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BARBARA SGUEGLIA:
CHAIRMAN'S MESSAGE

2022 HRRA Chairman

Barbara Sgueglia 

 (center)with

Congresswoman

Elaine Luria & 2022

VPAR President

Keara Mims

Our theme for 2022 is ELEVATE!
Our volunteer leaders and staff
have worked incredibly hard to
ensure it happens for us all! It has
been wonderful to hear the
feedback from members regarding
the quality of programming being
offered! It has been fantastic to
see many new and returning faces
in our building. 

Recently, the Government Affairs
Committee took our theme to
heart and brought us The
Washington Report with Virginia
Congresswoman, Elaine Luria.
Rep. Luria spent time with major
investors from HRRA and VPAR,
giving us updates on important
topics like flood insurance, military
spending and fair housing. Jimmy
Jackson, HRRA GA Chair and
Peggy Todd, VPAR
Public Policy Chair, served as
moderators. They asked tough
questions of the congresswoman
ranging from revitalization to
student loan reform. Ms. Luria was
introduced by her FPC, HRRA's
own Carl Johansen.

It was wonderful to share this
incredible event with our 
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“I asked every volunteer and
staffer to work to ELEVATE!
Government Affairs especially
rose to the challenge”

members and our friends at
VPAR. A big thanks to Kaera
Mims, President of VPAR and her
group for agreeing to join us and
co-hosting with us. Stay tuned for
other joint activities of this
caliber. Together, we are
stronger!

Please take a moment to review
the Alpha College of Real Estate
Calendar on page 29 to see how
our school is rising to the
ELEVATE challenge. In August
and September, the school's
professional development
opportunities will include three
nationally renowned instructors:
Adorna Carroll, NAR DSA, Nate
Johnson NAR Smart Growth
instructor, and Terry Watson,
International DREI. This is
exciting stuff!

Our Immediate Past Chairwoman,
Tanya Monroe and the 2022
nominating committee recently
submitted an incredible slate of
leaders for 2023. We are thrilled
to share that the Board of
Directors has approved the slate
and the entire membership will
have the opportunity to vote at
the upcoming annual meeting.

 We are really looking forward to
the leadership of Jeremy Johnson
and his team in 2023! Please
consider applying for a committee
position for 2023. 

It is hard to believe that we are
nearing the end of the 3rd quarter
of 2022. As the end of summer
draws near, I hope you will join us
at our exciting Anniversary event:
the return of our annual Tides
game! We have incorporated
RPAC investment opportunties
that really create a win-win for
all! We can't wait to see you
there! 

Your leadership will continue to
work hard to bring you the very
best HRRA can offer. As always, I
stand ready to accept your calls,
emails and texts. Please hear me:
Your opinion matters. You
matter…and together, we will
continue to ELEVATE our
experience and opportunities
within our Association. We are on
track to exceed all of the goals we
set for 2022 thanks to incredibly
hard-working volunteer
leadership and staff working
together collaboratively. From
the bottom of my heart, I thank
every person who has lent a hand
to making our organization a
stronger, happier, more
professional and more beneficial
place to be. It is because of these
efforts that we all rise together!
Keep pushing, friends! We've got
this! 





As we bound into the final half of the
year, we are making steady progress
in the strategic plan's operational
action plan. Specifically, in Alpha
College of Real Estate we are working
hard to elevate our professional
development.

This spring and summer we offered
both the Sellers Representative
Specialist (SRS) and Real Estate
Negotiation Expert (RENE). August
and September will see three (3!)
renowned NAR instructors.  In August
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DR. DAWN KENNEDY:
CEO BRIEF

 2022
NAR

Member 
Profile
The average
REALTOR® is 56 years
old
66% of all REALTORS®
are female
The typical REALTOR®
has 8 years of
experience
In 2021 the average
REALTOR® had 12
transactions

we have international Distinguished
Real Estate Instructor (DREI) Terry
Watson at HRRA to present his
newest workshop: Recharge, Refocus,
Re-engage. Terry will be hosting a
special presentation for our brokers
earlier that same day.

Join us in August for Nate Johnson,
NAR's Smart Growth Instructor. In
September Adorna Carroll is
returning to deliver the ABR
designation. In September we are also
offering the popular QuickStart 

program: this is a must for new
REALTORS®!

We are working on our 2023
calendar, if there is a class or course
you would like Alpha to offer please
email education@hrra.com.

Happy Selling!

Dawn 

mailto:%20Education@hrra.com
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THE WHY AND HOW OF
YPN

By Elaina Kirk
Chair of the HRRA YPN

Why YPN? My mother would say,
"Because I said so." and that would
be the end of the discussion. But I
know you all need more than that!

Before I dive into why you should
join us at YPN, the Young
Professionals Network, I guess I
should start with why I joined YPN.
My reason for joining was to
personally learn and grow.

When I was transitioning from the
fundraising and nonprofit world to
real estate, I was not sure where or
what the future would look like. You
know, the whole, "I passed the test,
and now what?" That "what now"
was me turning to the opportunities
HRRA offered and made it my goal
to get involved.

I hadn't closed a deal or even had
any clients at that time, so the only
thing I had to give was my time.
There I was putting my introverted
self out there and stepping way
outside my comfort zone all with
the hope to learn a thing or two. I
discovered YPN. You know, "I'm
young, I'm a professional (soon to
be), so this must be a fit!" And there
I went, but what I didn't realize was 

I networked and met so many other
REALTORS® in the area, attended all
education sessions, and branched out
to other HRRA resources and classes
and soon after I was full-fledged YPN
committee member! YPN opened a
lot of doors for me and helped expand
my network and understanding of real
estate early on in my career. Now, I
want to do for others what YPN did
for me years ago.

So, why should you network with
other young professionals? Because
you are an innovator. Because you
weren't afraid to risk it all for yourself
and entered an industry of unknowns.
Because you are an entrepreneur and
want to serve your community, and
you too deserve a community of like-
minded people to collaborate with. To
push you to grow personally and
professionally. To clap for you when
you hit that goal, and to hear your
frustrations and struggles while
offering solutions.

This is why you should network with
YPN: to find your tribe, your
community of REALTORS® to
champion you as you progress
forward.

 

I told you the why, and now here is
the how. One how is ...call me. Join
our Facebook group, HRRAYPN.  I
would love to meet you and have
you join our monthly YPN meeting.
Too bold? OK, then come to our
events! 

We have networking and education
events happening this summer and
fall.

We will also have an education
session that will be the 101-level
class on finances for REALTORS®
so that you can build and run your
business, like a pro, from the very
start. Our annual fall YPN Hermit
Crab Race is always a hoot! If you
are thinking, "What in the heavens
is a hermit crab race?" then you
absolutely must come! Just for the
sheer magic of everyone around a
board hooting and hollering for
their little crab to scoot. Lastly, we
will learn about real estate hiccups
and how to navigate unique real
estate scenarios, such as estates,
LLCs and solar panels. (cont'd on
next page)

https://www.facebook.com/groups/HRRAYPN


The committee has been hard at
work planning events, and we would
love for you to attend! So, for those
of you that need that personal
invitation, here it is I, Elaina Kirk,
cordially invite you to join us on
August 3 at the Union Alehouse in
Viriginia Beach for 4-6pm for Speed
Networking.

See you there!

http://www.hangerlaw.com/


From Legislative Agenda 
to Bill to Law

Jimmy Jackson
Government Affairs Chair

I bet you are wondering why we
promote advocacy so much within
the association. The answer is
simple. Advocacy is the lifeblood of
the association. You and I can earn a
living because of the efforts made
on our behalf by the lobbying teams
at the local, state and national levels
of the REALTOR® organization.

Now that the question has been
answered, I think it will be most
helpful to explain the process of
how a bill is proposed and then the
efforts to make it a law. I hope that
when you are finished reading this
article, you will have a better
understanding of how your voice is
heard.

HRRA's Government Affairs
Committee works hard to draft a
Legislative Agenda. That is to say
that the committee works to
identify issues important to our
members and our industry.

We recently surveyed our members
about issues that are important to
your business. You responded, and
we listened. The committee then
meets to discuss which issues
seemed to stand out. After careful
review, the committee adopts an
agenda. On to the next step.

We invite the lobbying team in
Richmond to a legislative overview.
They review our agenda and advise
on issues that may be of concern

to the entire Commonwealth. After
that they take the identified items
to the Public Policy Committee,
made up of members from across
the Commonwealth, and the
committee determines the
legislative agenda to be presented
to the General Assembly in the next
(cont'd on p. 30) 

http://www.townebankmortgage.com/




Weathering the Storms 
of Property Management

Phil Kazmierczak
Moderator, Property
Management & Leasing Council

Maintenance has always been the
bane of our existence in the
property management world. We
can be as proactive as possible, but
it's never going to stop the AC from
quitting during the dog days of
summer or the oven from giving up
at 4:59pm on the eve of a major
holiday.

We also know that it is always our
fault, that we definitely never fix it
fast enough, and we are constantly
reminded, "I pay my rent on time" 

And now we enter storm season-
pop-up storms, tropical
storms/hurricanes, gusty winds,
tornadoes, coastal flooding- all the
things that homeowners dread and
tenants think are caused by the
property manager at the office that
they don't like. Yes, we do catch the
blame for everything regardless of
the facts or acts of nature. But we
can minimize the effects with
communication.

Following are some simple tips to
help you get through this storm
season.

First, send out an email reminder
before any weather event that you
know is coming. 
Hurricane on the way? You should
send out a form letter reminding
tenants of the potential effects and
to ensure that they prepare by
bringing in lawn furniture and
removing patio umbrellas. You
should also remind them that they
can be held responsible for any  

damage created by items they did
not secure.

It is also a great time to ensure that
their renters insurance covers their
personal belongings and that they
have a policy that covers flooding
for their belongings. In our area,
every home is in a flood zone with
the right tropical event.

It's also a good time to recommend
flood insurance to your landlords
prior to the beginning of hurricane
season.

Second hire help!
No one wants to be on the phone
during an important after-hours
meeting or dinner trying to schedule
vendors after gusty winds came
through the area, trees fell through
the roofs, and tenants are putting in
work orders nonstop.

One person cannot handle a large-
scale mass storm event on their
own. Have a dependable after-
hours emergency call center that
can dispatch your approved vendors
for these types of emergencies. You
should only be ensuring the work
orders are assigned and completed
not assigning them and doing all the
leg work yourself.

Third, get evidence.
Fortunately, I know that we are all
completing property inspections at
least once per year and preferably
every six months. Because of that
we are covered on our end. But
when the tenant puts in a work 

order, ensure they include photos
and/or videos, it will help the
vendor determine the scope of the
job and save yourself time and
money.

Fourth, your tenant should not be
afraid to put in a work order.
They have a realistic expectation
that items get fixed in a reasonable
amount of time. If you are berating
them and asking why they break
everything or why they did not
follow your instructions, they are
going to be less likely to put in
future work orders, try to fix it on
their own, or worse- put money in a
rent escrow at the courthouse
without even notifying you. Your
job is to find solutions and
sometimes the solution is found in
the option below.

Lastly, the notice of non-renewal is
a very powerful tool.
A tenant can pay rent on the first
day of each month and still not get
renewed because they are difficult
to work with or fail to follow even
the simplest instructions.
Remember that you work for the
owner and have no obligation to
renew a tenant that disrespects
your time or your clients' money.
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Getting Your Money's
Worth From Your Dues

A member recently asked, “when
are we going to get the ability to
apply and pay for COE online?” The
response, “you have it, since last
year”. He then countered, “I guess I
was so used to applying on paper
and paying by check that I did not
notice another option”. It is easy to
overlook or miss all that HRRA has
to offer. The online platform is a
complex workflow program that
sends the completed, electronically
signed, app to the broker for
signature and then back to HRRA.
This member benefit was an
expense that the Board of Directors
approved in order to put your dues 

dollars to work for you. Behind the
platform is countless hours of work
from the 2021 COE Committee who
worked on everything from the
policies to training videos for
members and from the HRRA
events team. This article is about
encouraging you to get the most out
of your dues investment. You really
do get what you pay for, and quite a
bit more, but you do need to be
aware of all the avenues in which
you can profit and maximize that
dues dollar investment. While you
receive a myriad of benefits from
the Virginia Association of
REALTORS® and the National 

Association of REALTORS®, this
piece is all about HRRA’s
commitment to your business
success.

Starting at the beginning, your
HRRA dues are $315 per year. That
is $26.25 per month, about roughly
the monthly cost of a lockbox key
service in most MLSs. Speaking of
MLS, did you know that HRRA pays
REIN quarterly for your access to
RPR (REALTORS® Property
Resource)? While RPR is a free
member benefit from NAR it is
distributed via an MLS, but REIN is
not an association-owned MLS,  
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https://connectormagazines.com/
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free cleanings per year but the real
benefit is that those cleanings can
prevent thousands of dollars of
dental work, the benefit is the
prevention not the output. This
monitoring, advising, providing data
and information, and sometimes
taking legal action, takes place
every day on your behalf. 

Professional Standards has long
been held as a primary and premier
benefit of the local associations.
Arbitration services alone can save
members thousands of dollars in
legal fees. The real benefit is that we
police ourselves internally through
our Code of Ethics. Instead of taking
each other to court and the fees
associated with that, HRRA
provides mediation services and, if
necessary, code of ethics hearings.
Did you know that HRRA will bring
a 3-hour Code of Ethics CE course
to your brokerage, at no charge,
with a minimum of 15 students? Just
email brokerbenefits@hrra.com to
schedule a class.

What else do you get for your 87
cents per day? 

Speaking of prevention as a member
benefit, HRRA offers a
comprehensive safety program
starting with the SafeShowings app
(HRRA pays for your subscription).
The app captures facial images of
prospects as well as geolocation,
and then automatically sends that
data to emergency contacts when
needed, proactively deterring
crimes committed against
REALTORS® and property owners.
There’s even a SafeShowings™
Safety Toolkit for you to utilize.
SafeShowings™ provides access to
nearly a million REALTORS®
nationwide. In addition, we feature
safety articles in our magazine.

A huge benefit to you as a
REALTOR® is the immense amount
of free education and training HRRA
offers. REALTOR®/Lawyer forums
are chocked full of information that
again are a preventative tool.
Understanding new and existing
legislation and regulations is
fundamental to keeping your license
and your ability to practice. You also
want to make sure you are not
inadvertently doing anything that
your client and customers can sue
you for, ignorance of the law is not a
valid defense.

The specialty councils offer monthly
and/or quarterly meetings that are
the best form of on-the-job training.
Remember sharpening your skill set
should be an ongoing endeavor to
increase your profitability. In
addition, HRRA offers CE from area
experts at a discounted cost to our
members. HRRA also is a partner in
the NAR designations bringing in
top national and international
talent. 

So, while RPR is free, HRRA must
pay REIN a fee to access its
database which then feeds RPR.
HRRA’s number one benefit, the
cornerstone of what the association
does for you, is advocacy. While it is
often said that RPAC is the
cheapest business insurance you
will ever buy, your dues are also a
form of business continuation
insurance. There are so many areas
where local regulation and local
legislation have the potential to
impact your business. Virtually,
every bad federal and state law
started at a town meeting
somewhere. Your government
affairs staff and government affairs
committee consistently monitor the
local city councils and bring in the
REALTOR® perspective. We share
market data to help legislators
understand the impact of their
proposed actions, on both the
industry and private property
rights. So much of what we do in this
area isn’t tangible, because we
stopped legislation or regulation
from happening rather than
creating positive legislation or
regulation.
Local city councils impact your
business in a tremendous way,
everything from short term rental
legislation that impacts your ability
to sell an investment or vacation
home, to signage legislation, to
impact fees, to local occupational
tax. Local planning and zoning
commissions have a significant
ability to hinder economic
development and influence
inventory levels. Compare this
benefit to dental insurance. You pay
a small monthly fee and you get two 

mailto:brokerbenefits@hrra.com


H R R A  M A G A Z I N E    |     1 4

.Did you know most REALTORS®
experience a near doubling of their
income with their first designation?
That is right, the NAR research team
tracks all of this and most
REALTORS® will see a 65-100%
increase in their income with their
first designation. 

Then there is the free networking
included in your $26.25 monthly
investment. These events are just
plain fun, everything from mini-golf
to a chili cook-off, to trivia happy
hours. Aside from fun, the value of
networking in this industry cannot
be over-stated. REALTORS® and
our affiliates are a great referral
source for each other. Often these
events are sponsored by affiliates
who will keep you abreast on the
newest products in the market and
special time sensitive deals such as
special financing or discounted
cleaning services. In fact, just by
being a HRRA member, many of our
affiliates offer discounts on their
products and services.

For less than one dollar a day, HRRA
provides you with a market outlook
report. This report is paid for with
member dues, what is different
about this report rather than what
you can pull from REIN is that VAR’s
economist provides context to the
data. REIN can give you the
numbers, but HRRA gives you the
numbers and what they mean. This
market data is critical in keeping
you, the REALTOR® at the center of
the transaction. Other media
include this very magazine and our
e-newsletter where we work on
compiling all the industry news from
a large amount of resources and
package it neatly in one easy piece,
this magazine.

 In fact, just by being a HRRA
member, many of our affiliates offer
discounts on their products and
services. Breaking news affecting
your business is delivered weekly
through the e-REALTOR®®.

A benefit that is seeing a lot more
activity is our R-Store. We purchase
items wholesale and pass that
savings on to you. We offer
everything from REALTOR®
branded apparel to signage to
pepper spray. If there is anything
that you would like to store to carry,
or if you would like to place an order
and have it shipped to you, contact
RStore@hrra.com.

http://www.mmloanteam.com/
https://teams.movement.com/teamdavisloans/blog/2020/07/09/jimmy-richards-returns-to-movement-in-virginia-beach/
http://www.sandpipertitle.com/
mailto:RStore@hrra.com




Jackie Feagin
Diversity, Equity & Inclusion
Committee Chair

It's summer, my favorite season of
the year and there's nothing about
it that I don't like.

The days are a little longer. The
weather is a little hotter. When you
look around, the kids seem to be a
lot happier. It's a time when the
market is always more active, too.

 This enables me to travel anywhere
around the world worry-free! Have
cellular or WIFI and I am in
business!

But as much as I enjoy traveling, I
don't have the desire to travel as
much in the summer. We are lucky
to live in a vacation area with so
much to offer. So, take some time to
enjoy our region. You won't regret
your decision. If you have to work
while enjoying the wonders of
Hampton Roads, know that many
free tools are available at your
fingertips, just by being a member of
HRRA.

My fellow REALTORS®, I hope you
enjoy your region, your membership
and the season as much as I do!
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With an active market, working can
sometimes be non-stop. As a
REALTOR®, no matter where I go
someone is always asking, "How's the
market?". My answer always is, "It
depends. What's your address?"

REALTORS® understand the truth
behind the old saying, "Location,
Location, Location."

Once I have the person's address, I
can look up their home in the
REALTORS® Property Resource, or
RPR.

RPR allows me to be anywhere in the
world, plug in and continue working
on real estate. The flexibility of
having this tool is a lifesaver.
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   Find Your Mental Freedom
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Warren Thrasher
HRRA Foundation

 Outreach Task Force,
Member

Independence Day was founded on
the premise of freedom. In 1776, it
was freedom from England, but what
does it mean for us today? Sure,
family gatherings, cookouts,
fireworks and summer celebrations
are fun, but is there a deeper
meaning?  

When I asked myself, “What does it
mean to have freedom?”, I looked to
the dictionary. Merriam Webster
defines freedom as “the absence of
necessity, coercion or constraint in
choice or action.”  

Do I have that freedom? Am I in need
of something? Is anything
constraining my choices? If so, what
is it?

 As I meditated more and more on the
idea of freedom, I began to realize
that the mind that can be the
greatest obstacle to freedom.
Looking back to my past, I remember
times where this was true for me. 

As Joan of Arc said 600 years ago,
“All battles are first won or lost in the
mind.” Many of us struggle daily with
limiting beliefs, self-doubt, negative
thoughts and pessimistic viewpoints.
While these views may be accurate
at times, these mindsets tend to have
a restricting effect overall.

Fortunately, there are ways to
reprogram your brain and transform
your life.   (Cont'd p. 32)



https://hrra.com/136th/


Affiliate of the Month
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At the Heart of Our Community™

Company: Dragas Companies
Territory: We are currently building communities in Virginia
Beach and Chesapeake, VA
Website: www.dragas.com
Year Established: 1968
HRRA Affiliate Member: Since 2012

Cont'd on next page

https://www.dragas.com/


Why we joined HRRA: We value
and respect the responsibility of
holding the title REALTOR® and
holding our new homes team to the
highest standards of ethics and
professionalism. When buyers and
our co-broke community know they
are working with a REALTOR®, it
shows our commitment to duties
and responsibilities we are
obligated to uphold. Creating and
growing relationships with other
REALTORS® has been
tremendously valuable as well.
HRRA has provided us the
opportunity to partner with
REALTORS® throughout Hampton
Roads to provide the best possible
service to our homebuyers.  
  
Why we got into this business:
From its beginning as Dragas
Mortgage Company in 1968,
George Dragas established the
company to help local families
experience the pride of
homeownership. Seeing people
achieve the American dream of
owning their own home led
naturally to building homes in
Hampton Roads. Under the new
name of Dragas Companies, the first
condominium development broke
ground, Virginia Beach’s Birdneck
North, in 1978. It was the beginning
of a commitment not to simply build
homes, but to build neighborhoods
of enduring beauty. Today that
passion continues under Helen
Dragas’ management. Helen
upholds the integrity and quality
that the Dragas name is known for
and remains dedicated to giving
back to our community through
partnerships with nonprofits across
Hampton Roads.  

Our favorite satisfied-customer
story: We repeatedly hear stories of
individuals who purchase a new
Dragas home in our neighborhoods
after being referred by their family
or friend who lives in the
community. One instance was at our
Hickory Manor community. A
couple, pregnant with their first
child, purchased a home on one of
our community lakes. Right after
purchasing their home, her mother
purchased, followed by her
mother’s mother as well. Three
houses and four generations all on
the same street. Think of the
memories that will be created in
those homes.  
 
Our favorite HRRA event and why:
We love the HRRA Expo! There is
always so much great energy. We
get to share what we offer with
REALTORS® and hear about what
their needs are as well.  

Most memorable HRRA moment:
We won best booth at last year’s
HRRA Expo. Another memorable
moment was becoming hot
chocolate baristas at our hot
chocolate bar at last year’s HRRA
Chili Cook-Off. 
 
Best piece of advice to
REALTORS®: Builders are
motivated sellers that need to
move their inventory, and that
means less headache for everyone
involved. Don’t rule out new
construction! 
 
The one thing we want
REALTORS® to know about our
industry is: There is a
misconception that a new-
construction home can take
upwards of a year to complete.
While that can be true, that is often
not the case. Builders are adding
new inventory in your market every
day. Some builders have a running
inventory with move-ins from 30 to
90 days. 
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Ashburn Home



Committee Testimonial: 
Why
Get
Involved?

Within a few years of becoming a
REALTOR®, I decided to get
involved with the Hampton Roads
REALTORS® Association (which
then was the Tidewater Association
of REALTORS®). I knew I wanted to
join committees that were the
“meat and potatoes” where I could
learn and grow in my profession.  
That desire led me to the
REALTOR®/Lawyer Committee,
then on to Professional Standards,
Government Affairs and eventually
the Board of Directors. It has been
an awesome journey, all with the
help of HRRA. 

When I joined the
REALTOR®/Lawyer Committee in
the 1980s, we were a group of eight
to ten REALTORS® and four or five
attorneys sitting around a U-shaped
table, having lively discussions, even
drawing up our versions of needed
addenda and submitting them to
Sales Managers Advisory
Committee at REIN, our local
multiple listing service.  

Eventually, I was vice-chair and
chair of that committee. Wow has
that group grown! There is much
more participation in
REALTOR®/Lawyer and its forums,
with attorneys keeping us advised
about what’s coming down the pike,
answering our questions and always
giving us a legal edge.  

  
  

Later, I joined and stayed on the
Grievance Committee for many
years, eventually being vice-chair
and chair. Simplified, the Grievance
Committee breaks into small groups
that read a complaint submitted to
HRRA and come together to decide
that IF the complaint were taken as
true, would there be a violation of
the Code of Ethics or, if an
Arbitration request, is it Arbitrable?
  
From there the complaint is either
dropped or moved forward to the
Professional Standards Committee,
where a hearing is set up for all
parties involved. Obviously, I am
simplifying to give you an overall
idea of the painstaking detail and
professionalism available at HRRA.
  
Continuing in this vein, I then went
on to the Professional Standards
Committee, through which I sat in
on hearings. I was/am blown away
by the professional commitment to
the process and the Hearing
Committee’s objective way they run
the hearing, listening to all sides and
adhering to REALTOR® ideals. I
then became vice-chair and chair of
Professional Standards. Since HRRA
became a self-managed
organization, it is currently sending
complaints to Virginia REALTORS®.

Virginia REALTOR®S® handles the
Grievance Committee and hearings.
It’s a good reason to get involved on
the state level.  

Meanwhile, the Government Affairs
Committee is a dedicated group of
REALTORS® that holds meetings to
keep us advised on a local and state
level of important topics affecting
our industry. I love attending its
meetings. 

I was also honored to sit on the
Board of Directors for a few years
and learning to understand all it
takes to run such an amazing trade
organization, keep it relevant and
uplift its members!
  
Yes…getting involved is important
and rewarding! 

I write this to motivate you to
become involved in HRRA, Virginia
REALTORS® and the National
Association of REALTORS® at
whatever level you choose. Through
Sept. 15, HRRA is accepting
applications for committee chair
and vice-chair positions at
HRRA.com/service. 
You WILL benefit and grow your
business as well as network with
other committed professionals!   
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Let's Go To The Expo

 Colby Raymond 
Vice-Moderator, 

New Homes Council 

The 2022 Expo will feature over 50
Affiliate purr-tners to showcase
how they can help you with your
business, and there will be tons of
pawsitively fabulous giveaways. All
the Affiliate cool cats and dogs love
the opportunity to meet new faces,
and you’ll be able to connect with
fur-ever real estate partners.  
There will be plenty of swag to pick
up and games to be played, too. The
Affiliates will compete for best
booth, so make sure to bark up the
right tree with a vote for your
favorite display!  

The Expo trade show isn’t the only
activity. You’ll want to “sit” and
“stay” for all the great education
events scheduled in conjunction
with the Expo.  

At 1:00pm HRRA will host its annual
membership meeting where we
vote on our 2023 Board of
Directors and Executive
Committee.

From 1:15 to 2:30 p.m. HRRA’s
Government Affairs Committee,
REALTOR®/Lawyer Committee and
Resale Council will present
“Southside Hazard Series: Hot Topic
Issues,” plus a Legal Corner update
from attorney John Faber. Among
the issues to be explored will be
flooding and best management
practices, the Elizabeth River
Project and AICUZ.  

It’s that time of year again. The kids
will soon be headed back to school
while HRRA REALTORS® and
Affiliates head to the annual
Member Expo, presented by the
New Homes Council. Mark your
calendars now to join us
Wednesday, Sept. 28, from 11:30 to
3 p.m. at the Chesapeake
Conference Center.  

This year’s event is going to the
dogs (and cats, rabbits and all
creatures in between) because we
are going to raise the woof and
PAWTY in 2022! 
 
“Let’s Pawty: For the Love of Pets”
will be the Expo theme. We will be
celebrating life with our animal
friends and remembering they need
homes too! Being a member of
HRRA has benefits, and this is a big
one. The Expo is free to attend and
is a must-attend association event!
You’ll be able to see friends you
have not seen in a while, maybe
recognize a name or two, and help
support the local shelter
community.  
.
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The New Homes Council will help
you boost your likes and followers
with Social Media Bootcamp. The
Coastal Virginia Building Industries
Association will be joining in the fun
as well with a builder panel so you
can find out what is happening in
the new construction community.
So many new tricks and tips to
learn! 

You won’t be barking up the wrong
tree with this networking event!
Lunch will be served, and this year
there will be a cash bar. I’m
pawsitive it’s an Expo that cannot to
be missed! 



https://hrra.com/natejohnson/
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Exploring Self-Defense
Options

There are countless things an agent
needs to know to be successful.
They include (but are not limited to)
contractual legalese, negotiating
skills, best strategies for listings,
effective communications with
knowledge of personality science,
and your understanding of the
processes and liabilities you have as
an agent.  

Being a real estate agent means you
work diligently to lead by example.
Success will follow. That requires
you giving 100 percent by putting
yourself out there and meeting
people, following up with prospects
and past clients, working with
current client and fellow agents. 

All that being said, the No. 1 rule in
real estate is safety first!
Knowledge is power, and I believe
that to be true. What you do with
what you know can either save or
cost your life. Being proactive is key
to preventing yourself from
becoming a crime victim. 

In today’s market it’s hard to catch
your breath. Still, we must never
allow ourselves to be too busy to
stay alert to the signs that may be
present in a concerning situation. 

There are many different strategies
and tools available to help keep
agents safe. Let's explore some of
the options.

I keep myself open to new and
different things available to real
estate professionals as well as the
average citizen. Spouses who
served in the military are quick to
offer a gun as a weapon to their
spouse. The challenge is training.
The active-duty or past military
individual has been trained and
practiced extensively with that
weapon. The agent may then take a
firearms safety course with the
understanding that it's important to
visit the range consistently for
practice. (Cont'd next page)

https://advisor.morganstanley.com/atlantic-legacy-group
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However, how often does that
happen? Are they ready to use that
firearm in the event of a
confrontation? Also, does the agent
have the emotional commitment to
aim and shoot another human being
if confronted? The challenge is
understanding the mindset of an
agent who gets into the real estate
business to help others find the
home of their dreams. The
personality science of most agents
is not the modus operandi (MO) of
one who is OK with taking another’s
life. This is something to seriously
consider because it is your life we
are talking about. 
 
Next, some consider martial arts or
self-defense training. This is a
perfect solution for those who want
to master the martial art form for
their own personal
growth/development and
confidence. This takes years of
dedicated time, energy and effort to
master these skills. Commendable?
Absolutely!  

With the practice of self-defense,
you must understand it takes years
of practice to be proficient in the
use of these maneuvers to 

overpower another human being.
Taking one class every year or every
other year does not make one a
master. Sure, it happens on TV but
not always in real life. Fighting is
always your last alternative! You
are also unaware of whether the
criminal is armed, unarmed, stoned
or straight. These are all variables
that can cost you your life. 

Next, let’s look at wearables (a
necklace or bracelet, for example)
and apps that track your location
and movements. What is the
problem with these items? It
matters little after you’ve been
assaulted or killed. 
 
How about the different items
individuals will claim as their
weapon of choice, including high
heels, stun guns, sound alarms and
other such options? The weapons
you carry can also be used against
you if it does not take the assailant
down instantly. 

I had a five-foot-tall woman in my
presentation recently who had a
self-defense baton on her key chain.
Her belief was she could use it in the
event of an attack to render the

person unable to fight back,
allowing her to get away.
Unfortunately, many individuals
believe that they can overpower a
criminal. This type of thinking can
get one killed.

Now, let’s examine chemical-
defense sprays, commonly thought
of as “pepper spray.” It must work if
all police in this country carry it,
right? However, most police will say
that pepper spray doesn’t always
work. One of my family members is
a Norfolk police officer and was
arresting an individual in the
parking garage at Waterside. The
assailant resisted arrest, at which
time my relative used his pepper
spray as the first line of defense to
subdue the suspect. It did not work
effectively, and my relative was hurt
in the fight. Remember, he is a
trained police officer. Are you
willing to take that chance?  

The best self-defense is awareness
at all times and paying attention to
gut feelings. They will not steer you
wrong.  Aside from that, as a safety
professional, what do I think
constitutes the best weapon of
choice for any agent? (Cont'd back
page)
 



understand what is shifting and how
it will affect them differently from
when their neighbor sold their
home in two days with multiple
offers, sales prices escalated above
the list price, and the sales price
even guaranteed for the escalated
sales price.  
 
We can’t forget that many sellers
have enjoyed not having their
homes inspected by a professional
home inspector. There may be a few
of them that work out that way, but
the vast majority will now require
some enhanced marketing along
with setting the expectations for
sellers.  

Over the last couple of years, many
activities in my marketing plan
were never implemented because
listings were sold before I could
implement. I’m in the process of
reviewing my marketing plan,
updating it to include those
activities I never used, and to even
add more activities to help market
and sell properties quickly.  
 
Many buyers, for the last couple of
years, have not been able to
purchase a home. The shift taking
place will now favor buyers. In many
cases they may not have to compete
with multiple offers, escalate the 
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Perspective on the Changing
Market

Edwin A. Rucker
GRI, CDPE, CRS, ePro,

Managing Broker

Fluctuating mortgage interest
rates 
Inflation 
Fears of a recession  
Gas prices 
War in Ukraine 
Election results

The market is experiencing the
beginning of a shift. We cannot
control when the market shifts, but
we can adjust accordingly as it
happens. Right now, if you have not
already done so, open those
business plans from six months ago
and tweak them for success for the
remaining two quarters of this year.  
 
Buyers and sellers alike are
searching for the best counsel they
can receive regarding the purchase
or sale of their home.  
 
I attended a seminar a few years
ago, and the presenter asked a
question: “How’s the market?” The
response was, “It depends. Are you
buying or selling?”  As professionals,
it is our responsibility to advise our
clients on how the current market
conditions will affect their ability to
buy or sell. 
 
Some of the concerns of both
buyers and sellers are:  
 

Clients want to know how these
dynamics will affect their goals.
Homes are staying on the market
longer, and price adjustments are
being made. When working with
sellers it is imperative that we 

the purchase price, and most
importantly, they can get a home
inspections contingency to their
purchase agreement.

It's time to spend more time at the
beginning of our transactions by
setting expectations for our buyers
and sellers. You will become the
trusted advisor to your clients and
establish long-term relationships that
will result in future business. 

Visit NAR's Center
for Financial

Wellness
for Business

Planning Resources
Download the Center's

Business Plan Template 
 

 

https://view.officeapps.live.com/op/view.aspx?src=https%3A%2F%2Fwww.financialwellness.realtor%2Ffiles%2Fuploads%2Fcontent-file-5df7e238948065df7e23894807-Financial%2520Wellness%2520Business%2520Doc.%2520-%2520Take%2520Control%2520of%2520Your%2520Success.xlsx&wdOrigin=BROWSELINK
https://view.officeapps.live.com/op/view.aspx?src=https%3A%2F%2Fwww.financialwellness.realtor%2Ffiles%2Fuploads%2Fcontent-file-5df7e238948065df7e23894807-Financial%2520Wellness%2520Business%2520Doc.%2520-%2520Take%2520Control%2520of%2520Your%2520Success.xlsx&wdOrigin=BROWSELINK
https://view.officeapps.live.com/op/view.aspx?src=https%3A%2F%2Fwww.financialwellness.realtor%2Ffiles%2Fuploads%2Fcontent-file-5df7e238948065df7e23894807-Financial%2520Wellness%2520Business%2520Doc.%2520-%2520Take%2520Control%2520of%2520Your%2520Success.xlsx&wdOrigin=BROWSELINK
https://view.officeapps.live.com/op/view.aspx?src=https%3A%2F%2Fwww.financialwellness.realtor%2Ffiles%2Fuploads%2Fcontent-file-5df7e238948065df7e23894807-Financial%2520Wellness%2520Business%2520Doc.%2520-%2520Take%2520Control%2520of%2520Your%2520Success.xlsx&wdOrigin=BROWSELINK
https://view.officeapps.live.com/op/view.aspx?src=https%3A%2F%2Fwww.financialwellness.realtor%2Ffiles%2Fuploads%2Fcontent-file-5df7e238948065df7e23894807-Financial%2520Wellness%2520Business%2520Doc.%2520-%2520Take%2520Control%2520of%2520Your%2520Success.xlsx&wdOrigin=BROWSELINK
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From Legislative Agenda 
to Bill to Law- Continued

general session in January. On to
the next step.  

How a bill is introduced is governed
by three things: the Constitution of
Virginia, Rules of the Senate and
Rules of the House of Delegates.  

Bills may originate in either the
Senate or House of Delegates.
A specific Senator or Delegate,
chosen by our lobbying team,
introduces the legislation and
explains the proposal to a staff
attorney, who then makes sure it is
constitutional or is not already
existing law.  

There are several other steps that
involve processing the bill, including
going through subcommittees and 

amendments, before being put
before the originating body for a
vote. The constitution of Virginia
requires that every bill have three
readings on three different calendar
days.

If passed, the bill goes to the other
chamber for its consideration. This
is called "cross-over". Bills
originating in the House of
Delegates go to the Senate and Vice
Versa. The process described above
then starts again. After the third
reading, the bill may be passed by a
constitutional majority. If there are
differences after review in both
houses, then a Committee of
Conference is created to resolve
them.

Whew! Almost there. Once passed,
the bill is submitted to the governor
for signature. If the governor signs
it, Eureka!! We have a law. If the
governor vetoes the bill, it is either
dead, or if there is overwhelming
support, it may become a law by an
override vote in both houses by a
two-thirds majority (very rare).

That is a brief explanation of how
laws are made. I hope you now
realize how impressive it is that our
Legislative Agenda gets through,
and our industry is protected. Also,
why your RPAC contribution is vital.
It is important to note that we work
to defeat bills harmful to our
industry. Stay tuned. More on that
next month.
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Volunteer Spotlight
Name: Linda Harrison, C2EX, with PIVOT Real Estate Inc. Virginia and
 North Carolina Broker, licensed instructor and one class away from my
 Graduate, REALTOR® Institute (GRI) designation.  

HRRA member since: 2013 

 REALTOR® activities and accolades: Currently, Hampton Roads REALTORS® Association Candidate
Institute inaugural class member, 2022-2021 Board of Directors, Government Affairs Committee vice-
chair and Professional Standards Committee member. 2020 RPAC Fundraising Committee chair. 2019
HRRA REALTOR® of the Year and 2019 Association of REALTORS® “Own It” Coin recipient. 2018-2019
Virginia REALTORS® Professional Development Committee. 2017-2019 Alpha College of Real Estate
instructor. 2016-2019 Grievance Committee member. 2015-2019 Government Affairs Committee Sub-
Committee and vice-chair. 2014-2018 REALTOR®/Lawyer Committee chair and vice-chair. Circle of
Excellence Award recipient: 2021, Silver; 2019 and 2020, non-competing – managing broker; 2018,
Gold; 2017, Gold; 2016, Bronze; and 2015, Silver. 

Community Involvement: I am so
involved that in 2023,  I vow to
learn how to say "no" (LOL)! From
taking phone calls and redirecting
short-term rental distress calls to
staying up to date on the city of
Virginia Beach's latest and greatest,
I stay busy. I am the vice president
the Kempsville Lions Club and love
how we are involved in charities
across the spectrum!  

I chose to become a REALTOR®
because: My brokerage was a
REALTOR® firm, and so I fell in line.
But I chose to get involved because I
was a small business, and it afforded
education and insight into the real
estate market through the
fellowship and support of my peers. 
Upon opening my brokerage, I chose
to become a REALTOR® because I
 

 treat my business like a business
and encourage our agents to do the
same. HRRA, Virginia REALTORS®
and the National Association of
REALTORS® are at work for me.
They are my trade associations with
fabulous benefits, making
available continuous and relevant
information and/or education in to
promoting and preserving my real
estate business and personal
property rights! 

Favorite REALTOR® benefit: I
enjoy so many aspects about being a
REALTOR®. From volunteering at a
local and state levels, the education
opportunities (formal and informal)
through classes, committee
meetings, events and here it
comes…conventions! My first
convention was at the national 

level, and a fellow REALTOR® and I
hoofed it to Boston and had a
fabulous time learning amongst our
REALTOR® peers from across the
nation. I am booked for the Sept. 20-
22 Virginia REALTORS®
Conference in Richmond and hope
to see you all there. 
  
Favorite HRRA activity and why:
Volunteering, of course. The best
time I've had volunteering this year
was at the HRRA Foundation
REALTORS® Have a Heart cleanup
at Camp Hope Haven. What a great
time meeting fellow REALTORS®
and rolling up our sleeves to provide
many campers clean and bug-free
accommodations! When we finished
and I was driving home for a much-
needed shower, I was in my happy
place. Volunteering at all levels
HRRA rocks!  (cont'd next page)
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Most memorable HRRA moment:
As a sailor, I always wanted to be
named "Sailor of the Quarter, but
that never happened. So, when I
received the HRRA Volunteer of the
year award AND the "Own It" Coin,
it is sending shivers up my spine. I
am forever grateful to have an
association and platform into which
I can pour my energies and that
really makes a difference in our real
estate industry and expanding into
individual personal property rights.  

I am proud to call myself a
REALTOR® because: I am a veteran
and have always held myself to a
higher standard. What does that
mean exactly? It means you have
integrity and do what is right when
no one is looking! I am proud to be a
REALTOR® because they are my
accountability partner for ensuring
that I am being the very best
representation of a real estate agent
I can be!    

Best piece of advice for fellow
REALTORS®: One, surround
yourself with people who make you
better, and two, treat your business
like a business. That means knowing
and educating yourself in all things
real estate! Step No. 1: Attend a
forum, session or event sponsored
by your local association! Just show
up, and the magic will happen! 

     Find Your Mental Freedom
If we view the struggle for personal
freedom as one originating in the
mind, we can look at it like a battle.
Every time you speak negatively
about yourself, you are under
attack. One way to fight back is to
affirm the opposite.  

For example, if you struggle with
your self-image and find yourself
judging the way you look, try saying
a positive affirmation like, “I am
beautiful. I love myself.” It may take
months of this but eventually you
will believe it.  

One best practice is guarding what
you put into your body. The news
and media we consume impacts us,
especially when we do it first thing
in the morning. When you wake up,
try meditation, prayer, affirmations
or listening to uplifting music.  
These positive actions build the
foundation for a better day.

The same can be said for what we do
before going to bed.  
Another thing you can do is find
someone who inspires you. Follow
them, listen to their videos, and get
yourself motivated! 

Recently, I had the pleasure of
listing to Tim Hooper, an
inspirational speaker and sales
coach. He said, “Cynicism clutches
the past. It makes it hard to trust
and build relationships. Gratitude
makes peace with the past and plans
for the future.” His message about
the power of mindset was enough to
fire me up for the entire week!  

Do not forget that this is a process,
not a magic pill. It can take some
time, but it is worth it. I promise if
you invest in yourself that you will
not regret it. Pick one or two
positive actions and do them daily.
These practices will have an upward  

 spiral and lead you toward mental
freedom.  

Remember the words a famous
Roman once said: “Whatever things
are true, 
whatever things are noble, whatever
things are just,
 whatever things are pure,
 whatever things are lovely,
whatever things are of good report,
if there is any virtue and if there
is anything praiseworthy—meditate
on these things.”  

I hope we can all celebrate mental
freedom and independence from
negative thoughts this summer.
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Deck the halls with summer
lights. 
Make a creative summer
festive menu. (Perhaps a
grilled or smoked turkey

Christmas in July doesn’t
replace Christmas in December,
but it’s enjoyed by some as an
extra celebration. While not
observed by all, its popularity is
growing. Unlike many other
holidays, there is no cultural
significance behind Christmas
in July. The holiday became so
well known that Hallmark and
Lifetime made movies around
the observance. 

There are benefits to this
silliness. Would you believe that
channeling snowy weather and
reading “The Polar Express”
may actually help you beat the
heat this summer? Clinical
psychiatry professor Walter A
Brown said, "Reading about
cold can take your mind off the
thermometer, evoking one's
own experience of ice and
snow. It's also a bit of self-
hypnosis." 

Let's not forget some early birds
take advantage of Christmas in
July sales to get a jump on their
December holiday gift
shopping. That relives shopping
stress during the intense winter
holidays.

“Bah, humbug,” you say? You
can make this statement, or you
can: 

Christmas in July

Ever heard of Christmas in July?
What is it? What do you do?
Who came up with such an
event? Why do we do it? Do we
exchange gifts like normal
Christmas in December? Better
yet, is there a Santa Claus in the
summer wearing his red outfits,
or is he wearing swimwear?  

Who, what, where when, why
and how is this possible? These
are normal questions and
deserve an answer. Let me
enlighten you. 

The phenomenal event started
on July 24 and 25 in 1933. It
took place at Keystone Camp, a
girls’ camp in Brevard, North
Carolina.  

Camp co-founder Fannie Holt
made the request to hold a
unique celebration. The first
Christmas in July included
carolers, a Christmas tree, Santa
Claus, presents and fake snow
made of cotton. Like all
traditions, this one evolved.
Campers used laundry bags as
makeshift stockings, which they
placed outside their cabins to
be filled with candy. Later, elves
and Mrs. Claus joined the fun,
and a camp-wide gift exchange
was added.

Bring back the Elf on the
Shelf for a summer visit (to
hang out at the pool). 
You can go all out or keep it
simple with your Christmas-
in-July gifts (pool floats,
sidewalk chalk, colorful
beach towels, a new pair of
sunglasses, maybe a pretty
shades of nail polish for a
summer pedicure).
However, you choose to
celebrate is up to you. Just
have fun. 

 paired with more casual      
 summer sides like panzanella
salad and corn on the cob.
Enjoy a glass of a frozen cocktail
in Christmas colors—like
strawberry daiquiris, margaritas,
and Kool aid. Don’t forget the
dessert, cookie ice cream   
 sandwiches and snow cones.  

Here is a fun fact to wrap it up:
Australia, New Zealand, South
Africa, Comoros, Madagascar,
Bolivia, Angola, French
Polynesia, Papua New Guinea,
Paraguay and Samoa all fall in
the Southern hemisphere,
making Dec. 25’s Christmas
observance a summer
celebration. 
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https://www.realsimple.com/food-recipes/cooking-tips-techniques/grilling/grilled-turkey
https://www.realsimple.com/work-life/23-ways-to-beat-heat
https://www.realsimple.com/food-recipes/recipe-collections-favorites/desserts/homemade-ice-cream-sandwiches
https://www.realsimple.com/food-recipes/recipe-collections-favorites/desserts/homemade-ice-cream-sandwiches
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HRRA's Foundation Camp Hope
Haven Clean-up

The HRRA Foundation is a
charitable nonprofit whose
mission is driven by four pillars of
community commitment:
educating HRRA members and the
public about fair housing; working
toward alleviating homelessness;
advocating for affordable housing;
and improving the quality of life of
Hampton Roads’ neighborhoods
through community service and
financial support. 

Sherry Snyder, a REALTOR® who
serves on the HRRA Foundation
Board of Directors and as a
REALTORS® Have a Heart event
organizer, was one of the day’s 40
REALTORS® Have a Heart
volunteers. 

“This is all about giving back to
our community and building
relationships. We do six-plus
events per year, but there is much
behind-the-scenes (planning) as
well,” she said. 

After the clean-up the 40 HRRA
volunteers were treated to lunch
by affiliate sponsor member
Chesapeake homes.
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Donate to the
Foundation Today
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Welcome New Members!
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Mary B. Addison, Select Realty
Nicole Anderson, United Atlantic Realty 
James W. Bailey, Howard Hanna Home Services 
LaShawn D. Barnes, KBL Companies 
Joshua Barras, Own Real Estate
Jodi Barsness, Rose & Womble Realty 
Kenneth Bergin, Long & Foster Real Estate 
Warren C. Brown, Own Real Estate 
Lisa M. Browder, Howard Hanna Real Estate 
Denise Lavern Bryant, GreenTree Realty Hampton Roads 
Frances Renee Byr, Rose & Womble Realty 
Brandon Carney, Seaside Realty 
Susan Courtney, BHG Native American Group 
Holly G. De Silva-Gizzi, Long & Foster 
Samantha Gabrielle Doty, KW Coastal Virginia 
Thomas R Douglas, Howard Hanna Real Estate 
Felicia R. Edwards, BHG Native American Group 
Guen Espiritu, Swell Real Estate 
Charles G. Evans, FIT Real Estate 
Angelica Fields, Triumph Realty 
Sheldun J Fields, KW Realty 
Ahliyah Giggetts, The Real Estate Group 
Kyle Gillikin, Own Realty 
Jean Lucille Gore, eXp Realty 
Jonathan M Grant, eXp Realty
Jazmine Hall, Victory Allegiance Realty 
Pamela P. Hargrave, Long & Foster Real Estate 
Anagabrielle Haugabrook, FIT Real Estate 
Jessica Hawkins, KW Town Center 
Jada E. Head, MR Rivera Realty Group 
Shannon Highland, Berkshire Hathaway HomeServices 
Doran P. Hornsby, ERA Real Estate Professionals 
Taylor Hudgins, Own Real Estate 
Jamir Hudson, KW Elite 
Janice G. Johnson, Long & Foster Oceanfront/Coastal 
Ashley Jones, Triumph Realty 
Kelsey M. Jones, Own Real Estate 
Elizabeth L. Kleen, Swell Real Estate Co 
Thomas C Kyrus, RE/MAX Edge 
Kellie Lamb, KW Coastal 
Angela S. Long, Berkshire Hathaway HomeServices 
September H. Lundeen, Redfin Corp 
Laurie B. Madray, C21 Nachman Realty 
Patricia A Martin, BHG Native American Group 
Leah A. Marty, Redfin Corp 
Sarah A. Mcie, Seaside Realty 
Michael McConnell, RedFin Corp 
Travar R Middleton, Vertical Real Estate 
Evelyn Mills, Canzell Realty 
Ethan J. Mosher, Judy Reed Realty 
Lori Wright Nice, Atkinson Realty
 Diane C. Nicolos Howard Hanna Real Estate 
Amber Norge, Atlantic Sotheby’s International 
Joshua Nothnagle, eXp Realty 
Ava M. Nowlin, Keller Williams Town Center 
Imani M. Owens, Berkshire Hathaway HomeServices 
Prikhodko Oxan, Seaside Realty 
Gabriella Palacios, Own Real Estate 
Jacob J. Pearson, eXp Realty 
Robert O. Pittman Jr., Howard Hanna Real Estate
Denzel J. Polk, KW Elite-WB 
Seth N. Quick, Howard Hanna Real Estate 
Joan Refearm, Howard Hanna Real Estate 
Denicia Richardson, MR Rivera Realty Group
Dezmon D. Robertson, KW Town Center 
Heather Rockwell, Judy Boone Realty 
Carl Rogers, Creed Realty 
Justin Roman, Atlantic Sotheby’s International 
Amanda M. Ruelas, EXIT Realty Central 
Melissa Schiatta, KW Town Center 

 

Michael Scott, Rose & Womble Realty 
Michael Sevier, GreenTree Realty Hampton Roads 
Dayon A. Skinner, Triumph Realty 
Keith S. Smedley, Atkinson Realty 
Ruben Soliman, Fathom Realty 
Brianna M. Standinge, District Real Estate 
Chloe A. Steinberg Grant, Howard Hanna Real Estate 
Jeffery Scotty Stewart, Howard Hanna Real Estate  
Clare Daniel Stimso, 757 Realty 
Michael T. Scott, Rose & Womble Realty 
Tina Styron, Greentree Realty Hampton Roads 
Brooke Titus, Own Real Estate 
Marcella Truitt, Rose & Womble Realty 
William Tuider, KW Elite-WB 
Sidney D. Vann, Exit Realty Central 
Morgan Walter, Howard Hanna Real Estate 
Lindsey C. Walton, eXp Realty 
Lisa M. Williams, Iron Valley Real Estate Hampton Roads 
Nydia Williams, Berkshire Hathaway HomeServices  
Dena Woodall, The Bryant Group 
Sally Zheng, RE/MAX Prime 
Leslie Adcock, Fathom Realty 
Edietai Avery, KW Town Center 
Tamara Bahadar-Cue, MR Rivera Realty Group 
Robert Battle, Rose & Womble Realty 
Tonia Bennett, Triumph Realty 
Taneccia Bligen, KW Town Center 
Aqila Bond, ERA Real Estate Professionals 
Robert S. Bradshaw, Creed Realty 
Daniel G Cadrera, eXp Realty 
Mick T. Cash, Own Real Estate
Shaqanta Chukwuma, The Bryant Group 
Matthew S. Chung, KW Elite-757 WB 
Eric Clarke, KW Coastal Virginia 
Traci Cole, Iron Valley Real Estate 
James D Davis, Howard Hanna Real Estate
Megann Dewey, eXp Realty 
Lindokuhle Dlamini, The Real Estate Group 
Brendan Dougherty, eXp Realty 
Melody L. Dudley, eXp Realty 
Raeshawn O. Evans, EXIT Realty Central  
Mark Fannon, Iron Valley Real Estate 
Nosika Fisher, Rose & Womble Realty 
David Foster, Berkshire Hathaway HomeServices
Teresa Fowler, Rose & Womble 
Nickola Freeman, ERA Real Estate Professionals 
Inga Indiara Frost, Bold Realty 
John C. Fuentes, KW 757-WB 
Carly Galpin, KW Coastal Virginia 
Tripali F. Gayle, KW Town Center 
Misty L. Gibson, Coastal Group 
Kelly M. Guilmette, The Bryant Group 
Courtney Harding, KW Coastal VA 
Gregory Hardison, KW Town Center 
Swanita Harris, eXp Realty 
Quellon A. Hart, Exit Realty Central 
Jullan Hernandez, KW Coastal Virginia 
Violet Hillanbrand, KW Elite 
Paula Hoheb, KW Elite 
Michael T. Howell, KW Town Center 
Vannessa Hregdovic, Howard Hanna Real Estate 
Maxwell G. Huebscher, Nexthome Tidewater Realty 
Jessica Ingram, eXp Realty 
Camelia D. James, Onyx Realty Professionals 
Gene A. Jarvis Jr., eXp Realty 
Ashley Jefferson, KW Town Center 
David C. Johnson, eXp Realty 
David F. Johnson, EXIT Realty Central 
Aaron Jones, Triumph Realty

Michael Knecht, Iron Valley Real Estate 
Andrea London, Triumph Realty 
Crystal Marie Lugo, KW Coastal VA 
Jasmine L. J. Lyles, ReWard Real Estate 
Matthew MacDougall, Rose & Womble Realty
Sharda H. Manipon, eXp Realty 
Tanya Manns, The Real Estate Group 
Jessica C. Marshall, Rose & Womble Realty 
Amanda Meek, Fathom Realty VA 
Michael Morgan, The Real Estate Group 
Brian Q. Myers, EXIT Realty Central 
Christina Myers-Taylor, C21 Nachman Realty 
Kristina M. Narkeviciute, Bold Realty 
Carrie Nicholson, eXp Realty 
Klisman V. Nguyen, Iron Valley Real Estate 
Tien Nguyen, C21 Nachman Realty 
Charmaine Payne, NextHome Luxury Boutique 
Martia Pegues, The Real Estate Group 
Leslie A Pettibone, Crescas Real Estate 
Marissa Pettinelli, Berkshire Hathaway HomeServices 
Jessica Phillips, Long and Foster 
Tiffany W. Pommells, MR Rivera Realty Group 
Kristina Price, eXp Realty 
Amy Purcell, KW Coastal VA 
Ashly Reed, MV Realty of Virginia 
Portia Rhodes, Seaside Realty 
Dan Richards, KW Coastal Virginia 
Tara J. Ripley, The Bryant Group 
Megan Roten, BHG Native American Group 
Johna L. Russell, 1St Class Real Estate Barn Door 
Katharine Schmidt, eXp Realty 
Candace H. Saunders, 1st Class Real Estate Barn Door 
Kelly Seith, Coldwell Banker Premier 
Megan Sharp-Luckey, KW Town Center 
Marion Sherrod, C21 Nachman Realty 
Bijay Singh, KW Town Center 
Ashlynn Tegreeny, Atlantic Sotheby’s International 
Leudeyshu Thompson, FIT Real Estate 
Kevin Torcia, Iron Valley Real Estate 
Leandra Tranquill, Rose & Womble Realty 
Kimberly Trower, C21 Nachman Realty 
Ashlee Urtz, Keller Williams Elite 
Kalynn B. Wachs, eXp Realty 
Glasdys Walker, Vertical Real Estate 
Joseph Warren, EXIT Realty Central 

NEW SECONDARY MEMBERS

Carlton M. Stephenson , Long & Foster Oceanfront/Coastal 
Barbara S. Costa, KW Realty                                                                                                              
Gregory Keith Isaac, Vacasa Real Estate 

NEW BROKERAGE FIRMS

Hometown Realty, Darlene Smithwick 
RE/MAX Country to Coast, Deanna Wilson 
Dawkins Residential, Kiesett Collier-Newton
Keller Williams, Barbara S. Costa                                                                                                   
Vacasa Real Estate, Gregory Keith Isaac 

NEW AFFILIATE FIRMS 

Sarah Truell, Noble Title & Escow
Taylor Briggs, Briggs Team Lending
Jessica Hester, Hester Insurance Agency
Hybrid Air, Kristi South

June & July 2022
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https://www.safeshowings.com/free4me
https://vimeo.com/558659306
https://www.dropbox.com/sh/538hzgseolyig38/AADVPeNB0Z03ZIeT7mD_6an-a?dl=0




A chemical-defense spray. Here are the
criteria for the most comprehensive,
effective, non-lethal, non-liable form of
protection:  
Understand that any form of protection is
only good if it is where you need it and
when you need it, which is in your hand. 
Next, it needs to have an active and passive
safety on the canister and a key release that
gives you the option to give your car key for
service or valet parking without your house
key or protection attached.  
It also needs a clip to attach to your waist so
it is readily available. (Plus, it is a great
deterrent for would-be assailants looking to
see if you are vulnerable and a quick low-
risk target.)  
Lastly, the chemical composition is a
consideration. 

 consideration. It must have four specific
ingrediencies to be the most effective: 1)
military-grade CS tear gas (which has been
used by the U.S. military for 90 years and is
effective and safe); 2) OC Oleoresin
Capsicum (which is cayenne pepper great
for dogs if you are a walker or jogger); 3) an
ultraviolet dye for later identification to
provide the necessary proof in a court of
law to bring a conviction; and 4) a solvent
base (which means as soon as it hits the
perpetrator’s skin it renders them
incapacitated and gives you the opportunity
to get out of the situation).  

I trust that you understand the importance of
staying vigilant when it comes to your personal
safety and that of your family. Remember, stay
safe and wise up. Your life and your family
members’ lives depend on it.  

http://www.titlequest.net/

