berkshire Hathaway 
HomeServices Towne Realty.  

Jessica Riegel: Keller Williams Elite Town 
Center and vice chair of HRRA’s That’s Who 
We R® Advisory Group and active on other 
HRRA committees, including the Community 
Involvement Advisory Group. 

Betsy Hughes: Owner of BK Appraisal 
Services and chair of HRRA’s Appraisers 
Council.

 

Jennifer Cool: Berkshire Hathaway 
HomeServices Towne Realty and HRRA’s 2007 
Rising Star of the Year and 2010 REALTOR® 
Volunteer of the Year. Past chair of HRRA’s 
Grievance Committee and I am one® Advisory 
Group, and past vice chair of HRRA’s 
REALTOR®/Lawyer Committee.  

We thank our Foundation members for their dedication and 
look forward to their continuing work for the betterment of our 
Association and the communities we serve.  ⌂⌂

 IN BRIEF: Big news, small bites

Social media tips 
for success 

Shaun Kistler, NMLS# 2023149

Loan Officer, C&F Mortgage

 

 These days, if you’re not on social 

media, you’re missing many potential 

homebuyers. However, it’s about more 

than just being present on social platforms.  

 You also need to be active and engage 

with your audience. It’s worth noting that 

you don’t necessarily need to be active on 

every social platform, just pick a few that 

resonate with your audience and focus on 

those.  

 At a minimum, Facebook is a great 

place to be since, according to Pew 

Research, nearly 70% of adults use the 

platform. If you’re hoping to reach more 

first-time buyers, Instagram is a safe bet 

since Millennials use it more than any 

other platform.  

 Once you’ve decided which platform(s) 

are best for your business, use this 

checklist for social media success:

 

•  Update your profile: Make sure your 

contact and legal info are easy to 

view and you are using a professional 

headshot and proper branding. 

•  Create a schedule: Consistency is key 

with social media, but let’s not forget 

that it’s important to also be relevant, 

accurate and compliant with every 

post. Some topics that you may want 

to share are seller tips, buyer tips, 

homeowner tips, blog posts, local 

information, seasonal ideas, mortgage 

tips, etc. 

•  Include a call to action: No matter 

what you post, make sure you tell 

your audience what you want them to 

do with the info you’re sharing! Call, 

sign up, visit website, etc. 

•  Invite your friends: Share your 

business page with your “real life” 

friends and ask for their support. 

•  Go live: If you’re getting ready to host 

an open house or just doing something 

exciting, be sure to share about it! 

The way social media algorithms 

work (specifically, Facebook and 

Instagram) your content won’t be 

shown to everyone. But if you go 

live, all followers will get an instant 

notification! 

These are just a few tips to help you 

navigate social media for your business. 

Start with the basics and be consistent 

with your posting.  

 Once you build a solid foundation, the 

possibilities are endless!   ⌂⌂

(Continued from previous page)
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As a REALTOR®, do you want to be viewed by 
your clients as a real estate professional? Will 
your clients view you as a real estate profes-

sional without diversity, equity and inclusion (DEI) 
training? And lastly, why is DEI training important 
to your business? I will try to answer these questions.  
 Of course, you want to be viewed as a real estate 
professional. As a REALTOR®, you are held to 
a higher standard because of a code of 
ethics. The National Association of 
REALTORS® (NAR) holds diversity, 
equity and inclusion as one of its 
core values. 
 Many of your clients 
working in the corporate 
world are receiving DEI 
training at their jobs. Those 
clients will be able to assess 
your knowledge through 
your interactions with them. 
And heaven forbid that you 
make a mistake that could 
be as small as an insensitive 
remark that is viewed by your 
clients as an affront to their culture 
or as big as a fair housing violation. 
 Mandatory fair housing training no 
longer gives you enough information and knowledge 
to traverse through your relationships with a very 
diverse client base.  
 NAR and HRRA have made diversity, equity and 
inclusion training easily available. Take advantage of 
the following diversity, equity, and inclusion training 
opportunities: 
•  At Home With Diversity: https://www.

onlinelearning.realtor/A/Product/Details/4984/ 
(HRRA is offering the AWHD designation course 
in person at HRRA on Nov. 9. Log in HERE to 
register. Additionally, a scholarship opportunity 
is available for this thanks to a grant from NAR. 
Register at https://bit.ly/DEI2021SA.)  

•  Fairhaven Immersion Simulation Training: 
https://fairhaven.realtor/ 

•  Implicit Bias Training: https://www.nar.realtor/
videos/bias-override-overcoming-barriers-to-fair-
housing%23rtrn2021  

Below are a few ways that diversity, equity and 
inclusion training and the knowledge gained are good 
for your business: 

1. You and your real estate business will be viewed 
as one that creates an environment that respects 
and values individual differences.  

2. A diverse client base creates excellence. Focusing 
on diversity isn’t just the right thing to do. It’s good 
for your business. Diversity of your client base 
by gender, race, nationality, creed, sexuality and 

anything else means you’re better representing 
what the world looks like. It also means a 

wealth of ideas and input you may not 
have thought of. It elevates you at 

every level. 
3. Promoting and highlighting 

diversity, equity and inclusion 
efforts helps your clients 
feel safe, respected and 
more connected, which can 
lead to a stronger sense 
of community. This drives 
happier, more engaged 

clients. 
4. You will gain a better 

understanding and sensitivity 
to fair housing laws so you can 

protect housing rights in your 
market. 

5. Seeking knowledge and meaningful 
conversation through a variety of perspectives 
and resources builds the ability to learn from the 
past and provides solutions for a better future. 
This is good for your business. 

Speaking of learning from our past, Richard Rothstein 
wrote a book, “The Color of Law, A Forgotten History 
of How Our Government Segregated America.” 
It is suggested that you read this book to gain 
an understanding how federal, state and local 
governments gave rise to and reinforced neighborhood 
segregation.  
 The real estate industry participated and profited 
off de jure segregation (legal separation of groups of 
people based on law). NAR has made a commitment 
to right the wrongs of our industry’s past by making 
diversity, equity and inclusion one of its core values 
and to make training available to its members. 
 REALTORS® can be at the forefront of breaking 
down the enduring binds of institutional racism 
and inequity that continue to inflict damage on our 
communities, our families and our colleagues.  ⌂⌂ 

Louis Eisenberg

 

Vice Chair, Diversity, 

Equity and Inclusion 

Committee

Why DEI training is important to your 
professional growth as a REALTOR®

Diversity of your client 
 base by gender, race, 

nationality, creed, sexuality 
and anything else means 
you’re better representing 
what the world looks like. 
It also means a wealth of 

ideas and input you may not 
have thought of. It elevates 

you at every level.

https://www.onlinelearning.realtor/A/Product/Details/4984/
https://www.onlinelearning.realtor/A/Product/Details/4984/
https://hrra.rapams.com/scripts/mgrqispi.dll?APPNAME=IMS&PRGNAME=IMSMemberLogin&ARGUMENTS=-AHRRA
https://hrra.rapams.com/scripts/mgrqispi.dll?APPNAME=IMS&PRGNAME=IMSMemberLogin&ARGUMENTS=-AHRRA
https://bit.ly/DEI2021SA
https://fairhaven.realtor/ 
https://www.nar.realtor/videos/bias-override-overcoming-barriers-to-fair-housing%23rtrn2021
https://www.nar.realtor/videos/bias-override-overcoming-barriers-to-fair-housing%23rtrn2021
https://www.nar.realtor/videos/bias-override-overcoming-barriers-to-fair-housing%23rtrn2021
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

“This is ridiculous! Your buyers are getting a great 
deal, and I’m not letting my sellers spend another 
penny on the repairs. I have been in the business 

for 40 years, and I’m telling you that we’re not doing 
any repairs. I can’t believe your buyers have the nerve 
to ask us to pay for them. It’s simply frustrating!”  
 An angry agent at the other end of the phone 
was pretty much screaming at me. The 
issue involved a $200 termite repair 
that the sellers were clearly obli-
gated to pay for, according to the 
contract. 
 What would your reac-
tion be? What would you 
have done if you were me? 
Argue? Threaten to call your 
lawyer? Have your broker 
call their broker? Ask him 
to read the contract again? 
When you know you’re right 
it’s very hard not to argue to 
prove your point.  
 Wouldn’t you agree?  
 In today’s fast-paced, low attention 
span, technology filled world it’s so easy to miss 
what’s really important. Do we really make an effort 
to understand others, to see their point, to understand 
the true cause of the problem? Half the time we listen 
but we don’t hear, and at the same time we don’t feel 
that we are getting heard. That’s how most conflicts 
arise. 
 Stephen Covey in his most famous book “7 Habits 
of Highly Effective People” described this point beau-
tifully: “If I were to summarize in one sentence the 
single most important principle I have learned in the 
field of interpersonal relations, it would be this: Seek 
first to understand, then to be understood.”  
 Boy! This principle was not only a huge eye open-
er for me, but without an overstatement, it was a total 
life-changer! Why is this approach not common then? 
Why do most people rather argue endlessly? 
 That’s because something gets in the way. What is 
it? We are! Our ego is! It’s our desire to be right, to 
prove right, to teach others a lesson. There is pleasure 

in bragging to someone else about how we “set some-
one straight” by using our power and superiority. Is 
this a way to resolve a conflict? 
 Yes, that is one way to handle disagreements, 
by using sheer force, authority, titles, social position, 
etc. But is this the best way? How does it leave oth-

ers feeling about you? What are the chances of 
them wanting to cooperate in the future? 

Or better yet, what are the chances 
of them wanting to go out of their 

way in the future to help you, 
oftentimes without you even 
asking?  
 There is a much better (per-
haps less common, but nev-
ertheless far more superior), 
integrous and life-changing 
way to handle arguments, 

resolve disagreements and 
build lifelong relationships. 

The foundation pillars for this 
method are humility, compassion 

and good will.  
 The most difficult step in this meth-

od is overcoming the biggest obstacle: ourselves, 
our habits of reacting, our instincts and programmed 
responses.  
 Just as surely as we have been programmed, we 
can be unprogrammed and reprogrammed. All that’s 
needed is commitment, patience and perseverance. 
With these attitudes incredible results can’t help but 
follow! 
 So, how do we start making use of this magical 
method?  
 
•  Learn to get to the root of the problem. That 

can only be accomplished by intense, empathic 
listening and sincere desire to understand. This 
is truly one of the hardest skills to acquire and 
master, but it's’ surely worth it. Empathic lis-
tening gets easier with practice. When you have 
truly heard someone, you will understand the is-
sue at hand. Not infrequently, it has nothing to do 
with what you thought the main issue was.

Stephen Covey in his  
most famous book “7 

Habits of Highly Effective 
People” described this point 

beautifully: “If I were to 
summarize in one sentence 
the single most important 
principle I have learned in 
the field of interpersonal 
relations, it would be this: 
Seek first to understand,  
then to be understood.”

The magic of understanding 
others

(continued on next page...)
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•  Don’t offer a solution until the other person is con-
vinced that they have been heard. They must feel as-
sured that you completely understand their point of view. 
A good way to demonstrate your understanding is echo-
ing, which means repeating their statements in 
the form of a question (e.g. “That price is too 
high for the repairs!”…“OK, so you think 
the price is too high for the repairs?”)  
 Another approach is paraphras-
ing and expressing in simplified form 
what they are saying (e.g. “So, you 
think the repairs shouldn’t cost so 
much.”). Sometimes, after letting 
off steam and feeling that they’ve 
been heard, they will come up 
with the solution you were hoping 
for on their own. Other times you 
will find another win-win solution.  

•  Don’t mind a compromise. There will be 
times when the solution may involve a seem-
ing short-term loss on your behalf but an immeasur-
ably higher long-term gain. One form of this gain is trust and 
solid relationships. Never forget that lasting success is built 
on strong, lasting relationships. Why would we want to win 
a petty argument at the risk of losing an important relation-
ship? And who is to decide which relationships are unimport-
ant? 

This approach is truly transformative. You may be concerned 
about looking weak, not fighting back, not winning, not serving 
justice, etc.  
 When those thoughts arise, you may be sure that it’s your ego 
speaking. Leave the ego alone. Know with full conviction that not 
only is this not a weakness, but it’s the highest form of courage, 

strength and self-confidence. Only the most courageous people 
are able to overcome their biggest opponents: themselves. People 
who have conquered themselves have conquered the world. That 
in itself is an achievement of a lifetime. But it doesn’t end there.  

 It brings magic into your life. Applying this un-
derstanding in your family life – with your spouse, 

your children, your parents and siblings – leads 
to synergy, mutual understanding and hap-

piness. You will grow as a person. No mat-
ter what business you’re in, you will expo-
nentially excel because you will build a 
reputation of someone who understands 
and cares about others, and you will 
have no hard time attracting people and 
opportunities to you.  
 Don’t these benefits supply enough mo-

tivation to give this method a try? 
 Back to my conversation with the list-

ing agent. I let him finish his rant and, in the 
calmest voice possible, I uttered one sentence: 

“I will pay for these repairs.” There was silence on 
the other end. I waited. I could tell that this is not what 

he was expecting. “I am so sorry,” he went on. “I apologize, I didn't 
mean to go off on you like this. It’s just that I’m already making a 
major financial sacrifice to make this deal work, and I just didn’t 
think it was fair”.  
 “Aha!” I thought to myself. “So that was the source of his 
frustration.” I continued, “I totally understand, my friend! No 
worries. $200 is not worth the headache for me, you, the buyer or 
the seller. It’s a small price to pay to make everyone happy, and 
I’m happy to pay it!” 
 How do you think my next transaction will go with this 
agent?  ⌂⌂

Never forget that 
lasting success 

is built on strong, 
lasting relationships. 

Why would we 
want to win a petty 
argument at the risk 

of losing an important 
relationship?

(continued from previous page)
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We spend time at the beginning of the year 
making goals, but we don’t always obtain 
them. Sometimes that’s due to illness, 

changes in our personal life, professional life or may-
be even caregiving for a parent or loved one.  
 In 2019 a study done by a psychologist professor Dr. 
Gail Matthews at Dominican University in California 
found that those who wrote their goals down 
had a 42% chance of obtaining them 
over those that formulated them in 
their head. The study consisted of 
267 participants. The positive 
effect of accountability was 
supported. Those that shared 
weekly goal progress reports 
with a friend accomplished 
significantly more than 
someone who had unwritten 
goals. 
 As we start the final 
quarter of 2021, we should 
take time to review the goals 
we set for the year both personally 
and professionally. By reviewing the 
goals set, you take inventory of what’s left 
to finish up the year strong.  
 Changing your mindset helps you to re-prioritize 
what matters most. Focusing on your progress allows 
you to celebrate what you have accomplished. Identify 
things you can control; recommit and refocus on 
things you can accomplish.  

 Practice being grateful. Gratitude 
is the key to happiness and 

success. Be grateful for the 
goals you have already 

accomplished and the 
opportunities that 
have been put in your 
path. So put on your 
theme song and play 
it loud. Come on we 
all know you have 
one you play to pump 
you up and get you 

motivated. My theme song is “Pump It” by The Black-
Eyed Peas. What’s your theme song? Share yours by 
emailing me at ycovey@roseandwomble.com since I’m 
always looking to add theme songs to my playlist.  
 Speaking of goals, do you have volunteering 
in your yearly goals? If not, please consider it. The 
Community Involvement Advisory Group, also known 

as REALTORS® Have a Heart, is a group of 
REALTORS® and Affiliates who come 

together six or more times per year to 
volunteer within the communities 

we serve.  
 You do not need to have a 
specific skill set in order to 
volunteer. We have projects 
that require organization, 
sorting, painting, gardening, 
landscaping, cleaning 
up of waterways and 

neighborhoods, cleaning or 
even just collecting donated 

items for a specific cause.  
 For our last quarter of 

2021, we have a couple projects going 
on. Right now, we are collecting toiletries for 

school-aged children (grades K-12) in need. You can 
go by the Dollar Tree, pick up some items and drop 
them by the collection box at HRRA, or you can be 
an ambassador in your office by placing a collection 
bin in your office and organizing a drive. We will also 
have the collection box at the HRRA Chili Cook-Off & 
Tailgate Party on Oct. 21. If you’re interested in being 
an ambassador for this project, please contact me at 
757-615-4065.  
 On Tuesday, Oct. 5, we will be at the Union 
Mission in Norfolk to organize and sort items in the 
warehouse and thrift store to sell. We will be there for 
two hours from 10 a.m. to noon (but please arrive by 
9:45)12. We are also looking for an Affiliate to sponsor 
boxed lunches at the end of the event.  

“If you talk about it, it’s a dream. If you envision it, it’s 

a possibility. But if you schedule it, it’s real.” - Tony 
Robbins  ⌂⌂

Yvonne Covey

 

Vice Chair, 

Community 

Involvement Advisory 

Group

Make volunteering one of your 
annual goals   

My theme song is  
“Pump It” by The Black-
Eyed Peas. What’s your 

theme song? Share 
yours by emailing me at 
ycovey@roseandwomble.

com since I’m always 
looking to add theme 
songs to my playlist. 
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David Tunnicliffe

 

Vice Chair, 

Commercial Council

What are best practices? It’s important to 
“know your stuff” to get the best deal for 
your client.  There are many different con-

ditions, clauses, option periods, contracts, marketing 
options, forms and negotiating tools that can make or 
break a deal for your client. Just like residential sales, 
every transaction has its own unique characteristic.  
 However, when it comes to a commercial trans-
action, every deal (and almost every contract) tends 
to be different depending on the tenant, the 
type of property and who is making the 
decision in the landlord’s office. It 
is important to know your lim-
its, forms, specific language, 
best marketing tools and the 
market you’re canvassing for 
your client to have a fighting 
chance to make sure your 
client has the best opportu-
nity to get the best deal.  

Know your limits. Know 
the Code. 
Article 11 in the REALTOR® Code 
of Ethics is highly specific in mandat-
ing that REALTORS® stay within their 
areas of expertise. If a REALTOR® gets too far 
out of their lane, they could put their client in a bad 
situation that could cost thousands of dollars as well 
as violate the Code.  
 There is a time and a place for each of us to do 
the work we know, and there’s also a time, which is 
sometimes hard to identify and accept, where we need 
to pass that business off.  
 I’ve been working in real estate since 2011 focus-
ing on commercial real estate, and during that time 
my wife and I purchased two homes and sold one. We 
did not handle those transactions. I didn’t have any 
experience with buying or selling homes, so it was 
worth the money to have a professional, who is fo-
cused on home sales, do the work instead. Talk with 
any commercial REALTOR®, and they will be happy to 
give you a referral for a signed lease or a closed deal.  

Use the correct forms. Again, know the Code. 
Article 9 of the Code is the reference here for guidance 
on proper forms. There are specific forms from REIN 
and Virginia REALTORS® that work for commercial 
and multi-family (5+ units). Please use them; co-opt-
ing a REIN residential contract for a commercial pur-
chase is unprofessional and wrong.  
 If you’re not sure, ask someone who can point you 
in the right direction. I see a lot of “Agent Remarks” 

on residential listings demanding all forms be 
included in the packet or the offer won’t 

be considered. The same applies if 
there are multiple offers.  

 If your offer is lacking the 
correct forms, chances are 
your offer will go to the bot-
tom of the pile. When work-
ing with a tenant who wants 
to lease a space, find out 
what is needed. Talk with 

the listing agent on next 
steps. Sometimes they will 

ask for a tenant application to 
be submitted with a proposal, and 

other times, the listing agent will 
start off the negotiations by preparing 

and submitting to you a proposal outlining the 
basic economic terms of the lease.  
 Also, know that most landlords have their own 
specific leases that they will want to use, and no two 
leases are the same, so get out your reading glasses 
and get ready to read through 20 to 60 pages.  

Know the lingo.  
Can you write a Letter of Intent? Not knowing what to 
ask from the landlord can cost your client thousands 
of dollars over the course of the lease. Understand 
“price per square foot” for commercial leasing. Make 
sure you understand and can explain what’s included 
in the triple net lease, or NNN, fees, a full-service 
lease or a modified gross lease. All of these will change 
the amount due at the beginning of each month.  
 There are various clauses that can be drafted 
into the lease that will protect your client if the laws 

Best practices for commercial 
real estate   

It is important to  
know your limits, forms, 
specific language, best 
marketing tools and the 

market you’re canvassing 
for your client to have a 
fighting chance to make 
sure your client has the 
best opportunity to get 

the best deal.

(continued on page 42...)
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Common elements vs. limited 
common elements

Jennifer Ireland, 

SRES®, MRP, SFR®, 

RESA-CSA, PSA

Chair, Common 

Interest Community 

Advisory Group

During my most recent condominium board 

meeting, there was some confusion over the 

use and maintenance responsibilities of the 

common elements and the limited common elements 

in my community. I do not believe that the confusion 

lies only within my community. 

 A condo is not a style of building or type of 

structure. Instead, a condo is a kind of ownership. 

When someone buys a condo, the person is buying 

the interior of the unit and an interest in 

all common areas or element. 

 A common element is 

normally described as parts 

of the property in which 

people don’t live, such as the 

parking garage, grounds 

and walkways. 

 The Uniform Common 

Interest Ownership Act — 

UCIOA — defines a limited 

common element as a part 

of the common element used 

by one or more units but not all, 

such as a patio or deck, mailbox or 

parking space.  

 A parking space often comes with a condo 

unit. That parking space is not being transferred 

separately from the unit. Therefore, the parking 

space is a probable limited common element. 

 In Virginia, there are certain things that are 

deemed to be a limited common element by law. This 

includes those items that serve a single unit but are 

outside of it such as shutters or balconies, unless the 

condominium documents state otherwise. 

 Therefore, all limited common elements are 

common elements, but not all common elements are 

limited common elements. 

 Although the unit owner can ban others from use 

of the limited common element, the executive board 

of the community association and its agents will 

usually have the right to access and enter the limited 

common element for such things as inspections and 

repairs.  

 The board does have the authority over the 

appearance, use and maintenance of these areas. 

 It is important for an owner, tenant or interested 

buyer to understand their rights and 

responsibilities of the common 

elements. It is also important to 

understand who is responsible 

for which elements within the 

community. 

 This is why it’s important 

to read the governing 

documents, also known as 

the Covenants, Conditions 

and Restrictions or 

CC&R. The responsibility 

of the maintenance, repair 

and replacement of a limited 

common element is typically on the 

association except when the CC&Rs shift 

the responsibility to the unit owner.  

 When the association is responsible, it is paid for 

through monthly fees from the unit owners. 

 Partner with your association board members 

and the community’s manager with any further 

questions.  ⌂⌂

Although the unit  
owner can ban others  
from use of the limited 
common element, the 
executive board of the 

community association and 
its agents will usually have 

the right to access and enter 
the limited common element 

for such things as  
inspections and  

repairs.

Nevermind asking for recommendations on social media...
Your search ends here! “Find an Affiliate” at HRRA.com
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As REALTORS®, we have a set of ethics and 
standards that we must abide by called the 
Standards of Practice. Article 15 directly lays 

out how REALTORS® are to treat other REALTORS®.  

Articles 15.1 through 15.3 state: “15.1: REALTORS® 
shall not knowingly or recklessly file false or unfounded 
ethics complaints. 15-2: The obligation 
to refrain from making false or 
misleading statements about other 
real estate professionals, their 
businesses and their business 
practices includes the duty to 
not knowingly or recklessly 
publish, repeat, retransmit, 
or republish false or 
misleading statements 
made by others. This duty 
applies whether false or 
misleading statements are 
repeated in person, in writing, 
by technological means (e.g., the 
Internet), or by any other means. 
15-3: The obligation to refrain from 
making false or misleading statements 
about other real estate professionals, their businesses, 
and their business practices includes the duty to 
publish a clarification about or to remove statements 
made by others on electronic media the REALTOR® 
controls once the REALTOR® knows the statement is 
false or misleading.” 

We should not be viewing these standards as the bar 
to reach but instead as the baseline of our business. 
We all know the Golden Rule, but in an extremely 
competitive market, sometimes we forget that the 
person on the other end of the line is just like us – 
working to best represent their client.  
 Some of the most common complaints that we see 
on a regular basis are items that can easily be fixed 
to create a better experience for all involved.  
 For example, when showing a home, don’t let 
a client wander around the property without you 

because you don’t know what door or window that 
they may leave open or light they will leave on. Stay 
with your client so you can always be sure that you 
leave the property in the same fashion in which you 
found it – with all doors and windows closed and 
locked and the lights on or off as the seller prefers.  
 Communication is the key to success in real 

estate, and it starts at the very beginning 
of the sales process. When a listing 

agent places a home on the 
market, they set up showing 

instructions along with agent 
remarks. Included in these 
are their preferred methods 
of communication.  
 So, if it says, “Text for 
CBS,” they probably don’t 
want phone calls. Adhering 
to the way the agent wants 

to be communicated with will 
set you apart from other agents 

that don’t read the remarks.  
 We are all inundated with 

tons of emails each day so it’s helpful 
to shoot a text to the other agent, “Hey, 

just sent an offer” or “PICRA is on the way.” Emails 
get lost. This simple proactive communication lets 
the other agent know to check their email and to 
be expecting a document to move the sales process 
forward. 
 Finally, we all know that many properties are 
receiving multiple offers. If you’re fortunate enough 
to win the offer and go under contract, mutual 
respect will go a long way to get you to settlement. 
For example, while it is a seller’s market, bullying 
the buyer’s agent is not an acceptable standard of 
practice. Both sides are working towards the same 
goal for the clients: one team, not two.  
 By treating all involved in the real estate 
transaction with mutual respect, you will create 
a better experience for your clients – and those 
referrals are an integral part of this business that 
will keep your business growing.  ⌂⌂

Phil Kazmierczak

 

Vice Chair, 

REALTOR®/Lawyer 

Committee 

Standards of practice are the 
baseline of business, not the bar

We should not be  
viewing these standards 
as the bar to reach but 

instead as the baseline of 
our business. We all know 

the Golden Rule, but in 
an extremely competitive 

market, sometimes we forget 
that the person on the other 

end of the line is just like  
us – working to best 

represent their  
client.
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Grant Haywood, 

NMLS#1078216  

 

Senior Mortgage 

Banker, Atlantic Bay 

Mortgage Group 

You’ve pounded the pavement, worked those 
weekends and given your client excellent ad-
vice. Now they’ve just made an offer on their 

dream home! But now that home is in a bidding war 
between them and other interested buyers. What 
should they do next?  

Get a pre-approval letter. One-way clients can make 
themselves more appealing in a bidding war is to have 
a pre-approval letter from their lender. This will act as 
physical evidence of their financial prepared-
ness and ability to successfully undergo 
the homebuying transaction.  
 To provide the letter, first the 
lender will assess your client’s 
financial assets, income, em-
ployment, and debts based on 
documentation such as:  
•  Employment verification 

(W-2s or 1099s) and pay-
stubs  

•  Bank statements  
•  Current real estate debt 

or rental statements  
•  Court orders  
•  Tax returns  
The pre-approval will tell your buy-
er exactly what they can afford, which 
will save you both wasted time and frus-
tration. Essentially, that loan is going through 
upfront underwriting, which puts your client on the 
fast-track to homebuying.  

Deescalate contingencies. If the buyer incorporated 
a list of contingencies into the offer letter, it might be 
in their best interest to scale back a few of those condi-
tions to improve their offer against that of the competi-
tors.  
 Say, for example, the roof needs repairing. So, in 
the offer letter, one of the contingencies was for 
the seller to fix the roof before the end of the closing 
period. Rather than let the dome-damaged property 
slip away in a bidding war, the buyer could inform the 
seller that the roof does not, in fact, need to be repaired 
by swapping out the contingency for an “as-is clause.”  
 The renovation’s cost might be coming out of your 
client’s pocket, but deescalating the contingency tells 
the seller they are committed to purchasing the home 
and have the extra cash to back it up.  

Make an all-cash offer. If the buyer has the available 

funds to make an all-cash offer, it could be the ticket 
to making them more appealing than the competitors. 
What makes the all-cash offer more attractive to sell-
ers is the speed at which the transaction can be closed. 
Nobody needs to wait for the underwriter or loan pro-
cessor to advance the loan if the buyer never filled out 
a mortgage application.  

Pay the seller’s closing costs. If the seller knows 
they won’t have to be the ones to pay their closing 

costs, they’re much more likely to want to move 
forward with your buyer as their partner 

in the transaction. While every seller 
and situation are different, there’s 

a possibility your seller might se-
lect your offer over one that’s a 
little bit higher if your client 
can pay their closing costs.  
 Of course, that’s no guaran-
tee, but it certainly demon-
strates your buyer is serious 
about moving forward.  

Add an escalation clause. 
These days, escalation clauses 

are becoming more common in 
the homebuyer’s playbook to con-

quer the bidding war. Basically, the 
escalation clause is implemented when a 

buyer is prepared and content to increase their 
offer every time the seller receives an offer greater 
than their own.  
 The buyer will identify how much they’re willing 
to enlarge their offer in the clause by including a cut-off 
point. Utilizing the escalation clause doesn’t guarantee 
anything, but it’ll surely keep your client competitive 
and visible in any bidding war.  

Be accessible and reactive. Encourage your client 
to respond quickly to the seller’s messages and pro-
vide accurate contact information. The optics of your 
buyer’s behavior will show they genuinely care and are 
invested in finishing the transaction. And remind them 
to be courteous and kind to the seller! 

With such low inventory available, bidding wars are 
all too common these days. Talk your client through 
these strategies and implement the ones that suit their 
situation best. Hopefully, that home sweet home will 
be theirs!   ⌂⌂

Useful strategies for winning a 
bidding war  

Talk your client 
through these 
strategies and 
implement the 

ones that suit their 
situation best. 

Hopefully, that home 
sweet home will  

be theirs!

mailto:granthaywood%40atlanticbay.com?subject=
https://www.atlanticbay.com/granthaywood
https://www.atlanticbay.com/granthaywood
http://Vice President, Atlantic Bay Mortgage Group 


Hampton Roads REALTOR® • October 2021    35 

What is a Defined Benefit plan? A Defined 

Benefit plan is a retirement account that 

is funded with a goal income in mind. For 

example, if I wanted a $10,000 in income per month at 

my retirement, then how much would I have to fund 

every year to meet that goal?  

 This contribution calculation is different than 

many of the retirement plan accounts familiar to 

agents. Most agents are familiar with the 

profit-share model associated with 

the Simplified Employee Pension 

(SEP) plan or the salary defer-

ral associated with the One 

Person 401k plan.  

 By flipping the question 

“How much can I fund this 

year?” to “How much income 

do I want when I retire?”, the 

funding amounts can become 

much larger. For example, 

the SEP maximum funding is 

$57,000 for 2021, and the same is 

true of the One Person 401k plan.  

 The Defined Benefit plan, however, can 

have a funding amount up to $220,000 in a calendar 

year. This is a tax benefit if you are looking to shel-

ter income and play catchup with your retirement ac-

count.  

 

What are the funding requirements? The annual 

funding requirement is originally set by you and the 

plan administrator based on your goal income at re-

tirement. For example: If you are planning to fund for 

a total of five years and want to target a $50,000-a-

year income benefit, your plan administrator might 

suggest you fund an average of $100,000 a year. If 

your target income was $100,000 a year, she might 

suggest you fund much more.  

 But there are many factors that could change this 

funding target such as your income for that year, the 

account performance of the plan and any change in 

your time horizon to retirement. If during those five 

years you experience a lower income year, you might 

fund less, say $75,000 instead of the original $100,000, 

or if you have a better income year you might be al-

lowed to fund more, say $125,000.  

 In practice, each year your plan administrator 

will ask you how much you would like to fund. With 

that target in mind they will operate within the IRS 

rules to accommodate your funding wishes the best 

they can. Keep in mind that there could be a funding 

requirement larger or smaller than you would 

like in any given year.  

 The issue of required fund-

ing is a potential downside of 

the Defined Benefit plan but 

one that can be addressed 

through consistent cash 

flows from the business or 

by other means of liquidity.  

 In my experience, the con-

cern over the funding re-

quirement may be alleviated 

if you have taxable (non-IRA) 

assets sufficient to fund the 

plan for a year or two. Another 

possibility can be an anticipated sale 

of a larger asset. A rental property per-

haps? It is important that the proper funding is made 

each year and having taxable assets equal to the an-

nual funding will help ensure your funding isn’t inter-

rupted.  

 

How long should one maintain the plan? A De-

fined Benefit plan is a powerful retirement planning 

tool that is offered to sole proprietors and indepen-

dent contractors, but it does come with a commit-

ment. I typically recommend clients plan for at least 

five years, but business interruptions can shorten 

that timeline. The IRS likes to see at least two years 

of target percentage testing upon termination of the 

plan so let that be your guide as to the bare minimum. 

Your third-party administrator will be a good resource 

to help you make the best decision. 

 Funding a Defined Benefit plan, like any retire-

ment plan decision, should be discussed with your tax 

advisor.  ⌂⌂ 

Christopher H. Russi, 

CRPS

Morgan Stanley

 

The next big step on retirement 
account for real estate agents

A Defined Benefit 
plan is a powerful 

retirement planning 
tool that is offered 
to sole proprietors 
and independent 
contractors, but it 
does come with a 

commitment.
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As some of you may know, I am surrounded by 
lenders. My wife is an underwriter, my father 
is a senior vice president and branch man-

ager for a regional company, and my mother-in-law 
is a vice president and branch manager for another 
local lender.  
 Between the four of us, there are about 70 years’ 
worth of mortgage experience. With that, I can share 
a few horror stories, and with Halloween this month, 
thought I’d share some of the best ones. 
 I have to put egg on my own face to 
start. I had a young woman buying 
her first house, and we were ex-
pected to close on her 24th birth-
day. Closing costs, prepaids 
and per diems, were all a for-
eign concepts, so as many of 
our younger clients do, she 
asked her dad to assist her 
in the process. 
 As you all know, you pay 
your mortgage in arrears, 
meaning while rent is paid 
Oct. 1 to live there in October, 
in Mortgage Land the Oct. 1 mort-
gage payment is actually for the time 
you owned the home in September. Well, 
in an email to her dad, I proceeded to explain per 
diem by saying it is setting up to “pay your mortgage 
in the rear.”  
 I laugh at it now, but at the time when he called 
out my typo, I was mortified. Proofreading should be 
an integral part of any communication we send! 
 Another I remember (not so) fondly was a last-
minute scramble. Processors must call your employer 
right before closing to make sure you are still em-
ployed and that no major changes in income have oc-
curred since you completed the initial application (it’s 
called a “1004” in case you hear that thrown around).  
 Typically, this verbal verification of employment 
is done three days or so before closing. When the pro-
cessor reached out to the person’s Human Resources 
Department on Wednesday for closing Friday, they 
informed her that the client was not employed and 
had been let go the week prior. The client had re-
ceived an offer at another company, quit his current 

job and started the following Monday.  
 He just decided not to tell anyone because they 
thought it would be easier if we didn’t know. Like 
someone jumping out of the dark, this surprise gave 
us all quite a fright. 
 Next, credit isn’t a real-time look at your borrow-
ing habits. Rather, it is a snapshot with the people 
you owe money to, creditors, reporting to the bureaus 
once a month what your balance is, current payment, 

and any new information. Typically, it takes a 
few days or even weeks if you open new 

credit for it to appear.  
 When a client shows up 

to their walkthrough with a 
brand-new $80,000 truck, it 
might be good for an agent to 
make a call and ask if you 
are aware of this. In this 
instance, the new auto loan 
was not on the credit re-
port, and once the payment 

was discovered it disquali-
fied them from the house they 

were going to purchase. So, they 
had two options: Sell the truck at 

a massive loss or take money out of 
their retirement to pay it off.  

 Closing was delayed, everyone was upset, 
and we the company started making people sign a 
piece of paper stating they were aware opening new 
credit was a big no-no. 
 The final story I want to share was definitely a 
scary story. The client was refinancing a house with 
his wife. He was one of those “I’m too busy, so just 
let her take care of anything, and I’ll show up to sign 
the papers at the end” types. Well, when we qualify 
you on debt-to-income ratio, we need to know we are 
counting all your debts.  
 From the story above, the credit report is our 
most reliable tool, but it’s not always accurate. Thus, 
when every month $800 is going out to an apartment 
complex, it raises questions about additional debts.  
 Typically, a parent is paying for a kid’s college 
rent, or they help out their parent, something along 
those lines. Well, you would think that when the hus-
band was paying the rent of his girl on the side, he 

If you’ve been in  
the business for long 
enough, you’re going 

to see some things 
that scare you, and 
chances are you’re 
going to be on the 
other side scaring 

someone else.  

(continued on page 43...)

Junior Gunter, 

NMLS# 883774

 

Mortgage Loan 

Consultant, Caliber 

Home Loans

MORTGAGE MINDSET

Some scary lender stories for 
Halloween   
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Monique McClellan 

 

Chair, New Homes 

Council 

In our previous installment, we discussed the 
components of a site plan. For this issue, we will 
tackle site preparation, foundation and framing.  

 I assure you I am not going to go into techni-
cal details. My goal is to provide an overview. I can’t 
speak for all new home agents, but I will say I think 
sometimes we forget that many of our fellow resale 
agents aren’t familiar with the building process.  
 Why would you be? I am not nearly as familiar 
with the REIN Standard Purchase Agreement as 
I am the REIN Standard New Construc-
tion Residential Purchase Agreement 
or one of the many builder/devel-
oper purchase agreements I’ve 
used over the years.  
 With that said, I can’t 
expect you to automatically 
know that it is too late to 
make changes to the house 
without your buyer incur-
ring a hefty charge. It is my 
job, as a site agent or repre-
sentative of the builder, to ex-
plain why.  
 Now let’s get back to our walk 
down the Critical Path of Construc-
tion. 
 Our builder completed their site plan and, for 
this exercise, we’ll say they already have their build-
ing permit too.  

Layout/stake 
•  The lot is cleared of any trees that will not be 

remain in the final landscaping plan and then 
brought to rough grade. Sometimes (and this is 
not the norm in most production sites) the buyer 
has the opportunity to select which trees they 
would like to keep.  

•  Stakes are driven into the ground with string 
lines running between them. This creates refer-
ence lines and shows the perimeter of the foun-
dation. They are usually a few feet outside the 
actual foundation lines so the crews have room to 
work. 

•  Temporary electricity poles are set up on the lot. 

Foundation 
One comment we hear from buyers is that the founda-
tion looks so small! Even when we’ve prepared a buy-
er to expect this, it still takes them off guard. It does 
look small, and that is because we are only looking at 
the length and width of the foundation, also known as 
two dimensions. We aren’t seeing the height provided 
by the framing.  
 I’m not going to go into all the technical details 

of the foundation process. Typically, in Hampton 
Roads we see crawl or slab foundations.  

 Here's an interesting tidbit of which 
you may not be aware. During 

the foundation stage, before 
they’ve even poured the slab, 
the builder is already order-
ing lumber, windows, doors, 
fireplaces and cabinets! 
It takes several weeks for 
these materials to be deliv-
ered. With supply chain dis-

ruptions, the lead times for 
these materials has increased 

significantly.  

Framing 
Framing is basically the way the build-

ing materials are pieced together to create the 

The “Critical Path of 
Construction,” Part 2 

Here's an interesting 
tidbit of which you may 

not be aware. During the 
foundation stage, before 

they’ve even poured 
the slab, the builder 
is already ordering 

lumber, windows, doors, 
fireplaces and  

cabinets!

(continued on page 41...)
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The days are cooler, and the scent of pumpkin 
spice is everywhere – fall is finally here! Aside 
from bringing out your scarves and boots, there 

are a lot of other things to get ready for fall, especially 
around the house. Here are a few of our favorites – for 
either your own personal home or tricks for showing 
your listings. 

Reverse the ceiling fans 
Did you know that most ceiling fans 
actually spin in two different 
directions? That’s right. There 
is a right way for your fan 
to spin each season. As the 
temperatures dip, don’t just 
turn your ceiling fans off. 
By running your blades in 
clockwise direction and at 
the lowest speed, it will help 
pull that cool air up towards 
the ceiling, which then will 
displace the warm air that 
typically rises and collects near 
the ceiling. Did I also mention it 
will help on your heating costs as 
well?  
 Not sure how to change the blade 
direction? Your best bet is to check your fan’s manual. 
Typically, though, there is a direction switch on the 
side of the motor housing. 
 Hero tip: Before switching the blade direction, 
turn the fan off completely, then put a pillowcase 
around each blade and give it a good firm wipe to 
remove any dust collected on top of those blades 
during the warmer months. By using a pillowcase, you 

will contain all the dust inside the case so it doesn’t 
fall over your furniture. Then toss the pillowcase in 
the laundry for the next load.  

Give the fridge a deep clean 
Just like testing (or changing if needed) the batteries 
in your smoke detectors, it’s important to put your 
fridge cleaning on a regular maintenance. The one 

area that is often overlooked is the refrigerator 
coils. Older models tend to have the coils 

on the back, while newer models’ 
coils can be found at the bottom 

(usually behind the toe space 
panel). 
 Once you have found the 
coils and exposed them, use 
your vacuum’s crevice or 
upholstery tool to remove 
the biggest debris. Then, 
you’ll want to use a small 

duster or refrigerator coil 
brush to get at the dirt and 

dust in between the coils. Then 
take the vacuum and clean up the 

grime off the floor that the brush 
may have removed or dropped. Replace 

the coil panel and you are well on your way to 
evenly cooled groceries once again. 
 If the inside of your refrigerator is looking scary 
with unidentified leftovers and perhaps a science 
experiment growing in the back of it, it’s time to get 
to work. Start by throwing away anything old, expired 
or unidentifiable. 
 Mix together a solution of two tablespoons baking 
soda and one quart hot water. After you have removed 
all the food items, remove each shelf (and drawer) 
then wipe it down with the solution and then dry 
before putting the shelf back.  
 Hero tip: Use a lazy Susan to be able to easily find 
items in the fridge that tend to stay there for a while, 
such as ketchup, dressings, sauces, salsa, etc. It’s so 
much easier than having to move several bottles or 
jars just to reach the one in the back.  

A welcoming welcome  
 Pinterest is full of all kinds of ideas for creating 
a welcoming front door, stoop or porch, so I won’t bore 
you with more ideas. But there are a few things you 

Kathy Turley 

Director of Marketing, 

Home Clean Heroes

 

Fall into a clean home this fall  
 

Did you know that  
most ceiling fans  

actually spin in two 
different directions? 

That’s right. There is a 
right way for your fan to 
spin each season. As the 
temperatures dip, don’t 

just turn your  
ceiling fans off. 

(continued on page 46...)
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(continued on page 41...)

Clyde Cooper Jr., 

CRS, GRI, SFR

 

Chair, Professional 

Standards Committee 

Greetings, fellow REALTORS®. It’s so nice to 
be back with you again! Let me start this 
article by tipping my hat and offering a 

hearty congratulations to Dorcas Helfant-Browning. 
As you may know, Dorcas was recently selected as a 
Living Legend by Virginia Business Magazine as part 
of this year’s Virginia 500.  
 Also, you probably know that in 1992 she 
was the first woman to become president of the 
National Association of REALTORS® (NAR). 
Furthermore, she was president of 
Virginia REALTORS® (then named 
the Virginia Association of 
REALTORS®) in 1984. And, 
of course, she was our own 
HRRA chairman of the board 
in 1980. Dorcas started her 
real estate career in 1967 as 
a new mom, and she began 
her own firm in 1974.  
 Perhaps you are 
wondering why I am 
mentioning Dorcas in 
this Professional Standards 
Committee article? Let me tell you 
why! No doubt our association is full of 
dedicated REALTORS® loaded with talents, 
skills and a willingness to serve as volunteers while 
giving back to our industry!  
 Moreover, there are a few REALTORS® in our 
association who always come to my mind when I think 
of professional standards and the REALTOR® Code 
of Ethics, especially at the state and national levels. 
They are Dorcas and Ann Palmateer, two people who, 
in my humble opinion, epitomize the true definition 
of professional standards and are models for our 
association and our industry. 
 Now, let’s discuss professional standards and 
the REALTOR® Code of Ethics! Have you ever been 
involved in a transaction with another REALTOR® 
and encountered a situation/issue that caused you to 
be upset and stressed out?  
 Upon reviewing the Code for an appropriate 
article, were you unable to find an article or standard 

of practice that really covers the matter? What did 
you do? Did you just throw your hands up in the 
air and forget about it? Is it possible that other 
REALTORS®are experiencing similar issues with 
other agents?  
 Some REALTORS® across the country are putting 
pen to paper and writing and forwarding their issues 
to their local association, Professional Standards 
Committee or Professional Interpretations and 

Procedures Advisory Board for consideration. 
Therefore, should you have an issue dear 

to you, please feel free to contact me 
with your specific concerns or 

issues. I will get it to either the 
chair of NAR’s Professional 
Standards Interpretations 
and Procedures Advisory 
Board or the Professional 
Standards Committee in an 
effort to get it on our agenda 

for consideration.  
 Know this: That’s how 

changes are made and come 
about.  

 Consider this email I received from 
Elaine Griffin, our HRRA Professional 

Standards Committee vice-chair. Points made in 
it were apropos, thus I feel compel to share it with 
you. Here goes: 
 “Hi, Clyde…Perhaps we can collaborate on 
this one…. I had a thought on my way home from a 
funeral [for a friend’s father] today…not sure where 
I will go with it – but here’s my thought: There were 
different perspectives of the same man from two sides 
of the family. The father had been married twice and 
raised two families, and the perspectives of the adult 
children about the same man were quite different, 
showing relationships are complex. 
 “What does this have to do with (a) REALTOR®’s 
professional standards? One house, one buyer, 
one seller, one buyer’s agent, one seller’s agent…
complicated by two buyers, two sellers. Relationships 
are complex. [Whether] buyer’s or seller’s agent, our 
job is to treat all parties with respect, no matter which 

Perspective and professional 
standards 

Have you ever been 
involved in a transaction 

with another REALTOR® and 
encountered a situation/
issue that caused you to 

be upset and stressed out? 
Upon reviewing the Code 
for an appropriate article, 
were you unable to find 
an article or standard of 

practice that really  
covers the matter?

mailto:coopel%40aol.com?subject=
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With spooky season upon us, there is no better 
time than now to dive into why we have 
a Code of Ethics and set of professional 

standards for REALTORS®. If you are reading this, 
you are surely a REALTOR® or Affiliate member of 
HRRA. And most certainly you agree with the notion 
of abiding by ethics and professional standards.  
 But we often forget how things 
can go wrong or what practices are 
used outside of our REALTOR® 
community and why it is so 
important for us to support the 
association and encourage 
membership. So, let’s take a 
trip down Memory Lane (or 
Elm Street since it’s almost 
Halloween). 
 Depending on how long 
you have been in the business, 
you may or may not remember 
the scary stories or questionable 
activities of late. While we all have 
the state, federal and local laws to keep 
most of us in line and protect the public, there 
have always been the “gray areas.” The Code of Ethics 
and Professional Standards are meant to close that 
gap.  
 For example, while it may not be illegal when you 
don’t respond to a peer’s call or inquiry, it is against 
REALTOR® ethics and standards. Now, maybe not 
returning a call doesn’t seem like an epic fail, but 
what about other situations? 

Scary Story 1 
You go on a listing appointment, and the seller says 
the house is haunted. They want to know if they must 
disclose this information. You tell them they are not 
legally obligated to disclose. So, they decide they don’t 
want to, and you list the house.  
 A buyer falls in love with the house, purchases, 
closes and then, while moving in, the neighbor comes 
by and says, “Wow, you’re brave…we didn’t think 
anyone would live in this place with all the crazy 
paranormal activity that goes on.” The buyer becomes 

distraught and is terrified of ghosts and paranormal 
activity, so he hires an attorney and sues the seller…
and YOU.  
 Who will win? No one. Most often lawsuits are 
settled, and plaintiffs are paid off through real estate 
broker E&O insurers to cut losses. Were you and the 

seller in line with the law? It doesn’t matter. 

Scary Story 2 
This is similar to the first story. 

You go on a listing appointment, 
and the seller tells you that 
her husband died at home in 
his sleep. She wants to know 
if she must disclose this 
information.  
 While some state laws do 

require disclosure, others 
don’t. You tell her she doesn’t 

have to. She hires you; the 
house sells. The buyer hears from 

the neighbor that someone died 
in the house last month. They become 

distraught and don’t want to live in the house. 
They sue…same ending. 

A higher bar 
Now, are you legally obligated to disclose that a 
house is haunted or someone died in the house? 
Not in Virginia. But ethically, should you? Well, the 
REALTOR® Code of Ethics requires us to answer any 
question honestly.  
 So, if asked, you must answer. If you answer that 
you are not legally obligated to answer that question, 
it might go just as badly as not answering at all. 
No answer is almost always seen as a sign in the 
affirmative.  
 But what if the buyer doesn’t ask? Laura Farley, 
Virginia REALTORS® general counsel, put clarity 
around this gray area in the past by saying it is in 
fact best you disclose what you know rather than the 
buyer finding out from a nosey neighbor after the fact.  
 So, even if the buyer doesn’t ask, it might good 
practice to disclose what is known. Of course, this is 

But we often forget  
how things can go wrong 

or what practices are used 
outside of our REALTOR® 

community and why it is so 
important for us to support 

the association  
and encourage 

membership.

Scary stories: Why we have 
REALTOR® ethics and professional 
standards

(continued on next page...)

Courtney LaLonde

Vice Chair, Affiliates 

Council

mailto:clalonde%40twmortgage.com?subject=
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Scary stories: Why we have 
REALTOR® ethics and professional 
standards

(continued from previous page) The “Critical Path of Construction,” Part 2, continued from page 37)

Perspective and professional standards, continued from page 39)

AFTER discussing the issue with the seller and explaining 
that it isn’t legally required, and then getting the seller’s 
approval to disclose. After all, it will be up to the seller. 
And if you ethically are not comfortable with the non-
disclosure, maybe save yourself and refer the seller out to 
someone else. 
 The Code of Ethics and professional standards are in 
place for just this reason: to raise the bar so buyers, sellers 
and the public are confident in how we conduct business. 
Not all real estate brokers are REALTORS®, and it is 
important that you set yourself apart.  
 There’s a lot of money made in the gray areas. 
However, longevity in the business comes with integrity. 
Integrity brings referrals. Just some food for thought!  ⌂⌂

structure. In most of the new construction sites in Hampton Roads, 
you’ll find the houses are framed with lumber. Builders are re-
quired to account for structural loads which will affect the way the 
house is framed.  
 Structural loads are things such as wind, gravity, snow, peo-
ple, etc. that apply force to the house. If the house can’t support 
the load, it won’t stay standing. The main parts of framing include 
plates, studs, joists, headers and roof rafters.  
  Again, I’m not going to get technical, but I will provide brief 
explanations of the main components. This way, if you’re at a pre-
drywall orientation with a buyer, you’ll have an idea of what you’re 
looking at:  
•  Plates: horizontal, form the top and bottom of a wall 
•  Studs: vertical, connect the top plate with the bottom plate 
•  Joists: can be floor or ceiling, horizontal, span from wall to wall 
•  Headers: horizontal, typically seen over windows and doorways 
•  Roof rafters: make up the frame of the roof 

In our next installment, we’ll go over mechanical rough-ins, drywall 
and the finishes (the pretty stuff)!  ⌂⌂ 

‘side’ we are representing. Be the observer and see that there are 
multiple facts and feelings that get all jumbled up. And THEN 
there’s the home inspector and the PICRA, and THEN there’s the 
appraiser…more perspectives.” 
 What do you think? Do you see Elaine’s viewpoint? Did one 
of the REALTOR® Code of Ethics Articles come to your mind? 
Perhaps you may have thought of several articles, and that’s good! 
However, did you consider the Preamble? It’s the foundation on 
which the Code and Articles are built on.
 Recall that it reads in part: “They impose grave social 
responsibility and a patriotic duty to which REALTORS® should 
dedicate themselves, and for which they should be diligent in 
preparing themselves. REALTORS®, therefore, are zealous 

to maintain and improve the standards of their calling and to 
share with their fellow REALTORS® a common responsibility 
for its integrity and honor. In recognition and appreciation 
of their obligations to clients, customers, the public and each 
other, REALTORS® continuously strive to become and remain 
informed on issues affecting real estate and, as knowledgeable 
professionals, they willingly share the fruits of their experience 
and study with others.” 
 So, my fellow REALTORS®, in conclusion, I urge each of you 
to learn, know and practice the Preamble just as you know and 
practice the 17 Articles of the Code of Ethics. Doing so will enable 
you to be even more professional and valuable to your family and 
friends, your company, and to our industry.  ⌂⌂

Did you know HRRA has its own 
real estate school?
Fill your CE, designation and other education 
needs by visiting AlphaCollegeofRealEstate.com

http://AlphaCollegeofRealEstate.com
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change that restrict their ability to perform. Knowing how to lim-
it the landlord from charging too much for common area mainte-
nance, or CAM, fee increases, and how to get the landlord to cover 
the mechanical systems or provide tenant improvement, or TI 
dollars are just a few ways to reduce exposure. All this language 
needs to be negotiated prior to the proposal being finalized; do 
not wait until the lease has been drafted. If you can’t explain all 
the terms to a fellow realtor and make him/her understand the 
terms, then you need to ask for assistance. 

Know where to market. 
Would you ever list a home without putting it into the MLS? I 
would hope not. You are paying a lot of money to REIN to be able 
to use their services to list and market the home so it will get 
maximum exposure. Similarly, commercial property owners are 
looking for the same sort of exposure.  
 Unfortunately, not everyone who focuses on commercial real 
estate are looking at or even have access to the MLS. They’re 
mainly looking on Co-Star and LoopNet, both of which you need 
to pay for. They are owned by Co-Star, and the easiest way to ex-
plain the two is, you, as the agent, need to pay to see the listings 
in Co-Star, and you need to pay to list in LoopNet. The public can 
see the listings (some but not all) in LoopNet, but not in CoStar.  
 If the listing agent isn’t paying for LoopNet, the public won’t 
see it. However, commercial agents see it in CoStar and can pass 
it on to their clients. I can say that every commercial deal I’ve 
done has been done by getting the necessary information from 
CoStar. None of these services are cheap, so if you’re only doing 
one or two commercial deals a year, you might not be able to jus-
tify the expense. If that’s the case, refer it out. 

Know and be able to support the location to the market, 
area. 
Location, Location, Location. It’s still true today. Businesses need 
to be in the right location to have the biggest impact. When a res-
taurant goes from being inline in the shopping center to being on 
an outparcel with a drive through, their revenue increases 150%.  

 Some businesses require the exposure of a standalone loca-
tion, some are just fine being in a building. Some need quick ac-
cess to the interstate, while others need extra land for parking.  
 All of these factors play into deciding the location, and as the 
commercial agent, you should be able to point them in the right 
direction as they describe what they’re looking for. Some retailers 
use demographics to justify whether or not they will do a store, 
by using income, rooftops, daytime population, racial breakdown, 
and information based off gender and number of children.  
 The retailers know exactly who their consumer is, so they 
will use various demographic reports to approve a site or pass on 
it. If you’re trying to get one of these tenants into an area where 
their demographic report doesn’t “support” a new location, you 
as the listing agent should be able to paint the picture as to why 
they should be and back it up with the necessary demographic 
information. Nine times out of 10, the decision has been made by 
an analyst sitting behind a computer screen advising the com-
pany from the other side of the country, while you’re over here in 
Virginia Beach.  
 Again, to best serve your client, talk with a REALTOR® who 
specializes in this so you are protecting the best interest of your 
client.  

Be the best of the best for your client. 
Whether it’s the location, appropriate marketing tools, proper 
language or forms, or even if it’s out of your wheelhouse, talk 
with someone who has done a number of commercial transactions 
prior to trying to blaze a new trail. I can promise you that the 
commission won’t be worth it if your client ends up with a poorly 
negotiated lease or is in the wrong location. There are many qual-
ified commercial Realtors who can help you out and you will still 
make money without the extra headache. 

Please reach out to me at 757-580-2991 (david@aforealty.com) 
or Commercial Council vice-chair Rob Waring at 757-438-3591 
(rob@beachsouthrealty.com) to talk through any of these items or 
to discuss any other items related to commercial transactions.  ⌂⌂

(Best practices for commercial real estate, continued from page 31)

Crime Prevention Month: “Safety can be dangerous!”, continued from page 21)

about your safety and security. I am about empowering individu-
als to take responsibility by arming themselves with tools and 
knowledge.  
 The police will not always be there, so we must work together 
and be proactive and bring awareness through education, em-

powerment and enforcing the basic principles of true crime pre-
vention, which makes a difference and stop the violence in our 
country and gives people the peace of mind and confidence for 
living safely in a dangerous world. ⌂⌂

mailto:david%40aforealty.com?subject=
mailto:rob%40beachsouthrealty.com?subject=
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Setting professional standards and easier transactions starts with yourself, continued from page 8)

Mortgage Mindset: Some scary lender stories for Halloween, continued from page 36)

transactions that we have a transaction manager and ask them 
to please coordinate all paperwork and scheduling through her 
and include her on all emails. We do this because, for us, this will 
get it done faster and more efficiently. We also make it clear that 
if there is ever a problem to directly call us, the agents.  
 Communication is the No. 1 complaint every year when the 
National Association of REALTORS® asks clients about their 
agents. I am willing to bet it would also be the No. 1 complaint of 
co-brokers if they asked them, too.  
 Closings can be stressful for all involved. The most important 
part of setting the standard for closings is to make sure and 

clearly lay out for your clients what is expected leading up to the 
closing as it pertains to utilities, move-out timelines, property 
condition after the move out, and timeline for possession and key 
transfer. Make this something you standardize to keep it simple 
and efficient.  
 For now (at least) we are back to in-person training, and 
HRRA is offering many educational courses. Make sure you are 
putting these into your schedule. Let’s all focus on improving 
ourselves and systems and improving our industry as we finish 
2021 and head into 2022.  ⌂⌂

would have made sure that secret account was really a secret.  
 Needless to say, the couple did not go through with the refi-
nance, and the house was listed for sale shortly after. 
 If you’ve been in the business for long enough, you’re going 
to see some things that scare you, and chances are you’re going to 
be on the other side scaring someone else. It happens. But aside 
from maybe the last story, a lot of time these frights come down 
to one simple explanation: miscommunication.  
 We’re not perfect, and we all know our clients seldom are (re-
gardless what we tell them), but communicating efficiently will 
hopefully reduce some of these heart-stopping scenarios. ⌂⌂
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have agreements with online providers such as McKissock or 

The CE Shop, and there is a link on their website. This counts as 

being provided through an association because you are accessing it 

through the association’s website.  

 HRRA currently has no online option. Private school providers 

do not meet the criteria of being provided through the association 

unless the association has hired a private school to put on a class 

at their association or virtually via an association’s zoom or other 

software. 

 For some good news, if you completed NAR’s Commitment to 

Excellence (C2EX) endorsement at any time during this triennial 

cycle, you have fulfilled your ethics training requirement. If you 

attended new-member orientation during the cycle, you have 

fulfilled your ethics training requirement.  

 If you are an NAR Emeritus member you are not required to 

take the training. If you took the course through your brokerage, it 

may not fulfill the requirement.  

 Check with your broker to determine if they submitted the 

course to HRRA for approval (local associations must review and 

approve the brokerage course to ensure it covers all the NAR 

requirements) and that your attendance, via a class roster or sign in 

sheet, was sent in to HRRA.  

 Currently, HRRA is retroactively approving brokerage 

courses that were delivered prior to October of 2021 if the broker 

sends in the course and the corresponding rosters. Effective 

Jan. 1, 2022, per new NAR rules going into effect, the brokerage 

must send their course to HRRA for review and approval (and 

make any required changes) and agree to send in all rosters.  ⌂⌂

new C2EX Action Steps and Learning Prospects, which 

moves a REALTOR® one step closer to the REALTOR® C2EX 

Endorsement: an award given to a REALTOR® for achieving 

excellence in all the in all the REALTOR® C2EX Competencies.  

 The REALTOR® C2EX Endorsement is a unique market 

advantage, identifying the REALTOR® as a well-rounded 

professional committed to providing superior customer service 

and representing the ideals of the REALTOR® organization. 

 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. 

 The Commitment to Excellence Program will encourage use 

of the C2EX Pledge of Performance, an assurance provided by a 

REALTOR® to their consumers, fellow brokers and agents, and 

by brokers/managers to their agents, detailing their commitment 

to professional excellence through the Commitment to Excellence 

Program. Also, as of November 2019, members who earn the 

Commitment to Excellence endorsement will satisfy the Code of 

Ethics training requirement. 

 Be an advocate for the future of our industry! Be committed 

to excellence! Go to www.C2EX.realtor today and get started with 

this award-winning program!  ⌂⌂

(From the Chair: Setting the (Professional) Standard with C2EX, continued from page 4)

(CEO Corner: The time is now to complete your triennial ethics,, continued from page 6)

Stay tuned for more information on 
HRRA's annual Installation and Service 
Awards, coming up in December at 

the Westin in Virginia Beach. 

Mark your calendars now!

https://www.nar.realtor/realtors-commitment-to-excellence
https://www.nar.realtor/realtors-commitment-to-excellence
http://www.C2EX.realtor
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Welcome, New HRRA Members!

Active REALTORS®: 3,701  

REALTOR® Life:  42

REALTOR® Emeritus: 98

Affiliate Members: 786 

Affiliate Offices:  233

HRRA MEMBERSHIP AS OF AUG 30, 2021

PROSPECTIVE REALTOR® MEMBERS

Shelley M.Akili  Christopher Jordan Inc. 
Courtney Armstrong  Keller Williams Coastal Virginia 
Lisa L Brown  Inner Banks Real Estate Group Inc. 
Michael C. Camenisch  Swell Real Estate Co. 
Terry R. (R.J.) Carrington Jr.  Creed Realty 
Janet L. Chaves  Berkshire Hathaway HomeServices Towne Realty 
Donald G Corzine  Howard Hanna Real Estate Services 
Hannah N Crocker  eXp Realty 
Yaimet Daniel  Keller Williams Town Center 
Ashley Y. Demerly  Shaffer Real Estate Inc. 
Aaron Demoulpied-Racine II  Iron Valley Real Estate Virginia 
Kaileen M. Diaz  The Real Estate Group 
D’Andre J. Evans  Keller Williams Town Center 
Tyler J Evans  Vertical Real Estate 
Claire Frazier  The Bryant Group 
Jadeen Fuentes  Rose & Womble Realty 
Heather L Ford  Creed Realty 
Vincent C. Holley  EXIT Realty Central 
Felicia D. Holman  Keller Williams Town Center 
Savannah Jackson  Rose & Womble Realty 
Ashley M Jefferson  Keller Williams Town Center 
Nicole (Nick) Jefferson  Keller Williams Elite – Western Branch 
Helen M Jenkins  Coldwell Banker Now 
Nicole Jennings  Rose & Womble Realty 
Christine M Johnson  eXp Realty 
Kisha J. Johnson  The Real Estate Group 
Daughn Jones-Randle  Keller Williams Town Center 
Sabrina L. Jumaoas   Canzell Realty Inc. 
Jillian Kandatyan  The Real Estate 
David A, Kerley II  Seaside Realty 
Wai Man Lee  Shaffer Real Estate Inc 
Jessica M. Lewis  eXp Realty 
Alan J Martell  Howard Hanna Real Estate Services 
Kevon I. Martin  Creed Realty 
Anne M. Mason  Rose & Womble Realty 
Ona Matthews  The Bryant Group 
Adrianna Mattia  Fathom Realty VA LLC 
Christine McCrary  Century 21 Nachman 
Ackena K. Miller  Keller Williams Elite –Western Bramch 
Susan R. Moody  Rose & Womble Realty 
James T Moore  RE/MAX Ultra 
Candice S. Myers  Rose & Womble Realty 
Nicholas Niang  Exit Realty Central 
Brandon A Obasogie Jr  Redfin Corp 
Bria M.Oliver  eXp Realty 
Andrea Venita Parker  Parker Platinum Real Estate 
Ronald Lee Parker  eXp Realty 
Lakisha S. Pile  Exit Realty Central 
Michael K. Putt  Coldwell Banker Now 
Daniel Read Quarles  Keene Woods Realty LLC 
Adrielle R. Roxas  Atlantic Sotheby’s International 
Michelle E. Rush  Rose & Womble Realty Co.   
Vanessa M. Setzer  Momentum Real Estate LLC 
Evan Shamon  AtCoastal Realty 
Sarah Catherine Sheppard  Keene Woods Realty LLC 
Sedne Sibley  Fathom Realty VA LLC 
Christopher R. Simon  eXp Realty LLC 
Lakia Sims  Canzell Realty Inc. 
Ronald L. Singletary  Keller Williams Elite –Western Branch 
Stephanie M. Syring  Keller Williams Town Center 
Reamie J. D. Tabin  eXp Realty 

Guadalupe M. Thompson   Keller Williams Realty 
LajShon Thompson   Keller Williams Realty 
Elizabeth W. Tuck   Howard Hanna Real Estate Services 
Raven K. Wade   The Real Estate Group 
Kelley Walker-White   Seaside Realty 
Roslyn Watkins   Victory Allegiance Realty 
Mon West   The Real Estate Group 
Amy E. White   Rose & Womble 
David Michael Whitehurst   OWN Real Estate 
Aaron Weisenhutter   The Bryant Group 
Cedric R. Williams II   Atlantic Sotheby’s International 
Randall K Williams   eXp Realty 
Natalie Willis   Keller Williams Coastal Virginia 

 

NEW AFFILIATE MEMBERS
AnnieMac Home Mortgage   Rebecca Amos-Mohrhusun 

Pentagon Federal Credit Union   Albany Busch 

Alcova Mortgage   David Velazquez 

NEW SECONDARY MEMBERS 
Sonya K. Grafton   Green Tree Realty Hampton Roads 

NEW BROKER FIRM 
Reeds Real Estate   Kelvin Reed 

Parker Platinum Real Estate   Andrea Venita Parker

NEW SECONDARY BROKER FIRM 
Fathom Realty VA LLC, Newport News   Jon May 

Inner Banks Real Estate Group   Lisa L. Brown
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Fall into a clean home this fall, continued from page 38)

Closings  
Made Simple

Serving the 757 (757) 410-8077  •  landmarktitleva.com

can do to make that warm welcome last even longer. 
 If you don’t change your outdoor welcome mats each season, 
not to worry. But you should be cleaning them regularly to get rid 
of the dirt and dust that accumulates. Either hose it down and let 
it drip dry by hanging upside down over an outdoor chair or give 
it a good whack with a broom. But who doesn’t love the look of a 
fresh new mat every now and then? 
 Hero tip: If you are using pumpkins to decorate, you can make 
them last even longer by spraying them with a bleach solution. 
Simply mix one tablespoon bleach with one quart of water and 
put in a spray bottle. Spray the inside (if carved) and outside to 
keep mold and mildew at bay. 
 Looking for a more natural alternative? Add two tablespoons 
vinegar and 1 teaspoon lemon juice to a quart of water and spray. 
Rub petroleum jelly on the inside and carved parts of the pumpkin 
to prevent it from drying out and losing its shape. 

Clean The Gutters 
Let’s be honest. Your gutters are probably going to get filled up 
again over the course of the season. But in order to keep them 
functioning, it’s a good idea to clean them out at least twice a year. 
If they are clogged, you could possibly end up with a damaged 
exterior or worse, flooded interior.  
 You can simply remove as much debris as possible with your 
hands and then use a garden hose or power washer to clean out 
the rest.  
 Hero tip: Since you are likely going to be on a ladder anyway, 
why not install gutter guards to prevent debris from filling your 
gutters this season?  

With these handy tips for preparing both the inside and outside 
of your home this season, you are well on your way to finally 
enjoying that the season as you relax by the fire pit. Happy fall!   ⌂⌂ 

http://www.landmarktitleva.com

