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Don't miss our photo spread in this
month's issue and visit HRRA's
Facebook page for more Installation
and Service Awards photos!

FROM THE CHAIR

Onward into 2022: ELEVATE!
Editor’s Note: 2022 Chairman of the Board Barbara

Navy, and she ran a tight ship. She kept her Marine

Sgueglia shared these inspiring words during her

in line along with her children, her grandchildren

installation in December. They highlight her 2022

and all the other scallywags that came around. Grace

goals and help you get to know her as an individual,

Gatewood didn’t play, and she just knew things about

REALTOR and leader.

people. Who they were, what their souls needed. She

F

was incredible. When I was a teenager, she drove me

®

Barbara Sgueglia

rom the bottom of my heart, I thank my
friends and family for joining us
today, our incredible staff and

2022 HRRA

2021 Chairwoman Tanya Monroe

Chairman of the

for planning a beautiful event,

Board

and my peers for placing your
confidence in me to lead our
Association during 2022.
2021

was

the

most

difficult year of my life as I
lost both my brother and my
nephew within a few months
of each other. Then, I've been
dealing with complications from
a major surgery. I’m currently on

to school daily. She would pick up my best friend on
the way, but we had to leave an hour early.
Apparently,

When others
rush out, we rush
in! When others were
paralyzed by fear, we
kept going. We go
hard for the causes we
stand for and we don’t
give up. And so now,
perhaps we should
consider often just
how incredible
we are.

bedrest and allowed to walk 5 minutes
per hour. I had so many people reach out to
ask if I would be able to make it today, and so I have
to share a story from my childhood.

she

thought

my

soul

needed to learn patience.
We

would

drive

around

looking at houses, get lost, find
our way and discover new
areas of Norfolk we didn’t
know. She fostered a love
for real estate and a passion
for problem solving, slowing
down, and doing things the
right way. Teamwork. Soul
work. You name it, the lessons
happened on the drives to school

when all we wanted to do was sleep an
extra hour.
I will never forget the day I told her my frail,
sickly Gram I was going into real estate and had

You see, in the Gatewood household Pop was a

joined GSH. “GOODMAN SEGAR AND HOGANS?

Marine. I guess that made everyone else honorary

Barbara, they are the best. I am so proud that they

Marines, because when a 6’5” Wake Island Marine

accepted you!” That week at GSH, I met Jo Cross and

who had spent years as a prisoner of war tells you to

Rob Waring, who would become career mentors to me.

do something, you just do it. When things got hard,

I am forever grateful to them both.

he’d remind me, “You’re a U.S. Marine, son. You can

Back to the idea of that Marine mentality though-

do anything for 15 seconds. And when you’re done,

that whole “you-can-do-anything-for-15-seconds” rule.

just do 15 more.”

The reason I tell you about that is because it occurs to

Uh huh. Now I’m a son and a Marine. Got it. But

me that not only is that what Marines live by, but that’s

seriously, I have carried that with me throughout life.

what REALTORS® stand for! Think about that for a

I’ll be back on bedrest after this, but I wouldn’t miss

moment. Think about the character of a REALTOR®.

this event for anything in the world. It is a true honor

It’s the heart of a REALTOR® who sacrifices much to

to serve this Association.

serve their clients in ways we never imagined. You

My Gram, on the other hand, well…she was retired

know, how so many of us got in the business so we
(continued on page 35...)
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CEO CORNER

Elevate: It’s time to raise our
HRRA rafters in the New Year

H

ow will you elevate? I recently watched

The Institute is for those who want to learn the

a rather strange, but thought-provoking,

power of leveraging the REALTOR® brand when

special on all the things we said good-bye to

our members and leaders participate in planning

in 2021. Some of them were quite humorous: waiting

and governing the communities and neighborhoods

room magazines, the global supply chain, renting a

we serve.

car, our attention span and travel etiquette.

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

HRRA CEO

I encourage anyone with an interest in one

This article is about not what we will say

day becoming a part of the civic process to consider

“goodbye” to but what we will say “hello” to in 2022.

applying at www.hrra.com/CI. Your participation can

I was inspired by HRRA 2022 Chairman of the

also be a feather in your cap should you ever decide

Board Barbara Sgueglia’s installation speech. She

to run for the HRRA Board of Directors. I urge our

challenged us all to elevate, personally and
Last year we said goodbye to
building HRRA’s foundation
as a newly self-managed
organization.
was

So

much

accomplished

as

we transitioned to selfmanagement,

but

our

work has just begun.
We

now

elevate,

to

members to think outside of the box when deciding
if investing the time in this project is right

professionally.

need
raise

to
the

rafters, metaphorically.
So, what does elevate
really mean? In the dictionary,

for them. The Institute is meant to be

Last year we
said goodbye to
building HRRA’s
foundation as a
newly self-managed
organization. So much
was accomplished as
we transitioned to selfmanagement, but
our work has
just begun.

as prestigious as its name implies,
and openings are limited.
To raise or lift to a more
impressive level: In 2022, my
plan, as your CEO, is to raise
our member service to an
impressive level.
Our mantra will be not
just to serve our members but
to WOW them, going the extra
mile

with

every

member-staff

interaction. The board has approved

the component of our strategic plan

the word has five similar meanings:

that will allow me to invest in professional

“To raise or lift something to a higher
position,” “To raise or lift to a more impressive

development of our staff. I want each and every

level,” “To hold up for adoration,” “To increase the

one of you to feel the difference as a result of your

level or amount of something” and, finally, “To raise

investment in us, your staff.

the axis of (a piece of artillery) to increase its range.”

To increase the level or amount of something: This

definitions

tenet does require your participation in what makes

individually, I can see how they all will apply to HRRA

the REALTOR® association the powerhouse that it

in 2022.

is, and that is done through increasing the level of

When

I

thought

about

these

One of the key programs Chairman Sgueglia
announced is a new initiative called the Candidate

RPAC, or REALTORS® Political Action Committee,
participation.

Institute. This Institute will be designed to elevate

While the National Association of REALTORS®

HRRA members and leaders to a higher position of

(NAR) sets our participation goal as a $35 Fair Share

influence in our communities.

investment, at HRRA we are asking, if you cannot
(continued on page 10...)
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A Picture is Worth 1,000 Words
RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

Feeling crabby’s a good thing with YPN!
Victory was sweet for the winner of the Young Professional Network (YPN) Hermit Crab Beach Bash in November! Competition was fierce
during the event held at Chicho’s Pizza at the Virginia Beach Oceanfront, but in the end Shelby Sellington from Shel’s Home Team crawled to
first place, followed by 1-95 Home Inspection’s Floyd in second place and Creed Realty’s CT Creed in third. Thanks to Atlantic Bay Mortgage
Group and Cinch Home Services for sponsoring the fun. Stay tuned for more great education and networking events from YPN in 2022, and
congrats to the winners! – Victoria Hecht, Vice President of Communications, Public Relations and Media Relations

Hampton Roads REALTOR® • January 2022

5

Elevate! HRRA installs 2022
leadership, honors 2021 service

T

Victoria Hecht

Vice President of
Communications,
Public Relations and
Media Relations

he Hampton Roads REALTORS® Association
(HRRA) honored member service and swore
in its 2022 Board of Directors during the
Installation and Service Awards Luncheon held
Dec. 10 at the Chesapeake Conference Center. The
gathering also offered attendees the opportunity to
reconnect, enjoy the traditional passing of the gavel,
and celebrate 2021’s accomplishments.
Barbara Sgueglia, founder and principal broker of
Hampton Roads Military Relocation Team in
Chesapeake, was sworn in as chairman
of the board, succeeding 2021 Tanya
Monroe with Berkshire Hathaway
HomeServices Towne Realty
in Chesapeake. The mantra
for her leadership year is
“Elevate!”,
building
on
HRRA’s successes achieved
in 2021.
A Hampton Roads native
and resident of Chesapeake,
she is active in both local
and state politics, dedicated to
charity work, and has been an
award-winning REALTOR® in the
Hampton Roads real estate market for
nearly two decades.
Sgueglia has served on the Hampton Roads
REALTORS® Association Board of Directors since
2018, previously served on the Virginia REALTORS®
Board of Directors, the National Association of
REALTORS® Board of Directors, and was honored as
HRRA’s 2017 REALTOR® of the Year. Sgueglia is a
Major Supporter of the REALTOR® Party.
Committed to worthy causes, especially
those supporting veterans and the local homeless
population, Sgueglia is founder of VetNoise. She
serves several deserving local charities and is an
active a member of Chesapeake's CERT (Community
Emergency Response Team).
Sgueglia and her husband also own and operate
Collision Repair Center of Norfolk, several group
homes, which provide housing for homeless veterans,
and Kapers Restaurant in Chesapeake.
Sgueglia studied Organizational Leadership and

Management at Regent University, is a graduate of
the Sorensen Institute for Political Leadership at
the University of Virginia, the Virginia REALTORS®
Virginia Leadership Academy and the FBI
Citizens Academy.
During the luncheon, Sgueglia received the
Omega Tau Rho medallion. Since 1950, state and local
REALTOR® associations have inducted members into
this honorary fraternity, which recognizes exemplary
service and dedication to the REALTOR®
organization.
Also installed as 2022
leadership were the Executive
Committee and Board of
Directors.

The gathering
also offered
attendees the
opportunity to
reconnect, enjoy the
traditional passing
of the gavel, and
celebrate 2021’s
accomplishments.

•

Executive Committee:
•
Chairman-Elect –
Jeremy Caleb Johnson, Long
& Foster Real Estate;
•
Vice
Chairman
of Finance – Jay Mitchell,
Berkshire
Hathaway
HomeServices Towne Realty;
•
Immediate Past Chairman
– Tanya Monroe, Berkshire Hathaway
HomeServices Towne Realty; and,
Executive Committee At-Large – Linda Bass,
Weichert, REALTORS®; Alan Thompson, Lucky
Homes; and Rob Waring, South Beach Realty.

Council Directors (One-Year Terms):
• Affiliates Council – Carrie Williams, Atlantic Bay
Mortgage Group
• Appraisers Council – Christopher Perry,
CMP Appraisals
• Commercial
Council
–
JC
Wynkoop,
Wynkoop Realty Group, RE/MAX Alliance
Commercial Division
• Property Management and Leasing Council – Phil
Kazmierczak, Atlantic Sotheby’s International
• New Homes Council – Monique McClellan, Rose
& Womble Realty
• Owners/Managers Council – Mia Roberson,
Creed Realty
(continued on next page...)
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( continued from previous page)
•

Resale Council – Tim Vohar,
HomeServices Towne Realty

Berkshire

Hathaway

Board of Directors (Two-Year Terms):
• Mary Ross Ellsworth, Berkshire Hathaway HomeServices
Towne Realty
• Gladys
Fain,
Berkshire
Hathaway
HomeServices
Towne Realty
• Sherry Maser, Howard Hanna Real Estate Services
• Remona Murmillo, Rose & Womble Realty, Chandler
Property Management
Board of Directors (Two-Year Terms, serving second year
of two-year term):
• Lee Cross, Cross Realty
• Linda Harrison, Howard Hanna Real Estate Services
• Jimmy Jackson, Rose & Womble Realty
• Jon McAchran, AtCoastal Realty
Several awards for exceptional service to HRRA in 2021 also
were presented.
Sandee W. Ferebee, ABRM, CRB, GRI, of Norfolk was the
recipient of the Lifetime Achievement Award, which is only given
to a member in good standing who has been with the association for
a minimum of 25 years. Recipients must also have demonstrated
continued dedication and service to the REALTOR® community.
Fittingly, her late husband, O.B. Ferebee, was the first recipient
of HRRA’s Lifetime Achievement Award in 1998.
Ferebee has been a HRRA member for nearly 40 years and
served as board chairman in 1985. Over the past four decades
she has chaired many councils and committees, and rose through
the ranks to serve the REALTOR® organization at the state and
national levels, including Virginia REALTORS® president in
1990. In 1994, she was named the statewide REALTOR® of the
Year and, in 2007, was inducted into the Virginia REALTORS®
Hall of Fame as a charter member.
Ferebee also served the state as a Virginia Real Estate
Board/Department of Professional and Occupational Regulation
director from 2010 to 2018, including six years as vice-chair.
Her commitment to helping the community extends to the
world community as well. With her husband, Erik Van Strien,
the two serve on board of the nonprofit ministry Tree of Lives,
which provides clothing, education and food for children of
Kenyan field workers and supports Joy Village children home,
Holy Family Center at Nazareth Hospital and Women of Worth
mentorship program.
Additional service awards were presented to:
•
•

Affiliate Member of the Year – Christie Woytowitz, loanDepot
Broker/Manager of the Year – Cindy Hawks White, Keller
Williams Realty
(continued on page 8...)
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( continued from previous page)
•

•
•
•

Chairman’s Award for Outstanding Service – Mary Ross
Ellsworth, Berkshire Hathaway HomeServices Towne
Realty; Gladys Fain, Berkshire Hathaway HomeServices
Towne Realty; Karen Gaskins, Rose & Womble Realty;
Cindy Hawks White, Keller Williams Realty; Sherry
Snyder, Rose & Womble Realty; Aaronetta Stewart,
Berkshire Hathaway HomeServices Towne Realty; and
Rob Waring, Beach South Realty
Code of Ethics Award – Jimmy Jackson, Rose &
Womble Realty
REALTOR® Volunteer of the Year – Kimberly Plourde,
EXIT Realty Central
Rising Star of the Year – Phil Kazmierczak, Atlantic
Sotheby’s International

REALTORS® Political Action Committee (RPAC) 2021
Major Investors were also recognized, and Cindy H awks
White was presented the Omega Tau Rho medallion. New
chairman Sgueglia was installed by mentor Jo Cross,
2020’s Lifetime Achievement recipient, and officers and
directors were installed by Ann Palmateer, a past HRRA
chairman and past Virginia REALTORS® president. Wes
Coons led the Pledge of Allegiance, and Sen. John Cosgrove
sang the National Anthem. The invocation was led by Dr.
Will Lankford.
In conjunction with the event, RPAC held a Wine Grab
to raise money for REALTOR® advocacy. The Installation
and Service Awards Luncheon program also included a
Year in Review with 2021 Chairman of the Board Tanya
Monroe and CEO Dr. Dawn Kennedy, plus video reflections
of Monroe’s year of service, which can be viewed on HRRA’s
official Facebook page. The installation culminated with
the ceremonial passing of the gavel, during which all past
chairs in attendance from over the decades took part, and
Installation remarks of thanks and goals by Sgueglia. Read
her words on Page 3 of this issue.
More Installation and Service Awards Luncheon photos
and an event video can be found on HRRA’s official Facebook
page. Congratulations to all! ⌂
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(CEO Corner: Elevate: It’s time to raise our HRRA rafters, continued from page 4)

find the means to contribute $35 to protect your career and your

Finally, to raise the axis of artillery to increase its range:

industry, that you consider a $15 investment. That is a $1.25 per

Your involvement in REALTOR® advocacy is your artillery, and

month. There isn’t much you can buy for a $1.25, but job security

by participating in the Candidate Institute, by serving the HRRA

is one of them.

Foundation during a REALTORS® Have a Heart event or Habitat

To make your $15 investment in our efforts to keep the market

for Humanity build, or by contributing to the power of RPAC,

healthy and viable and to ensure our continued designation as

you effectively increase the range of our influence in protecting

essential workers, click here.

private property rights and shaping the market.

To hold up for adoration, in a nonliteral sense, is to honor

(Lest we not forget, it was the REALTORS® who stopped the

what it means to be a REALTOR®. I hope that every member

Qualified Residential Mortgage (QRM) Act from gaining traction.

understands how truly important they are to our national

Had this become legislation, potential homeowners would have

economy and the stability of our neighborhoods. You are all the

been required to put 20% down on a home purchase. NAR

gatekeepers of the American Dream.

research indicated it would take the average family of four 20

What an incredible responsibility you all have! Your work

years to save for a home’s down payment.)

may not always be appreciated by the American public, but it

Advocacy, and perhaps more importantly, RPAC is the

is essential to the health of our society. Your commitment to

artillery we use to keep the American Dream, and the real estate

upholding the Code of Ethics should be cherished by those

industry, alive and well in 2022 and beyond.

you serve.
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I wish you all the most successful 2022! — Dawn

⌂

“That’s Who We R”
REALTOR® Spotlight

Linda
Bass

WHO: Linda Bass, broker/owner,
Weichert REALTORS®, KBL
Companies, Suffolk

working with. I love that whatever the
subject, HRRA has training for it and
FREE. The networking is phenomenal.

HRRA MEMBER SINCE: I started
my real estate career in 1972 in
Portsmouth before the merger of the
boards, took a short hiatus to work for
a builder developer, and became active
with HRRA. I spent the major portion
of my real estate career as a managing
broker for a number of large brokers in
the area before deciding 10 years ago to
start my own company.
REALTOR® ACTIVITIES/
ACCOLADES: This year I serve
on HRRA’s Executive Committee
At-Large. In the past I taught the
new-members class at HRRA for a
number of years and have been a
regular instructor for the New Homes
Site Manager Course. As a matter of
fact, Barbara Sachon, Frank Spadea
and I developed the original Site
Manager Course that was eventually
adopted by the National Association
of Home Builders as the Certified Site
Professional Course.

COMMUNITY INVOLVEMENT: My
most-prized involvement is with the
Girl Scout Council of Colonial Coast,
serving on their board and as chairman
of the board. I am a Lifetime Girl Scout
and volunteer. I have been involved
for numerous years with the annual
Toys for Tots campaign, give service to
women's shelter and advocate for
the homeless.
I CHOSE TO BECOME A REALTOR®
BECAUSE: I believe in the Code of
Ethics we subscribe to. I regularly
include portions of the Code of Ethics
in my sales meetings to remind agents
that we subscribe to a higher standard
than the law…it may be legal but not
ethical! The National Association of
REALTORS® is a huge advocate for our
industry, and our membership helps
their efforts to lobby for laws to benefit
our industry.

I AM PROUD TO CALL MYSELF
A REALTOR® BECAUSE: I recall a
number of years ago being involved in
a transaction with a non-REALTOR®
sales associate. I pointed out to that
person that what he was doing was
unethical, and the reply was, “That's
why I'm not one!” I will never forget
that and remind agents often the
benefit of working with ONE.
BEST PIECE OF ADVICE FOR
FELLOW REALTORS®: The
best advice I could give a fellow
REALTORS® is to take advantage of all
that your membership has to offer!

FAVORITE REALTOR® BENEFIT:
I encourage agents to be involved
with the many activities, both
educational and social, and how much
it helps when they get to know the
other REALTORS® who they will be

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

Hampton Roads REALTOR® • January 2022
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Build a strong numbers game
in 2022 utilizing NAR resources

I

Jay Mitchell, ABR,
AHWD, C2EX, CRB,
CRS, e-PRO, GRI,
MRP, RSPS, SFR,
SRES

2022 Vice ChairFinance

’m not a numbers person. Never have been. Won’t
be tomorrow, either.
But I still know the numbers…and I know
that if we do business the right way, the numbers
always follow.
Such is the case with the Hampton Roads
REALTORS® Association (HRRA). In our first year as a
self-managed organization, there were plenty of hoops
to jump through to make sure our financial house was
in order. Lots and lots of people and processes were
involved. And the bottom line is, we are solvent. And
healthy. And we will get healthier as we go along.
The intricate pieces to make the finances work
that provides a base for your business
are all tied together with each of you. Like
as REALTORS®.
me and all of your HRRA Leadership
Speaking of REALTORS®,
The intricate
Team and Board of Directors folks,
our friends at the National
pieces to make the
we are the members who make
Association of REALTORS®
finances work are all tied
this project work! Without
(NAR) have a number of
together with each of you.
members, we are bankrupt in
great resources for you in
Like me and all of your
all ways.
“Right Tools, Right Now”
In this coming year,
HRRA Leadership Team and
on the NAR website at
expect us to make some good
Board of Directors folks, we
www.NAR.REALTOR.
If
changes that will continue
are the members who make
you dig in through what
to improve our Association’s
this project work! Without
they offer (and you really,
wealth health. We will put a
members, we are
really should!), you will find
critical eye on everything we do,
bankrupt in
https://www.nar.realtor/centerand will look to provide services
all ways.
for-realtor-financial-wellness,
that you want and need.
which just might help guide your
Some of what we have to do is just,
2022 planning.
for lack of a better word, housekeeping. That’s
But, of course, you’ve already mapped out all
not really the fun stuff. What’s fun is next steps and
your plans for 2022, right?
continuing to build a strong and sustainable company
Remember that HRRA can provide you many
resources to keep you financially astute. Among
them are classes from our Affiliate members who do
business planning, financial planning, tax planning
and even estate planning.
You and your clients can’t control the market,
but you can certainly control how you set out to do
business and how you respond to market forces. Being
prepared is the first step.
Know your numbers. Just don’t let them stress
you out. Use them to your advantage, and you’ll be
way ahead…especially financially!
Happy New Year! ⌂
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SAFETY FIRST

Cybercrime: protecting your
privacy in 2022

C

Brenda Wise

SmartWise Protection

ybercrime is an ongoing threat in America
and around the world. When you hear and
read about the vast array of cybercrimes out
in the world today, you may be tempted to not use
the Internet.
Of course, that is not a reality in our world today.
Instead, the best idea is to begin with how to
prevent cybercrime, which is always the first
step in protecting yourself and your data.
Remember, prevention is key in all
crimes that are committed.
If you think that by learning
how to prevent cybercrime, you
can stop it, you can’t! You can
learn how to take precautions
to help prevent against it.
What are cybercrimes?
It is any crime that take place
online. Types of cybercrimes
include
cyber
stalking,
revenge porn, harassment,
bullying, financial fraud, child
sexual exploration. Terrorist
collaborate on the internet from
around the world, moving terrorist
activities and crimes into cyberspace.
Here’s how to protect yourself and
prevent against cybercrimes:

6.

many of us work from home this is critical. Start
with a strong password and VPN – or virtual
private network.
Talk to your kids about Internet safety. Make
sure they know and feel comfortable coming to
you if they experience any online harassment,
stalking, bullying. Liken it to inviting a criminal
into your home.
7.
Keep up with major security
breaches. Change your password
immediately.
8. Take extreme measures
to help protect yourself
against
identity
thief.
This is defined by anyone
who
wrongfully
obtains
your personal data that
involves fraud or deception,
most often financial gain. A
VPN can help prevent data
sent and received online.
Reframe from using public WiFi in coffee shops, library and
Internet cafes.
9.
Know
identify
thief
can happen anywhere, especially
when traveling. It’s smart to know how to
protect yourself.

If you think
that by learning
how to prevent
cybercrime, you can
stop it, you can’t!
You can learn how to
take precautions to
help prevent
against it.

1.

2.

3.

4.

5.

Use a full-service security suite like a virtual
private network, or VPN. Most of these systems
can protect against exiting and emerging malware
which include ransomware and viruses.
Use a strong password. This will include
symbols, numbers capital and lowercase letters.
Reframe from using personal information as it is
very easy for the cyber hackers to locate.
Keep your software updated frequently.
This is especially important with your operating
systems. Cybercriminals use known flaws in your
software. Updating patches make it less likely to
become a target.
Manage social media settings. Keep your
personal and private information locked down.
They can exploit with just a few keystrokes and
data points. Examples are a child’s or pet’s name,
mother’s maiden name and place of birth, which
are all common security questions.
Strengthen your home network. Now that

Identify thieves will target children because
their social security numbers and credit are clean.
Instill in your children the importance of not sharing
any information.
Know what to do if you do become a victim. Alert
local police, FBI and the Federal Trade Commission.
Authorities can identify patterns and can thwart
cybercrime from taking advantage of others. Contact
banks and companies involved. Get a credit report.
Place fraud alerts on your credit cards that have
been compromised. Get all new credit and debit cards
at once.
What helps most is following the above tips.
Fighting cybercrime is everyone’s business. Simply
following a few simple common-sense steps keeps
yourself and your families safer. Reporting cybercrime
is key in managing this worldwide epidemic.
Wishing you a happy, healthy and prosperous
New Year! Be safe and “wise up ,” because your life
depends on it! ⌂
Hampton Roads REALTOR® • January 2022
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Owners/Managers Council:
Ready to ROCK in 2022

C

Mia Roberson

Chair, Owners/
Managers Council

an you believe it's 2022? I am amazed how
time can fly by so fast. I am the new chair for
the Owners/Manager council. Nelene Gibbs
was the 2021 chair, and if you get a minute, please
reach out and let her know what a great job she did!
I hope that I can make her proud and do just as great
a job.
I have been vice chair for two years,
and it was time to put my big girl
pants on and step up this year
for 2022. I am humbled to be
in this position and want to
make a difference for all the
owner/mangers who are out
there running our industry
every day!
I don’t want to bore
you with too much of me.
However, I’ve been told I
need to introduce myself. I
was born and raised in Norfolk
(Ocean View and a Norview High
graduate), then moved to Virginia
Beach and have been working on my
career here ever since. My background is a
plethora of jobs, but my longest-running career prior
to real estate was advertising and accounting, which
obviously has been the backbone of my career in
real estate.
I have been doing this since 2000. I became
a broker in 2004, joined Creed Realty in 2007 and
became the broker/owner in 2010. I have been
enriched by some really amazing people in this
industry, and because of them, I am where I can pay
it forward.
What do we have to look forward to in 2022? I
would suggest that you read the article that was put
out by National Association of REALTORS® (NAR)
Chief Economist Lawrence Yun. I don’t do well with
speaking the language as eloquently as Yun does,
so I thought this would be a better way deliver the
2022 forecast.
Here are some “Cliff Notes” from his article,
courtesy of NAR:

“While real estate has thrived, Yun
said there are signs that a more
normal and predictable market is
on the horizon. Home sales have
surged over the past year in
an uncharacteristic manner,
many receiving multiple
bids after only being on the
market for a short period.
However, the housing sector
will settle down but at above
pre-pandemic levels.”

Some of the
topics we are
working on
are retention,
recruitment, perks/
benefits and
technology.

“Yun said even though there may be a decline
in sales in 2022, he still forecasts home sales will

14

outdo pre-pandemic levels. His prediction, he noted,
is based on an anticipation of more inventory in the
coming months. That supply will be generated, in
part, from new housing construction – already under
way – as well as from the conclusion of the mortgage
forbearance program, which in turn will cause a
number of homeowners to sell."
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And finally… "Rising rents will
continue to place upward pressures
on inflation," he said. "Nevertheless,
real estate is a great hedge against inflation."

And what do we have to look forward to in 2022
from this council? Well, I also have a vice-chair this
year, and she is Tina Holt. Tina currently is a vice
president with Long & Foster/Christie’s Real Estate
and managing broker of the Oceanfront & Coastal
Office, which has agents serving and living on the
Eastern Shore of Maryland and Virginia, and in
Hampton Roads, northeastern North Carolina and
the Outer Banks.
A native of Hampton, Tina began her career
in real estate in the Roanoke region in 1993 and
previously served at the Roanoke Valley Association
of REALTORS®. Tina served as a vice chair of HRRA’s
REALTOR®/Lawyer Committee in 2020.
For those of you attending our meetings, we
are reducing them to quarterly and making the four
we have this year bigger and better. They will be
breakfast meetings, and they will be impactful. Some
of the topics we are working on are retention,
recruitment, perks/benefits and technology.
(continued on next page...)

A sneak peek at PMLC content
in 2022: best practices, move
outs, renewals and more

W

elcome to 2022! I am so excited to be your

From applications to renewal or move out, we are

chairman of the Property Management

going to cover the basics on best practices to keep you

& Leasing Council (PMLC). We came a

operating at your highest efficiency.

long way in 2021, and we are going to continue that
momentum through 2022.
As

newly

installed

Most importantly, as stated above, we want to
hear from YOU.

2022

chairman

of

has not worked for you in your business. We want

Hampton Roads REALTORS® Association, Barbara

all property managers to have as much information

Sgueglia said at last month’s Installation
Phil Kazmierczak

Chair, Property
Management and
Leasing Council

We want to know what has and

the

as possible so that they can make the best

and Service Awards ceremony that

decision possible for their business.

we need to continue to “elevate”

We

our organization.
PMLC

will

cannot

run

our

businesses the same way that
meet

that

challenge by presenting not
just standard information
that we receive every year,
but also information that
will help us all build our
own individual businesses.
There is plenty of opportunity

We cannot run
our businesses
the same way
that we did just a
decade ago.

to go around for all of us, and

we did just a decade ago. Even
what used to be standard
items

like

a

walk-thru

checklist have been replaced
with cloud-based inspection
programs where you can
upload photos and videos,
which is physical evidence
that will hold up much better

the ones who have access to the

in any court-related case as

best information and who know how

opposed to the old move in/move

to utilize that information will do best.

out checklist.

We are going to continue with forum-style

Of course, we will still hold our General

meetings in 2022 as they have provided for a greater

Assembly recap once our elected leaders convene for

exchange of information among participants.

the 2022 Session so we can go through changes to

We don’t want to host meetings where someone

property management law.

comes and talks at you. We want to continue with a

2020 and 2021 were a whirlwind of changes

dialogue of back and forth where everyone feels that

dealing with COVID-19, so we will see if what is

they can particulate and that their input is valuable.

supposed to sunset in June 2022 actually does or if

So, what’s in store for 2022?

items like the 14-Day Failure to Pay Notice are here

Here’s a sneak peek: We are going to break down

to stay.

the business and spend time on each main action
item of property management throughout the year.

From all of us here at PMLC, we hope you will
join us for some great information all year long!

⌂

(continued from previous page)
We are all going to work hard this year to bring back attendance
and participation to these informative meetings. We have a lot of
good things in the works, but if any of you have suggestions, my
door, email, phone, text is always available for you! Contact me
at 757-761-6611 or miaroberson@creedrealty.com.
Please don’t hesitate to reach out, even if to say “hi,” and

know that you are reading these articles. I really do look forward
to hearing from you. We want to work hard to represent you
and what you feel is important to your firm, your company,
your agents.
Let’s have an awesome year and ROCK the attendance! ⌂
Hampton Roads REALTOR® • January 2022
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Prepare for a terrific 2022 with
the Affiliates Council

I

t’s hard to believe that 2021 has already come to

business. I have made a point to consistently attend

an end. It was another whirlwind year for real

this meeting for the better part of 15 years.

estate, and we all have much to be thankful for

in these changing times.
I really couldn’t be more excited about 2022,

Plus, I really hate to miss attorney John Faber’s

although as I am honored to be serving as 2022

thrilling tales of legal controversy across the state via

Affiliates Council chair for the Hampton Roads

“Legal Corner.”

REALTORS® Association.
Carrie Williams

Chair, Affiliates
Council

Each meeting provides a little piece of new
information or an opportunity to meet a new face.

As we begin a New Year and make plans for

With the start of my year as Affiliates

our business strategies for 2022, I encourage

Council chair, I’d like to reflect on my

everyone to finding a HRRA meeting

first time attending a HRRA event.
I was only about three years into
my mortgage career and at
the time still learning how to
grow my business.
A
is

dear

also

a

friend,

who

REALTOR ,
®

suggested that I attend a
HRRA REALTOR / Lawyer
®

Committee

meeting.

I

honestly don’t know at that
point if I had ever really heard of

If you are a
newer Affiliate
member, or perhaps
have been out of touch
for a little while, a
great place to start is
the Affiliates Council
Meeting held on the
second Friday of
each month at
9:30 a.m.

HRRA, but I was eager and excited.

and make a commitment to get
involved. It can be tough to
step outside one’s comfort
zone and walk into a room of
strangers, but I assure you it
is well worth it.
If you are a newer Affiliate
member, or perhaps have
been out of touch for a little
while, a great place to start is
the Affiliates Council Meeting held

on the second Friday of each month at

I still recall the meeting at the old

9:30 a.m. At this meeting you will have a

association building off Greenwich Road in Virginia

chance to learn about our upcoming events and also

Beach. I really had no idea what I was walking

be able to provide input. We have some great events

into, but I sat down and intently listened to the

planned for 2022. I am particularly excited about

topic at hand. I was hooked immediately! So much

our second annual Mini Golf Tournament in late

great information was shared. An, for a newbie in

spring. We will be sharing sponsorship and volunteer

the industry, real-world scenarios were better than

opportunities at our upcoming council meetings. I

any textbook.

love it when the REALTOR® community can come

I made a point to mark my calendar every month

together, have a little fun and support local charities.
I appreciate the commitment HRRA has to its

for this meeting.
Over time, I began to engage and make

Affiliate members. I am thrilled to be serving under

introductions. To this day, attending REALTOR /

Chairman of the Board Barbara Sgueglia’s leadership.

Lawyer forums has been one of the most impactful

2022 looks to be another amazing year for the

developments in my career. The relationships I have

real estate industry. I wish everyone all the best

formed over the years have helped me grow my

this year!

®
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or event that is of interest to you
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Affiliate Spotlight: Beacon Property InspectionsGET
TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: Beacon Property Inspections
Territory: All of Hampton Roads and northeastern North Carolina
Company details: www.beaconpropertyinspection.com 757-822-4839 and
beaconpropertyinspections@gmail.com
Year company established: 2003
HRRA Affiliate member since: 2004
Company specialties: Residential and commercial property inspections, mold testing, pool
inspections, lead paint testing, sewer scans and water testing
Why we joined HRRA: We joined HRRA to network and build lasting relationships with real
estate professionals and to give back to the community.
Why we got into this business: After purchasing a couple of homes, we saw a need to provide
a service to people during a very stressful time in their lives. We strive to provide as much
education as possible so that the process can be seamless.
Why we love doing what we do: We love helping clients make educated decisions about one
of the largest purchases of their lives. We strive to provide a thorough, easy-to-understand
inspection report and customer service for years to come.
Our favorite satisfied-customer story: Our favorite satisfied customer is when a REALTOR®
uses Beacon Property Inspections for their own personal home or the homes of family members.
That means they see us as the most qualified person to do an inspection and we love that.
Our favorite HRRA event and why: We love any REALTORS® Have a Heart event. It allows
us to give back to the community while networking with amazing real estate professionals.
Most memorable HRRA moment: When we were nominated for Affiliate of the Year. It was a
great honor. Hopefully, it will happen again.
Best piece of advice to REALTORS®: Always do what is best for the client. If a transaction
doesn’t come to completion for one reason or another, it’s OK. The client will thank you in the
long run for protecting their best interest.
The one thing we want REALTORS® to know about our industry is: It’s complicated! If
you don’t know…ASK. We love being a resource to REALTORS®. Feel free to call us anytime
with questions or send an email with pictures. We will do our best to shed light on the situation.

HRRA’s Affiliate Spotlight is a monthly feature offering a closer look at the association’s Affiliate members.
Hampton Roads REALTOR® • January 2022
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New Year, New Homes Council
programming in 2022

I

t’s a New Year, and I’m excited to be stepping into

not limited to new home agents. We may be the New

the role of New Homes Council chair for one more

Homes Council, but we welcome all agents to attend!

year. I’ve been with Rose & Womble Realty for

In the past, we've offered designation courses from

20-something years (we’ll pretend that I started in the

the National Association of Home Builders (NAHB),

business when I was 5), where I have been fortunate

including Certified New Home Sales Professional

to work in both resale and new construction.

(CSP) and their pinnacle Master of Residential

It just so happened that new construction

Marketing (MIRM).

is my passion, and that’s where my focus
Monique McClellan

has been for the bulk of my real
estate career. My predecessor

Chair, New Homes

and

Council

mentor,

Jenny

Lovell,

encouraged me to get involved
with the New Homes Council
a few years ago, and I’m so
glad she did.
I’ve learned so much
about HRRA and what our
association does for us and
our industry. I encourage you
to get involved as well. You
don’t have to chair a council or a

NAHB revamped its educational

programs last year, and we are
One thing is
navigating our way through their
for sure: Builders
curriculum with our certified
are still grappling
instructors. At the moment,
with pricing volatility
we aren't sure which NAHB
courses we will be able
in materials and
to offer, but we will keep
the supply chain
you posted.
challenges. 2022 is
One thing is for sure:
going to be another
Builders are still grappling
rollercoaster ride for
with pricing volatility in
the new-homes
materials and the supply chain
world.
challenges. 2022 is going to be

committee – just attend a meeting
from one of the councils or committees that
interests you.
If you are so inclined, volunteer your time as well.

another rollercoaster ride for the newhomes world. It may be time to host a forum
with local builders and vendors to explain just how all
this is affecting our local new home communities.

We are thrilled to have Colby Raymond from

We were thrilled to be able to offer HRRA’s

Tidewater Home Funding returning as one of our vice-

Member Expo in 2021, and it was one of the best

chairs. Colby is one of the most resourceful people I

yet! We combined the Expo with a joint forum of

have ever met. She is actively involved with several

the REALTOR®/Lawyer and Government Affairs

local community professional associations, including

committees

Coastal Virginia Building Association, Hampton

Council as well as the Annual Membership Meeting

Roads' local building association. We are grateful

and Election.

she is willing to continue to offer her expertise
and creativity.

and

Property

Management

Leasing

We are already working with the Chesapeake
Conference Center to host this event again in

What is in store for the New Homes Council for

September 2022. If you’ve never been, I highly

2022? Our goal remains the same: to offer workshops,

recommend it. This is an excellent networking and

informational panels, and educational opportunities

educational event for our members and Affiliates, and

to help you develop and expand your knowledge

we serve lunch, too! Keep an eye out for an email from

of the new construction side of the business with

HRRA with updated information.

the popular “Anatomy of a Home” and “Blueprint

Is there a class or a forum you’d like us to offer? I

Reading” courses, as well as tech, social media, and

invite you to email me your questions about the new-

general professional development.

home process.

⌂

Remember: These courses and workshops are

Hampton Roads REALTOR® • January 2022
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My path into commercial
real estate

M

JC Wynkoop

Chair, Commercial
Council

20

picked my buddies’ brains for ideas. I liked the idea
y father, Cmdr. Tom Wynkoop, was
®
of real estate and thought my sales and people skills
a REALTOR . He was a partner in
would come in handy.
Professional Realty and had a successful
I also knew that my deal-making skills were
career following his 25 years in the U.S. Navy. I can
better suited towards a business-based decision as
remember as a kid going to visit the new home sites in
opposed to the emotional decisions often present in a
King’s Grant and building bike and skateboard ramps
residential transaction.
with all the “free” wood laying around.
Finally, I ran into an old friend who told me he
Unfortunately, he would miss many of my sporting
was in commercial real estate and loved it. Again, I
events due of the non-stop showings and open houses.
did my research. Commercial real estate was
I also remember the phone ringing at all hours
a business-to-business transaction,
of night when the young sailor or firstand I liked that. So, I jumped in
time home buyer that had a question
Fast forward 20
with both feet, studied hard,
about his home purchase just
years,
I
couldn’t
be
passed the exam on the first
couldn’t wait until the morning.
happier with my decision
try and was hired by a local
His
Naval
Academy
to pursue a career in
commercial group.
buddies would sometimes
I’m not going to say that
call my father and ask
commercial real estate. I
finding
my
footing
in
him,
“How’s
the
new
have been fortunate to work
commercial
real
estate
career going, Tom?”, and
for some amazing agents
happened
overnight.
It
he would say, “You know,
and brokers in my career,
wasn’t until I landed my
just
average…3.9-3.95.”
and I have built a loyal
first national account, Buffalo
(Apparently, 3.9 is just an
client base and many
Wild Wings, that things really
“average” GPA for Naval
friendships along
started to take off. Fortunately,
Academy grads!)
the way.
I have been building relationships
My father had a tremendous
and cranking out deals ever since.
reputation in the industry and was
Fast forward 20 years, I couldn’t
a man of honesty and integrity. He truly
be happier with my decision to pursue a career in
cared about helping the young sailor on the other end
commercial real estate.
of those late-night calls.
I have been fortunate to work for some amazing
I took quite a different path to my career
agents and brokers in my career, and I have built a
in real estate. After graduating from Virginia
loyal client base and many friendships along the way.
Commonwealth University in 1989, Lisa and I moved
I have a tremendous respect for the residential
to Southern California. She found a great job in the
agents who help countless families to fulfill their
mortgage industry (35-plus years now), and I ended
dreams of homeownership, and I have built quite the
up co-founding a successful golf apparel brand called
referral network with many of them. But commercial
Planet Golf.
was the best fit for me.
Running my own business was incredible. I really
I’m honored to have been elected chairman of
enjoyed the whole entrepreneurial aspect of owning
the HRRA Commercial Council and look forward to
my own business. Like real estate, there was no ceiling
building new relationships and continuing to help
on success, and Planet Golf crushed it for about 11
my existing clients fulfill their commercial real
years. When it was finally time to sell the business
estate goals.
to our Japanese liaison in 2001, Lisa and I decided to
I’ll sign off with final thought, courtesy of Albert
pack up the family and move back the Virginia Beach.
Schweitzer: “Success is not the key to happiness.
When we first arrived “back East,” I wasn’t sure
Happiness is the key to success. If you love what you
what I was going to do from a career standpoint. Lisa,
are doing, you will be successful.” ⌂
of course, immediately found a great position as a
mortgage banker. At first, I played a lot of golf and
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Appraisals, market normalization
and navigating realities

“
Christopher Perry

Chair, Appraisers
Council

provide us with a cohesive approach to the way we do
You aren’t really leaving?!” I could hear my
business. There’s a seamless transition between our
wife, Brittany, shouting as I turned the key in
hands, and there are a lot of efficiencies that come
the ignition and closed the police cruiser’s door
with that.
behind me.
Last year we were able to add Trish Fritz, an
I had just worked what ended up being a 24-hour
appraiser trainee, to our team. Her hard work has
shift on a developing homicide, but during dinner,
been absolutely invaluable. She’s family.
SWAT was needed and my team was on call. I was
I think in 2022 we’re going to see
headed back out the door.
a “normalization” of the market, and
That’s the real story of how CMP
I think in
most would likely agree that we’re
Appraisals started. Exhausted,
2022 we’re going
already seeing that happen.
working someone else’s directive,
Accurate market pricing will
to attempt to make right a
to see a “normalization”
be especially challenging this
situation that typically only
of the market, and most
year considering the historic
exists in people’s nightmares.
would likely agree that
market
we
witnessed
Our family was ready for
we’re already seeing that
in 2021.
a change.
happen. Accurate market
Our main focus will be
I had seen my fatherpricing will be especially
helping HRRA and our other
in-law run a successful
industry partners navigate
and
highly
respected
challenging this year
these
realities. We started
appraisal
practice
in
considering the historic
the Facebook group, Appraisal
southern Maryland.
market we witnessed
Optics, with just that intention.
One day, he asked me,
in 2021.
It’s a central space where we field
“Could you ever see yourself being
questions and enjoy creating content
an appraiser?”
that both informs and entertains. All local
Honestly, when I was kid, I never
industry colleagues are welcome!
remembered once saying, “I want to be an appraiser
We plan to hold several open forum education
when I grow up.”
sessions this year. They tend to fill up quickly, so keep
But there I was, turning in the badge, vest, case
an eye out! We’ll be sure to get the dates and times out
files and the only life I’d known. In return, I picked up
as soon as we can.
a financial calculator, textbooks and a laser measurer
2021 certainly brought a few surprises, and
to embark on the serendipitous journey that led us
we have enjoyed being part of how the profession
here. With little more than a hope and a prayer (quite
continues to adapt and expand to meet any
literally), Britt and I put everything on the line and
desired needs.
started our new life. We could never have imagined
If we can help pull back the veil a bit on the
the incredible friends, places, and opportunities we
appraisal process to partner with our clients through
would find.
one of the largest financial investments of their lives,
We are moving into our ninth year in the industry,
we accomplished the mission.
and we finally found the secret to success: hard work,
After all, the greatest techniques are learned by
failure, a lot of humility. Repeat.
the survivors. ⌂
Working as a husband-and-wife team does

Nevermind asking for recommendations on social media...
Your search ends here! “Find an Affiliate” at HRRA.com
Hampton Roads REALTOR® • January 2022
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MOTIVATIONAL CORNER

From a follower to a leader

Emil Nazaryan

2021 Member AtLarge, HRRA Board
of Directors, and 2017
HRRA Rising Star of
the Year

22

Have you noticed the attention the topic of leadership
always receives? Everyone has an opinion about what
the leaders should be like and what they should and
shouldn’t do.
What is your perception of a leader? When you
hear that word, what stereotype comes to your mind?
Is it an image of a sharply dressed man wearing a suit
and a tie or a woman with a strict business
attire? Someone who is brief, always
to the point, giving orders, getting
things done?
Not to say that a leader
can’t have all of the above, but
all of the above is not what
constitutes a leader. A leader
is much more than that.
But
before
diving
into the characteristics of
leadership,
let’s
explore
another question: Why don't
most people see themselves
as leaders?
There must be some thought of
fear that prevents it, and there surely
is. It's the lack of self-confidence. But why
does this lack of self-confidence exist? There are
plenty of superficial answers to this question, but on
the deepest level there is only one. What do you think
it is?
It’s the lack of self-knowledge, but not the
knowledge of the self as a person with characteristics,
adjectives and descriptions. True self-knowledge is
what you are beyond all descriptions. It’s who you
are in your innermost self, before all the after the
fact descriptions that get attached to this “you.” The
person who has found that inner self, that inner
source, has become a leader.
And it’s not because that person has followers or
people to manage and lead. It is entirely because that
person now knows how to lead himself or herself.
Did you catch the significance of the
paragraph above?
First and foremost, you are already a leader if you
have found your inner self, your higher mind, because
from that point on you stop following the crowd and
your actions are motivated by a different power. This
power is selfless, loving and compassionate.
When your actions stem from those motives, what
do you think the consequences will be? Won’t others
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start noticing your “unusual” behavior? Won’t they be
attracted to you? Won’t they want to be in your presence
to feel all that love, compassion and positivity? Won’t
they want to follow you and try to learn from you and
imitate you? And who do people want to follow and
imitate? You got it right. A LEADER!!!
Now that you understand the deepest meaning
of this word, let’s look at a few typical
behaviors and characteristics of a
leader in daily life.

True
self-knowledge is
what you are beyond
all descriptions. It’s
who you are in your
innermost self, before
all the after the fact
descriptions that get
attached to
this “you.”

• Integrity.
Honesty
of
purpose and a deep concern for
the welfare of the followers
is essential. You don’t lie,
cheat or seek personal gain
by tricking others. Rather,
always do the right thing
because it’s the right thing
to do.

•
Taking
responsibility.
You accept full responsibility for
your actions as well as the actions
of your subordinates. Making excuses,
passing the buck, blaming others are not qualities
of a top leader. Sometimes this may be hard,
perhaps self-damaging in the short-term, but
always rewarding in the long-term.

•

Leading by example. Unquestionably, the best
way to lead is by example. You can’t set double
standards and expect those to be followed.
Let your actions inspire others louder than
your words.

Are you starting to see yourself as a leader? Many
of the readers already do and they already are. But if
you’re not sure how to proceed from here and what
steps to take towards leadership, here are some tips
to get you started.
•

Work on yourself. What does this really mean?
Start by working on your beliefs about yourself.
Reject any self-limiting thoughts. Once the
limiting thoughts are all rejected, what will
remain is the limitless you. This “limitless you”
(continued on next page...)

HRRA’s Churchwell installed as CCIM
Mid-Atlantic Chapter president
Congratulations to Hampton Roads REALTORS® Association past Commercial Council chair Timothy Churchwell, who was installed as 2022
president of CCIM Mid-Atlantic Chapter in December. CCIM members make up the Mid-Atlantic's largest commercial real estate network.
Joining in the installation celebration, held at Norfolk’s Town Point Club, were many HRRA members and leaders, including past chairman
Kimberly Plourde, CEO Dr. Dawn Kennedy, past Commercial Council chair Rob Waring, 2021 Appraisers Council chair Betsy Hughes and
past New Homes Council chair Terry Gearhart. Installing Churchwell was Heather Placer Mull, the Mid-Atlantic Chapter’s immediate past
president, and CCIM Institute instructor Byron A. Smith brought special words. Make sure to check out CCIM Mid-Atlantic’s “Discover
Commercial Real Estate” course with Mull at HRRA on Jan. 19: www.HRRACommercial.com/events. Congrats, Tim! – Victoria Hecht, Vice
President of Communications, Public Relations and Media Relations

(continued from previous page)
will take you on a journey that will bring you in contact
with circumstances, authors, books, seminars, podcasts and
people that will help you develop and grow.
•

Act like a leader, even if you don’t feel like one. Action
boosts confidence. As long as your actions stem from integrity
and goodwill, they can’t be wrong.

•

Make it about others. You succeed when you help others
succeed and you don’t really succeed unless they succeed.
When you put the welfare of others ahead of yours, you
are leading!

Before I let you go, here is one more question you may have.
Why should you want to live your life as a leader? What if you are
comfortable living the way you are?
My answer to you is this. How many lives do you get? Do you
have an extra one in your back pocket that no one knows about?
Of course not! You have one life. Why not make it a full, colorful,
joyful, impactful and happy experience?
Remember that leading simply means leading yourself.
Leading others may merely become a bi-product and a consequence
of knowing yourself. Know thyself! ⌂
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MORTGAGE MINDSET

An independent view of rising
home prices

W

hen the numbers come out for 2021, we

If your home is next to an empty lot, the vacant

may very well see that local real estate

property isn’t doing anything for your home value.

prices went up by roughly 20%. In 2022,

But as soon as they announce it will be a strip mall

that figure is forecasted to rise an additional 16%. A

with a grocery store, restaurants and entertain-

house purchased for $350,000 in 2020 (which was the

ment, it is reasonable that more people will want

median list price) may have sold for around $420,000

to live next to these amenities and will pay more

last year.

for the land. (Remember when Town Center was

According to the forecast, that same house
may sell for as much as $487,200 next
Junior Gunter,

year. For the median homeowner,

NMLS# 883774

they made $130,000 in equity in

Mortgage Loan
Consultant, Caliber
Home Loans

only two years. But is this a
good thing?
First, you need to understand two basic terms: appreciation and inflation.
Appreciation is something going up in value.
Notice I didn’t say “price” or
“cost.” Typically, cost, or how
much one will pay, correlates

only an HQ, Taco Bell and The Virginian-Pilot’s
Beacon building??
But is this the reason for the current

increase? Are they tearing down
A simplistic way
derelict properties and putting
to gauge inflation is
in a park? Has Hampton
the price of milk. In
Roads added anything of
2021, the average price
substantial value in the
for a gallon of whole
past five years to really
drive up worth? Sure, there
milk was $3.75. In 2001,
are 50,000 breweries and
it was $2.80. So why the
self-storages
now, but the
increase? It is not
answer is “no.”
due to a scarcity...

with value, but not always.
Think of the Tickle-Me-Elmo craze
in the early 2000s: Many people wanted one

The second term is inflation.

Most recognize this as “gas costs
more now than last year.” However,
inflation is more than things rising in price.

for their kids, supply was incredibly limited, and hav-

The true definition is the lessening purchasing

ing one when others didn’t caused the value of the

power of currency. I won’t get into Keynesian vs. Aus-

product to increase.

trian economics and government interjection of capi-

Naturally, the price people would pay reflected
that. So, lack of inventory when there is a demand
can drive up the value of units available.

tal into the system (although please message me if
you’d like to have that debate).
A simplistic way to gauge inflation is the price of

Sound familiar to the real estate market today?

milk. In 2021, the average price for a gallon of whole

Due to a lack of homes for sale and the need for more

milk was $3.75. In 2001, it was $2.80. So why the

housing, the value of your home is going up. This

increase? It is not due to a scarcity (in fact, we pay

translates into the ability to sell it for a higher price

farmers not to produce milk to keep the price low).

(or get more equity out in a cash-out refinance).
Another way that homes can appreciate in value
is when the community provides something to further
increase their value.

The demand hasn’t really fluctuated, and nothing new of value has been added. So why does it cost
more? Because your dollar buys less.
So, did home prices rising the past two years help
(continued on page 28...)
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2022
January

February

March

17 Martin Luther King Jr. Day

Black History Month

Women’s History Month

26 International Customs Day

1 Lunar New Year

April

May

Fair Housing Month

Asian Pacific American
Heritage Month

July
4 Independence Day
26 Americans with Disabilities
Act Day

October
Global Diversity
Awareness Month
Oct. 2 – 8
National Diversity Week

26

DIVERSITY, EQUITY AND
INCLUSION OBSERVANCES
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Jewish American
Heritage Month
5 Cinco de Mayo

June
LGBT Pride Month
Homeownership Month
Caribbean American
Heritage Month
19 Juneteenth

5 National Day of Prayer
29 Memorial Day

August

September
REALTOR® Safety Month
Sept. 15 – Oct. 15
Hispanic American
Heritage Month

November
National Native American
Heritage Month

December

Getting the closing gift right…
and often

H

aving moved through the last 22 months
of the pandemic, it seems everyone has

Whether you’re closing a million-dollar home or

been given a reason to be grateful. We are

a $250,000 home, being grateful for the opportunity

more aware of the concept of sharing gratitude than

to serve can easily create Raving Fans and grow

ever before since things normal “givens,” like family

your business.

gatherings at the holidays, aren’t guaranteed.

Brenda Wise

someone feel special and acknowledged.

There are so many opportunities to show gratitude

What is gratitude? It is a positive emotion.

throughout the home-buying process. When you’re

Gratitude is pausing to notice and appreciate the

asked to meet with a client to list or buy a home,

things we often take for granted. It’s often express

you’re not alone! In today’s market, prospects are
interviewing several agents. How do you

by thought leaders today as the “attitude
SmartWise Protection

stand out from the competition?

of gratitude.”
Positive psychology research
shows that gratitude is strongly
and consistently associated
with greater happiness. It
has often been a common
practice among real estate
agents to show gratitude at
the closing table.
Typically, it has been the
traditional “closing basket.”
The idea of gifting and
reciprocity

go

hand

in

What if your
closing gift was more
strategically used so that
every 90 days your buyers
received a card and gift
for 24 to 48 months? The
outcome is clear: It keeps
you top of mind, and
they will remember
you.

business card and company
package, send a card and
gift worth about $10 while
sharing your excitement and
desire to serve them.
What does this accomplish?
First, this sets you apart from
the other agents, and secondly,
when making this gesture prior

you are very creative and resourceful in

because when someone does something
want to return the favor. The goal of gifting is to make

is, rather than leaving your

to getting their business it shows

hand,

nice for you, your first response is that you

One option I recommend

your marketing methodology, and the law of
reciprocity kicks in. It leaves your prospect excited and
engaged to work with you. Remember, your prospects
have lots of choices. What makes you different?
Another opportunity to gift is “thanking them” for
choosing you to be their agent. The key is a system
that is automated, saving time for you the agent.
Time is money!
There is a saying I love: “How you do anything
is how you do everything.” It’s all about creating a
first-class experience for your client. Going the extra
mile sets you apart and make you extraordinary in
their mind.
What agent do you think they will be referring
to all their friends and family? It’s all about creating
Raving Fans who are loyal to you for life!
You have an army of people that help to make a
(continued on next page...)
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(continued from previous page)
closing happen. They include the lender, title company, insurance,

Let me give you an example: You help a couple buy their first

subcontractors, inspectors and more. These are all amazing

home. Traditionally, a closing gift is given. Then, around seven

sources of referrals for you and your business. Even the agent

years later, they are looking to buy their dream home. Then,

sitting across the table is an amazing referral source.

closing in on retirement, they are now looking to downsize. Now,

Here’s a perfect example. An agent new to the real estate

the offspring’s parents are aging, and they need to sell their home.

business was networking over coffee with a seasoned agent.

Next, their kids are ready to buy their first home. Their friends

Afterwards, he sent her a card and gift thanking her for her time.

and family members are looking to buy or sell their homes. Along

Not long after their coffee, she called to meet with him again.

this journey, who are they going to call?

During that meeting, she explained she was retiring and

The lack of understanding this concept can cost you

wanted him to have her entire book of business.

hundreds of thousands of dollars at the closing table.

Amazed, he asked, “Why me?” The reply

Unfortunately, most agents have a “one-and-

was, “Treating me with kindness (referring
to the card and gift he sent her), I know
you will treat my clients with the same
respect and gratitude.” Wow! What an
amazing gift for a new agent starting
out simply by showing gratitude!
A very important lesson on gifting
is when you make a gift all about you,
it’s not a gift!
Gifts are meant to be all about
the recipient, from the timing to the

It’s all about
creating a first-class
experience for your
client. Going the
extra mile sets you
apart and make you
extraordinary
in their mind.

was more strategically used so that every
90 days your buyers received a card and
gift for 24 to 48 months? The outcome is
clear: It keeps you top of mind, and they
will remember you.
Keeping a steady flow of referral and
repeat business coming to you versus
you having to chase after your sphere of
influence, buy costly leads or begging for
leads on social media…which sounds better
to you? Looking needy is not the image you

personalization of the gift. When you make it

wish to convey.

all about you and your company, it’s shows a lack of
genuine appreciation for the recipient.

done” mentality. What if your closing gift

A rule of thumb is to take 2% to 10 % of your current net

Think about it. You would never go to a wedding and give a

profits and funnel it back into this type of marketing. Also, make

crystal vase with your name on it, would you? So, why would you

sure you are touching your clients four to five times a year to stay

give a closing gift with your name or the company name on it?

top of mind. It’s the best investment in your marketing strategy

Personalization turns an ordinary gift into an extraordinary gift!

that there is!

There is nothing we love more than seeing our name in print!

Remember, slow and steady wins the race. Investing wisely in

When done strategically and with thoughtfulness, gifting

strategic gifting is a long game. It’s like stock growth. Over time

has an amazing potential to exponentially expand your real

your investment will naturally compound. Please understand,

estate business.

business is relational, not transactional!

⌂

Have you ever given any thought to “lifetime value” of your
clients? It’s an interesting concept that few have ever consider in
their gratitude strategy.

(Mortgage Mindset, continued from page 25)
us? I make the argument that no, it did not. Rather, it actually

First-time home buyers are priced out of the market, new

is causing harm. The rise in prices were created mainly by a lack

construction averages $140 per square foot, and the cost of basic

of supply and a lessening value of the dollar. Sure, the average

necessities like food and fuel have risen the fastest since 1982.

person has that $130,000 in equity, but that money is generally

That’s not good for anyone.

only realized when they sell. And they’ll have to live somewhere,
which means when you purchase the next house you’ll be paying
more and most of those gains are wiped out.
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REALTORS® Have a Heart for
holidays and kids
Thanks to members’ generosity, lots of love and tons of tape, 20 Norfolk Public Schools students ages 13 to 18 in need got miles of seasonal
smiles via HRRA’s 2021 Holiday Gift Drive through the REALTORS® Have a Heart volunteer program. HRRA is grateful for all who donated
gifts, wraps and cash, and for the hands who lent their time and talents during December’s festive wrapping party. Special thanks to Beacon
Property Inspections and WhiteRidge Visuals for sponsoring the food to fuel the wrap-a-thon. Now we can officially say… “And that’s a wrap,
HRRA!” – Victoria Hecht, Vice President of Communications, Public Relations and Media Relations
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Stay connected with GAD-view 22

T

he New Year is here, and we are ready to

Proposed legislation to move forward on a state-

elevate Government Affairs to new heights

based Virginia REALTORS® health plan is among the

with insight, updates and advocacy! So here

issues to be addressed in the General Assembly. Holding our elected officials accountable is our duty.

is GAD-view 22.
First, my name is Stacey Mason, and I am the
new Government Affairs Director, or GAD, for

during which HRRA volunteers can go to the Virginia

HRRA. So nice to make your acquaintance. I have

State Capitol to see our legislators at work and have

been with HRRA since late September. I am excited
Stacey Mason

Government Affairs
Director

We will also look forward to a “Day on the Hill,”

to work with our volunteers, and I
look forward to forming strong
bonds with HRRA.
So, what is GAD-view 22?
I like to think of it as an inside look at a year in the life
of Government Affairs and
Advocacy for you, our treasured members.
This year we are going to introduce “GADwire,”
a monthly newsletter to keep

an opportunity to meet with Southside
Senators and Representatives.

GAD-view 22
includes monitoring
Southside local
governments to
give you the 4-1-1
on The 757. We will
tell you what kind
of ordinances and
regulations will affect
your business.

clude issues we support as well as issues we
oppose and details on how we are advocating for you!

itoring Southside local governments to give you the 4-1-1
on The 757. We will tell you
what kind of ordinances and
regulations will affect your
business. In addition, we will
seek to work with Southside
governments to realize standing issues, such as broadband,
SmartGrowth

initiatives,

Fair

Housing and affordable housing. We

HRRA members up to date on the
latest in legislative issues. We will in-

GAD-view 22 includes mon-

want yours to be a strong voice on the
Southside.
In addition, we will carefully vet candidates who
want your vote. Government Affairs will have a mission to ensure that you support candidates who support you. Our business will be to ensure legislation
that strengthens your business. An HRRA endorsement will mean a candidate is proven qualified to
move our issues forward.
GAD-view 22 will elevate your knowledge of Virginia’s laws, legislative process and history.
For example, did you know that Thomas Jefferson wrote the Virginia Statute for Religious Freedom?
It proclaimed freedom of thought and stated that “no
person can be compelled to attend any church or support it with his taxes.” The statute was passed by the
Virginia General Assembly Jan. 16, 1786. The statute
is the forerunner of the first amendment protections
for religious freedom in the U.S. Constitution, according to the Virginia Museum of History & Culture.
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REALTORS® (and Affiliates!) Are
Good Neighbors at the holidays
And always, of course! But the HRRA REALTOR® and Affiliate spirit of generosity glowed especially bright from Thanksgiving through the
December holidays, culminating a year of helping the association’s Hampton Roads neighbors. Whether assisting with Turkey Brigades and
the Mayflower Marathon to help feed hungry stomachs, or donation drives and pansy sales to benefit Hampton Roads’ youngest residents
(and so much more!), HRRA’s REALTORS® and Affiliates are Good Neighbors. HRRA is grateful for its members and member companies who
generously give their resources, time and talents to help The 757. Here’s a peek at some of them as well as HRRA’s own REALTORS® Have
a Heart drives and drop-offs. Thank you, HRRA! – Victoria Hecht, Vice President of Communications, Public Relations and Media Relations
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New Year, new loan limits to
help your buyers

W
Theo Delyannis,
NMLS #115658

ow, 2022, has already started off with a

updates hopefully foreshadow a great year to come in

bang! Not only is the housing market still

your sales.

surging (even in traditionally “slower”

But wait, there’s more! FHA loan limits have

winter months), but the Federal Housing Finance

been raised as well. Now, the FHA’s “floor” limit (the

Agency (FHFA) has raised Conventional loan limits

lowest the limit can be for any area of the country)

once again for 2022.

for single-family loans has jumped from $356,362

After raising Fannie Mae- and Freddie Mac-

to $420,680, and for high-cost areas, the “ceiling,”

backed, single-family home loan limits from $548,250

formerly $822,375, is now $970,800. Limits vary by

to $625,000 in November, the FHFA announced the

county and Metropolitan Statistical Areas (MSAs),

new 2022 limits will be $647,200. This

defined by the Office of Management and

means more homebuyers can apply

Senior Mortgage

for conforming mortgages instead

Banker, Atlantic Bay

of “jumbo” loans, which gener-

Mortgage Group

ally have stricter underwriting
standards and require more
money down.
Now your buyers can
write an offer on a property with a sales price of
$809,000, put 20% down,
and still obtain a conforming
loan with no private mortgage
insurance. Or they can make an

Budget (OMB) as having at least

Why all the
changes? Loan limits
are updated annually
at the end of each year
and are reflective of
current home prices
across the U.S. As
home prices increase,
loan limits respond
accordingly.

offer on a home selling for $681,200

Just as a quick comparison, in 2021, the maxi-

can find out more by visiting
https://entp.hud.gov/idapp/
html/hicostlook.cfm.
Also remember that since
July 2021, the FHA began
giving borrowers with student loan debt more flexibility by lowering the percentage of the loan balance
that counts toward their overall

your buyers concerned that student loan
debt will hold them back have a better chance
of qualifying.

mum sales price with 20% down to avoid jumbo sta-

And the other loan programs? Well, VA doesn’t

tus was only $685,300. Now your buyers will have

have loan limits at all, and USDA single family maxi-

$123,700 more in conforming purchasing power and

mum loan amounts remain calculated by county

can obtain less-expensive conforming loans.

and are housed on their website. But, of course, if

Why all the changes? Loan limits are updated
annually at the end of each year and are reflective of
current home prices across the U.S. As home prices
increase, loan limits respond accordingly. So, these

32

mum population of 50,000. You

debt profile from 1% to 0.5%. Now

with only 5% down and finance using
conforming instead of jumbo loan guidelines.

one urbanized area with a mini-
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there are any updates to these programs, we will let
you know!
Here’s hoping that these great updates lead to
more clients and more sales for you in 2022!

⌂

FIRST-QUARTER 2022 CLASS SCHEDULE
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.

• 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 		
Exam on Feb. 28
• Broker Licensing Brokerage Class 9 a.m.-1 p.m
Feb. 21-25 		
Instructor: Doug Wolfe
• 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. 7-28 (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.

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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Thank You to our 2022 HRRA Partners
GOLD

SILVER

BRONZE

COPPER

AMBASSADOR

CMS MORTGAGE

Live. Love. Mortgage.
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(From the Chair, continued from page 4)

could “make our own schedule”? Yes, 24/7 are the business hours
sometimes, aren’t they?
It’s the heart of a REALTOR® who volunteers to give back,
to fight like hell for legislative matters surrounding property
rights and Fair Housing. I have never been more proud to be
a REALTOR® than when the whole country was on lockdown
and everyone else was running home. What did REALTORS® do,
guys? We rushed in! Exhausted and scared, we held our breath,
and we pushed through, perhaps 15 seconds at a time, and we
showed the country what essential personnel looked like.
We kept homes moving for people in need. When it became
obvious that a two-week lockdown would become a longer-term
issue, our Virginia REALTORS® again answered the call. Our
state Rental Assistance Program was a mess, but the REALTORS®
ran in and fixed it.
Because of the REALTORS®, our state led the entire country
in actually getting assistance dollars to those in need. Because
of REALTORS®, those tenants didn’t become homeless and those
landlords didn’t face foreclosure. That means something. That
wasn’t about our paychecks. That’s about helping people!
When others rush out, we rush in! When others were
paralyzed by fear, we kept going. We go hard for the causes we

“OG staffers,” Tanya’s team built an incredible business in a
year’s time.

stand for and we don’t give up. And so now, perhaps

You saw the “Year In Review.” Stop and think

we should consider often just how incredible we

for a moment, on this day one year ago, when

are. That’s right folks, you are REALTORS®.
You can do anything for 15 seconds! You
are REALTOR

®

Strong! That’s Who

We R!
Going on two years ago, [thenChairman of the Board] Cindy Hawks
White and her 2020 team decided to
listen to our members and transition
to a self-managed organization. It took
incredible amounts of time, energy and
guts! It was messy, and I have to admit to
wanting to quit many, many times. But, for

Now, as we
look to 2022, the
theme word I want you
to think of is “ELEVATE”!
We’ve dismantled, we’ve
built a solid foundation,
and now its time to
ELEVATE! Our team has
huge plans to continue
to bring you massive
value.

those 15 seconds! We pulled it off thanks to Cindy’s
leadership, her team and the incredible support of Virginia
REALTORS staff!
®

Tanya ordered “ONWARD,” and we had
nothing but a shell of an organization.
Members were scared. Members had no
idea what that team would do in just a
year’s time. It’s absolutely remarkable.
The staff, the systems, the structure,
the streamlining, the culture shift. It’s
remarkable. I’m so very proud of Tanya
Monroe, her team and the entire HRRA
staff. It was an honor to walk this year by
your side, Madame President!
Now, as we look to 2022, the theme word I want

you to think of is “ELEVATE”! We’ve dismantled,
we’ve built a solid foundation, and now its time to ELEVATE!
Our team has huge plans to continue to bring you massive value.

During 2021, [then-Chairman of the Board] Tanya Monroe

We intend to work to elevate your experience and elevate the

and her team worked incredibly hard to rebuild. A new, solid

quality of tools and resources available to you. We intend to

foundation was critical. Form the incredible Dr. (Dawn) Kennedy,

work to elevate the Association’s influence in the political arena

to her entirely new staff, plus a couple of what I call our amazing

both locally and beyond. With the leadership of our incredible
(continued on next page...)
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(continued from previous page)
new government affairs director, Stacey Mason, I know we will

of the REALTOR® organization as well as on municipal boards

accomplish much.

and commissions, and members who have interest in running

One of my dearest friends, Jimmy Jackson, has
sort of been the backbone of political affairs here
for a long time. Not because he was appointed
or paid. Jimmy saw a deficiency and
rushed in to fill a need, and that’s what
leadership looks like.
I’m SO excited to announce that,
in honor of Jimmy and as sort of a
legacy project in honor of all he has
done to ELEVATE this Association’s
causes in the political arena, we will
very soon launch a Leadership Institute
with a Candidate Training Program. Jimmy

for political office, will have the opportunity to apply
for this prestigious program where they will be

To our newer
members, please…
don’t sit and wait for
a personal invitation
thinking that there is a
secret club of people or
a ring to kiss before you
get involved. This IS
your personal
invitation.

has been instrumental in the development of
the program, which will help us to build a bench of
qualified candidates to represent our core values.
Members who are interested in serving at various levels

prepared to present as powerful candidates.
We will continue to grow our advocacy
by leaps and bounds in 2022. From
Diversity,

Equity

and

Inclusion

to

standing up when property rights are
violated, to protecting your commissions
and jobs, we will continue to ELEVATE
the force that we are! There is great
strength in numbers. One by one, our
voices come together to echo and elevate
one message of solidarity.

In 2022, I promise to work hard, to listen
more than I talk, to lead with grace. To be honest,
trustworthy, and conscious of your needs, your time, and your
investment. I promise to use every opportunity to ELEVATE this
(continued on next page...)
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(continued from previous page)
organization to its highest potential.
What I ask of you is to give what you can. Not just dues

I promise there is a place for EVERY SINGLE member to help
ELEVATE this Association.

dollars, but give of your time, your talents and your resources. We

And for the love of everything that is good: PLEASE

are only as strong as our bond is together. The Association cant

contribute to RPAC! Now, today, next year, every year for the

do it for us. We are the Association, and we have to rise together.

entirety of your career. It does matter. Your Fair Share is critical

One of the truest things I have ever heard is that you get out

to the success and longevity of this industry and to the property

exactly what you put into a volunteer organization.

rights of our clients.

I’d like us all to dig deep and ask ourselves how can we really

In closing, I’ll share that the passing of the gavel has made

look back on 2022 and know that we successfully lived the word

me cry every single time I’ve watched it, throughout my entire

ELEVATE. In our REALTOR family, in our businesses and in

career. If you’ve ever sat with me at an Installation, you know

our communities. Stop and make time to teach and to learn.

it’s true. I cannot help but to have tears streaming down my face

Remember, our history offers incredible gifts. We don’t know

for 15 years now. Each time, you feel the love and respect from

where we are going if we don’t know where we have been!

one President to the other…and you see the glimmer of memories

®

To the “old guard,” thank you for raising me up in this

flood back from their year as President.

business. Thank you for always being so generous with your time

And you see their eagerness to help the next one in line. I’m

and talents. You have been the backbone of this organization, and

so very honored to be amongst this great group of leaders and I

you have chartered waters many of us will never, ever know. You

promise to lean on them for their wisdom.

are as important and relevant now as ever…and we need you now
more than ever!

I will end with the lyrics of one of my favorite songs by Tim
McGraw. As we think of ways to help ELEVATE our Association

To our newer members, please…don’t sit and wait for a

in 2022, please take these words with you and make them count:

personal invitation thinking that there is a secret club of people

“When you get where you’re going, don’t forget…turn back

or a ring to kiss before you get involved. This IS your personal

around…..and help the next one in line. Always stay humble

invitation. This is YOUR organization and your help, and

and kind!”

expertise is needed now more than ever! Please, be a part of

Thank you so much! — Barbara

⌂

what you are a part of. Call me personally, day or night, because
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Welcome, New HRRA Members!
PROSPECTIVE REALTOR® MEMBERS
Sydney Alley

Century 21 Nachman Realty

Sydney A. Ryckman

Creed Realty

Harry M. Allison

Rose & Womble Realty

Marilyn M. Santiago

Long & Foster Oceanfront

Jaylen D. Anderson

Rose & Womble Realty

Jordan Savage

Keller Williams Town Center

Kelly Michelle Ayers

Keller Williams Elite-WB

Charles Sears

Atlantic Sotheby’s International

Katherine Aymin

Redfin Corp.

Michael Shriver

Exit Realty Central

Nikita N. Baker

World Class Realty and Associates

Tyja B. Smith

Keller Williams Coastal Virginia

Hieu Bi

Keller Williams Town Center

Christina Tarves

ERA Real Estate Professionals

Jermece LaChea Breckenridge-Moore

World Class Realty and Associates Realtors

Addie-Sutton-Tribble

Exit Realty Central

Candice Brown

Coldwell Banker Now

Jamie M. Swain

Keller Williams Coastal Virginia

Anthony J. Buckland

Howard Hanna Real Estate Services

Latif A. Tarik

Corprew Realty LLC

Teilor R. Burnett

Own Real Estate LLC

Cassandra Thompson

Austin James Realty LLC

Jessica A. Burnette

Triumph Realty Corporation

John Tran

Own Reak Estate LLC

Prosperanta Calhoun

Vertical Real Estate

Jennifer M. Walsh

Atlantic Sotheby’s International

Nathaniel G. Celli

Keller Williams Town Center

Christo N. Vadiki

Keller Williams Town Center

Nicholas J. Conigliaro

The Real Estate Group

Ryan D. Vennard

Keller Williams Town Center

Christopher J. Cyr

Swell Real Estate Co.

Anthony J. Veuhoff

World Class Realty & Associates

Kelsey Davis

Long & Foster

Briahna Watford

Keller Williams Town Center

Shemika V. Dickens

Keller Williams Coastal Virginia

Felicia White

Keller Williams Coastal Virginia

Leslie J. Dobkin

Keller Williams Town Center

Terrence Witherspoon

The Bryant Group

Bella Dukes

Keller Williams Towne Center

Charquiva Wyche

The Bryant Group

Todd E DuRose

Fit Real Estate LLC

Raushana M. Earl

Keller Williams Town Center

Jemila D. Early

Atlantic Sotheby’s International

Susanne H. Eberhardt

Rose & Womble Realty

Marvin Z. Ferebee Jr

Century 21 Nachman Realty

Clear Title Escrow& Settlements 		

Jordan Sheard

Kaitlyn Ferguson

Berkshire Hathaway HomeServices

Advance Financial Group 		

Holly Robinson

Alcee T. Flores

Keller Williams Elite-Western Branch

US Bank 		

Christopher Fountain

Gracie L. Freeman

Century 21 Nachman Realty

Truist Bank 728 Promenade Place #407

Marty Guy Fink

Michael A. Garrett Jr

eXp Realty LLC

Mandelyn G. Gray

James & Lee Realty

Orly Hassid

Long & Foster Oceanfront/Coastal

Alnita A Holder

Atlantic Sotheby’s International

Kenita L. James

eXp Realty LLC

Danielle Johnson

Fit Real Estate

Catalina L. Jones

Century 21 Nachman Realty

Regina L. Jones

Howard Hanna Real Estate Services

Joshua M. Kaiser

The Bryant Group

Melanie Kingery

Rose & Womble Realty

Kayla Lasek-Novak

eXp Realty LLC

Jonelle Leary

Century 21 Nachman Realty

Crystal D. Leverette

eXp Realty LLC

Claudia Liebig

Atkinson Realty

Christopher G. Marley

The Bryant Group

Erick A Mendez Hernandez

Keller Williams Town Center

Margaret F. Mooney

Howard Hanna Real Estate Serv.

Guy S. Morris IV

The Bryant Group

Active REALTORS®:

3,774

Affiliate Members:

796

Deontre Oliver

eXp Realty

REALTOR® Life:

43

Affiliate Offices:

202

Cory Owens

Creed Realty

REALTOR® Emeritus:

98

Pamela Pennington

The Real Estate Group

Kevinjosell Perez

Creed Realty

Bennie E. Perry III

MV Realty of Virginia

Nekisha M. Peterson

Keller Williams Town Center

Victoria A. Plante

Triumph Realty

Colin J. Pugh

Fathom Realty VA LLC

Ronald Rivera

World Class Realty & Association

Patricia M. Robinson

Long& Foster Oceanfront/Coastal

NEW AFFILIATE MEMBERS

NEW SECONDARY MEMBERS
Connie Hedrick 		

RealVisions Realty Team

NEW BROKER FIRM
Right Coast LLC 		

Brooke Schara

NEW SECONDARY BROKER FIRM
RealVisions Realty Team 		

Connie Hedrick

HRRA MEMBERSHIP AS OF NOV. 30, 2021
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Closing out 2021 with new REALTORS®!
2021 was a fantastic year for welcoming new REALTORS® into the HRRA family, with in-person new-member orientation and ethics training
resuming. In addition to digging deep into the ethics that will guide their careers, November and December students heard the benefits
of REALTOR® membership (including advocacy/RPAC, education and networking), learned about HRRA's REALTORS® Have a Heart
volunteer program and the National Association of REALTORS®’s That's Who We R campaign, took the REALTOR® Pledge and received their
REALTOR® pins. HRRA can’t wait to see these newbies as active and engaged healthy and prosperous 2022! – Victoria Hecht, Vice President
of Communications, Public Relations and Media Relations

20 Years of Providing

Closing and Title Services

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

