
Hampton 
Roads REALTOR®

VOLUME 42, ISSUE 11 • DECEMBER 2021

 REALTORS® Had a  
Heart all across  
Hampton Roads in 202120 36 Resilience, growth  

and HRRA’s new  
DEI Committee24 Feeling the holiday 

stress? Let this be the 
year you stress less

THE YEAR IN REVIEW

ALSO INSIDE:



2     Hampton Roads REALTOR® • December 2021

REALTOR®CONTENTS Hampton 
Roads

FEATURES 
8  The future is looking bright  

10 Will you help move the 20%  
to 37%? 

12  HRRA Foundation donates 
$5,000 to Living River Trust 

15  HRRA’s Government Affairs will 
be at the forefront in 2022

16  Commercial, residential 
markets can work together to 
transform our market  
in 2021  

20  REALTORS® Had a Heart all 
across Hampton Roads  
in 2021 

22  Alpha College First-Quarter 
2022 Class Schedule 

23  ‘Tis the season to bring holiday 
harmony to your community

24  Feeling the holiday stress? 
Let this be the year you 
stress less 

25  Bravo to you and best wishes 
for 2022 

27  Make 2022 a meaningful year 
one hour at a time 

28  Unstaging for the holidays

29  2021 HRRA Partners

30  The 2021/2022 markets: 
Where have we been, and 
where are we going?

32  There’s a place at HRRA for 
each of us to shine

33  Proceeds from HRRA’s inaugural 
Mini Golf Tourney assist CHKD

34  The Affiliates energy of 2021! 

36  Resilience, growth and 
HRRA’s new DEI Committee

37  It was a formidable year for 
property management 

38  Reflecting on 2021 and poised for 
a great 2022  

39  Winner, winner, chicken…
BREAKFAST!

42  One last look at Professional 
Standards for 2021  

44  I can’t pay my tax bill: What are 
the options for me?

 IN EVERY ISSUE
3 From the Chair

5 CEO Corner

6 A Picture is Worth  
1,000 Words 

9 That's Who We R REALTOR®  
Spotlight

13 Affiliate Spotlight

18 Motivational Corner

26 Safety First

29 Thank you to our 2021  
HRRA Partners

31 Mortgage Mindset

40 Legal Corner

47 Welcome New Members

ADVERTISERS
OVM Financial – 8

TowneBank Mortgage – 11

Taskativity – 17

Fulton Bank – 19

AAFMAA – 26

TitleQuest – 48 

Hampton Roads REALTORS® Association

Chairman of the Board: Tanya Monroe

Chairman-Elect: Barbara Sgueglia

Vice-Chairman Finance: Jeremy Caleb Johnson

Immediate Past Chair: Cindy Hawks White

Executive Committee: Margaret Richardson, Remona 

Murmillo, Sherri Thaxton 

DIRECTORS: 

Hampton Roads REALTOR® Magazine

This magazine is published 11 times per year by the 

Hampton Roads REALTORS® Association, Inc. (HRRA), 638 

Independence Parkway, Suite 100, Chesapeake, VA 23320. 

HRRA reserves the right to edit or refuse all submissions for 

publication. HRRA reserves the right to receive royalties from 

some programs and services. Views and advertising expressed 

in this magazine are not necessarily those of, nor endorsed by, 

HRRA. The Hampton Roads REALTOR® was created for the 

members of HRRA by BIZPORT. 

Editor: Victoria Hecht, vhecht@HRRA.com

Advertising Sales: Misty Pritchett, mpritchett@hrra.com 

Design/Layout: BIZPORT

Copyright © Hampton Roads REALTORS® Association; all 

rights reserved. 

Leigh Anne Parks 

Lee Cross

Ken Boyer

Jimmy Jackson

Emil Nazaryan

Jennifer Cool

Jon McAchran

Linda Harrison

Christie Woytowitz

Betsy Hughes

David Tunnicliffe

Monique McClellan

Nelene Gibbs

Lee Halyard

Alan Thompson

mailto:vhecht%40hrra.com?subject=
mailto:mpritchett%40hrra.com?subject=
http://www.bizportdoes.com


Hampton Roads REALTOR® • December 2021    3 

 FROM THE CHAIR

HRRA’s year of change, 
accomplishment and moving forward

Tanya Monroe, CRB, 

C-RETS, PMN, GRI, 

ABR, PSA, ePRO, 

AHWD, SFR, C2Ex

2021 HRRA 

Chairman  

of the Board

Hello, HRRA! I cannot believe I am writing 
my last article as your 2021 Chairman of the 
Board! In January of this year, I expressed 

how excited and honored I was to serve as your 
Madame Chair, and I am still feeling the same way 
because of all the wonderful achievements that have 
occurred in such a short timeframe.  
 HRRA made a “HUGE” decision 
to transition from management-
contracted staff to an indepen-
dent self-managed association. 
As I have stated before, our 
2020 Leadership Team and 
Board of Directors made the 
decision about being self-
managed because it was the 
best business decision for  
our members! 
 Believe me it was not 
easy! We started January with 
the hiring of our wonderful CEO, 
Dr. Dawn Kennedy, and five other 
support staff. Our phones were ring-
ing “off the hook” because during this time 
our annual dues were being collected, and we were 
still in the process of hiring additional staff. Also, we 
were starting committee and council volunteer meet-
ings, many times without the required staff. With all 
of this and more going on, our Leadership Team and 
Board of Directors kept moving forward!  
 On a positive note, with this major change in 
our association this year of being self-managed and 
changing the staff, overall it created tremendous op-
portunities to set new standards in both achieving 
higher levels of success and how all these activities 
help our members and association to achieve its mis-
sion. 
 Our association now has a strategic plan. This 
plan includes specific strategies, objectives, and im-
portant ideas for the future of HRRA. This strategic 
plan, along with our Vision Statement, which is “Be 
the Center for Real Estate Professionals,” and our 
Mission Statement, which is “The Hampton Roads 
REALTORS® Association is to enhance the ability of 
REALTORS® throughout Eastern Virginia to achieve 
business success in an ethical and professional man-
ner, and to protect and preserve private property 

rights,” makes a successful combination. It is a com-
bination that will basically keep leadership focused 
on helping members be even more successful in  
real estate. 
 In addition, we focused on using the Four 
Disciplines of Execution® (Covey) as our guide/

playbook, which our leadership had 
identified three critical areas, known 

as WIGS (Wildly Important Goals) 
in developing our association 

strategic plan. They are: 

• WIG #1: Managing 
broker, firm owner and 
member engagement with  
association promotion. 

• WIG #2: Education, 
training and engagement 

with/for current and new 
leadership, membership and 

staff. 

• WIG#3: Use our values to define 
opportunities for our members and  
our community. 

 In addition to these three goals, leadership made 
sure to incorporate the National Association of RE-
ALTORS® Core Standards listed below to have strong 
policies in place to ensure integrity of our operations 
which will be completed on an annual basis.  

•  Code of Ethics  
•  Advocacy 
•  Consumer Outreach 
•  Unification Efforts and Support of the REALTOR® 

Organization 
•  Technology 
•  Financial Solvency 

 Making sure that these Core Standards are in-
cluded, and how we will work with our new staff to 
ensure these requirements are met, is crucial. These 
critical functions of the association and all areas are 
to be properly delegated to leadership, committees, 
and/or staff as needed. In addition, our association’s 

To all the  
outstanding  

individuals who  
volunteered to serve on our  

Leadership Team, Board  
of Directors and Executive 

Committee, thank you! To all who  
volunteered as a chair/vice chair 
or as a member of a committee/
council/advisory group, thank 
you! To all our broker/owners  
and members, thank you! To  

our CEO and awesome  
staff members,  

thank you!

(continued on page 9...)

mailto:tanya.monroe%40bhhstowne.com?subject=
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"Discover Commercial
Real Estate" 

with Heather Placer Mull
MAI, SRA, CCIM, ASA 

Co-sponsored By The Mid-Atlantic 
CCIM Chapter

Commercial and residential transactions in real estate can
differ vastly. Explore basics of the commercial real estate

sales and leasing business followed by case study examples
of various commercial transaction complexities.

$20 Course Fee Includes A Boxed Lunch

January 19th 11am-2pm
HRRA Classrooms

Register at www.hrracommercial.com/events
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We’ve come a long way, HRRA 

Dr. Dawn Kennedy, 

CAE, RCE, C2EX, 

GREEN, ePRO

HRRA CEO

Wow, the journey we have been through to-
gether! I remember getting the call in ear-
ly December that I would be a candidate 

for interview for HRRA’s CEO position. After the first 
interview I was excited to receive the news that I had 
made the final list of candidates. 
 I know that I was up against some fine 
competition. Hampton Roads is a very desirable area 
for relocation. I felt the interview went well, 
and it is so wonderful to look back and 
understand who the people were 
who interviewed and how many 
I now consider more than 
just business relationships 
but friendships. 
 When I arrived mid-
January, the task was 
daunting. We did not have 
our phone systems set up 
or even computers. I got 
here as we were nearing 
the due date for National 
Association of REALTORS® 
(NAR) and Virginia REALTORS® 
dues and leadership extending the 
time to sign up for a deferral of dues 
until July 31 with a $75 deferral fee. Data was lost in 
the transition, which made things very difficult.  
 I assessed the situation and thought, “What a 
challenge — a large association, growing by leaps 
and bounds with only four employees, who of which 
were dedicated to Alpha.” We now have a fully formed 
team, and we all are looking forward to delivering on 
the strategic plan. 
 I have shared this story before but not to the 
whole membership. I read a book titled “When God 
Winks at You” about how coincidences are mini-
miracles and somehow validates that we are all here 
for a reason. There is a greater plan.  
 Before I accepted this position, I routinely drove 
past Honey Locust Road, worked on Independence 
Drive and bought a home on Esplanade Avenue. When 
I accepted this position on Independence Parkway, a 
wonderful REALTOR® found my home.  

 Sight unseen, I trusted her and signed a lease. It 
is on Esplanade Place, and I drive past Honey Locust 
Drive on my way home each day. Coincidence? Or a 
greater plan at work? I would like to think the latter.  
 Although most members may not see the 
difference in the internal changes at HRRA, I see 
and feel them every day. I am so grateful to my staff 
team and the leadership for placing their trust in me 
and helping me every day to further HRRA. We have 

accomplished much is a very short period  
of time.  

 I want to thank, one more time, 
all the volunteers who made my 

first few weeks here welcoming 
and created an environment 
we can thrive in. Thank you 
again to all the YPN members 
who moved desks and tables. 
Thank you to Deborah Baisden 
for helping me settle into my 

new hometown. Thank you to 
Cindy Hawks White, who set up 

all our office equipment. Thank you 
to Barbara Sgueglia for answering all 

those member calls about dues. Thank 
you to Chairman Tanya Monroe, who whenever 

I was doubting myself, told me, “You are the one. You 
can do it.”  
 As we round out the year, I remind everyone 
to check their Code of Ethics status with NAR via 
this link: www.nar.realtor/about-nar/governing-
documents/code-of-ethics/code-of-ethics-training. 
Remember that if you achieved the C2EX 
designation within the three-year cycle, you do not 
need NAR’s Code of Ethics training to meet your  
ethics requirement.  
 I beseech you all to be safe and practice your 
trade safely and smartly. Remember that NAR has 
safety resources for you that can be found at this link: 
https://www.nar.realtor/safety. Finally, I wish you all 
great success in the coming new year! 
 Happy selling!  ⌂⌂

 CEO CORNER

I have shared  
this story before but  

not to the whole 
membership. I read a 

book titled “When God 
Winks at You” about how 
coincidences are mini-
miracles and somehow 
validates that we are all 

here for a reason.  
There is a greater  

plan.

mailto:dkennedy%40hrra.com?subject=
http://www.nar.realtor/about-nar/governing-documents/code-of-ethics/code-of-ethics-training
http://www.nar.realtor/about-nar/governing-documents/code-of-ethics/code-of-ethics-training
https://www.nar.realtor/realtors-commitment-to-excellence
https://www.nar.realtor/safety
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A Picture is Worth 1,000 Words
 RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

Hot competition at HRRA’s Chili Cook-Off & Tailgate Party 

There can be only one winner of HRRA’s Chili Cook-Off & Tailgate Party (well, OK, three), and the people and firefighters have chosen: 

People’s Choice, OWN Realty Norfolk; First Place Overall, Judy Reed Realty; and Second Place Overall, Keller Williams Hilltop! 

Congrats! Thanks to the Affiliates Council for organizing October’s perfect fall event, which drew a record attendance; to Chesapeake 

Fire Station 4’s stomachs of steel for judging all 20 entries; and to everyone who brought donations of toiletries and cash to help local 

schoolkids in need via the Community Involvement Advisory Group’s REALTORS® Have a Heart program. Thanks to member 

generosity, HRRA donated hundreds of pounds of toiletry items to Chesapeake students via the city public school system. (Next up: 

Please give generously to the REALTORS® Have a Heart Holiday Gift Drive to help Norfolk students (age 13-18) in need. Please drop 

off unwrapped gifts at HRRA by Dec. 6. See the ad in this issue to learn more; visit https://hrra.com/holiday-gift-drive-and-wrapping-

party/ for the students’ full wish list.)  – Victoria Hecht, Vice President of Communications, Public Relations and Media Relations

https://hrra.com/holiday-gift-drive-and-wrapping-party/
https://hrra.com/holiday-gift-drive-and-wrapping-party/
mailto:vhecht%40hrra.com?subject=
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Wow! Here we are at the end of 2021, and 
what a year it has been! I just returned 
from my annual three-day business plan-

ning retreat, where I go to set a marketing plan, bud-
get and operational goals for my next year. I can say 
that last year in 2020 it was a difficult process not 
knowing what was going to happen after the 
election, COVID-19 and all of the chang-
es happening in real estate and  
the country.  
 This year, though, I feel 
much stronger in my projec-
tions and much more confi-
dent in our local association, 
the industry and the real es-
tate economy in the country. 
First, locally. The changes 
in our association that were 
started with Cindy Hawks 
White in 2020, executed strongly 
with Tanya Monroe in 2021, and 
heading into the future with Barbara 
Sgueglia, our chairwomen of the board for 
their respective years, have us on the right track for 
controlling our future.  
 We now have a stronger position than we have 
had in years for being able to handle both the up and 
downturn markets. I applaud them for stepping up 
and leading the charge for us all.  

Our industry 
 In the real estate industry we are seeing more 
changes, at a faster pace, and with more outside mon-
ey being pumped into the real estate than we ever 
have (definitely during my 32 years in the business). 
I can remember (1993 National Association of REAL-
TORS® president) William Chee’s speech about three 

decades ago to NAR when he warned of the “lion com-
ing over the hill” to invade the real estate industry.  
 He warned that our MLS was going to have all 
the data released to the consumer, and many thought 
that would be the death of our business. Well, we 
know now that the consumer has access to all of the 

properties online, and you know what? Our 
industry is still going strong. In fact, it 

is stronger than ever!  
 There are more homes be-

ing sold at a higher price and 
with more agents than we 
have ever had. Today, we are 
seeing more outside money 
from institutional investors, 
startup speculators and 
stock market IPOs than we 

would have imagined back 30 
years ago. There is no doubt 

that we are changing from a 
predominately localized industry 

to an industry where big money and 
big data will play a larger and larger part.  

The real estate economy 
 I have to say, as someone with a degree in eco-
nomics, it is crazy what we are seeing in the market-
place. We have a major company bailing out of iBuy-
ing, while others are moving strong in that direction. 
Recent events are causing even further strain on the 
limited inventory as there are institutional investors 
buyer up thousands of properties and holding them to 
be long-term rentals.  
 One company has set aside over $10 billion to 
purchase single-family homes to be rentals. So, what 
do we tell our clients? Is it a good time to sell? How 
about our buyers? Should they wait? Everything I see 

 

The one  
constant that I  

have seen throughout  
my career, regardless of the 

up and down markets, is that 
the agents and brokers who 
continue to keep their focus 

on their local market, im-
prove their education level, 
and commit to being their 

best every day for their  
clients will be the ones  

who survive and  
thrive.

The future is looking bright  

Alan Thompson, 

CRS, GRI

Chair, Resale Council 

NMLS ID #86788

Financing your dream home has never been easier.
Start today at ovmfinancial.com/QuickStart

(continued on page 15...)

mailto:alan%40luckyhomes.com?subject=
mailto:alan%40luckyhomes.com?subject=
http://ovmfinancial.com/quickstart
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“That’s Who We R” 
REALTOR® Spotlight
WHO: Kimberly Johnson, CRS, SFR, 
AHWD, SRES, Berkshire Hathaway 
HomeServices Towne Realty  

HRRA MEMBER SINCE: 2006

REALTOR® ACTIVITIES/ACCOLADES:  
I’ve been a HRRA Circle of Excellence 
Awardsm recipient every year since joining 
with Platinum as my highest level of 
achievement thus far. I also serve as 2021 
vice chair of HRRA’s Resale Council.

COMMUNITY INVOLVEMENT: I served 
on the Mayor’s Super Hornet Commission 
for two years. I also served as a full-time 
board member of Citizens Concerned 
About Jet Noise (CCAJN) for 10 years, 
and was recruited as chairperson when 
the initial leader, a retired Navy captain, 
stepped down after several years of service. 
I was also a Elizabeth Manor & Country 
Club (EMCC) board member and served 
as president of the EMCC Ladies’ Tennis 
Association. I also served as youth services 
coordinator for the City of Chesapeake, as 
chairperson of the Chesapeake Mayor’s 

Committee on Youth, was Crisis Center 
Hotline consultant, was a substitute teacher 
for Virginia Beach City Public Schools 
and was a Ronald McDonald House board 
member. I am a lifetime member of the 
Cape Henry Racquet Club and a member of 
the Thoroughgood  
Civic League.
  
I CHOSE TO BECOME A REALTOR® 
BECAUSE: The level of professionalism, 
camaraderie, opportunities for continuing 
education and homeowner advocacy  
are unparalleled.

FAVORITE REALTOR® BENEFIT:  
Vendor discounts, especially at Office Depot. 

FAVORITE HRRA ACTIVITY AND WHY: 
Listening to guest speakers at committee 
meetings because I love to learn and apply 
the knowledge gained to serve my clients to 
the best of my ability.
 
MOST MEMORABLE HRRA MOMENT: 
Receiving a National Association of 
REALTORS® REALTOR® Magazine 

“Certificate of Appreciation” for my 
volunteer work with the City of Virginia 
Beach and CCAJN board, which ultimately 
contributed to the development of the 
AICUZ disclosure form and curbing further 
high-density encroachment around  
NAS Oceana.    

I AM PROUD TO CALL MYSELF A 
REALTOR® BECAUSE: By following 
our Code of Ethics, REALTORS® add 
tremendous value to the lives of those 
among us in a multitude of ways.

BEST PIECE OF ADVICE FOR FELLOW 
REALTORS®: Live by “the Code.”

Kimberly 
Johnson

business or strategic plan includes Diversity, 
Equity, and Inclusion (DEI), Fair Housing and 
REALTOR® safety components. 
 To all the outstanding individuals who 
volunteered to serve on our Leadership Team, 
Board of Directors and Executive Committee, 
thank you! To all who volunteered as a chair/
vice chair or as a member of a committee/coun-
cil/advisory group, thank you! To all our bro-
ker/owners and members, thank you! To our 
CEO and awesome staff members, thank you! 
We all have made it through 2021 despite all  
its challenges.  
 Now it time to say, “Hello, 2022,” and keep 
moving forward! Great things are in store for 
this Association! 
 I am looking forward to supporting our 
2022 Leadership Team led by Barbara Sgueglia 
as incoming Chairman of the Board and con-
tinuing to serve on our Board of Directors.  
 As I have noted many times, thank you 
for giving me the opportunity to serve as 
your Madame Chair 2021!  This is where my 
REALTOR® heart resides!  ⌂⌂

(From the Chair, continued from page 3)
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80% of HRRA Members are NOT RPAC Investors. 

$15 is all it takes.   

CLICK HERE TO SHOW YOUR SUPPORT TODAY! 

Isn’t your business worth it? 

• Protecting your business throughout the COVID-19 pandemic: Virginia 
REALTORS® fought to keep real estate in Virginia open for business, working with 
policymakers and regulators to set up rules to protect the health and wellbeing of you 
and your clients while doing business. This helped lead to a record-breaking real estate 
market in Virginia.  

• Protecting housing providers: Virginia REALTORS® worked with government 
leaders of Virginia to establish and promote the Virginia Rent Relief Program, providing 
direct financial support to landlords whose tenants have been impacted by COVID-19.  

Thank you to all HRRA members who have made the commitment to give to RPAC.  
Special thanks go out to HRRA’s 52 Major Investors and to the RPAC team who have 
worked so hard in 2021.  ⌂⌂

Mary Ross Ellsworth

 

Chair, RPAC 

Fundraising 

Committee 

Will you help move the 20% to 37%? 

HRRA MEMBER PARTICIPATION

RPAC Investors

Non-Investors

20%

https://ai360.aristotle.com/AI360FormBuilder/Form.aspx?dbid=2e166870-894a-423a-a6f7-6560a8904c6c&page_id=9247
mailto:mary.ross%40bhhstowne.com?subject=
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http://www.townebankmortgage.com


12     Hampton Roads REALTOR® • December 2021

A healthy environment is imperative to quality 
of life. To this end the Hampton Roads 
REALTORS® Association’s HRRA Foundation 

recently donated $5,000 to the Living River Trust.  
 The Trust, a Norfolk-based Coastal Virginia 
nonprofit, administers the nation’s first in-lieu fee 
mitigation program to provide mitigation of river-
bottom impacts by funding restoration. It also strives 
to place green space along the Elizabeth River in 
conservation, particularly smaller 
urban parcels, and is the only locally 
based land trust within the Elizabeth 
River watershed. Open space is rare 
in an urban watershed such as the 
Elizabeth River’s.  
 Donations like HRRA’s allow the 
Trust to put down payments on parcels 
in need of mitigation or conservation, 
and each parcel is intended to 
positively impact communities. Not 
only is quality of life improved for 
marina life within the watershed, 
but communities benefit from the 
positive impacts of green spaces and 
trails, kayak launches and shoreline 
restoration. 
 “This Trust ties together Hampton 
Roads and is critical for the betterment 
of our region and enhancement of the 
quality of life for all,” said HRRA 
Chairman of the Board Tanya Monroe.  
 Added Bob Hume, treasurer of the 
Living River Trust, “We are grateful 
and look forward to partnering with 
the HRRA Foundation in the future.”  
 The Trust’s conservation efforts 

have included a 5-acre Portsmouth parcel utilized for 
conservation easement, 9 acres that became Virginia 
Beach’s new Ferry Point Park, and 500 acres purchased 
and transferred to the Great Dismal Swamp National 
Wildlife Refuge in Suffolk and Chesapeake. Learn 
more at https://www.livingrivertrust.org/. 
 The nonprofit HRRA Foundation is a channel for 
the charitable and community service energies of the 
professional real estate industry.  ⌂⌂

HRRA Foundation donates 
$5,000 to Living River Trust

Victoria Hecht

Vice President of 

Communications, 

Public Relations and 

Media Relations

JOIN US ON TIKTOK!
Follow us @hrrarealtors

Stay up to date on news and events!
You can also find us on Facebook, Twitter, and Instagram

Participating in the presentation of a $5,000 donation from the 
HRRA Foundation to the Living River Trust, from left, are: Norma 
Pagán, HRRA community and public affairs coordinator; Jennifer 
Cool, who serves on the HRRA Board of Directors and as a Living 
River Trust trustee; Liz Friel, Living River Trust executive director; 
HRRA Chairman of the Board Tanya Monroe; Bob Hume, Living 
River Trust treasurer; HRRA Chairman-Elect Barbara Sgueglia; 
and HRRA Dr. Dawn Kennedy, HRRA CEO.

https://www.livingrivertrust.org/
https://www.tiktok.com/@hrrarealtors?
https://www.facebook.com/hrrarealtors/
https://twitter.com/HRRAREALTORS
https://www.instagram.com/hrrarealtors/
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Affiliate Spotlight:  Southern Auto GroupGET 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: Southern Auto Group

Territory: Serving Virginia Beach, Chesapeake, Norfolk, Portsmouth and 
Suffolk for over 40 years 

Company details: https://www.drivingsouthern.com and https://www.
facebook.com/SouthernAutoGroup

Year company established: The first of nine new-car franchised 
dealerships was established in 1979.    

HRRA Affiliate member since: 1995 

Company specialties:  The Southern Auto Group specializes in the sale and 
service of new and pre-owned vehicles. Plus, body work repair and painting 
through our two collision centers. 

Why we joined HRRA: To connect and cultivate our relationships with 
business associations like HRRA, who have a need for our products and 
services. Also, to collaborate with the REALTORS® and Affiliates on projects 
and events that help the community.

Why we got into this business: It's a people business, and it's interesting. 
Sometimes it can be challenging when it comes to providing an essential 
product and service to consumers. There's never a dull moment!

Why we love doing what we do: The car business is fulfilling, especially 
when you help someone with very little credit get approved for a loan, or 
you repair a vehicle to make it reliable transportation for a family. Also, 
we're given opportunities to give back to the community by supporting local 
charities like United Way and FestEvents.

Our favorite satisfied-customer story: It's satisfying when you have 
customers who have bought vehicles from you for years and then their 
children are now buying vehicles from you. Loyalty is nice!

Our favorite HRRA event and why: We enjoy all HRRA events because there is a feeling of camaraderie among the REALTORS® 
and Affiliates to do business together. 

Most memorable HRRA moment: We've had the pleasure of being a sponsor of the Circle of Excellencesm annual Awards Gala. It's 
like the Academy Awards for REALTORS®. It's nice to see the real estate industry celebrate each other! 

Best piece of advice to REALTORS®: Since your clients frequently ride with you to look at homes, your vehicle is a reflection of your 
success.

The one thing we want REALTORS® to know about our industry is: The Southern Auto Group is here to help you with all your 
automotive needs! We have nine dealerships, one wholesale center and two collision centers. “Before You Buy, Give Southern A TRY!”

https://www.drivingsouthern.com
https://www.facebook.com/SouthernAutoGroup
https://www.facebook.com/SouthernAutoGroup
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Whew! This election cycle was a whirl-

wind for Virginia, and now that it is con-

cluded, we can reflect on the results and 

what they can mean for the real estate industry in  

Hampton Roads.  

 Virginia’s governor-elect, Glenn Youngkin, brings 

his experience as a business leader to the 

statehouse. He is not only a native 

Virginian, but he also grew up in 

Virginia Beach.  

 What does that mean to 

the real estate industry in 

Hampton Roads? It means 

we have a governor with 

knowledge of the unique 

challenges and treasures 

of our area. We will 

watch carefully to see and 

understand how he will act 

to improve our state and our 

region, particularly as it relates 

to issues like flood mitigation and 

economic development.  

 Turning our attention to the future, HRRA’s 

Government Affairs program will hold our newly 

elected officials accountable to the real estate industry, 

and we will report on the track records of legislators 

at the state level as well as the local level.  

 In addition, we will seek to deepen relationships 

with local governments in all the Southside 

municipalities so that HRRA is not just an interested 

entity, but is also a strong voice in making our 

communities stronger.  

 The New Year will bring new opportunity for 

Government Affairs to monitor, and when necessary, 

push legislation to help you grow your business.  

 As you know, real estate is the lifeblood of 

a thriving economy, and we want to advocate on 

behalf of our members and Affiliates to keep our 

industry strong and moving forward no matter 

the economic status of our state or  

federal government.  

 There is another round 

of elections coming in 2022. 

We will be at the forefront 

of vetting candidates and 

only supporting those we 

are confident will work 

for our industry. The state 

legislature is set to start 

redistricting that will impact 

the real estate industry, and 

we will keep you posted on if, or 

when, that process begins.  

 The Government Affairs Committee 

encourages and welcomes anyone who is 

interested in getting involved in the committee or 

government issues, like elections, to reach out to the 

2022 leadership to get connected.  

 We are excited for a New Year, and we are 

excited to fight for HRRA and take action to ensure 

that we continue to be “essential” to the prosperity of  

the Southside.  ⌂⌂

Kimberly Plourde

 

Chair, Government 

Affairs Committee 

HRRA’s Government Affairs will 
be at the forefront in 2022

The New Year 
will bring new 
opportunity for 

Government Affairs 
to monitor, and 

when necessary, 
push legislation to 
help you grow your 

business.

(The future is looking bright, continued from page 8)

still says that the real estate economy is strong and will remain 
so for the next two years.  
 Now, we may not see the fast-paced appreciation in double 
digits we have seen the last 18 months, but with interest rates 
still great (they were 12.5% when I bought my first house and 
went to 14%), inventory remaining low, and (hopefully) the econ-
omy being able to keep inflation at a manageable level, it looks 

like the real estate economy will continue to thrive.  
 The one constant that I have seen throughout my career, 
regardless of the up and down markets, is that the agents and 
brokers who continue to keep their focus on their local market, 
improve their education level, and commit to being their best ev-
ery day for their clients will be the ones who survive and thrive.  
 Their future is looking bright!  ⌂⌂

mailto:soldhamptonroads%40gmail.com?subject=
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David Tunnicliffe

 

Chair, Commercial 

Council

As we wrap up 2021, there are many things to 

look back on. However, it might be better to 

look forward to what lies ahead. Things have 

certainly changed over the last two years, but real es-

tate is resilient, and all reports are showing for ad-

ditional growth in all aspects in the commercial real 

estate market.  

 While residential and commercial transactions 

can vary, the two segments go hand in hand 

within our community. Working side by 

side, residential and commercial 

agents, developers and investors 

can make a difference within 

our communities by working 

together for the future of 

Hampton Roads.  

 Here is a quick recap 

and forecast on each indus-

try within the commercial 

market as of Nov. 18:

  

•  Multifamily: As more multi-

family developments become 

available in 2022, the vacancy rates 

will slowly increase over the next year. Rent-

al rates will continue to increase – however, 

not as aggressively as over the last 12 months.  

 

•  Retail: With steady increases over the last 

year, next year will continue to see steady 

growth. With only a few retail developments 

under construction, rental rates will slowly 

continue to rise, and vacancy rates will stay 

fairly consistent, if not show a slight decline.  

 

•  Office: With an 8% vacancy rate and minimal 

rent growth over the last 12 months, the office 

market will show slight decreases in the vacancy 

rates and rental rates will start to increase more 

aggressively as there are no new major office de-

velopments scheduled to be delivered over the 

next 12 months.

  

•  Industrial: Record rental growth and extremely 

low vacancy rates have been the headlines for 

the industrial market this past year. Next year 

won’t disappoint either. During the middle of 

next year there will be a number of new major 

developments delivered to the market, 

increasing the vacancy rate slightly, 

however by the end of the year, 

should be seeing record low va-

cancies similar to this year. 

Rental rates will continue 

to grow as many logistic 

companies and retailers 

seek warehouse space near  

the ports.  

There are multiple ways that 

residential and commercial agents, 

developers and investors can work 

together to transform the Hampton Roads 

community into an area that rivals the hottest mar-

kets around the country.  

 There’s really no reason why we can’t with all of 

the great things we have to offer. As developable land 

becomes more and more scarce, there are other ways 

to strengthen the community around us by re-purpos-

ing, re-developing and re-positioning real estate.  

 Home values, income levels and population drive 

retailers and corporate businesses to the area. How-

ever, which comes first? Working together to add val-

ue in each area of the city will slowly, but surely in-

crease home values, income levels and more retailers 

and corporations will come to the area.  

 While there is no one set solution, there are many 

ideas for us to explore to see this transformation. As 

Commercial, residential markets 
can work together to transform our 
market in 2021    

Working side  
by side, residential 
and commercial 

agents, developers and 
investors can make a 
difference within our 

communities by working 
together for the future  

of Hampton  
Roads.

(continued on next page...)
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this year comes to a close, continue to look around in the areas 

that you’re working and driving, and ask yourself, if you 

lived in this particular neighborhood, what you 

would like to see? What would bring value? 

What can be done to add value?  

 With some areas, it’s finding develop-

ers to work closely with municipalities 

to redevelop rundown portions of town, 

while other areas need basic services 

like fresh foods, gas stations, and oth-

er service providers. Some commercial 

parcels can be re-developed into multi-

family or even single family, while the op-

posite is true, too.  

 Find the need, find the connection and 

work together to change our area. Every busi-

ness owner owns a home, and most homeowners work 

for an employer or are the employer themselves. Talk with your 

clients to see how you can bring value to them and partner with 

other professionals to see it all come to a reality.  

 Looking back on the year, both residential and com-

mercial real estate has performed quite well, and 

the outlook shows that it will continue that 

way. Don’t miss out because it’s not in your 

“wheelhouse,” and don’t try to be the hero 

and do it all. Connect with your counter 

parts, commercial or residential agents, 

and do your part in transforming  

your community.  

 If we can be of any assistance or you 

have any questions, please contact me 

(757) 580-2991 or david@aforealty.com, or 

vice chair Rob Waring at (757) 438-3591 or 

rob@beachsouthrealty.com.  

 It has been our pleasure and honor to serve you 

as the 2021 Commercial Council chair and vice chair, 

and we’re looking for more growth and traction as JC Wynkoop 

takes over as this council’s chair in January.  ⌂⌂

Home values,  
income levels and 

population drive retailers 
and corporate businesses 

to the area. However, 
which comes first? Working 

together to add value in 
each area of the city will 
slowly, but surely increase 

home values, income levels 
and more retailers and 
corporations will come  

to the area.

(continued from previous page)
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Emil Nazaryan

At-Large Member, 

HRRA Board of 

Directors

The holiday season is upon us again. There is 

something magical about it. There is a reason 

why most of us look forward to this time of the 

year. Why is that?  

 Is it because of the soothing Christmas songs we 

hear all around? Is it because of the sweet smell of 

hot chocolate that gives us a sense of joy? 

Is it because of the anticipation of 

spending quality time with your 

most loved ones? Or is it because 

of heightened expectations of 

goodness and childish belief 

in something magical? 

 For most of us it’s all of 

the above. And more! What 

is this “more” part, the part 

that is above the ordinary? 

I believe it’s our increased 

gravitation towards the center of 

all goodness, the source of all joy and 

happiness. By the way, have you noticed 

something peculiar during the holidays? Don’t 

you notice more kindness around, more compassion 

and goodwill in others, as well as in yourself?  

 Now, imagine that you don’t have to wait for the 

holiday season to feel this way. What if this becomes 

your way of life? It most surely can, and when it does, 

it will be life-transforming. Let’s see what keeps this 

goodness hidden from us throughout the year. 

 It starts with judgment. We really like to judge 

people. We do this sometimes with a hidden sense of 

pleasure. We look for reasons to point out the flaws in 

others. This search for the flaws automatically blinds 

us from seeing even the glimpses of human goodness.  

 We are quick to point out all the things that 

are wrong with someone else. We evaluate others 

based on appearances, looks, social status, personal 

preferences, political views, belonging to certain 

groups and so many other characteristics. You may 

say, “Oh, no. You may be like that, but I’m above that. 

I’m not prejudiced at all.” I sincerely hope that’s the 

case, but I also know that it’s probably not.  

 Imagine you walk out of your car to get some 

coffee. A nicely dressed, well-groomed, 

well-mannered lady smelling of 

amazing perfume approaches 

you closely and asks you a 

question. How do you feel? You 

probably instantly like this 

person and happily answer  

her question.  

 Now imagine that a 

homeless person approaches 

you when you leave the car. 

He has a long and dirty beard, 

reeks of alcohol, wears dirty 

clothes, and he’s missing a tooth or 

two. He comes closer and closer to you.  

 How do you feel now? Don’t you want to take a step 

back, or even turn around and walk away in another 

direction as fast as you can? You may drop an abrupt 

phrase like, “Sorry, can’t help you.” If this is how you 

feel, then you, like most of us, have prejudices that 

are perhaps even unconscious.  

 Here is the catch. On the deepest level possible, 

past all adjectives, past the lifestyle, the social status 

and all other descriptions, in the very core all humans 

are the same. We all come from one whole indivisible 

source, and that’s why we are bound to be the same 

underneath all the programming and conditioning.  

 Our egos do a great job of keeping our view of 

others superficial and not letting us “go down” to 

another’s level. This separation of “me” from “them” 

is responsible for all our suffering and misery. 

Thankfully, there  
is a better way, a  

more peaceful, benign, 
tranquil and rewarding 

way of life. This door 
opens by learning to see 

the beauty of human 
nature, by recognizing 

ourselves in  
others.  

Seeing yourself in others

(continued on next page...)
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Inevitably, when this separation exists, we either feel superior 

or inferior, both of which can create suffering for ourselves and  

for others. 

 Thankfully, there is a better way, a more peaceful, benign, 

tranquil and rewarding way of life. This door opens by learning 

to see the beauty of human nature, by recognizing ourselves in 

others. It can take time and effort to master this skill, but it is SO 

worth the effort.  

 Let’s be honest. It’s much easier to see ourselves in others 

when they look either equal or superior to our self-image. 

It’s much harder though in the opposite scenario. Our ego 

immediately jumps out to protect itself from being dragged down. 

This is especially true in tense situations, such as arguments and 

heated conversations, let alone using physical force.  

 There is a solution. It is as sharp as a razor can get, and 

it can cut through all the protective layers of the 

ego and can directly touch the center of the 

heart. It’s called humility, which is accepting 

our own vulnerability. It has so much 

power behind it that it can stop wars, 

rivalry and explosive situations. It 

is the same power that was used by  

Mahatma Gandhi.  

 Let’s be realistic. No one expects 

us to become Gandhis. But we start 

with baby steps. If we take enough 

of those, soon we can be sprinting! So, 

what are some of these steps we can start  

taking today?

 

•  Practice addressing this inner essence of people. 

This can be done by complimenting, showing compassion, 

dropping a kind word or committing a random act of 

kindness. Watch the reaction of the receiver. It can’t be faked. 

It’s so genuine and instant that the ego doesn’t have time to  

cover it up. 

•  When you find yourself worked 

up about something and upset with 

others, stop. Pause for a second. Take 

a deep breath. Remember the timeless 

quote from the Bible, “He that is without 

sin among you, let him be the first to cast 

a stone.” This shift in perspective is sure 

to give you a better, more constructive 

solution that stems from compassion and 

not fury. 

•  Smile, smile, smile. Watch how your 

smile affects others and how it also affects yourself. 

See how contagious it becomes. How do you feel when 

someone genuinely smiles at you? Doesn’t something inside 

of you instantly put a smile on your face? That something 

is your own innermost human essence, your profound  

human nature. 

 Now, go and connect your human nature with its 

counterparts in others! At the end, you will come to a 

conclusion that there is only one nature, and we are all parts 

of it. We are all rays of sunshine emanating from the same, 

one and only sun.  

 Happy holidays!  ⌂⌂

Now, go  
and connect your 

human nature with its 
counterparts in others! 

At the end, you will 
come to a conclusion 
that there is only one 
nature, and we are  

all parts of it. 

(Motivational Corner, continued from previous page)
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Sherry Snyder 

Chair, Community 

Involvement Advisory 

Group 

What a year! I don’t know if I’m more men-
tally, emotionally or physically exhausted 
by all that happened in 2021. From being 

our first full year of the transition to self-manage-
ment for HRRA and staff, to continuing to navigate 
through COVID, to creating and trying to carry out 
new volunteer events, it has been a year! 
 For those of you who don’t know, Victoria Hecht 
is the HRRA staff member assigned to work with the 
Community Involvement Advisory (CIA) Group. 
When HRRA’s contact with our former 
management company ended, we 
had to say our sad goodbyes last 
year. When we learned that she 
had been hired from the man-
agement company to work 
directly for HRRA, we were 
ecstatic. You all know how 
much heart and organiza-
tional skills Victoria brings, 
and having her return to us 
was crucial.  
 I would be remiss if I 
didn’t give a shout out to Arlene 
Lawrence and HRRA staff for step-
ping in to cover a brief gap in Victo-
ria’s absence mid-year. 
 So, as returning chairman of CIA (under 
which the REALTORS® Have a Heart volunteer 
program operates) this year, I decided I wanted 
to try and implement some new opportunities for 
our group to reach more people and areas. We have 
some long-standing relationships with Edmarc  

Hospice for Children, the Ronald McDonald House, 
Habitat for Humanity and Union Mission, and we 
felt it was important to continue supporting those  
wonderful organizations.  
 However, with the challenges brought on with 
COVID last year and the delays it brought with ma-
terials, we set out in search of families or individuals 
in need of assistance where our hearts and physical 
labor could do a lot of good.  

 One of our committee members put me in 
touch with a church director in Chesa-

peake. She reached out to her el-
derly community and provided us 

with some names and projects. 
We narrowed it down to two. 
Now, to those who were in 
my group and participated 
in what was supposed to be 
a tear down and dispose of a 
dilapidated shed (thank you 
again to College Hunks Who 

Haul Junk for donating the 
dumpster), I’ll call them “real 

troopers” and probably contin-
ue to apologize to each of them for 

months to come.  
 Our second group, accompanied by 

CIA vice chairs Yvonne Covey and Tina Flow-
ers, did a tremendous job landscaping for an elderly 
couple who contacted me later and called us a “group 
of angels.” 
 Sadly, one project I fondly named our GreenUp 
Day was a somewhat of a bust. I must thank our CIA 
committee members, a few volunteers and Amiee Carr 
(of Affiliate member company Atlantic Bay Mortgage 
Group) as well as my three children and grandson for 
at least doing “our part” to help the environment.  
 I’m not giving up on it, though. Each week we all 
watch our trash and recycling float down our neigh-
borhood streets and inevitably into our marshes, 
creeks, reservoirs, etc. And each year, our group is 
asked by our members if they can bring their kids.  
 This event allows members and Affiliates to 
step outside their homes and work side by side with 
their neighbors and kids to clean up their very own 
neighborhoods. This can stretch across and help all of 

REALTORS® Had a Heart all 
across Hampton Roads in 2021 

When REALTORS®  
Have a Heart started 

in 2016, I said, “People 
want to volunteer. They 
just don’t know where 
to start. We’ve made it 
easy. All they have to 

do is sign up.”

(continued on next page...)
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Hampton Roads, which is exactly what being a REALTOR® is all 
about…bettering our communities.  
 When REALTORS® Have a Heart started in 2016, I said, 
“People want to volunteer. They just don’t know where to start. 
We’ve made it easy. All they have to do is sign up.” And, other 
than the “surprises” of not all projects being exactly as expected, 
I believe we have made it easy for our members and Affiliates to 
make a difference.  
 I’ve really enjoyed the conversations I’ve had working 
with someone for the first time on a project. I’ve deepened my 
friendships with others as we’ve shared this common interest. 

I think those who volunteer in any capacity, whether it be at 
a leadership level, running a council or committee, writing ar-
ticles for the magazine or showing up for a REALTORS® Have 
a Heart event, truly embody what it is to be a REALTOR® or  
HRRA Affiliate.  
 I will wrap up with a final thank you to my CIA leadership 
group, Victoria Hecht, HRRA staff and all of you who took time 
away from your business to help improve our community and the 
lives of others this past year. I look forward to next year and the 
continued growth of REALTORS® Have a Heart.  
 Happy New Year to you all!   ⌂⌂  

(REALTORS Had a Heart all across Hampton Roads in 2021, continued from previous page)
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•  Continuing Education: 8:30 a.m.-5:30 p.m. 
Jan. 11: 8 Hours: Related Topics (4 Hours Contract 
Pitfalls and 4 Hours Real Estate Pitfalls), $30 each
Jan. 13: 8-Hour Required Topics, $60.  
Feb. 10: 8 Hours Broker Management with 2 Hours 
Broker Supervision $60
Feb. 15: 8-Hour Required Topics, $60. 
Feb. 17: 8 Hours: Related Topics (4 Hours Contract 
Pitfalls and 4 Hours Real Estate Pitfalls), $30 each
March 15: 8-Hour Required Topics, $60.
March 17: 8 Hours: Related Topics (4 Hours Contract 
Pitfalls and 4 Hours Real Estate Pitfalls), $30 each

•  Post-Licensing Quick Start
March 21-25; $295 with Ethics class, $265 without 
Ethics class. Times will vary from day to day; students 
will need to call the office if they don’t need the full 
week of classes. Classes include Law and Boards; 
Finance; and Risk Management and Escrow. (Courses 
may be purchased individually.) 

•    Broker Licensing Law Class
 Feb. 21-25   More info TBD 

•    Broker Licensing Brokerage Class 9 a.m.-1 p.m 
    Feb. 21-25   Instructor: Doug Wolfe

• National Association of REALTORS® Designation 
Classes

    ABR/Wealth Building. More info TBD. 
  

•   Principles of Real Estate 3-Week Classes 
(Chesapeake campus; Monday-Friday, 9 a.m.-1:15 
p.m.)

  Jan. 4-25 (no class Jan. 17)  Instructor: Lisa Moore 
 Feb. 2-28 (no class Feb. 21)  Instructor: Lisa Moore 
 March 7-28 (no class Mar. 25) Instructor: Lisa Moore 
  

•    Eight-Week Principles of Real Estate (Chesapeake 
campus; Tuesday-Thursday, 6:15-10:30 p.m.)
Jan. 11-March 1  Instructor: Jim Williams 
The cost for Principles classes is $350 plus $58.30 for 
the textbook. *Students who take Principles and are 
recommended by an agent receive $10 off their book.

Visit the Alpha College of Real Estate website at alphacollegeofrealestate.com, call 757-427-1740, or 
log in to your member profile at HRRA.com to see the current course offerings and to register.

Don't forget that you can register for Alpha classes through your HRRA IMS log-in, too.

FIRST-QUARTER 2022 CLASS SCHEDULE

Alpha has configured its classrooms for more space between students. Students should continue to social 
distance and wear a mask while in the building. Sanitizing stations are available in the classrooms and elsewhere.
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The holiday season is the perfect chance for 
a homeowner’s associations (HOA) and its 
residents to engage and build better relation-

ships while bringing holiday festivities throughout  
the community.  
 Here are suggestions for your association to help 
bring fun and good tidings to your neighborhood:  

•  Form an Entertainment and Festivity 
Committee: Everyone loves enter-
tainment and festivities for the 
holidays. Spreading the magic 
of the season requires the 
right volunteers as well as 
holiday decorating, fun 
activities and parties. 
Your HOA may already 
have a social/entertain-
ment committee that is 
willing to take on the ad-
ditional duties.  

•  Time to “deck the 
halls”: No holiday season is 
complete without festive holi-
day decorations. The best way 
to get your community in the holi-
day spirit is with lights and decor. Read 
your governing documents first when planning 
and buying any holiday decor. Associations must 
lead by example for the residents. It’s important 
to follow the same guidelines for holiday decora-
tions that residents must follow.  

•  Host a cookie or holiday sweets swap: Who 
doesn’t love treats during the holidays? Get ev-
eryone in the spirit by inviting everyone in the 
community. To be successful, everyone brings a 
dozen (or whatever number you set) of their favor-
ite cookies, desserts or sweets to the party. What 
way all who attend end up with an assortment of 
treats to take home. This is a wonderful way for 
residents to interact with one another and encour-
ages stronger bonds within the community.  

•  Get competitive: Another way to engage your 
residents is with a little friendly competition. Of-
fer activities that are competitive for all ages. For 
adults, activities could include “The Best Decorat-
ed Front Door” or “The Best Decorated Patio/Bal-
cony.” For children, activities could include “The 
Best Snowman” or “The Most Festive Gingerbread 

House.” You may want to include a reminder of 
the community guidelines and rules if needed.  

•  It’s the season of giving: The holidays are an 
opportunity to give back to the community. Plan a 
food drive for a local food pantry, blessing bags for 
the homeless, or a clothing drive for a local shelter. 
It is a perfect way for residents to come together 
and build relationships while helping others who 

are less fortunate in the community.  

The holiday season is a perfect 
time for associations to create 

holiday spirit, but residents can 
also spread holiday harmony 
within their community. Here 
are suggestions for residents: 

•  Parking and 
traffic: The holidays bring 
people together, which means 
extra cars will be entering the 

community and will need to be 
parked. Be courteous to your 

neighbors by speaking to your 
guests about not parking in another 

resident’s parking space. Give your 
guests options for parking when visiting.  

•  Parties: The holidays are a time to eat, drink, 
and be merry. If hosting a large gathering, be sure 
to follow the guidelines on noise levels and quiet 
hours in the community. You do not want to inter-
fere with your neighbor’s desire to get visions of 
sugar plums dancing in their heads. Why not host 
your own residents-only party? 

•  Respect others: Not everyone celebrates the 
same as you. Some may get irritated with bright 
lights, loud sound effects or overbearing displays. 
Bright lights and noisy displays can quickly wear 
out their welcome, and religious decorations can 
offend others.  

In conclusion, don’t be a Scrooge and let your holiday 
spirit diminish just because you live in a community 
with rules and regulations. It’s the time of year when 
associations and residents can form positive relation-
ships in the community to ensure a happy and cheer-
ful holiday season.  ⌂⌂ 

Jennifer Ireland, 

SRES®, MRP, SFR®, 

RESA-CSA, PSA

Chair, Common 

Interest Community 

Advisory Group

‘Tis the season to bring holiday 
harmony to your community

The holiday  
season is a perfect 

time for associations 
to create holiday 

spirit, but residents 
can also spread 
holiday harmony 

within their 
community.
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(continued on next page...)

Well, it’s officially here. ‘Tis the season to be 
jolly. It’s time to deck the halls, get to shop-
ping, send some cards, and the list goes on. 

For many, the joy of the holiday season is diminished 
due to the stress that can come along with it and the 
pressure we put on ourselves to get it all done.  
 Here are a few ways you can ease a little of  
the stress: 

Decorating 
No time to decorate? Who says you 
must? The year I decided I was 
going to put some lights and 
ornaments on my Ficus tree 
in the corner was absolutely 
liberating. My kids are 
grown and do not have 
children of their own yet, so 
they could really care less if 
I’ve pulled everything out of 
the attic to deck the halls.  
 If decorating is a non-
negotiable for you, maybe just 
scale it down a bit. Instead of three 
trees, put up one. Enlist the help of 
your children or a friend or neighbor. Put 
up some of your favorite decorations and leave 
the rest. Let this year be the year you give yourself 

permission to do less. 

Holiday gift giving 
It can be quite stressful trying to find the perfect 
gift. This year, look at gift giving a little differently. 
It might just ease your stress while also keeping 
your well-meaning gift from causing stress for  
the recipient. 
 I spend a lot of time with my clients going 
through their belongings, whether we’re organizing, 

downsizing or cleaning out a home after 
the loss of a spouse or parent. There 

is a common theme as I’m doing 
so: “So-and-So gave me that for 

Christmas (birthday, Mother’s 
Day, etc.), so I have to keep it.”  
 Never mind the fact we just 
discovered in the back of the 
closet, in the bottom of a 
plastic tub, that most likely 
hasn’t been opened in years.  
 We are overwhelmed 

with stuff, which is known 
to cause stress. Instead of 

buying one more candle, gadget 
or tchotchke, I encourage you to 

consider giving the gift that everyone 
treasures: time.  

 I once met a couple with their two grandchildren 
on a riverboat in Pennsylvania. We started talking, and 
they told me this was the “Experience of the Month” 
they had given their grandchildren for Christmas. Of 
course, I was intrigued and had to know more.  
 Since their grandchildren have become old 
enough, they’ve given them a calendar for Christmas, 
and each month has an experience they will do 
together. Some months were more elaborate than 
others. Some of the ones they had planned were a 
baseball game, apple picking, museum and national 
park visits, a trip to Washington D.C., and a trip to 
New York City to see a show. Don’t you love this idea?! 
 Take that idea and put it to work with your 
spouse, parent, children or friends. Your elderly 
parents would love to have something to look forward 
to each month. Having a year’s worth of pre-planned 
time with your spouse or children is priceless. You can 
tailor the experiences to meet any budget.  
 Another stress-free gift giving idea is consumable 

Julie Ulrich

 

TimeWise Concierge

Feeling the holiday stress? Let 
this be the year you stress less

We are  
overwhelmed with  

stuff, which is known to 
cause stress. Instead 
of buying one more 
candle, gadget or 

tchotchke, I encourage 
you to consider giving 
the gift that everyone 

treasures: time. 
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Brenda Tokarz 

Chair, REALTOR®/

Lawyer Committee

Greetings, my fellow REALTORS®. Can you 
believe another year is ending? This one, like 
the last, had a lot of ups and downs. You were 

running clients to showings, dealing with multiple of-
fers, and COVID cleaning everything you touched!  
 It was certainly not a typical year, but as it closes 
let me say this to you: Bravo! 
 Bravo to you, the agent who braved the streets, 
made the calls, held the clients who didn't get the 
winning bid, counseled the new buyers, had the 
heart to hearts with your seller and still 
managed to keep your home life 
somewhat intact.  
 I don't know a single 
REALTOR® this year 
and last who hasn't had 
to juggle “counseling” 
services along with our 
fiduciary obligations and 
COVID-safety regulations. 
Talk about multitasking! 
Yet you managed to do it 
with grace and what seemed 
like ease. What an amazing feat! 
Pat yourselves on the back, give 
kudos to your fellow agents, and be 
grateful for another year of real estate in 
the best industry in the world.  
 This holiday season be sure to give away those 
hugs and to thank your administrative staff, brokers 
and company owners who worked tirelessly to help 
you reach your 2021 goals. And before the first dawn 
breaks on Jan. 1, 2022, get paper and pen, and take 
stock of the last 12 months.  
 What do you feel gave you the biggest successes 

in your 2021 goals? What strategy changes will you 
implement next year? What new ideas, marketing 
strategies or client contact changes will you make? I 
know so many of us had to learn new computer skills, to 
master Zoom, and to invent new skills in meeting and 
greeting along with limited networking availability.  
 As with anything, when the changes come some 
will be fantastic. Some will not be. But change gives 
us the opportunity to grow, and a business that isn't 

growing slowly fades away and dies.  
 So, think of your business for next 

year. What seeds will you plant? How 
many HRRA meetings will you 

attend? How about volunteering 
for something? What new 
software programs will you 
try? What outside-the-box 
ideas do you have for keeping 
up with your clients?  
 There are a ton of real 
estate-friendly apps. Maybe 

try one out to see what it can 
do. Because our business, like 

the rest of the world, is now 
internet/software dependent, find 

new ways to utilize it and rise above 
the norm!  

 It's going to be one heck of a great year in 2022 if 
you let it be!  
 I'll close this year's last article with this quote 
from author Roy T. Bennett: “Your hardest times often 
lead to the greatest moments of your life. Keep going. 
Tough situations build strong people in the end.”  
 I hope to see ready you to take on the challenges 
next year in 2022. Happy holidays!  ⌂⌂

Bravo to you and best wishes 
for 2022   

Bravo to you, the  
agent who braved the 
streets, made the calls, 

held the clients who 
didn't get the winning 

bid, counseled the new 
buyers, had the heart to 
hearts with your seller 
and still managed to 
keep your home life 

somewhat intact.

(Feeling the holiday stress..., continued from previous page)

gifts. I always tell my family that I really don’t need anything, 
but I always love to get massages, pedicures or go out to dinner. 
Those are all things ease my stress.  

All the rest 
The bottom line is a lot of times the stress we bear is of our own 
doing because we feel we must do it all. Do what you can, and if 

you have the resources, outsource what you can’t. Hire a cleaning 
service before company arrives or an organizer to declutter the 
guest bedroom. Hire a teenage neighbor to help you decorate or 
wrap presents.  
 If your cards don’t get mailed, the world won’t come crashing 
down. I promise. Prioritize what must be done, and leave the rest. 
Be kind to yourself, and enjoy this holiday season.  ⌂⌂
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It’s the holidays, and we are beginning to think 
about all the festivities planned now that we are 
released, for the most part, from COVID restric-

tions. But now we have a new challenge this season 
because of supply-chain shortages: having actual gifts 
for purchase on shelves. The best thing we can all do 
right now is buy local and support our own economy 
here in the 757.  
 During the holidays crime always 
increases, so please take a few 
simple precautions to ensure 
the safety of yourself and your  
loved ones.  
 Crime is already at an 
all-time high, so it’s hard to 
believe it can increase fur-
ther. Unfortunately, with 
so many people not having 
jobs, it poses an even greater 
threat. Criminals are look-
ing for quick, easy and low- 
risk opportunities. 
 Will you be one of them? Let’s 
hope not!  
 Here is my gift to you: advice.  
Here goes. 
 Always lock your car doors. First make sure – if 
you carry keys, cash and credit cards – to keep them 
separated from each other. Only carry small amounts 
of cash (or not at all), and use your bank card only. It’s 
easier and can help you track expenses throughout 
the holidays. Refrain from using ATMs as they are a 

perfect place for the criminals to “make bank.” How-
ever, if you must use an ATM, use it inside a store or 
mall where there are people. Take your own bag to 
the mall to carry, and consolidate your packages. It’s 
better the criminals cannot eye the stores you’ve shop 
since it might be their favorite as well.  
 Parking is another very important consideration. 

Park as close to the door as possible in a well-
lit area. Make a mental note of where 

exactly you parked. If necessary, 
take a picture of the exact loca-

tion and any floor or parking 
space numbers so you don’t 
get turned around leaving 
you wondering in a parking 
garage or lot.  
 Leave well before closing 
time while there are still a 
number of people going to 

and from in the parking lot. 
Remember there is safety in 

numbers. Do not “shop ‘til you 
drop.” Being tired and less alert 

can create greater potential for the 
criminals to target you.  

 Make sure you keep all forms of ID and credit 
cards accounted for. You can purchase special wallets 
that keep your information secure. As an alternative, 
wrap your bank card in foil. Also, make sure you use a 
store escort or mall security if it’s after closing time.  
 Be alert to your surrounding at all times. Make 
sure you are not being watched or followed. If you feel 
you are being followed, go back into the store without 
hesitation. Call police and provide an accurate de-
scription of clothing, shoes, any scars or tattoos, and 
head covering.  
 Check underneath the car as you get close, and 
be careful of a van parked next to you. Make sure 
any packages in your car are left out of view or, bet-
ter yet, stored in the trunk. Refrain from carrying a 
purse. Keep your ID and credit cards on your person, 
or wear a fanny pack. Make sure you do not wear ex-
pensive jewelry. Do not lay packages or purses on the 
top, hood or trunk of your car while fumbling for your 

Brenda Wise

SmartWise Defense

Crime is  
already at an  

all-time high, so it’s hard 
to believe it can increase 

further. Unfortunately, 
with so many people 

not having jobs, it poses 
an even greater threat. 

Criminals are looking for 
quick, easy and low-risk 

opportunities.

Ho, ho, ho: ‘Tis the season to be 
safe, not sorry!

 SAFETY FIRST

(continued on next page...)
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It’s that time of year when we reflect on the past 

12 months (what a ride THAT has been!) and set 

our intentions for the next 12 months. 

 I hope when you reflect back on your past year, 

you give yourself grace and kudos. 

 Did you have your best year ever? It was quite dif-

ferent than 2020, but no less stressful. Listing agents 

were tasked with receiving multiple offers 

with multiple variants, making it more 

challenging to choose the best offer 

for their seller. Homes were list-

ed and off the market within 

hours. Agents were having 

record breaking quarters  

and years. 

 Did you have one of 

your worst year ever? You 

are not alone. We are all sick 

of the world’s unprecedented 

(in our lifetime) pandemic, CO-

VID, vaccinations, low apprais-

als and virtual schooling. Writing 

five, six, eight contracts for the same 

clients until finally one is accepted has been 

an experience I will never forget.  

 Or, working hard with a client, losing multiple 

contracts, and then the client giving up on the market 

and signing another year on their lease. It happens. 

Clients get irritated and frustrated with the market, 

not us. It’s ok.  

 This is where you thank goodness 2021 is over 

and set goals for 2022 so that you are ready to kill it. 

 I have some suggestions for 2022. Make a vision 

board. Make it a wine and cheese event with friends. 

Send out handwritten cards (that never goes out of 

style), call your clients “just because,” drop off pop-

bys, make videos for social media (or don’t, it’s not for 

everyone – but enjoy those who do and share in their 

fun), and do social media contests. Make them fun  

and COMPLIANT.  

 Give back to your REALTOR® community, and 

join a committee. Attend social networking events. 

Give back to your community by volunteer-

ing. REALTORS® Have a Heart, HRRA 

volunteer program, is always fun 

and rewarding. Make your RPAC 

donation, and use what RPAC 

has to offer. Take some classes 

to get certifications or desig-

nations. Conquer C2EX, the 

National Association of RE-

ALTORS® Commitment to 

Excellence certification.  

 But, most importantly, 

please recognize that all of us 

are in the same arena, so we need 

to be kind to one another.  

 Finally, may I make one more sug-

gestion to help 2022 be more “meaningful”? 

 For one hour every single day, put your phone 

away for some peace of mind. If you are at your kids’ 

sports events, put it away. If you are helping with 

homework, put it away. Maybe even try around din-

nertime or family time. On date night, don’t take your 

phone into the restaurant.  

 Of one thing I am positive: Looking back or look-

ing forward, you will never ever regret spending un-

interrupted time with your family or partner. Your 

memories will not include a bad inspection or a hostile 

client. All of that can wait one hour.  ⌂⌂

Stacie Gosiene

 

Vice Chair, Young 

Professionals Network

Make 2022 a meaningful year 
one hour at a time  

For one hour  
every single day, put 
your phone away for 
some peace of mind. 
If you are at your kids’ 

sports events, put it 
away. If you are helping 

with homework, put it 
away. Maybe even try 
around dinnertime or 

family time.

keys. Always keep your keys in your hand as you approach your 
vehicle. Make sure your chemical defense spray is attached to 
your keys to use if confronted or attacked. Once you are in your 
car lock the doors immediately.  
 At home keep your gifts hidden from window view. After 
opening gifts make sure boxes are broken down for expensive 

electronic and gaming systems. Put them in dark plastic trash 
bags to conceal their identity. Put trash out the morning of trash 
pickup so criminals do not take the opportunity to inspect your 
trash.  
 Remember, safety first, and have a happy, healthy and won-
derful holiday season!  ⌂⌂

(Safety First, continued from previous page)
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Unstaging for the holidays 

Stephanie White 

WhiteRidge Visuals 

Though the market slows during the holiday 
season, it is still a wonderful time to list. But 
what about preparing for professional photog-

raphy and showings or open houses?  
 Holiday decor can not only overwhelm a room, but 
it puts a date stamp on your listing. You don’t want 
to wait to list until after the holidays, and your client 
wants to enjoy their tradition of decorating.  
 Here are a few tips from a professional photogra-
pher’s perspective on how to “unstage” a home 
during the holiday season.
 
•  Declutter before decorat-

ing. Put away as much 
excess decor as possible 
before adding more dec-
orations into the mix. 
Holiday decor can make 
a room feel cozy, but 
avoid clutter at all costs. 

•  Keep it on theme. If 
there is already a consis-
tent color scheme through-
out the home, use compli-
mentary decor and colors. This 
will help the decor blend with the 
rest of the home. 

•  Collecting holiday cards? Put them away for 
the photos at least. They tend to cover surfaces, 
walls, doors and refrigerators that are important 
to show in photos. Plus, some people include fam-
ily photos, and you don’t want to display those all 
over the internet. 

•  Avoid large decorations and multiple trees. 
It’s difficult for potential buyers to visualize their 
furniture in a room when that room is already 
stuffed with oversized decor. 

•  Decorate one room instead. Since your sell-
ers will soon be moving, why decorate the whole 
house while trying to pack? Decorating one room 
keeps them in the holiday spirit while minimizing 
clutter and the stress of moving. Plus, your pho-

tographer might be able to avoid photograph-
ing that one room. 

•  Ask your photographer 
about a declutter edit. We can 

remove clutter and seasonal 
items from your photos to vir-
tually “unstage” a room. 
•  Exterior holiday 
lighting is tricky. While it 
may look magical at night, 
it tends to look busy during 
the day. Schedule your pho-

tographer for a twilight ses-
sion to capture the warmth of 

the season and your listing. 
•  If at all possible, sched-

ule photography before the decorating  
has begun. 

 Whichever advice you take (or don’t take back 
to your sellers), make sure to still order professional 
photography. Staged or unstaged, you and your list-
ings deserve proper representation online.  
 Plus, a beautiful photo of your client’s home might 
just make the perfect holiday closing gift!  ⌂⌂

Holiday decor  
can not only  

overwhelm a room, but 
it puts a date stamp on 
your listing. You don’t 

want to wait to list until 
after the holidays, and 

your client wants to 
enjoy their tradition  

of decorating.  

Before After
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Thank You to our 2021 HRRA Partners

GOLD SILVER

BRONZE

COPPER

AMBASSADOR

Morgan Stanley

http://www.townebankmortgage.com
https://www.atlanticcoastmortgage.com/
https://www.ovmfinancial.com/
http://www.titlequest.net/
http://www.virginiabeachlendingteam.com
https://prosper.insurance/
http://www.REIN.com
https://www.caliberhomeloans.com/loan-consultant/virginia/virginia-beach
http://www.fairwayvirginia.com
http://www.hangerlaw.com
http://my.orhp.com/marygarnerdevoe
http://www.tidewatermortgage.com
https://www.aafmaa.com/mortgage/our-locations/virginia-beach-va
http://www.atlanticbay.com
http://www.cmsmortgage.com
http://cinchhomeservices.com
http://www.aforevergift.com
https://www.dollar.bank
http://www.fultonbank.com/mortgage
https://homecleanheroes.com/HRRA
https://taskativity.com
http://www.VirginiaMedia.com
https://advisor.morganstanley.com/the-pierson-russi-group
https://www.wfhm.com/loans/oceanfront/index-branch.page
https://www.southerntrust.com/
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Looking back at 2020 and 2021 we have seen 

and experienced unprecedented times in the 

housing m market and in our businesses.  

 Historically low mortgage rates, buyers working 

from home during a world-wide pandemic, sellers 

reluctant to sell, low inventory, low interest rates 

and a national housing shortage – all have fueled the 

hottest market we have ever seen.  

 This most recent summer and 

spring we have begun to see signs 

of a slight cooling of the market 

as an increase in prices slows 

things down just a bit, and 

more inventory seems to be 

hitting the market. To make 

a forecast for 2022 in these 

uncertain times is definitely 

difficult task since we are 

now seeing inflation come 

into play in the economy.  

 How long and how high 

that goes is anyone's guess. You 

can ask 10 economists and get 10 

different answers. But we all know that 

everyday costs for gas, food and essentials to run our 

households have increased significantly in the past 

few months, and at some point it will surely factor 

into the housing market. 

 Now firm entrenched in the last quarter of the 

year, we are beginning to see a clear softening of the 

insane buyer’s market that has driven our industry 

for the past couple of years. We still see plenty of 

buyers in the market, but rather than 15 offers on one 

property the first week, we now may see four or five 

offers within a few days, or perhaps a few homes that 

linger on the market for a couple weeks or more.  

 Rather than expect $10,000, $15,000 or $20,000 

over list price, we are now seeing many offers at list 

price. We are also beginning to see price reductions in 

many price points, which we have not experienced in 

a long time. We are seeing buyers ask for and receive 

seller concessions, which is certainly a shift.  

 Seller expectations have been slow to adjust 

to this new cooling of the market as they are still 

expecting thousands over list price and many multiple 

offers. It is our duty to counsel them on the changing 

tide we have seen in the market and to set realistic 

expectations for what they should expect.  

 We are also faced with the possibility of higher 

interest rates as the Fed deals with inflation, 

which could result in less buying power 

for prospective buyers.  

 If inflation continues at the 

current rate, it would not be 

unreasonable to expect higher 

rates sooner than later, which 

will further cool the market. 

The consumer price index 

recently showed overall 

consumer prices, which 

include energy and food, were 

up 6.2% year over year, which 

is the highest increase in over  

31 years. 

 In the midst of continual changes, 

housing prices still remain high! With the 

high demand we currently still have, there is not 

much expectation to see a price reversal of home 

prices, which have soared to record highs this year. 

Home prices have been on a record-setting rise in 

2021. According to CoreLogic®, prices increased by 

more than 18% between August 2020 and August 

2021. This is the largest increase in over 45 years.  

 We hear many people ask, “Will the housing 

market crash in 2022?” The one thing all experts 

agree on is they do not expect a crash like 2008’s 

any time next year. Home price appreciation is still 

being driven by supply and demand, and with the 

large millennial population in the market for home 

purchases, that trend will continue for some time.  

 Fannie Mae has forecast we can expect to see a 

50% shortage of homes available to meet the demand 

of buyers so it is likely that housing inventory will 

remain a problem for several years to come.  

Nelene Mayo Gibbs

 

Chair, Owners/

Managers Council

The 2021/2022 markets: Where 
have we been, and where are 
we going?  

Home prices  
have been on a 

record-setting rise in 
2021. According to 
CoreLogic®, prices 

increased by more than 
18% between August 

2020 and August 2021.  
This is the largest 
increase in over  

45 years.

(continued on page 46...)
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All I want for Christmas this year is for people 

to understand what the rates are. In “The 

Mortgage Mindset” we’ve touched on how 

stocks, bonds and the Federal Reserve all impact 

rates to an extent. Now let’s explore why no good loan 

officer is able to answer the question, “What is the 

rate today?” 

 First, the rate for what? A purchase or refi-

nance? Is it a single family, duplex, con-

do? What is your credit score? How 

much of a down payment will you 

make? Is it a jumbo or regular? 

If refinancing, are you taking 

cash out of the property? 

 There are people whose 

job is to call lenders every 

day and ask, “What is your 

rate?” Heaven help the poor 

kid who is new and eager to 

earn business and responds, 

“3.375%.” Why? Because he just 

opened himself, and his company, up 

to multiple lawsuits.  

 So, like 90% of the issues in the mortgage indus-

try, don’t blame mortgage loan officers or consultants. 

Blame Washington and the no-less-than five alphabet 

agencies who monitor our business (not even includ-

ing Fannie, Freddie, VA, etc.). 

 Why do you hear people say, “Freddie Mac’s in-

terest rate is 3.25%,” and get away with it? First, 

because Freddie Mac is not a lender. It does not orig-

inate or sell mortgages. Its role, and the conservator-

ship it is under, is for another article. But here is how 

it gets “the rate.” 

 First, the country is broken into five regions: 

Northeast, North Central, Southwest, West and 

Southeast. We live in the latter. Each week Freddie 

Mac calls 125 mortgage companies, including credit 

unions, commercial banks, correspondent lenders, 

thrifts, etc. It basically asks, “What is the most com-

mon rate you offer to your clients?” This is for a con-

ventional, single-family purchase putting down 20%

 It also includes the client having to pay 

points, which by and large is waived by most  

lenders nowadays. 

 Make sense so far? Good. Let’s get more in depth. 

Freddie Mac takes the results, which are col-

lected Monday through Wednesday, 

figures out the market share and 

volume of each respondent, And 

creates a national average 

based on the weighted lender 

size. Sound complicated?  

It is.  

 So, what’s the point of do-

ing all that? Surely it is so 

clients (and yes, agents, too) 

can call and say,  

“Why are you charging 

that rate when I saw it was  

lower online?”  

 First, many times people refer to 

the Fed rate, which is in no way related to mortgage 

rates. The point is, you can’t always believe what you 

see on the internet.  

 But back to the point, the Freddie Mac rate 

(called the Primary Mortgage Market Survey, or 

PMMS) does serve a purpose. As you know, free credit 

score websites are widely inaccurate, but they do al-

low you to track trends in your credit score.  

 And this is the purpose of the PMMS: a way to 

track movement. No one should rely on it to be “this 

is my rate” but rather a tool to say, “Over the last few 

months, what trends did we see? Did rates fall during 

the last month, or were they on the rise?” 

 That’s it. It shows the trend in rates moving up 

or down. Sorry to make you read all that for such a 

simple answer.  ⌂⌂

Freddie Mac  
takes the results,  

which are collected 
Monday through 

Wednesday, figures out the 
market share and volume 
of each respondent, and 

creates a national average 
based on the weighted  

lender size. Sound 
complicated?  

It is.

Junior Gunter, 

NMLS# 883774

 

Mortgage Loan 

Consultant, Caliber 

Home Loans

MORTGAGE MINDSET

“What is the rate today?” That’s 
not an easy question.  
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Katie Verhalen 

 

Chair, That’s Who We 

R Advisory Group 

Time flies when you’re having fun! I spent this 

year redefining who I want to be in our real 

estate community. Late last year I decided to 

stop talking about taking my business seriously and 

get my broker’s license. Three months later, I was 

driving home from passing my PSI exam. and I had 

done it!  

 Literal tears streamed down my face at my 

determination and commitment. I asked myself, 

“Why do I continue to shortchange myself 

and define my real estate journey as 

average? Why can’t I be a leader 

and be involved?”  

 To be completely honest, I 

made a choice years ago that 

real estate would not rob me 

of having a life and being 

present for my family. You 

all know what I am talking 

about. It is a fine line of being 

successful and not forgetting 

our families.  

 It doesn’t have to be that way. 

I went about changing my career 

and the way I defined myself. I decided 

to be a part of the real estate community and 

get involved in HRRA. Thinking it would be fun to join 

a committee, I did it. 2021 was going to be my year!  

 I got an email that I had been invited to join the 

That’s Who We R” Advisory Group. Having no idea 

what it did or what it was about, my HRRA journey 

was just beginning. I approached the group the same 

as I do everything: excited and a cheerleader for 

whatever way I can help.  

 About a month into our group I got a phone call 

from 2021 Chairman of HRRA Tanya Monroe. The 

original advisory group chair was unable to continue, 

and would I want to step in? WHAT?! Did they know 

I was new to this? I have no idea what I 

was doing or what this group was 

even about and was honored 

they thought so highly of me.  

I accepted!  

 Leaning heavily on 

our HRRA staff liaison, 

Victoria Hecht, and my co-

chair, Jessica Riegel, we 

begin navigating our way. 

Immediately, we recognized 

the need to set the group’s goals 

and a purpose. The That’s Who 

We R Advisory Group’s purpose is 

to help educate REALTORS® on how 

to utilize all the marketing campaigns 

and other resources at our fingertips. It is a 

powerful thing to be a REALTOR®!  

 Thus the “That’s Who We R” Advisory Group’s 

Ambassador Program was born. Through the 

Ambassador Program we can meet with REALTORS® 

who are Leaders in their brokerages through Zoom 

and train them on where to find marketing campaigns 

and how to utilize them.  

 The That’s Who We R Advisory Group Ambassador 

Program was a hit! Our HRRA Affiliates Council 

stepped up in a big way to support us by sponsoring 

our Zoom meetings and allowing us to do a drawing 

for the most amazing gift baskets to thank our 

Ambassadors for their time.  

 Who knew a thing even existed? These Affiliates 

care about supporting us our community and us 

as REALTORS®. That is who I want to do business 

with! This last year, whenever I needed a settlement 

There’s a place at HRRA for 
each of us to shine

I was a bit 
 nervous to go to  
my first event not 
really knowing 

anyone that would 
be there and feeling 
I may not fit in. Boy, 
was I wrong! I was 
instantly welcomed 

each time!

(continued on next page...)
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Proceeds from HRRA’s inaugural 
Mini Golf Tourney assist CHKD

Victoria Hecht

Vice President of 

Communications, 

Public Relations and 

Media Relations

The Hampton Roads REALTORS® Association 
donated $1,800 in proceeds from its inaugural 
Mini Golf Tournament, held earlier this year at 

Jungle Golf in Virginia Beach, to Children’s Hospital 
of The King’s Daughters’ (CHKD) Circle in the Bridge 
on Nov. 4.  
 The tournament was presented by HRRA’s Af-
filiates Council, whose members provide services, ex-
pertise and products to HRRA’s nearly 4,000-member 
REALTOR® membership as well as the general public. 
 On hand at CHKD to make the presentation were 
Affiliates Council chairman Christie Woytowitz and 
Affiliates Council vice chair Carrie Williams, who is 
also a member of Circle in the Bridge.  
 “We are so very fortunate to have this amazing 
organization in our community, meeting the needs of 
families from all over the world.  It is our opportu-
nity to give back and say, ‘Thank you for all you do,’”  
Woytowitz said.  
 Accepting on behalf of CHKD were Carrie Cilen-
to, Circle in the Bridge leader, and Briana Jackson, 
The King’s Daughters at CHKD’s volunteer/events  
coordinator.  
 Pictured, from left, are Cilento, Jackson, Williams 
and Woytowitz. 
 It’s not too early to mark your calendars for next 
year's Mini Golf Tournament and After-Party, pre-
sented by HRRA's Affiliates Council. The second an-
nual tourney will be held May 19. Sponsorships are 
now available, and teams are forming.
 

Sponsorship opportunities are as follows: 
•  Champion sponsor (limit one), $500; 
•  Hole sponsor (limit 18), $150; and   
•  After-Party sponsor (limit 10), $200. 

The deadline to book a sponsorship is May 12 or when 
all sponsorships are sold. See the complete sponsor-
ship flyer here to sign up.  Sponsorship questions? 
Email Misty Pritchett at mpritchett@hrra.com. 
 And it's not too early to register a team of four; 18 
teams are available. The cost is $150 per team, with 
no more than one Affiliate on each team. Visit here to 
register today.  ⌂⌂

(There’s a place at HRRA for each of us to shine, continued from previous page)

company, lender or another company, my first stop was www.

HRRA.com. I clicked on the “Affiliates” tab and searched away!  

 Participating in more HRRA events like the Mini Golf 

Tournament, REALTOR®/Lawyer forums, REALTORS® Have a 

Heart’s Habitat for Humanity event, the HRRA Expo, the HRRA 

Homecoming and the Chili Cook-Off were game changers for me. 

I was a bit nervous to go to my first event not really knowing 

anyone that would be there and feeling I may not fit in. Boy, was 

I wrong! I was instantly welcomed each time!  

 I got to know other REALTORS® in a way I never had. This 

has been an immediate benefit to my clients. In a time of multiple 

offers, having your name recognized in a sea of contracts is 

worth its weight in gold (not to mention the fun prizes courtesy 

of the Affiliates). I am so thankful to HRRA and our entire  

REALTOR® community. 

 This last year I have had the most growth professionally 

than any other year in my career. I feel I made a difference. The 

realization has come to me this last year that there is a place at 

the table for each one of us. In 2022, will you join me in become 

an active member of our REALTOR® community?  ⌂⌂

https://hrra.com/wp-content/uploads/2021/09/Mini-Golf-Registration-Form-2022.pdf
https://hrra.com/wp-content/uploads/2021/09/GOLF-TOURNAMENT-2022.pdf
https://hrra.com/wp-content/uploads/2021/09/GOLF-TOURNAMENT-2022.pdf
https://hrra.com/wp-content/uploads/2021/09/GOLF-TOURNAMENT-2022.pdf
mailto:mpritchett%40hrra.com?subject=
https://hrra.com/wp-content/uploads/2021/09/Mini-Golf-Registration-Form-2022.pdf
https://bit.ly/GolfTeamReg
https://bit.ly/GolfTeamReg
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The Affiliates energy of 2021! 

Christie Woytowitz

 

Chair, Affiliates 

Council

The Affiliates Council members began the year 

planning various ways Affiliates could keep 

connecting with our REALTOR® partners, all 

while navigating through the COVID restrictions. 

We realized we would need to schedule our meetings 

through Zoom, and it was more important than ever 

to keep the energy alive and to encourage participa-

tion with our new format.  

 Also, we identified that we needed to create out-

door events, and so we got creative. First 

and foremost, we really wanted this to 

be the year to give back in as many 

ways as we could! 

 To kickoff our first meet-

ing via Zoom, we had a 

speaker presentation, which 

was a first for us. Our guest 

speaker was Dawn Miller, 

a certified MAPS business 

coach, speaker and coach 

with John Maxwell Team, and 

a local Keller Williams REAL-

TOR®. Dawn has dedicated her-

self to sharing and teaching others 

about marketing and strategic planning.  

 During this presentation Dawn shared 

with us new tips and ideas for marketing and better-

ing ourselves as masters of a sales profession. It was 

a pleasure to have someone of Dawn’s caliber share 

time with us.  

 Next on our schedule was our spring networking 

event at Back Bay’s Farmhouse Brewery in Virginia 

Beach. Our theme was “Who Do You Know That Wants 

to Grow?” We encouraged Affiliates and REALTORS® 

to invite and bring their tradespeople to network and 

see the benefit of membership at HRRA.  

 It was a cold, wet April afternoon, but that did 

not stop the participation. This was a successful event 

and drew a great crowd that was happy just to be to-

gether outside. This event did bring some new mem-

bers to HRRA, and now we have some of those mem-

bers active with the Affiliate events. 

 On a beautiful afternoon in May, the Affiliates 

hosted the Mini Golf Tournament at Jungle Golf at 

the Virginia Beach Oceanfront. This was a firs-time 

event and required months of planning and organiz-

ing with the help of the Affiliate members and staffer 

Misty Pritchett!  

 In order to make this event charitable, we sold 

raffle tickets, sold hole sponsorships, happy hour 

sponsorships and mulligans, and teams were formed 

and paid an entry fee. The teams came dressed 

in their best attire for this tournament. 

We had gift baskets and gift cards 

for the most creative golf attire, 

hole-in-one, and most creative/ 

wacky shot!  

 Following the tournament, 

the players and sponsors 

headed to The Shack for a 

happy hour and after-party. 

We were pleased to have 

our HRRA CEO, Dr. Dawn 

Kennedy, join in the fun too at 

the after-party, and she quickly 

got to see how we all enjoy getting 

together raising money for charities. 

Participants of the golf tournament were 

each given a Crush Card, which was quickly put 

to good use. During the after-party the winners were 

announced and prizes presented.  

 It was an honor to present Children’s Hospital of 

The King’s Daughters (CHKD) and the Preston Midg-

ett Education Grant (through the Tourism and Resort 

Board) each $1,800. We selected CHKD because we 

are fortunate to have them in our area, and we want-

ed to thank them for all they do for the community 

and its families.  

 Preston Midgett, the owner of Jungle Golf, was 

a known member and committed contributor to the 

resort community. Preston died of COVID in January. 

The manager of Jungle Golf, along with Preston’s wife, 

Kim offered for us to use Jungle Golf for our tourna-

ment at no cost! Preston would have approved. The 

City of Virginia Beach, along with the Resort Commit-

tee, have written a scholarship grant in his memory to 

I feel  
energized about  

the advancements and 
changes the Affiliates 
made this year and 

energized as well about 
what we are going to do 
in 2022. I believe this year 
we all faced networking 
challenges, but we did 

not let that  
stop us.

(continued on next page...)
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(The Affiliates energy of 2021!, continued from previous page)

be given annually. This is our way of saying “thank you” for all he 

did for the City of Virginia Beach.  

 Plans are already being made for the second Mini Golf tourna-

ment, which will be hosted in May at Jungle Golf. Sponsorships and 

teams are already signing up, so this is an event you won’t want to 

miss! We promise, it will be better and better each year. 

 June is a special month as the Affiliates Council hosts the 

REALTORS® vs. Affiliates Kickball Tournament. This year this was 

held at City View Park, and (of course) the REALTORS® won again. 

After the game was over, we headed to a happy hour after-party 

generously hosted by the Young Professionals Network. This was 

a lot of fun, and another way that we could all gather together for 

some fun and share a cold drink together. (There is a rumor that the 

Affiliates have their coaches in place for the 2022 tournament and 

that practices will start soon.) So, watch out, REALTORS®. We are 

coming for you in 2022! 

 On a perfect October night, the Affiliates hosted the fall-favor-

ite Chili Cook-Off & Tailgate Party. This year proved to be the most 

well-attended ever! We had sponsors generously offering beer, wine, 

water and hot chocolate, and we had some great chili cooks!  

 The “cost” to enter the event was the donation of toiletry items 

for Chesapeake schoolchildren in need in grades K-12 through 

HRRA’s REALTORS® Have a Heart program. We were able to help 

fill the needs of those children with a generous contribution. This 

year we had firefighters from Chesapeake Station 4 as our judges, 

and each adorned with a sash to indicate their distinction. They 

thoroughly enjoyed being a part of what we do, and they have 

requested to participate again.  

 Also joining us this year for the first time with a booth at the 

entry was RPAC. We were thrilled to be able to help them as they 

are reaching out to everyone so that they can have outstanding 

RPAC participation in 2021. A fun night was had by all, and we 

are already planning next year’s event, so please be sure to look for 

upcoming information. 

 I want to be sure to express my gratitude to my vice chairs, and 

the amazing team of HRRA staffers Misty Pritchett, UnChu Crosby, 

Crystal Cronin and Victoria Hecht. We could not have had such a 

successful year without their support and effort. We started the 

year from “scratch,” but we quickly re-wrote the events to the way 

we wanted them.  

 I feel energized about the advancements and changes the Affili-

ates made this year and energized as well about what we are going 

to do in 2022. I believe this year we all faced networking challenges, 

but we did not let that stop us. As a team we thought outside the 

box and still always found a way to give back to others!  

 I would like to extend my heartfelt thanks to each and every 

one of you. Your care, heart and dedication to HRRA and the Af-

filiates, as well as to our communities, is remarkable. It is what 

makes a difference in the lives of the people we serve. I am grate-

ful for the opportunity to have served this year as chairman of the  

Affiliates Council.  ⌂⌂
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“Resilience is overcoming adversity, whilst also 

potentially changing, or even dramatically trans-

forming, (aspects of) that adversity.” —  Angie Hart 

In 2021, we used our capacity for change to move 

beyond resilience to recovery and reinvention. 

This year was about new work modes, new 

skills and new opportunities for all. 

Our association, thanks to our 

leadership, moved forward, and 

we are now self-managed!  

 With these new and often-

challenging opportunities 

we have seen how strong, 

resilient and talented our 

members and association 

staff are. Thank you to 

Chairman of the Board 

Tanya Monroe for creating the 

Diversity, Equity, and Inclusion 

(DEI) Committee that I have 

had the pleasure and honor to chair  

this year. 

 Our DEI Committee was able to accomplish 

a lot in a few short months. Our first program in 

May was with Bill Dedman, a Pulitzer Prize-winning 

journalist, who presented an exploration of Newsday’s 

groundbreaking investigation “Long Island Divided,” 

examining Fair Housing violations among real estate 

professionals in Long Island, New York. He gave 

us an inside look at how and why this multi-year 

investigation effort took place. It was eye opening, to 

say the least! 

 In July, the DEI Committee hosted its first State 

of Minority Housing Summit with guests from the 

Asian Real Estate of America DC Metro, the National 

Association of Hispanic Real Estate Professionals 

and the Hampton Roads Associations of Real  

Estate Brokers.  

 We received a local housing report from Virginia 

REALTORS® chief economist Dr. Lisa Sturtevant and 

learned about Virginia REALTORS®’ “Commitment 

to DEI in Property Ownership,” as presented by 

Leslie Frazier, senior vice president of community 

and industry relations for Virginia REALTORS®. The 

summit’s keynote speaker was Richard Rothstein, 

author of a New York Times bestseller, “The Color of 

Law.” It’s a “must read”! 

 The DEI Committee launched HRRA’s Fair 

Housing Trifecta Challenge in July with a 

deadline of completion by Sept. 1. 

Agents who completed the challenge 

of taking the At Home With 

Diversity certification course 

as well as the National 

Association of REALTORS® 

Fairhaven Challenge and 

the Implicit Bias training 

earned a chance to win one 

of three $100 gifts cards, 

and brokers with the highest 

participation in their offices 

received a chance to win a free 

breakfast for their offices. 

 Congratulations again to the 

following winning agents: Linda Fox-

Jarvis with Berkshire Hathaway HomeServices 

Towne Realty, Margaret Richardson with Cross Realty 

and Mildred Dyson with EXIT Realty Central. Our 

winning brokers were John Powell with Berkshire 

Hathaway HomeServices Towne Realty and Kimberly 

Plourde with EXIT Realty Central. All winners had 

fun completing the challenge and learned at the same 

time! What more could you ask for? 

 Our DEI Committee has some exciting programs 

for 2022, including a Global Summit, a Fair Housing 

Symposium and Celebrating Women in the Workplace, 

just to name a few to pique your interest.  

 Planning for the future often calls us to look to 

the past for guidance, and for many, the experiences 

of this past year brought the pervasive issues of 

systematic inequities and injustices into sharper 

focus.  

 The global pandemic has challenged our way of 

doing and being, impacting all facets of our personal 

and professional lives. It exposed racial inequalities 

Gladys Fain 

Chair, Diversity and 

Inclusion Committee

Resilience, growth and HRRA’s 
new DEI Committee

The global  
pandemic has  

challenged our way 
of doing and being, 

impacting all facets of our 
personal and professional 

lives. It exposed racial 
inequalities and the 

complex structures and 
systems in place that 

reinforce them.

(continued on page 39...)
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There’s never a dull moment in property management, 

and that has continued to hold true throughout 2021.  

 From Virginia Residential Landlord and Tenant 

Act (VRLTA) changes, the continuing importance 

of the Rent Relief Program, the lingering effects of 

COVID-19, navigating Zoom efficiently and then 

transitioning back to in-person meetings and so much 

more, this year wasn’t just business as usual. It 

took a conscious effort to stay on top of  

the changes.  

 Fortunately for the Hamp-

ton Roads REALTORS® Asso-

ciation (and specifically the 

Property Management and 

Leasing Council), we had 

council chairman Lee Hal-

yard to guide us through 

the 2021 evolution of our  

professional field. 

 Throughout the past year 

we covered handling bad online 

reviews, the property management 

sales process, the eviction moratori-

um, 1099 contractor retirement planning, 

VRLTA updates, landlord insurance coverage, mari-

juana legalization and early lease terminations. It 

was a year packed full of great information, and I’m 

confident we raised the bar of knowledge.  

 Let’s talk about rental prices. The rental mar-

ket is changing fast, and rental prices are increas-

ing throughout Hampton Roads, so as property 

management professionals we must adapt to that ever- 

changing market.  

 Currently, we are seeing single-family home price 

increases between standard 2% bumps to a whopping 

20% increase. Apartments are consistently going be-

tween 8% to 10% higher. Supply is going to continue 

to be a challenge as the workforce stabilizes and peo-

ple move out from their friends’ and families' homes 

and back into their own home.  

 With people still telecommuting and working 

from home on a regular basis, others have decided 

that since they will be home more often, they want a 

different home or a nicer home. All of these situations 

have an effect on prices as we continue to struggle 

with inventory while prices continue to rise.  

 So, if you are working with a tenant, how can you 

help them secure their new rental housing?  

 First and foremost, go through the rental 

application with them, whether it is on 

paper or online. Many times tenants 

won’t fill something out properly 

or will skip a section that 

needs to be filled out, which 

means that their application 

will go to the bottom of 

the list in a multiple  

application situation.  

 While going through it 

with them, ensure that all 

required identifications and 

pay stubs are attached. If an 

application requires two months 

of paystubs and only one month or one 

pay period is attached, that application is 

incomplete and probably will not be screened until 

that documentation is received.  

 Finally, as with everything, communicate with 

the listing agent. Let them know that the move in 

date may be flexible or they are willing to put down 

a higher deposit or pay a higher monthly rent. You 

want to separate your client from everyone else. Rent-

als are no different than sales in that regard.  

 As the incoming chairman of Property Manage-

ment and Leasing Council for 2022, I want to con-

tinue raising the bar with a focus on the operation 

of the property management business. Regardless of 

how many times we read the VRLTA, keep up with 

the changes and updates and speak to our attorneys, 

we can be better by building and strengthening the 

foundations of our own business first.  

 We can be a better resource for our clients when 

Phil Kazmierczak

 

Vice Chair, Property 

Management and 

Leasing Council

It was a formidable year for 
property management

Regardless of  
how many times we 

read the VRLTA, keep up 
with the changes and 
updates and speak to 
our attorneys, we can 
be better by building 
and strengthening the 

foundations of our  
own business  

first.

(continued on page 39...)
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Kim Nelson

 

Marketing Manager, 

Choice Insurance

2021 has been a fast and furious year. It began 

with many of us still reeling from the previous 

nine months of the pandemic. We perfected 

our masking, handwashing and social-distancing 

routines, and learned that seeing our family, co-

workers and peers from the shoulders up could be the  

new normal.  

 Most of us longed to have some normalcy back 

in our day-to-day routines. By mid-year, we start-

ed seeing in-person meetings and small 

gatherings take shape. Wow! What 

a great feeling to connect with 

people in the same room, read 

body language and not have 

to worry about a stable  

internet connection. 

 We saw our children go 

back to school after an un-

precedented virtual year of 

learning. Trick or treating in 

my neighborhood for Hallow-

een was the highest volume I’d 

seen in years. It was great to see 

children and parents out and about 

enjoying themselves.  

 The winter season will hopefully follow 

suit. By now, you’ve had your turkey and mashed po-

tatoes and are in the midst of holiday shopping. As 

we prepare to say goodbye to 2021, I offer you some 

thoughts to make the most of your 2022.  

 Expand your sphere. As a real estate 

professional, you work closely with many people, from 

mortgage to insurance, title, appraisal, termite and 

more. While you have established great relationships 

in these areas, I challenge you to expand your circle. 

The benefits are twofold. You will gain additional 

resources for your clients and business, as 

well as make new connections who 

may benefit from your services.  

 Ask for testimonials. 

Many real estate professionals 

have had an exceptional year 

and provided their clients 

outstanding service while 

helping them make the 

largest and most important 

purchase of their lives. Don’t 

be shy. When your clients have 

a great experience, they will not 

mind sharing that to allow others 

to enjoy a similar experience. Who 

better to spread the good word about you 

than those you have helped? 

 Develop your next positive habit. If you’ve 

been procrastinating or attempting without success to 

make time for something vital to your mental, physi-

cal and emotional well-being, 2022 is the year to do it. 

Positive habits are like those potato chips… once you 

start with one, you can’t stop. Be the change in your 

own life and see the ripple effect it has on others.  

 Commit to tapping the “reset” button. Some-

times you need to hit the pause and restart buttons. 

That’s both OK and smart. It’s important at work and 

home to know when it’s time to step back, take a deep 

breath and begin fresh.  

 Be a lifelong learner. One of the amazing things 

about human beings is our capacity to continually 

learn and grow. While you have ongoing CE classes 

in real estate, remember to leverage the relationships 

Reflecting on 2021 and poised 
for a great 2022 

While you have 
ongoing CE 

classes in real 
estate, remember 

to leverage the 
relationships you 
have with your 

Affiliates. 

(continued on page 41...)
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(Resilience, growth and HRRA’s new DEI Committee, continued 
from page 36)

(It was a formidable year for property management, continued 
from page 37)

we can focus on solutions instead of the day-to-day operational 
problems. There’s plenty of business to go around, and we can 
all be great together. 
 So, in 2022, we are going to talk a lot about processes: 
what works and what doesn’t. What is the new technology we 
can utilize to be more efficient? Is agentless showing the way of 
the future? Are we making ourselves obsolete by utilizing tech-
nology? What processes aren’t efficient that we don’t like but 
we haven’t changed because we’ve always done it that way? 
(We are all guilty of this!)  
 It’s going to be an incredible year of growth for all of us. 
Here’s to 2022!  ⌂⌂ 

and the complex structures and systems in place that reinforce 
them. It called on us to better understand and learn from the 
challenges of racial injustice and to expand our view to include 
more and different ways of thinking about and advancing 
diversity, equity, and inclusion.  
 It also raised the important question of how we become 
more engaged in addressing the critical social issues impacting 
our association members, our Affiliate partners and the 
communities we serve.  
 As the year comes to an end, it is good to reflect on what 
we have all endured and learned during these unprecedented 
times. Like 2020, 2021 also had its challenges, but we met them 
head on because That’s Who We R. Wishing you an engaging 
and successful 2022!  ⌂⌂

Winner, winner, chicken…
BREAKFAST! 
What’s better than breakfast? FREE breakfast! That’s just what EXIT Realty Central enjoyed in November. Through HRRA’s Fair Housing 

Trifecta Challenge, REALTORS® who completed the National Association of REALTORS®' At Home With Diversity course, Fairhaven 

Simulation and Implicit Bias training were entered into a drawing for a $100 gift card, and the two brokers with the highest participation 

won breakfast for their agents. Not only did EXIT’s Mildred Dyson win as one of the participating REALTORS® to complete the Challenge, 

but broker Kimberly Plourde won breakfast for the EXIT Realty Central office thanks to its high participation. HRRA was there to deliver 

the meal and capture the delicious time. Chic-fil-A for you and you and you and you…congrats, EXIT!  – Victoria Hecht, Vice President of 

Communications, Public Relations and Media Relations
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Whistleblowers and the legal actions they 

spark have been in the news quite a bit 

lately. Three real estate brokers from 

North Carolina recently brought a whistleblower ac-

tion in Virginia but received an unfriendly reception 

in the United States District Court for the Western 

District of Virginia.  

 The case of United States of Amer-

ica v. USAA Federal Savings Bank, 

decided on Aug. 10, 2021, was 

brought on behalf of the United 

States by William Sanders, a 

real estate broker in Jack-

sonville, North Carolina, 

as well as Kathy Donham, 

a former real estate broker 

in Havelock, North Caro-

lina, and Mark Prince, a real 

estate broker in New Bern, 

North Carolina.  

 The suit alleged that “affinity” 

programs engaged in by USAA Federal 

Savings Bank (“USAA”) and Navy Federal 

Credit Union (“Navy Federal”) with Cartus, a relo-

cation services company, violated the federal False 

Claims Act (FCA). The FCA imposes civil liability for 

knowingly submitting false claims for goods or servic-

es to the federal government.  

 As described by the court, Navy Federal part-

nered with Cartus in a program called RealtyPlus. 

Navy Federal members who used the RealtyPlus pro-

gram to find a real estate agent in the Cartus broker 

network could receive a cash rebate consisting of por-

tions of referral fees paid to Navy Federal through the 

RealtyPlus program with Cartus.  

 The USAA affinity arrangement with Cartus dif-

fered somewhat from the Navy Federal one. USAA 

owned a subsidiary named USAA Relocation Services 

Inc., which was a licensed real estate broker. That 

broker established the Real Estate Rewards Network 

(RERN) program, which operated through a co-bro-

kerage relationship with Cartus. The RERN program 

connected USAA members with a real estate brokers 

having separate a co-brokerage agreements with Car-

tus.  

 If the USAA member sold a home through the 

RERN program, the referred agent agreed to provide 

a portion of his or her commission to Cartus 

which then disbursed part of that 

commission to the USAA brokerage. 

The USAA brokerage remitted 

a portion of the amount it 

received to the USAA member 

in the form of a rebate or 

reward. 

 Both USAA and Navy 

Federal also provide 

mortgage loans to their 

members, of course, which 

formed the basis for their 

allegedly false claims under the 

FCA.  

 According to the North Carolina bro-

ker plaintiffs, each lender’s affinity arrange-

ments with Cartus violated the Real Estate Settlement 

Procedures Act (RESPA) and the Truth in Lending Act 

(TILA). Among other things, those acts prohibit the 

sharing of real estate commissions and paying rebates 

or rewards in real estate transactions governed by  

the acts.  

 Because their affinity arrangements violated RE-

SPA and TILA, according to the plaintiffs, every time 

USAA or Navy Federal made a certification to the 

Department of Housing and Urban Development in 

connection with an FHA loan application or to the De-

partment of Veterans Affairs (VA) in connection with 

a VA loan application, but did not disclose the affinity 

arrangements, those certifications were false.  

 When those FHA or VA loans went into foreclo-

sure, USAA and Navy Federal made claims on the 

federal government to recover on loan insurance or 

guaranties. The government would not have provided 

John Faber, Esq.

Williams Mullen

The United  
States District  
Court sitting in 
Virginia was 

unimpressed with the 
plaintiffs’ arguments 
and dismissed the 
case at the request 
of USAA and Navy 

Federal.

Whistleblowers fail to prevail in 
recent case  

LEGAL CORNER

(continued on next page...)
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you have with your Affiliates. Your Affiliates stay current and are 

the first to know about changes in their respective industries. 

They are great resources to tap into. Take advantage of their 

Lunch ‘n Learns, training sessions and other value-added 

opportunities. Your Affiliates are here to help you grow and  

be successful.  

 Enjoy the outdoors all winter long. Have an open house 

this weekend? Give yourself an extra 30 minutes to walk around 

the neighborhood. While this will give you deeper insight into 

the neighborhood, it’s also great exercise and thinking time 

away from electronic devices and other distractions. Home with 

family? Head out to a local park for some fresh air and get that  

blood flowing.  

 Lastly… 

 Always be empathetic. According to headspace.com, our 

ability to understand each other’s feelings and perspectives and 

show compassion is one of the building blocks of healthy rela-

tionships, whether personal or professional. Some benefits you’ll 

notice are:  

• An overall boost of joy; 

• Higher emotional intelligence; and,  

• Becoming a better leader and worker. 

Here’s wishing you a great ending to 2021 and a prosperous and 

healthy 2022. Cheers!  ⌂⌂

(Reflecting on 2021 and poised for a great 2022, continued from page 38)

(Legal Corner, continued from previous page)

any insurance or guaranties but for the original false certifica-

tions (omitting the affinity programs), according to the plaintiffs, 

so the lenders’ claims violated the False Claims Act. 

 The United States District Court sitting in Virginia was un-

impressed with the plaintiffs’ arguments and dismissed the case 

at the request of USAA and Navy Federal. The court did not dis-

cuss the motivation of the plaintiffs in bringing the suit, even 

though at least two of them were agents within the Cartus net-

work and thus eligible to participate in the affinity arrangements 

they were attacking.  

 The court did point out that the False Claims Act (FCA) per-

mits private individuals such as the plaintiffs to file civil lawsuits 

on behalf of the United States against persons who knowingly 

submit false claims to the United States. The FCA also allows 

a plaintiff in such a suit to collect a reward consisting of por-

tion of the government’s recovery against the wrongdoer. The 

court nevertheless rejected the plaintiffs’ FCA Act suit for two  

primary reasons.  

 First, the court invoked the Public Disclosure Bar. It ex-

plained that the reason the FCA permits private citizens to sue 

for fraud against the government is to disclose fraud that the 

government otherwise has not discovered or could not discover. If 

the fraud has already been publicly disclosed, however, the pri-

vate citizen’s suit reveals nothing new and does the government 

no service.  

 The Public Disclosure Bar thus requires the court to dismiss 

an action or claim if substantially the same allegations or trans-

actions as alleged in the claim were publicly disclosed from the 

news media, unless the claim is made by an “original source,” 

meaning a person who has knowledge that is independent of and 

materially adds to the publicly disclosed information.  

 In this case, the court listed numerous articles from publica-

tions such as The Washington Post and The Star Tribune describ-

ing affinity arrangements in real estate transactions, and dis-

cussing their pros and cons. It also noted that the United States 

Department of Justice had investigated and openly praised 

commission rebate affinity programs and even challenged laws 

in several states seeking to limit or ban them. As the plaintiffs’ 

allegations added nothing to the previous disclosures of real es-

tate commission affinity arrangements, the Public Disclosure Bar 

required dismissal of their suit. 

 The second significant ground requiring dismissal of the 

plaintiffs’ suit was the fact that they had not alleged any actual 

claim on FHA insurance or VA guaranty made by either USAA or 

Navy Federal and paid by the government. The plaintiffs argued 

that mortgagees of government backed loans would naturally 

turn to the government to honor insurance or guarantees in the 

event of a mortgage default, but they did not identify any claim 

or payment that actually happened.  

 To be successful, an FCA claimant must show at least one 

example of a payment actually requested from the government 

and made by the government. That omission by the plaintiffs, 

combined with the Public Disclosure Bar, prompted the dismissal 

of their FCA claim. 

 In the Federal District Court sitting in the Western District 

of Virginia, a whistleblower who provides no information in ad-

dition to that which is already publicly available and who makes 

no allegation of a specific payment made by the government upon 

a fraudulent request, will not prevail in an FCA suit or share in 

any government recovery.  ⌂⌂ 
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Greetings, my fellow REALTORS® and Affili-

ates. Believe it or not, by the time you read 

this it means 2021 will be almost over. What 

happened? Where did time go? How did the year pass 

so quickly? Anyway, let's press on and hope that 2022 

will be even better for our real estate industry. 

 In this article, I would like to share with you two 

new changes in the Code of Ethics world, two 

new case interpretations, plus something 

special, all while providing a little in-

sight for you.  

 Under the leadership of 

Matt Difanis, chair of the Na-

tional Association of REAL-

TORS® (NAR) Professional 

Standards Interpretations 

and Procedures Advisory 

Board, this board held many 

meetings and worked hard 

to present a series of case in-

terpretations to the full Profes-

sional Standards Committee (made 

up of 114 individuals and chaired by 

Mark Mansour). These case interpretations 

help to ensure that prohibition against discriminatory 

hate speech is applied uniformly by hearing panels 

throughout the country. 

 Each recommendation submitted to the Pro-

fessional Standards Committee was approved and 

forwarded to the NAR Board of Directors for ap-

proval. We were happy to know that all four rec-

ommendations were approved by the NAR Board  

without discussion.  

Here are three of the four: 

Standard of Practice 1-8 amended as follows: 

REALTORS®, acting as agents or brokers of buyers/

tenants, shall submit to buyers/tenants all offers and 

counter-offers until acceptance but have no obligation 

to continue to show properties to their clients after 

an offer has been accepted unless otherwise agreed in 

writing. Upon the written request of the listing broker 

who submits a counter-offer to the buyer's/tenant's 

broker, the buyer's/tenant's broker shall provide, as 

soon as practical, a written affirmation to the listing 

broker stating that the counter-offer has been submit-

ted to the buyers/tenants, or a written notification the 

buyers/tenants have waived the obligation to have the 

counter-offer presented. REALTORS® acting as agent 

or brokers of buyers/tenants, shall recommend 

that buyers/tenants obtain the advice of 

legal counsel if there is a question 

as to whether a pre-existing con-

tract has been terminated. (Ad-

opted 1/93, Amended 1/99) 

 Why the change? In 2018 and 

2019, the Board of Directors 

passed the following 

amendments to Standard of 

Practice 1-7 for the purpose 

of codifying a listing broker's 

ethical obligation to confirm 

submission of offers. 

 Since the adoption of these 

amendments, NAR received several 

questions regarding why a similar ethi-

cal obligation to confirm submission of any counter-

offers does not apply to buyer / tenant brokers. It was 

considered and determined that Standard of Practice 

1-8 should be amended to codify the ethical obliga-

tions of buyer/tenant brokers to confirm submission  

of counter-offers. 

Standard of Practice 12-1 amended as follows: 

REALTORS® must not represent that their brokerage 

services to a client or customer are free or available 

at no cost to their clients unless the REALTOR® will 

receive no financial compensation from any source for 

those services. 

 Why? On Sept. 10, 2021, the MLS Technology and 

Emerging Issues Advisory Board recommended the 

adoption of a new MLS Policy Statement. It was de-

termined Standard of Practice 12-1 should be amend-

ed to align with this policy statement. 

Clyde Cooper Jr., 

ABR, AHWD, CDS, 

C2EX, GRI, SFR

 

Chair, Professional 

Standards Committee 

One last look at Professional 
Standards for 2021 

These case 
interpretations help  

to ensure that 
prohibition against 
discriminatory hate 
speech is applied 

uniformly by hearing 
panels throughout  

the country.

(continued on next page...)
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Case interpretations 

Case #10-10: Use of Speech or Ideas included in Religious 

Doctrine. REALTOR® A leads a weekly Bible study group in the 

evenings. During one such study group, REALTOR® A led the 

group in a discussion of Biblical passages concerning homosex-

uality, referencing several differing interpretations of said pas-

sages. At one point during the discussion, REALTOR® A stated, 

"Some have said these verses clearly prohibit and condemn same-

sex relationships.” An attendee of the group found this to be in-

appropriate and filed an ethics complaint alleging a violation of 

Article 10, as interpreted by Standard of Practice 10-5, at the 

local Association of REALTORS®.  

 After comprehensive review, the associa-

tion's Grievance Committee forwarded the 

complaint for a hearing. The complainant 

argued that REALTOR® A's statement 

represented his own personal beliefs 

about homosexuality. REALTOR® A 

confirmed that the complainant had 

quoted him correctly but argued that he 

presents all sides of Biblical interpreta-

tion for historical context, and that he 

is careful to leave any personal opinions 

out of the study group, as evidenced by his 

use of "some have said." The Hearing Panel 

entered executive session and considered the in-

tended application of Article 10, as interpreted by 

Standard of Practice 10-5, as noted in Appendix XII to Part 

Four of the Code of Ethics and Arbitration Manual. The Panel 

concluded that REALTOR® A's comments were not intended to 

convey a discriminatory opinion and did not constitute the use of 

hate speech and slurs. REALTOR® A was not found in violation of 

Article 10. 

Case #10-11: Display of Symbols. When searching real estate 

listings on a brokerage website, a potential homebuyer noticed 

a listing with the Confederate flag prominently displayed in the 

property photos. She filed an ethics complaint against the listing 

broker alleging a violation of Article 10 as interpreted by Stan-

dard of Practice 10-3 and Standard of Practice 10-5 at the lo-

cal Association of REALTORS®. The complainant argued in her 

complaint that the Confederate flag is a symbol of racial exclu-

sion and that the listing broker's display of the photos conveyed 

a preference and discrimination based on race. The local asso-

ciation's Grievance Committee reviewed the complaint and for-

warded it for a hearing.  

 At the hearing, the complainant testified that she felt threat-

ened by the display of the Confederate flag and took it to mean 

that she would not be welcome in the home or the neighborhood 

if she were to make an offer on the property. The listing broker 

testified that he should not be held responsible for what is dis-

played in a client's home and could not offer an explanation for 

his client's motives in displaying the Confederate flag.  

 The Hearing Panel concluded that the listing broker is in-

deed responsible for content he displays publicly when engag-

ing in real estate brokerage. The Hearing Panel also discussed 

whether the display of the flag indicated an illegal preference 

or discrimination. Using the standard of whether a "reasonable 

person" would think display of the Confederate flag conveyed a 

discriminatory preference, The Hearing Panel determined that 

the listing broker's inclusion, intentional or not, of 

photos including the Confederate flag could be 

reasonably construed as indicating a racial 

preference or illegal discrimination based 

on a protected class, and therefore was a 

violation of Article 10, as interpreted by 

Standard of Practice 10-3 and Standard 

of Practice 10-5. 

Special anniversary observed 

A Resolution of the Professional Stan-

dards Committee of the National Associa-

tion of REALTORS® in recognition of the 

75th Anniversary of the Professional Stan-

dards Committee November 2021: WHEREAS 

the National Association of REALTORS® was found-

ed with the goal of uniting the real estate profession through 

high standards to protect buyers and sellers, and  

 WHEREAS more than 100 years after its adoption, the Code 

of Ethics continues to be what sets us apart as REALTORS®, and 

WHEREAS the Professional Standards Committee was founded 

in May of 1946 to devote its attention to the raising of profession-

al standards nationally in the transaction of business concerning 

real estate in all its branches, and  

 WHEREAS the Committee's founding reinforced the REAL-

TOR® Code of Ethics as a living, dynamic credo guiding us in 

our daily professional lives, to be regularly revisited, reviewed  

and improved,  

 BE IT THEREFORE RESOLVED that the Professional Stan-

dards Committee of the National Association of REALTORS® 

recognize the contributions and devotion of time, energy, tal-

ent and enthusiasm of past and present members on this, the 

75th anniversary of the founding of the Professional Standards  

Committee, and 

 BE IT FURTHER RESOLVED that the Committee's lead-

ership, passion and vision will continue to guide future genera-

tions of REALTOR® leaders in in keeping the REALTOR® Code of 

Ethics and professional standards significant and relevant in an 

2021 marks the 
75th anniversary 
of the formation 

of the Professional 
Standards Committee 

of the National 
Association of 

REALTORS®.

(One last look at Professional Standards for 2021, continued from previous page)
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It’s December, my favorite time of the year. The 

holidays are here, fall colors have painted the 

landscape, and football season is in full swing. 

 But in case you haven't noticed, it's also the sea-

son for IRS notices. The extension filing deadlines for 

business and individual income tax filings expired 

over a month ago. Of course, many people who file 

their tax returns at the extension deadline 

owe money to the IRS and the state. 

 Tax debt can happen to good 

people, and for many reasons. 

I will give you a few exam-

ples of how people get into  

this pickle: 

•  They changed employ-

ers, and their new Form 

W-4 did not have enough 

federal withholding taken 

out. 

•  They could have changed em-

ployers, and now they work for 

someone who pays them on a 1099-

NEC as an independent contractor (this is 

a whole separate issue on whether this is appro-

priate or not). Therefore, there is usually not any 

federal withholding paid into the IRS. 

•  They own a business that's suffered a downturn 

in the pandemic. Or, a business that could have 

been doing well before, but now it is not when the 

tax is coming due. 

•  They are selling a property with a large taxable 

gain but not getting any cash out at the sale. 

•  Major life events happen (serious illness, divorce, 

death of a loved one), and they struggle to cope 

with responsibilities they once handled with ease. 

So, what is a person (or business) to do? Well, for-

tunately there are many options to choose from;  

however, please note that the options can only apply if 

your facts and circumstances allow for it. 

Installment Agreement: Most people will fit into 

the bucket that allows them to fully pay their tax, 

penalties and interest over a payment plan. This is 

typically paid over 72 months. Depending on the dol-

lar amount you owe, you may not have to 

provide any forms or documents to set 

this up. 

Partial Pay Installment 

Agreement: It may be that 

you can pay some payment 

monthly but not the full 

amount that would allow 

you to pay it in full over the 

72-month period. You may 

qualify for a partial payment 

plan. Your monthly payments 

will be lower, the IRS agrees not to 

levy your bank account or paycheck as 

long as you make the payments, and at the end 

of it all you'll end up settling with the IRS for less 

than you owe. 

 If this is the case, the IRS is going to need Form 

433-A for individuals or 433-B for businesses along 

with A LOT of documentation. They are going to get 

up close and personal, vet and confirm the financial 

information you provide, so please be honest. 

Currently Not Collectible: If you do not have any 

(or much) equity in assets and you do not make a lot 

of money, you could possibly qualify for Currently 

Not Collectible (CNC) Status. This is where the IRS 

basically says you cannot afford to pay (again, based 

on your facts and circumstances) and they set your 

account off to the side until time runs out or un-

Jim Flauaus, EA

 

Anchor Accounting 

and Tax

I can’t pay my tax bill: What are 
the options for me?

Please note, the  
IRS does not 

“negotiate.” They are 
not the credit card 

company that you call 
and ask if they will take 
$6,000 cash today on 

your $12,000  
balance due.

(continued on page 46...)

mailto:jim%40anchoraccountingandtax.com?subject=
https://anchoraccountingandtax.com/
https://anchoraccountingandtax.com/


Hampton Roads REALTOR® • December 2021    45 



46     Hampton Roads REALTOR® • December 2021

til your situation changes. Forms and documentation are also  

required here. 

Offer in Compromise: Finally, if you do not have any (or much) 

equity in assets and you do not make a lot of money you could pos-

sibly qualify for an Offer-in-Compromise (OIC). This is another 

option where you settle for less than what you owe. It's a program 

you often see advertised by the brand name tax relief companies.  

 Please note, the IRS does not “negotiate.” They are not the 

credit card company that you call and ask if they will take $6,000 

cash today on your $12,000 balance due.  

 Instead, the IRS uses a strict math formula to calculate your 

“Reasonable Collection Potential.” They’ll accept an offer based 

on that amount, assuming you’ve submitted the Offer form cor-

rectly and provided backup documentation.  

Next steps: Anybody who’s tried to reach the IRS in recent 

months knows they are in for long hold times. It’s been estimated 

the agency is answering less than 10% of all calls. Their customer 

service stinks. Do your best to call early (some lines open as early 

as 7 a.m. EST) and often. 

 If all else fails, please contact a licensed professional (CPA, 

EA, or attorney) to help you with getting you the help you need. 

Tax professionals have a separate “Practitioner Priority (phone) 

Line” they can use to get through to assist you in getting your 

case resolved. Please let me know if you have any questions.  ⌂⌂ 

(I can’t pay my tax bill: What are the options for me?, continued from page 44)

(The 2021/2022 markets: Where have we been, and where are we going?, continued from page 30)

 According to the latest forecast put out by Fannie Mae, median 

home prices are expected to rise 7.9% between the fourth quarter 

of 2021 and the fourth quarter of 2022.  

 So, with all this economic data at our disposal, how do we 

plan for 2022? Now is the time to begin your business planning. 

Gather your team, make those big goals, develop a plan to meet 

those goals, and execute. Be prepared to pivot and adjust your 

plans as things evolve and change.  

 Without a strong business plan, there is no business! There 

are plenty of buyers still in the market as well as many on the 

sidelines. They stepped out during the hot buying season and 

would like to jump back in.  

 For now, demand is still outpacing supply, and now is the 

time to let our buyers know they do not need to wait. We hear 

many clients say, “Let's wait until the market cools off to buy.” 

While it may cool, prices are sure to increase. Interest rates may 

increase as well, making the starter home less affordable each 

year those buyers wait.  

 What is your plan for 2022? How will you respond to the 

changing market? 

 Now is a great time to take advantage of all the classes, 

programs and councils that our local association has to offer 

to help you prepare for the New Year! The offerings cover all 

topics and areas of real estate for our local market, and by 

taking advantage of those opportunities you and your agents 

will be better prepared to navigate this ever-changing real  

estate market.  

 If you are not involved, consider getting involved. There is so 

much we can learn from each other, and there is no better time 

than now to jump into the REALTOR® world at the Hampton 

Roads REALTORS® Association!  

 It has been my honor and pleasure to serve as your Owners/

Managers Council chair this year. May God Bless each of 

you, and may 2022 be the best year ever for you, your family  

and your business!  ⌂⌂

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

http://HRRA.com
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Welcome, New HRRA Members!

Active REALTORS®: 3,774  

REALTOR® Life:  43

REALTOR® Emeritus: 98

Affiliate Members: 796 

Affiliate Offices:  202

HRRA MEMBERSHIP AS OF OCT. 30, 2021

PROSPECTIVE REALTOR® MEMBERS

Juan R. Aponte Rodriguez  Iron Valley Real Estate Virginia  

Trevon L. Armstrong  Keller Williams Town Center 

Robert Craig Belda  eXp Realty LLC 

Domanique Briggs  Keller Williams Town Center 

Takiyah J Brown  Century 21 Nachman Realty 

Gentris Bryant Jr.  MV Realty of Virginia 

Justin D. Carolina  Redfin Corp. 

Ryan Ceballo  Fit Real Estate 

Gregg J. Charles Jr.  The Wilson Group 

Latonia Chavis  Swell Real Estate Co. 

Kevin S Childs  Keller Williams Town Center 

Kenet M. Cochrane  Berkshire Hathaway HomeServices Towne Realty 

Ryan Davidson  Swell Real Estate Co. 

RoShaundra Ellington  Century 21 Nachman Realty 

Tripali F. Gayle  Keller Williams Town Center 

Julienne Gatlabayan  Atlantic Sotheby’s International Realty 

Tamika R. Hamraz  Keller Williams Coastal Virginia 

Leah J. Harris  eXp Realty 

Alexis R. Harvey  Canzell Realty, Inc. 

Melissa R. Henderson  Keller Williams Coastal Virginia 

Lamekia M. Hines  Keller Williams Town Center 

Anthony Hodge  Keller Williams Town Center 

Caleb Hooker  Mossy Oak Properties of Virginia 

Joshua Horne  Exit Realty Central 

Marc A Hrisko  eXp Realty 

E. Trina Hurst  Berkshire Hathaway HomeServices Towne Realty 

Darneshia Jones  Canzell Realty Inc. 

Sharalee Jones-Williston  Century 21 Nachman Realty 

Vignette A. Kaltsas  Keller Williams Town Center 

Oakman A. Kennedy  Canzell Realty Inc. 

Matthew E. Kimbler  eXp Realty LLC 

Catherine M. Kurchinski  The Real Estate Group 

Christopher M. Lawall  Keller Williams Coastal Virginia 

Monique Joyner Lewis  Swell Real Estate Co. 

Scott Lillard  Triumph Realty Corp. 

Alicia (Calapp) Madsen  Howard Hanna Real Estate Services  

Miranda N. Marcum  Vertical Real Estate 

Gabrielle C. Miller  William Brown Real Estate 

Kevin Patel  Atkinson Realty 

Sarah A. McPherson  Atlantic Sotheby’s International  

Kauthar I. Mitchell  Iron Valley Real Estate  

Vanessa Mora  Long & Foster Real Estate 

Vasudha V. Nair  Keller Williams Realty 

Tiffani Noble  Christopher Jordan Inc. 

Cassandra Ortiz  Creed Realty 

Marshall E. Osbey  Redfin Corp. 

Hillary L. Ottaway  Swell Real Estate Co. 

Chola Y. Owens  eXp Realty LLC 

Treva R. Parker  Keller Williams Town Center 

Alannah Poe  eXp Realty LLC 

Mary Lyn B. Reiss  eXp Realty LLC 

Bryant Ross  AtCoastal Realty 

Alexandra Schultz  Keller Williams Elite Western Branch 

Betty J. Spencer  eXp Realty LLC 

Zachary S. Stocker  The Real Estate Group 

Todd E. Sweigart   Atkinson Realty 

David C. Taylor   Keller Williams Town Center 

Sherae Thompson   Redfin Corp. 

Marcos G. Varona Castro   World Class Realty and Associates   

  Realtors 

Ericka L. Walker   Swell Real Estate Co. 

Natalie Wilkinson   Keller Williams Coastal Virginia 

Frank M. Worrell   MV Realty of Virginia 

Elizabeth H. Zetlin   Rose & Womble Realty 

NEW AFFILIATE MEMBERS
AAA   Laura R. Eaheart 

Pentagon Federal Credit Union   James McNees 

Corey Haynes   Corey Haynes 

EA Aerial Photography   Eran Haber 

M&M Enterprises ll Inc.   George Moore 

NEW SECONDARY MEMBERS 
Gregory M. Garrett   Garrett Realty Partners 

David Reiner   MV Realty of Virginia LLC 

Dana W. Wright   Judy Boone Realty Inc. 

NEW BROKER FIRM 
Rose & Womble (Ocean View) 

World Class Property Management 

NEW SECONDARY BROKER FIRM 
MV Realty of Virginia LLC   David Reiner

REINSTATEMENTS 
Angus B. Thompson II   Seaside Realty
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ever-changing real estate industry. 

 Why? 2021 marks the 75th anniversary of the formation of 

the Professional Standards Committee of the National Associa-

tion of REALTORS®. The committee was formed in May of 1946 

with the purpose of devoting its attention to the raising of profes-

sional standards nationally in the transaction of business con-

cerning real estate in all its branches. To commemorate the an-

niversary, the committee's consideration is requested to adoption 

of the resolution included as Appendix 6A.  

Friends, I have enjoyed serving as chair of our HRRA Profession-

al Standards Committee for this year. And it has been a privilege 

to serve on the NAR Professional Standards Committee during 

the past two years. I look forward to serving all REALTORS® and 

our association as a member of the Professional Standards Inter-

pretations and Procedures Advisory Board. 

 I truly hope that each of you enjoy hearing and reading about 

Code of Ethics changes before they are in the printed pages! 

Meanwhile, if you know of something that you have an issue with 

or would like to see changed, send me an email at coopel@aol.

com, or call me. Most ideas, regardless of good or poor, are con-

sidered at NAR by the Professional Standards Interpretation & 

Procedures Advisory Board.   ⌂⌂ 

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

Closings  
Made Simple
Closings  
Made Simple

(One last look at Professional Standards for 2021, continued from page 43)
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