
Hampton 
Roads REALTOR®

VOL. 40, ISS. 11 • DEC. 2019

ALSO INSIDE:
06 Motivational Corner: Where to look for happiness

20 Real estate buzzword 2019: hybrid appraisals

30 Are YOU ready for changes in the way people do business?

Look back 
to plan 
ahead

2019 Year in 
Review



2     Hampton Roads REALTOR® • December 2019

FoundersPointe.com  |  757.238.9009  |  info@founderspointe.com

Visit our Information Center at 1302 Founders Pointe Trail, Carrollton, VA 23314  |  Open Daily 12pm-5pm

Founders Pointe is an award-winning, waterfront community 
offering a convenient location and resort-style amenities 

including:
• Residents Club with lakefront pool
• 844' observation pier with panoramic views of Batten Bay and 

the James River
• 3 miles of walking/biking trails and sidewalks
• Playground and sand volleyball court
• Premium waterfront and wooded lots
• Waterfront homesites from $215,000 and homes from the $400s

Build Your Dream  
Home Today  

 
Live The  

Coastal Lifestyle!

7 New 
Homes 

Underway!

Tour today to discover why 270 families have chosen Founders Pointe as their home.

  Preview Our New Homes Now Under Construction  

94 Alexandria Way • $485,000
Birdsong Builders

103 Tyler Court • $516,300
Sadler Building Corporation

107 Tyler Court • $549,900
Carlesi Construction

112 Alexandria Way • $529,900
Saybrook Homes

Rendering: Frank Betz Assoc. Inc.
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Thank you for allowing me to serve as your 2019 chairman of the 
board. It has been a great experience, and I appreciate all of 
your trust and support. I have learned a lot along the way and 

can honestly say our association is one of the best ones in the business. 
 I have had the opportunity to be involved, brainstorm and net-
work with many association leaders across the country, and HRRA’s 
structure and programming time and time again has proven to be some 
of the most robust and best out there. 
 I have had the opportunity to work beside many experienced as-
sociation leaders and had the pleasure of seeing many new faces get 
involved this year. Council and committee participation has continued 
to grow this year, and hardly a week has gone by during which there 
has not been an educational, community or networking event that you 
could attend. 
 We also have had some special action teams working hard behind 
the scenes to study and make suggestions on how we can continue to 

improve and serve our members. 
 I am very excited that in 2020 we will launch a monthly dues subscription plan that 
will allow our agents to spread their dues payment across a 10-month payment cycle in-
stead of the normal annual lump sum payment it has always been. This is a pay-as-you-go 
option that allows you to better budget and spread out your expenses. We also think this 
will be helpful to new members to help decrease the initial expenses to get up and running.
 An extra big “thank you” goes to chair Bob Schaefer and members Amy Rhodes, Debo-
rah Baisden, Alan Thompson and Tonya Feamster for serving on this action team, and to 
the entire board of directors for the hard work and additional time commitment it took to 
get this accomplished. 
 There will also be a new Membership Advisory Group created next year to encourage 
continued membership growth and retention in our association and to continue monitoring 
for areas of improvement. 
 We have also had a special action team evaluating “disruptors” and changes happen-
ing in our industry and reporting that data to leadership. We can use this information to 
keep our members informed and educated on changes and how to adapt so we can all con-
tinue to thrive and stay relevant in constantly changing times. Special thanks go to Terry 
Gearhart for all the time and energy he devoted to this research for us. 
 I would be remiss if I did not recognize two very important groups that contribute 
daily to the success of our association. The first is our wonderful, generous and committed 
Affiliate sponsors. It takes an army of committed Affiliates to support all of our events, 
meetings and socials, and we would never be able to offer so much to our members without 
your support. 
 Additionally, thanks go to the HRRA staff, who do most of the heavy lifting for us 
behind the scenes. They work side by side with the volunteer leaders, handle the logistics 
and ensure everything runs smoothly. I am extremely grateful for all of you and want you 
to know how valued you are. 
 As I close this chapter, I am very excited for what the next chapters may hold. I know 
I will always want to stay involved in this industry that I love, and will always contribute 
where I can. I hope to see many of you do the same. Thank you again for allowing me to 
serve. That’s Who We ‘R.’ ⌂

 FROM THE CHAIR

The Next Chapter

Kimberly Plourde

2019 HRRA 

Chairman of the 

Board
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A Picture is Worth 1,000 Words
 RECENT PHOTOS OF HRRA MEMBERS AND EVENTS

HRRA Chili Cook-Off serves up the spice, gives back to community

Members	warmed	up	with	hot	chili	on	an	unseasonably	cold	night	November	13	to	help	fight	hunger	and	vie	for	bragging	rights	during	the	
Hampton Roads REALTORS® Association’s Chili Cook-Off and Tailgate Party. Hundreds of REALTOR®	and	Affiliate	members	gathered	
outside at HRRA headquarters in Chesapeake for an evening of chili taste-testing, networking and camaraderie while collecting nonper-
ishable food donations for the Foodbank of Southeastern Virginia and the Eastern Shore. Attendees gave 369 pounds of food (equaling 
308	meals)	as	well	as	monetary	donations	to	the	Norfolk-based	nonprofit.	REALTORS®	competed	against	Affiliate	members	in	a	field	of	18	
contestants for bragging rights for best chili in the categories of People’s Choice and Judges’ Choice. Three competitors rallied with win-
ning	recipes:	Russell	Bryant	with	Nuvia	Rivera	and	Associates	snagged	Judges’	Choice	first	place,	while	Jerry	Simon	with	Target	Group	
General Contracting placed second, and Jason Houser with Creed Realty won the People’s Choice. The event, including games, music and 
festively	decorated	booths,	was	presented	by	HRRA’s	Affiliates	Council,	which	is	made	up	of	Affiliate	members	who	provide	services	and	
products that are invaluable to REALTOR® members and the general public.  – Victoria Hecht, HRRA Communications and PR Specialist
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Emil Nazaryan

Chair, Young 

Professionals Network 

(YPN)

Are you happy? How do you know whether 
you’re happy or not? Probably by the way you 
feel at the present moment.

 Unhappiness has many telltale signs. An observer 
won’t even need to hear a word to know that you feel 
unhappy. Your facial expression, your chin and shoul-
ders being down say a lot. You emanate invisible 
negative energy that can be sensed by oth-
ers around you. 
 Chances are at any time you 
feel unhappy your head is full of 
fear, worries and maybe even 
apocalyptic thoughts. All the 
rest of the symptoms are 
merely your body’s reaction 
to those thoughts. Have you 
ever walked into a restau-
rant or a store and sensed the 
negativity of the waiter or the 
cashier? You didn’t need any-
body to tell you. It was obvious.
 On the other hand, happiness 
is also readily apparent. Probably the 
most illustrious expression of happiness 
is a genuine, wide, full-face smile. It’s impossible to 
feel unhappy when you are genuinely smiling. Try it 
for yourself! Stand in front of the mirror, show your 
beautiful heartfelt smile and try to feel bad at the same 
time. Impossible! Think about the implications of this. 
Think deeper. 
 What if you made yourself smile and laugh for ex-
tended periods throughout the day? How would that 
affect your overall happiness? You’d be surprised!
 There are 3 general types of happiness. 
 In one form, just like unhappiness, it is your body’s 
reaction to your thoughts and experiences. This time 
the happy ones, of course! Reconnecting with a loved 
one after a long break, accomplishing something you’ve 
been working on for a while, hearing a newborn’s 
laughter, seeing your team win, buying that car you al-
ways wanted...unquestionably, these events make you 
feel happy. 
 And that is wonderful! Have more of them. Despite 
the temporary nature of experience triggered happi-
ness the effects are powerfully positive in your life.
 The second type of happiness is the one you can 

deliberately create for yourself without depending on 
outside events. Sounds too good to be true, right? 
 Let’s go down the path of your memory together. 
Remember offering support and words of encourage-
ment to your loved ones who really needed it? Re-
member that time that you helped the stranger who 

was dazzled by your generosity? How about when 
you called to sincerely congratulate your 

friends on their achievement? If those 
don’t ring a bell, think about all 

the little acts of kindness you do 
throughout the day: holding a 
door open for the next person, 
yielding to another car in the 
traffic,	 picking	 up	 a	 plas-
tic	 bottle	 from	 the	 floor	 and	
putting it in a trash can in 
a public area, watering your 
beloved	 plants	 and	 flowers.	

Think back to those moments. 
Actually, “feel back” to those mo-

ments. How did you feel immedi-
ately after your acts of kindness? Or 

to	be	more	specific,	what	did	you	feel?	The	
answer can be only one: happiness. 

 And how did you bring about this feeling of happi-
ness? You got it! By your own deliberate actions that 
didn’t depend on anyone or anything else. What do you 
think about the implications of that?
	 The	third	and	final	type	of	happiness	is	much	more	
profound. I call it the “permanent state of happiness.” 
It does not depend on events happening to you nor the 
events that you create yourself. It doesn’t need any in-
put from others. It can hardly be disturbed by worldly 
events. It is a state of mind that resembles a crystal 
clear	flowing	river.	It	hits	some	pebbles	along	the	way.	
Sometimes large rocks. Other times seemingly impass-
able	obstacles.	And	yet	it	always,	always,	always	finds	
its way through. 
 There is only one source that is powerful and 
stupendous enough to sustain this kind of unstoppa-
ble	happiness.	 It’s	 the	first	 cause	known	by	different	
names:	 God,	 infinite	 intelligence,	 the	 universe,	 your	
higher self. The name doesn’t matter. We’re talking 
about the same thing. This type of happiness streams 

Gratitude 
is the 

emotion that 
can turn your 
life around in 

an instant.

Motivational Corner: Where to 
look for happiness 

(continued on page 9...)
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3 FREE Seller’s Coverage

3 VIP concierge service for agents

3 Re-key service

3 No cap on refrigerant

3 Online orders and claims

YOUR LOCAL ACCOUNT REPRESENTATIVE

Season’s greetings! HWA just wanted to take this opportunity to thank you for your 
business in 2019. We look forward to working with you in 2020 and growing your 
business with HWA’s 13-month comprehensive plans. 

We’ve Got You Covered:

Tina Flowers
Building Relationships for Life
Million Dollar Producer
2018 HRRA A�  liate of the Year

757-675-1185
tina.� owers@hwahomewarranty.com

HWAHomeWarranty.com Exclusions apply. See contract document for details. 
©2019 Home Warranty of America, Inc.

HERE’S TO ANOTHER
DECORATED YEAR.
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Nevermind asking for recommendations on social media...
Your search ends here! “Find an Affiliate” at HRRA.com 

Wow, I can’t believe it is December already! 
Where	did	time	go?	I	guess	“time	flies	when	
you’re having fun” really does apply. It feels 

like	just	yesterday	I	was	writing	my	first	article	and,	
now, here it is...my last one. 
	 December	is	a	great	time	to	reflect,	evaluate	and	
give thanks. Did you make time to invest in your-
self, your business, your community? As 
a business owner you are vital to the 
future of your business. Give your-
self a break: Take care of your 
health, set personal goals, and 
always make time for family 
and friends. 
 But never stop learning! 
Attend one or two trainings 
at HRRA a month, read, lis-
ten to audio books or pod-
casts. With all the technol-
ogy resources we have at hand, 
learning has never been more 
accessible. And you are investing in 
you; all this learning makes you valu-
able to others around you. 
 Now, let’s talk about fortifying your commu-
nity by volunteering. All your knowledge and energy 
is not nearly as valuable if it is locked up inside you. 
You have to share it, spread it, give it in order for it to 
really work its magic and achieve its true purpose: to 
help others. After all, you are your business and your 
business is your community. Always give back.
 As this year comes to an end we need to start 
thinking about what’s next! What’s your ultimate goal 
next year, and how will you achieve it? Once you have 
determined yours, you must believe you can achieve it. 
Set small goals to help you stay focused and encour-
aged. You will discover your strengths as you start to 

succeed as well as your weakness while facing failure 
and obstacles. 
 Continue to do those things that helped you gain 
success, but don’t ignore your weaknesses. Instead, fo-
cus on them. Work twice as hard on them and prepare 
yourself 100%. Always turning negatives into posi-

tives. 
 Success is both physical and men-

tal, so be ready! Celebrate or reward 
yourself for each accomplishment, 

no matter how big or small. You 
worked hard for it! Remember, 
Napoleon Hill said, “Patience, 
persistence and perspiration 
make an unbeatable combi-
nation for success.”
 I would like to personally 
thank Kimberly Plourde, our 

2019 HRRA chair, for allow-
ing me to serve under her lead-

ership. I would also like to thank 
HRRA communication and PR spe-

cialist Victoria Hecht so much for ALL 
of her support, kind words and encourage-

ment while on this amazing journey. You are truly 
one of a kind! 
 To the best co-chair out there, Megan Morris, it 
was a pleasure serving with you. 
To	my	mentor,	broker,	office	staff,	HRRA,	 fellow	RE-
ALTORS®, clients, family and friends, I truly appreci-
ate your support in making 2019 a success.
 Many thanks and good luck to everyone who par-
ticipated in the 2019 “I am one®” sweepstakes giveaway 
this year. The lucky winner will be announced Decem-
ber 13 at the Installation and Awards Luncheon. I hope 
you will join us! ⌂

Patience, persistence and 
perspiration = Success!

Cristina Wray

Chair, “I am one®” 

Advisory Group

Success
is both 

physical and 
mental, so be 

ready! 

HRRA.com
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from your direct connectedness with this intelligence. It allows you 
to reap bits and pieces of happiness from everything you see and 
construct a full picture of happiness of life. The joy of life. The 
joy of living. The joy of loving. And unconditional love, which by 
implication	 includes	 full	 forgiveness,	unlocks	the	door	to	 infinite	
intelligence, to “permanent state of happiness.”
 So, if you’re not happy now, what can you do to turn it around? 
It all starts with a little spark—right now. This spark will gener-
ate a chain of actions that in turn will create a nursery where your 
permanent happiness will be born. 
 Do you know how the shiny stars you see in the sky are born? 
They are born in nurseries called nebulae, which consist of clouds 
of gas and other elements. They are so vast that sometimes they 
stretch light years. And just when all the right ingredients are 
present at the right place a little spark ignites shiny star into exis-
tence. The one main ingredient that you need in your soul nursery 
to spark your happiness is, gratitude!
 Gratitude is the emotion that can turn your life around in an 
instant. “Attitude of gratitude” is the true nursery for lasting hap-
piness. Gratitude has the power to overturn your unhappiness by 
removing your focus from the things that make you unhappy and 
shifting them on the things that do make you happy. It’s a simple 
yet profound shift of perception. 
 You may think there are too many things that make you un-

happy, but unquestionably there are many more that will make 
you happy if only you focus on them. So that primordial spark that 
ignites your happiness is your willful decision, or rather resolution 
to start expressing gratitude for everything you already have. 
 Start with the little things. You are alive. You are able to 
breathe. Just these two items will put you ahead of countless bil-
lions of people who are no longer able to claim these abilities. Then 
keep going. List your gratitude for your loved ones, list each person 
separately. The Earth, the sun, the moon, the water, the trees, the 
flowers,	the	seasons,	the	holidays,	all	the	happy	memories,	every	
accomplishment.
	 This	 list	 can	go	on	 indefinitely	 for	ANY	living	person.	Writ-
ing down the list will multiply the effects of this exercise exponen-
tially. First of all, about 20 to 30 minutes into this exercise you 
will look at the list and realize how much you have that you never 
noticed and how fortunate you are to have these things. Second 
because of those positive feelings the universe will start attracting 
to you corresponding experiences through the law of attraction.
 If you can sustain the attitude of gratitude by practicing it 
for 30-90 consecutive days your life will never be the same again. 
Through the habit of genuine, heartfelt gratitude you will have 
opened	 a	 channel	 of	 direct	 communication	 with	 infinite	 intelli-
gence and to “permanent state of happiness.” So, are you happy? ⌂

(Motivational Corner, continued from page 6)

757-687-5000  |  TOWNEBANKMORTGAGE.COMNMLS# 512138
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Condos 
can be a 

great choice 
for aging in 

place.

According to a recent AARP study, three out of 
four adults age 50 and older want to stay in 
their homes as they age. What exactly does it 

mean to “age in place”? 
 “Aging in place” doesn’t necessarily mean staying 
in your current home. It means staying in the right 
home. The options are wide open; the home you 
live	in	now	could	be	modified	to	meet	your	
current and future physical needs, or 
it	may	be	best	to	find	a	new	home	
that	fits	the	bill	completely.	
 Condominiums can be 
a great choice for aging in 
place as they are most often 
low maintenance, and many 
communities offer ameni-
ties such as workout rooms, 
pools and activities. As we 
grow older, it is important to 
remain active and socially en-
gaged. 
 Both high-rise condominiums 
and 55+ communities offer many so-
cial opportunities for those wishing to keep 
their independence while avoiding becoming socially 
isolated. Here are examples:
• In a high-rise setting, conversation with other resi-

dents and building staff present themselves through-
out the course of any day while picking up your mail, 
taking your dog out for a walk, etc.

• Front desk and building staff often get to know their 
residents and their habits, recognizing if something 
is off.

• Resident events are a common occurrence in high-
rise settings as well as 55+ communities. You’ll most 
likely have plenty of chances to join your neighbors 
at a movie night, ice cream social, or holiday event.

• Many	communities	will	have	a	pool	and	fitness	cen-
ter offering ways for you to keep active.

• Join a club or group. If there isn’t already a club 
or group that matches your interests, perhaps you 
could be the one to get it started. Whether it’s a book 
club or Bunco group, there’s a good chance there’s 
someone else with the same interests.

	 Here	are	other	common	benefits	to	condo	commu-
nities:

• High-rise buildings will most likely have ADA-com-
pliant building access and elevators.

• Oftentimes	condos	are	one-floor	living.
• Condos are low maintenance. Whether it’s a high-

rise, townhome or detached style of condo, usually 
the association will handle exterior maintenance, so 

no more lawn mowing, taking care of the pool, etc.
	 For	someone	on	a	fixed	income,	condo	

assessments could be good or bad. 
 In a properly managed as-
sociation,	they	could	be	a	benefit	

since you pay a set monthly fee 
that includes saving for future 
repairs and replacements 
for common large expenses 
such as roof replacement, 
rather than having to spend 
$12,000 out of pocket at one 

time to replace an aging roof. 
 Look at it as a forced sav-

ings account. The key here is to 
understand what common elements 

the association covers and to ensure 
your association is putting enough away in 

reserves. If they are not, you could be faced with a 
large increase in dues or even a special assessment. 
 How do you know if they are saving enough? Ask 
for a copy of the reserve study and compare with your 
association	financials	that	spell	out	how	much	is	in	re-
serves. Always expect for dues to increase over time as 
condo associations are subject to the same cost of living 
adjustments as everyone else.
 Condo living is not for everyone, so regardless of 
whether	a	condo	is	the	right	fit	for	your	forever	home,	
there are some easy low-cost updates that can be made 
to any home to make it more user friendly for all:
• Lever door handles
• U-shaped drawer pulls
• Rocker switches
• Single-lever faucets
• Shower seats 
• Grab bars
• Raised toilet seats/comfort-height toilets
• Ramps
• Clear the clutter—This is by far the lowest cost solu-

Looking ahead: Could a condo 
be your forever home?

Julie Ulrich

Co-Chair, Common 

Interest Community 

Advisory Group

(continued on next page...)
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(Condo forever home, continued from previous page)

tion that provides the biggest reward. I often see dining rooms so 
full of clutter that they are not functional for dining, never mind 
anything else. If this space were reimagined, maybe it could 
serve	as	a	home	office,	eliminating	the	trek	upstairs	where	your	
office	has	always	been.

 Of course, there are some situations that cannot be solved 
with easy low-cost solutions, such as the lack of a bedroom on the 
first	floor.	Much	more	extensive	solutions	costing	thousands	of	dol-
lars would be installing a stair lift or renovating the downstairs to 
allow for a bedroom. 
 Keep in mind if you are currently living in a condominium, 
you’ll most likely need to get approval from the association before 
making any major renovations.
 Do you feel like it’s time to make some lifestyle changes for 
yourself (or mom and dad), but you’re just not sure where to start? 
There’s plenty of help and information available, and many profes-
sionals (such as occupational therapists) who specialize in later life 

transitions:
 Senior Real Estate Specialists (SRES) are REALTORS® 
trained to understand and meet the special needs of maturing cli-
ents. They have the knowledge and expertise to guide homebuyers 
and	sellers	over	the	age	of	50	through	major	financial	and	lifestyle	
transitions. (Learn more at sres.realtor.)
 Certified Aging in Place Specialist (CAPS) is a designation 
program developed by the National Association of Home Builders. 
(Learn more at nahb.org.)
 NASMM@Home Specialist is a designation program through 
the National Association of Senior Move Managers. (Learn more at 
nasmm.org.)
 Additional resources can be found at aginginplace.org.
 Whether you’re planning for your own future or helping a fam-
ily	member,	consider	what	the	needs	may	be	five,	10	or	20	years	
down the line. It’s never too early to plan for the future.  ⌂

Thank You to our 2019 HRRA Partners
SILVER BRONZEGOLD

AMBASSADOR

Fulton Bank

COPPER
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We
expect a 

flat-to-marginal 
“up” year 

again. 

It has been another good year for the New Homes 
Council. We were pleased to be able to put on the 
very popular HRRA’s Member Expo, a day full of 

exhibits, information, fun and some great educational 
seminars.	And,	because	a	significant	focus	of	the	coun-
cil is the advancement of those new homes and general 
brokerage agents involved in the sales and market-
ing of new homes, we offered Jeff Ainslie’s 
“Anatomy of a House” class along with 
the “Blueprint Reading” course. 
 Additionally, because we 
understand that designations 
are not only important to our 
members but also send a sig-
nal to the public about our 
commitment to excellence, 
we were pleased to offer two 
National Association of Home 
Builders designation courses: 
Principles of Residential Mar-
keting (a two-day course leading 
to	 the	Certified	Marketing	 Profes-
sional, or CMP, designation) and the 
three-day	Certified	New	Homes	Sales	Pro-
fessional, or CSP, series. 
 We appreciate not only our membership’s interest 
in deepening their knowledge, but also the commit-
ment of our instructors who continue to give their time 
and talents to the association. 
 So, how will 2019 go into the books from a new 
homes perspective? Well, it was another good year, but 

not without some bumps in the road. It seems the big-
gest impediment to demand was simply...supply. In-
ventory in the market (read: active listings) set new 
10-year lows, as illustrated in the chart at bottom left.
 And we expect declines through the end of the year 
before active listings rise with the spring market. This 

lack of inventory throughout the market suppress-
es	 demand;	 people	 simply	 can’t	 find	 the	

home they want in the location they 
want at the price they want. 

 From a sales standpoint, it 
has been an up-and-down year, 
but one largely driven by sup-
ply with little evidence that 
demand is abating. At the 
time of writing, we only have 
sales data through Septem-
ber. But the next graph illus-

trates how sales have looked 
across all sectors (bottom right).

 In a year that many pundits 
thought	would	be	flat,	if	not	slightly	

down, the new homes sector showed 
marginal year-over-year improvement, up 

1.0% over 2018 year to date. The other metric that 
was “up” was average price. 
 That’s good for home builders and perhaps not so 
good for buyers. But those increases were offset by a 
drop in long-term interest rates that keep buyers ac-
tive in the marketplace. 

New Homes Council year in 
review

Jenny Lovell 

Chair, New Homes 

Council

Terry Gearhart, 

MIRM

Residential DataBank

(continued on next page...)
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Dawn Miller

Vice-Chair, 

International 

Advisory Group

And just like that: 2019 is coming to an end, 
and a new decade is coming in! Where will 
you be in 2020? In Hampton Roads? In real es-

tate? What were your accomplishments in 2019? What 
held you back or will help propel you forward? What 
strengths or skills did you develop? What people did 
you	meet	who	influenced	or	impacted	your	life?
 There are two especially important 
days in my real estate career: the day 
I got my real estate license and the 
day I become active (or started 
volunteering) in HRRA. I’ve 
been licensed since 2004, but 
I did not make a commitment 
to get involved until 2008.
 It seems like just yester-
day that 2008 HRRA Chair-
man of the Board Charlee 
Gowin put out a call looking 
for leadership to start a local 
Young Professionals Network 
(YPN) chapter, one of just a dozen at 
the time in local REALTORS® associa-
tions across the nation. I had just returned 
from	my	first	National	Association	 of	REALTORS® 
(NAR) Convention and was spending a week learning 
for	the	Certified	International	Property	Specialist	des-
ignation. NAR’s YPN event sold out at that convention, 
and I knew what impact YPN could have on HRRA!
 Alongside my YPN co-chair, Kimberly Plourde 
(now 2019 HRRA chairman of the board), and a few 
others,	we	hosted	our	first	successful	YPN	event,	and	

our	official	application	from	NAR	was	approved.	Look	
at the growth of that group now and how much they’ve 
impacted our local association!
  In the last decade I’ve learned so much and forged 
many business and personal friendships/relationships 
that I wouldn’t have if I didn’t volunteer. Thank you 

to those fellow REALTORS® and HRRA staff who 
took time to talk with me, educate me and 

spend time with me.
 Years ago I was on the team 

that started the International 
Advisory Group. This year 
I serve as co-chair and am 
honored to serve as chair in 
2020. The world’s population 
is growing and, at the same 
time, it is getting smaller 
and we are more connected. 

 I urge you to learn more 
about others, especially those 

who are foreign born or whose 
families have rich histories from 

other countries, like my family. My 
grandfather came to the United States from 

Germany, sponsored by an Iowan farmer, and settled 
with other Germans in rural northeast Iowa. He met 
my grandmother, but barely spoke English which 
forced my father to learn when he started school. Take 
time to learn more about those around you, and get in-
volved in our local association. We are always looking 
for those who can commit their time and efforts to the 
growth of our industry and community.  ⌂

Take time to 
learn more 
about those 
around you.

Looking back while looking 
forward

 So, what is our outlook for 2020? It probably doesn’t vary much 
from	what	you	are	reading.	We	expect	a	flat-to-marginal	“up”	year	
again. It’s an election year, and historically little has happened to 
upset the apple cart in those years. But you can’t ignore the impact 
on buyer psychology from the constant news cycle peddling govern-
ment dysfunction, trade wars and global debt. 
 At some point consumers get nervous, and when they do, they 
typically stop buying until they feel safe again. So, while all mark-
ers	point	to	another	good	year	for	housing,	it’s	difficult	to	ignore	

the many elements that could tip things the other way.
 Still, we remain optimistic that builders will continue to pro-
vide creative product for the growing cohorts of retiring boomers 
and up-and-coming millennials. Those demographics are strong 
tailwinds for housing. 
 But, with all this chatter in the marketplace, you might be 
asking, “What is the best antidote for the ‘recession-is-coming’ 
blues?” Get involved in your association and stay educated. The 
New Homes Council is here to help. ⌂

(New Homes, continued from previous page)
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Hunter Clarke

Vice-Chair, Affiliates 

Council

We like
to work hard, 
but we also 
like to play 

hard. 

What a year 2019 has been for the REAL-
TOR®	 and	Affiliate	members	 of	 the	Hamp-
ton Roads REALTORS® Association! All 

throughout the year, HRRA’s councils, committees, 
advisory	groups	and	action	teams	fulfill	a	special	func-
tion and host educational and networking events. For 
the	 Affiliates	 Council	 and	 its	 members,	 we	 are	
counted on to provide services and offer 
products that are invaluable to the 
REALTOR® members. We like to 
work hard, but we also like to 
play hard. 
 As the fourth quarter 
comes to a close, let’s take a 
look at all the events our Af-
filiates	 worked	 tirelessly	 to	
produce or help make pos-
sible with their sponsorships 
and other support.
 Circle of Excellencesm 
(March) - This event, drawing 
1,200 REALTORS®,	 Affiliates	 and	
guests, recognized the successes of 
HRRA top-producing REALTORS®. Arriv-
ing at the Virginia Beach Convention Center was just 
the beginning, but the party lasted all night long. We 
sat back and congratulated the night’s honorees, in-
cluding REALTOR® of the Year Dora Lee Taylor, Prop-
erty Manager of the Year Jim Moffat, No. 1 in Indi-
vidual Resale Suzanne House Roscher and No. 1 Mega 
Team The Weaver Advantage Team. Congratulations 
to all the night’s recipients for their hard work.
 HRRA’s Member Expo (April) - The 2019 theme 
was a “World of Opportunities.” It was a packed house 
at the Chesapeake Conference Center, and members 
mixed and mingled for food, fun, prizes, and network-
ing as they learned about new homes and our HRRA 
Affiliates	who	had	vendor	booths.	This	event	is	always	
a good time for everyone involved, plus you always 
have a bag full of swag to take home as well!
 REALTORS® vs. Affiliates Kickball Tourna-
ment (May) - Months leading up to this event, REAL-
TOR®	captain	Austin	Frangoules	and	Affiliate	captain	
Hunter Clarke (me!) talked a big game. In the end, 
there could only be one winner, and it was the REAL-

TORS®, 20-3, making them back-to-back-to-back-to-
back champions. It was a beautiful day at City View 
Park in Virginia Beach as REALTORS®	 and	 Affili-
ates from all over enjoyed an old-school classic game 
of kickball. The boundaries were set, and the compe-
tition	was	fierce.	Even	 though	 the	Team	REALTOR® 

dominated	the	whole	way,	the	Affiliates	held	their	
heads high. The after-party continued at 

Farmhouse Brewery, where members 
were able to cool off with the Young 

Professionals Network. Staking 
their claim in the sand, the Af-
filiates	made	clear	one	 thing:	
2020 will be their redemption 
year!
 PaintFest® (July) - Each 
year,	 the	 Affiliates	 Coun-
cil hosts PaintFest®, during 

which attendees can paint 
their heart out to help others! 

Earlier in the year, we selected a 
large whale mural to be painted and 

donated to Norfolk’s St. Mary’s Home. 
This paint-by-numbers activity brought 

smiles to the room and brightened up the residents of 
St. Mary’s day! We enjoyed light appetizers and drinks, 
live music and networking, and in the end, had a mas-
terpiece that will forever stay at the home. 
 Wine & Cheese Social (October) - What a “wine-
derful” time we had as the REALTORS®	and	Affiliates	
braved	 the	 weather	 to	 join	 fellow	 elected	 officials	 at	
this year’s Wine & Cheese Social. Many networked, 
ate light snacks, drank beverages and honored HRRA’s 
newly elected 2020 leadership team. 
 We also collected non-perishable food donations for 
the Foodbank of Southeastern Virginia. Thank you to 
Portsmouth Mayor John Rowe and Vice Mayor Lucas-
Burke, Sen. John Cosgrove, Del. Jason Miyares, Del. 
Glenn Davis, Sen. Lynwood Lewis, Del. Jay Leftwich, 
Del. Cliff Hayes, Sen. Bill DeSteph and Norfolk City 
Council member Andria McClellan for taking time out 
to bring to light some of the issues that affect REAL-
TOR®	and	Affiliate	Members	on	a	daily	basis.
 Chili Cook-Off & Tailgate Party (November) 
- This is where we call all REALTOR®	 and	 Affiliate	

In order to move forward, you 
must look back

(continued on next page...)
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 PMLC sizzles with safety program, fire department visit 

We	 can	 bet	 with	 almost	 100%	 certainty	 that	 you	 haven’t	 ridden	 in	 a	 bucket	 truck	 or	 sprayed	 a	 fire	 hose	 lately—but	 our	 Property	
Management	 and	Leasing	Council	 attendees	 did!	 In	 recognition	 of	Fire	Safety	Month,	Chesapeake	firefighters	 brought	 three	 trucks	
and valuable information to HRRA on October 15 for the monthly PMLC meeting, culminating with a trip outside to see the trucks up 
close and personal and try out their features. Thanks to Johnnie Majewski of Detector Inspector for sponsoring a delicious lunch and to 
the Chesapeake Fire Department for sharing its education and resources. Pinkie—the pink cancer awareness truck—and Ladder 5 and 
Engine 4 proved especially hot tickets with the property managers. – Victoria Hecht, HRRA Communications and PR Specialist

$99
per month

Deadlines:
Space & Ad Material:
Tuesday prior to pub
Ads Go To Press:
Thursday prior to pub
Publishes: 3rd Saturday

Participate in the 
HRRA I am one®

co-op ad running 
the 3rd Saturday 
of every month in 
Home+Living.

Email: hrra.ads@virginiamedia.com

*

 Nofplot Insurance Agency
    Hampton Roads     | 757-583-2100
  www.nofplotinsurance.com
  hargrod@nationwide.com 

CALL US FOR YOUR INSURANCE NEEDS!

members to join us in a night of tailgating with chili, games, a DJ, 
beverages, door prizes, and much more. The event took place in the 
parking lot behind HRRA, where REALTORS®	and	Affiliates	alike	
showcased	their	finest	chili	to	win	bragging	rights.	Attendees	came	
ready to show their game-day spirit by wearing a favorite jersey. 
As entry, we collected nonperishable food items for the Foodbank 

and guaranteed to bring the heat to burn the competition!
 We wish everyone a wonderful holiday season and a happy 
New Year. And remember, when it comes to the upcoming kickball 
tournament…#Affiliates2020!		⌂

(Look back, continued from previous page)
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Jessica Riegel

Vice-Chair, Resale 

Council

We did 
a lot of good 

all over 
Hampton 
Roads this 

year!

The month of December reminds us that it is 
time (or possibly past time) to begin planning 
for the year ahead. As we forge ahead, let us 

also	reflect	on	the	current	year.	
 Looking back on 2019, the Resale Council of the 
Hampton Roads REALTORS® Association has a lot 
to	 be	 thankful	 for.	 From	 our	 Affiliate	 sponsors	
to our speakers to our volunteers to our 
members, thank you all. We couldn’t 
have enjoyed such a successful year 
without you!
 It means a lot that so many 
people come and participate 
in the Resale Council’s edu-
cational meetings. We strive 
to provide value in our edu-
cational topics. We are lucky 
to have had some excellent 
speakers and expert panels 
who have shared their time and 
knowledge at our meetings this 
year. 
 Most recently we learned how to 
influence	 our	 personal	 branding	 with	 Dr.	
Jeannine Bennett with “Vision to Purpose.” In Sep-
tember, we had our many questions answered by an 
experienced panel of home inspectors. 
 Also, Becky Amos with The Elite Team educated 
our members on DISC assessments with a fun and in-
teractive presentation, and our panel of top producers 
provided inspiring insight on best practices for pros-
pecting and staying positive during our busiest season. 
And we cannot forget the tax tips and strategies from 
Kevin Stewart, CPA.
 Our community-driven outreach via REALTORS® 

Have a Heart was also a big part of the Resale Coun-
cil’s initiative this year. 
 By increasing the number of volunteer opportuni-
ties, we felt that we could create a stronger connection 
to our community. We did a lot of good all over Hamp-
ton Roads this year! 
 At Camp Hope Haven in Virginia Beach, we re-
freshed the old playground, organized and cleaned in-
side,	and	beautified	the	grounds.	For	our	event	at	the	
HER Restore Shelter in Portsmouth, we helped get 
things in order inside and out. 

 Of course, there was our biggest volunteer effort 
in June, during which we were joined by Habitat for 
Humanity, Home Depot and others to completely reha-
bilitate a home for a deserving veteran in Chesapeake. 
Earlier this year, we were back at the Ronald McDon-
ald House in Norfolk where they rely on volunteers like 

us to keep their charity running smoothly, and we 
kicked off the year assisting at Edmarc 

Hospice for Children.
 All the REALTORS® and 
Affiliates	who	 came	 to	 both	 our	

meetings and our “Have A 
Heart” events to learn, con-
nect and grow are a vital part 
of member engagement. We 
feel that getting out into the 
community and lending a 
helping hand to those in need 

is a big part of who we are at 
HRRA. We are the community 

supporters. With so many hands 
working together, it is amazing to 

see how much we can do in such a short 
amount of time.

	 We	appreciate	our	affiliate	members	for	providing	
attendees	with	 lunches	 and	 raffle	 gifts	 all	 year	 long.	
These donations create an exciting environment that 
people want to be a part of. It is always a great perk 
to be fed during a meeting or after working hard at a 
Have a Heart event. 
 The assortment of prizes ranged from gift cards to 
treats	and	wines	to	flowers	and	home	décor.	Our	Affili-
ate members had a chance to introduce themselves and 
their businesses and became familiar friendly faces at 
the meetings and events. 
 We are making some exciting changes in leader-
ship at HRRA and, by doing so, we hope to make an 
even bigger impact on our community next year. The 
opportunity for growth is here thanks to everyone who 
got involved this year. 
 We learned much this year and cannot wait to see 
all of you in 2020! Remember, our meetings are on the 
first	Tuesday	of	every	month	at	HRRA.		⌂

Resale Council’s year in review
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Affiliate Spotlight: Fair Mechanical
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: Fair Mechanical LLC

Territory: Hampton Roads

Company details: (757) 309-7999 and facebook.com/FairMechanicalHVAC/

HRRA Affiliate member since: 2017

Company specialties: Heating and air conditioning 

Why we joined HRRA: We are committed to staying connected with the trends in the real estate 
community.

Why we got into the business: We wanted to provide a great service for our community at a 
fair price. We pride ourselves in being trustworthy and reliable.

Why we love what we do: It brings smiles to the entire family when we replace/repair some-
one’s home HVAC.

Our favorite satisfied-customer story: We had an elderly couple once on a limited income, 
and they had been told that they needed an entire new unit at the cost of approximately $14,000. 
We	were	sent	to	the	home	for	a	second	opinion,	and	we	were	able	to	fix	their	old	unit	for	$140.	
(The	unit	still	is	working	fine.)	The	satisfaction	of	handing	them	a	bill	for	$140	versus	$14,000.00	
was an epic moment for all parties involved. 

Our favorite HRRA event and why: PaintFest® because it is a fun event and gives back to the 
community. 

Most memorable HRRA moment: Watching the video when the painting was delivered to the 
St. Mary’s Home from PaintFest®,

Best piece of advice to REALTORS®: If anything is questionable with a quote, get a second 
opinion.	We	have	done	several	second	opinions	where	we	were	able	to	fix	the	unit	to	buy	the	own-
ers more time rather than just telling them to replace it. 

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

The NAR “That’s Who We R” campaign educates 

consumers on the REALTOR® difference. Stop by 

HRRA to get your free decal at this lobby display! 

Learn more at nar.realtor/thats-who-we-r
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Calendar of EVENTS
DECEMBER
COE Application Orientation December 2 9 a.m. Norfolk Room
New Member Orientation December 3 9 a.m. Norfolk Room 
REALTORS® Have a Heart December 3 10 a.m. Norfolk Zoo 
COE Application Orientation December 3 2 p.m. Virginia Beach Room
International Advisory Group Potluck December 4 12:30 p.m. Norfolk/Suffolk Room 
New Homes Council December 5 9:30 a.m. Board Room 
Government Affairs December 5 1 p.m. Norfolk/Suffolk Room 
REALTOR®/Lawyer December 12 1 p.m. Norfolk/Suffolk Room 
Installation & Awards Luncheon December 13 11:30 a.m. Westin Virginia Beach Town Center
HRRA offices will be closed for the holidays  December 24-25

JANUARY
HRRA offices will be closed for New Year’s Day  January 1
Resale Council January 7 1 p.m. Norfolk Room
Joint Government Affairs and REALTOR®/Lawyer January 9 1 p.m. Norfolk/Suffolk Room 
Affiliates	Council	 January	10	 9:30	a.m.	 Virginia	Beach	Room	
COE Applications Due January 13 5 p.m. HRRA
Owners/Managers Council January 14 5:30 p.m. TBD
New Member Orientation January 16 9 a.m. Norfolk Room
Common Interest Community Forum January 16 1 p.m. Suffolk Room
Day on the Hill January 21 all day Richmond
Property Management & Leasing Council January 21 11:30 a.m. Norfolk/Suffolk Room

INSTALLATION OF OFFICERS
and Awards Ceremony

Friday, December 13, 2019
11:30 a.m. - 1:30 p.m.

Celebrate and dine with your 

fellow members at the

Westin Town Center

Virginia Beach

Join us in welcoming
HRRA’s 2020 Officers

Chairman of 
the Board 

Cindy Hawks White

Chairman-Elect
Tanya Monroe

Vice Chairman of 
Finance

Barbara Sgueglia

Immediate Past 
Chairman

Kimberly Plourde
Learn more and register at HRRA.com
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Calendar of EDUCATION
DECEMBER
Broker Licensing: RE Brokerage December 2, 4, 6 & 9 9 a.m. Newport News Campus
Principles of Real Estate (AM) December 2-20 9 a.m. Chesapeake Campus
Principles of Real Estate (AM) December 2-20 9 a.m. Newport News Campus
Principles of Real Estate (PM) December 2-20 6:15 p.m. Chesapeake Campus
Principles of Real Estate (PM) December 2-20 6:15 p.m. Newport News Campus
Principles Exam Prep December 7 9 a.m. Chesapeake Campus 
QUICKSTART© 30 hrs Post-Licensing December 9-13 (varies) Chesapeake Campus
Continuing Education Required Topics December 17 8:30 a.m. Chesapeake Campus
Continuing Education Related Topics December 19 8:30 a.m. Chesapeake Campus
Alpha offices will be closed for the holidays December 24-25

JANUARY
Alpha offices will be closed for New Year’s Day January 1 
Principles Exam Prep January 4 9 a.m. Chesapeake Campus
Broker Licensing: RE Appraisal January 6-10 & 13 9 a.m. Williamsburg Campus 
Principles of Real Estate (AM) January 6-27 9 a.m. Chesapeake Campus
Principles of Real Estate (AM) January 6-27 9 a.m. Newport News Campus
Principles of Real Estate (PM) January 6-27 6:15 p.m. Chesapeake Campus
Principles of Real Estate (PM) January 6-27 6:15 p.m. Newport News Campus
Continuing Education Required Topics January 9 8:30 a.m. Chesapeake Campus 
Continuing Education Related Topics January 14 8:30 a.m. Chesapeake Campus 
NC Post-Licensing: Law, Rules and Legal Concepts January 16, 17, 23, 24 8:30 a.m. Chesapeake Campus
Broker Management CE January 16 8:30 a.m. Chesapeake Campus 
Continuing Education Required Topics January 21 8:30 a.m. Chesapeake Campus 
GRI 501: Agency January 24 9 a.m. Chesapeake Campus
GRI 504: Working with Buyers January 28 9 a.m. Newport News Campus

*Course schedule may change without notice.

CHESAPEAKE
(Alpha & NCARE) 

638 Independence Pkwy, #100
Chesapeake, VA 23320

NEWPORT NEWS
(Alpha) 

11861 Canon Blvd, Ste A, 
Newport News, VA 23606 

VIRGINIA BEACH
(Alpha)

184 Business Park Drive
Virginia Beach, VA 23462 

WILLIAMSBURG
(Alpha) 

5000 New Point Rd, #1101 
Williamsburg, VA 23188

NAGS HEAD
(NCARE)

3022 S. Croatan Hwy, Unit 26
Nags Head, NC 27959

Campus Locations            For more information, please visit AlphaCollegeOfRealEstate.com or NCAcademyOfRealEstate.com

North Carolina
Academy of Real Estate, LLC

Instructors Needed
Virginia Principles and North Carolina Pre- and Post-Licensing Instructors needed!

Call Deana Wilson at (757) 473-9700 for more information.

NCAcademyOfRealEstate.com
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Betsy Hughes

BK Appraisal Services Is the risk 
worth the 
short-term 
reward? 

This year has been a year of loosening lending 
regulations and shortening the loan origina-
tion process, but is it good for the industry? The 

buzzword(s) for this year in the appraisal industry is 
hybrid or bifurcated appraisals. 
 A hybrid appraisal is a two-step process that typi-
cally involves two different people, each with a 
specific	task.	The	first	is	a	third-party	in-
spector who completes the Property 
Data Collection (PDC). The prop-
erty inspection can be exterior 
only or can be an interior and 
exterior inspection. 
 The inspector may be a 
real estate agent, an apprais-
er,	 or	 really	 any	 “qualified”	
person. Once an inspection 
is completed and reviewed 
by the lender/appraisal man-
agement company (client), the 
data is submitted to a licensed 
appraiser who completes a desktop 
appraisal to determine the value. The 
forms	and	certifications	used	in	the	process	
will vary by client. Some clients may include addi-
tional market data, graphs, charts, and a market anal-
ysis which may aid the appraiser in the valuation, but 
the	data	supplied	is	client-specific.	
 Hybrid appraisals are not new; they have been 
around for many years. They seem to emerge in strong 
markets and fade away when it starts to decline. It is a 
lower-cost appraisal option for the client. 
 Lenders are not the only ones using hybrid ap-
praisals. Fannie Mae is testing a system to modernize 
the appraisal process. It is called Value Verify and is a 
hybrid system. They have broken the appraisal process 
into	steps.	The	first	step	is	to	complete	a	property	data	
collection (PDC) by a licensed appraiser. Desktop Un-
derwriter will review the PDC, then an appraiser will 
be assigned the appraisal order which will turn into 
a desktop appraisal since an inspection has already 
been completed. The assignment may go to the same 
appraiser that completed the PDC. 
 Fannie Mae is only using licensed appraisers for 
the	PDC	unlike	lenders	who	use	any	“qualified”	person.
 In addition to the change in the appraisal pro-

cess, the need for appraisals seems to be diminishing. 
As of September 27, 2019, the FDIC, the Federal Re-
serve	and	the	Office	of	the	Comptroller	of	the	Currency	
(OCC) issued an amended rule to allow the threshold 
for residential real estate transactions to increase to 
$400,000 from $250,000. 

This means that an appraisal is not necessary for 
loans less than $400,000. The rule became 

effective on October 9, 2019 and is the 
first	 threshold	 change	 since	 1994.	

Their reasoning was based on ap-
preciating markets that would 
provide	 “burden	 relief	 for	 fi-
nancial institutions without 
sacrificing	 safe	 and	 sound	
banking practices.” 
 This amendment does not 
mean that lenders will forego 

an appraisal; it should depend 
on a risk assessment and loan-

to-value ratio which would aid 
in making a wise lending decision. 

Transactions exempt from an apprais-
al would require an appropriate evaluation 

which does not need to be done by a licensed apprais-
er in most states. 
 Rural residential properties would also fall under 
the exemption rule and will require an evaluation. It is 
important to note that the threshold rule does not ap-
ply to federally backed loans such as the Federal Hous-
ing Administration (FHA), the Department of Housing 
and Urban Development (HUD), the Department of 
Veterans Affairs (VA), Fannie Mae or Freddie Mac. 
 Although federally backed loans are a large por-
tion of the market, the OCC predicts the new rules will 
apply to approximately 40% of home sales.
 Along with the increase in the threshold, appraisal 
waivers have been a discussion with regulators since 
2017. Fannie Mae and Freddie Mac have implement-
ed programs that waive appraisal requirements for 
new	 home	 purchases	 and	 refinance	 transactions	 up	
to $250,000. Instead of an appraisal they will use pro-
priety models, MLS data and tax records to determine 
risk. Their reasoning behind the waivers is to lower 
costs and shorten closing times for consumers. Fannie 

Real estate buzzword 2019: 
hybrid appraisals

(continued on next page...)
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Advocacy topics that interest me: To be 
honest, I am not a very politically savvy or 
motivated individual. I trust there are people who 
are, and I support their efforts, but at the end 
of the day, I strive to be a good person and treat 
people the way I want to be treated. I do my best 
to endorse and align myself with people I feel 
would do the same.

REALTOR® activities: My proudest effort has 
been starting and participating in REALTORS® 
Have a Heart in 2016. I received the Rising Star 
of the Year Award in 2014. I was vice chair of the 
Resale Council from 2014 to 2015 and chair from 
2016 to 2017. I have been a Circle of Excellencesm 
Silver Award recipient from 2015-2018. In 2016, 
I received the Chairman’s Award for Outstanding 
Service. I served as vice-chair of the Grievance 
Committee from 2015 to 2018 and currently 
serve as chair. I have served on the Board of 
Directors for HRRA from 2016 to present day 
and	will	be	serving	my	final	year	in	2020,	as	well	
as vice chair for the Community Involvement 
Committee, which will bring me back full circle to 
REALTORS® Have a Heart. 

Community involvement: When my kids were 
growing up, I spent a lot of my evenings and 

weekends volunteering as a soccer coach and 
assisting in the CCD program at St. John the 
Apostle Catholic Church. Now that my kids are 
grown, I have shifted my volunteer efforts to give 
back to my community to be within HRRA and 
REALTORS® Have a Heart. 

Why I give to HRRPAC: I was donating a 
fair amount of money every year to various 
charities while giving at the level of Fair Share 
or Mayor’s Club to HRRPAC. It occurred to me 
that it made more sense to give to an organization 
whose efforts I also believe in and are aimed at 
preserving the industry in which I work. 

Why donating to HRRPAC is important: In 
my opinion, one of the most important reasons to 
donate to HRRPAC is job insurance. We pay for 
insurance on our vehicles, homes, health and life, 
so doesn’t it make sense to make sure you have it 
to protect what you do? The thought of being paid 
hourly vs. a commission, which is a possibility, 
terrifies	me	to	be	quite	honest.	I	want	to	afford	
people	the	ability	to	fight	on	my	behalf	on	this	
and so many other REALTOR®- and homeowner-
related topics. To do this, they need our donations! 

Sherry Snyder, 
MRP, ABR, SFR, 
e-PRO

Member since: 2004

HRRPAC 
contributor level: 
Sterling “R”

 HRRPAC Spotlight: Sherry Snyder

Want to 
learn more 
and become 
a HRRPAC 
contributor like 
Sherry?
Visit HRRA.com 
to get started.

Mae indicates waivers will represent about 5% of their portfolio; 
Freddie Mac is not willing to provide an estimate. 
 In May 2018, Congress passed a law (S.2155) to waive ap-
praisals in rural areas when a licensed appraiser is not available. 
In the summer of 2018 North Dakota requested to waive appraisal 
reports on some residential loans due to an appraiser shortage. 
In July 2019 the Appraisal Subcommittee granted North Dakota’s 
request to waive appraisal licensing requirements for one year on 
residential and commercial properties. 
 This only applies to portfolio loans and not those backed by 
the GSE’s, however; with the increase in the threshold to $400,000 
more loans will now qualify for an appraisal waiver. In fact, in the 
case of North Dakota, where most residential mortgage lending 
transactions are less than $400,000, appraisals will no longer be 
necessary. This is a very risky decision. The concern is that now 

that North Dakota has been approved, other states will be granted 
exemptions. 
 Between Fannie Mae modernizing the processing system, the 
increase in thresholds, and the approval of appraisal waivers; the 
need for appraisers is dwindling in the mortgage industry. This is 
a scary thought since appraisers are the valuation experts to mini-
mize risk for lenders. The above changes were implemented to im-
prove the customer experience and reduce closing times, but in the 
long run is the risk worth the short-term reward? It appears that 
the industry has been basking in the robust market “sunshine” 
long	enough	to	forget	the	financial	crisis	of	2008.	⌂

(Buzzword, continued from previous page)



22     Hampton Roads REALTOR® • December 2019

Traci Lewis Van 

Camp, CRS, ABR, 

GRI, MPM, RMP

Chair, Property 

Management and 

Leasing Council

Time	 flies	 when	 you’re	 having	 fun!	 We	 had	 a	
blast this year at the Property Management 
and Leasing Council (PMLC) meetings! During 

my	first	year	as	chair,	I	wanted	to	keep	the	meetings	
different, fun and educational for all. 
 Following in the footsteps of Lisa “I love my job” 
Saunders, I knew we wanted to continue with 
great topics. With the new tax laws taking 
effect, we started the year by learn-
ing how to save money as agents 
and property managers with ac-
countant Jim Flauaus. Then 
OnSight PROS taught us the 
“Who, What, Why, When, 
Where and How of Property 
Management Inspections. 
 We went on to learn 
about REALTOR®	 benefits,	
REIN apps, online tools from 
Dominion Energy and even 
teamed up with visiting National 
Association of Residential Property 
Managers (NARPM®) instructors to 
learn “Ted Talk” style on various topics. 
 During the fall we had a visit from the Chesa-
peake	 Fire	 Department,	 which	 brought	 three	 fire	
trucks,	including	“Pinkie,”	their	cancer	awareness	fire	
truck. HRRA state government affairs director Tyler 
Craddock and state government affairs coordinator Sa-
mantha Kenny closed out the year by updating us on 
upcoming legislative issues. 
 During the year, PMLC offered a Fair Housing 
class straight from the Department of Professional and 
Occupational Regulation’s Mally Dryden Mason, which 
offered free CE credits for those who attended. Our 
annual visit from Mr. VRLTA himself, attorney Chip 
Dicks, was a great educational opportunity to learn of 
all the new Virginia Residential Landlord and Tenant 
Act changes. 
 Wow, was this year packed with great speakers! 
We also cannot forget to thank all of our wonderful 
meeting	sponsors.	We	love	our	Affiliates	and	truly	ap-
preciate all that you do!
 A chair would be an ottoman without its support. 
As the PMLC chair, I personally want to thank the 
2019 vice-chairs: Jan Rucinski with Long & Foster, 

who continued to be a valuable part of our committee, 
and Lee Halyard with Lee Halyard & Associates, who 
should be a radio announcer with his fantastic voice! 
 Our PMLC team was amazing, and we had fun 
making those crazy promo videos with the lovely com-
munications and PR specialist Victoria Hecht. Lastly, 

our meetings would not run as smooth and be as 
successful without the help of HRRA coun-

cil coordinator extraordinaire Cindy 
Matthews. Thank you all for your 

help, participation, volunteer-
ing your time and working as a 
team!
 As 2019 comes to a close and 
we	 reflect	 on	 our	 business	
and upcoming goals for 2020,
I hope that you have learned 
something of value to imple-

ment into your 2020 business 
plans or goals. 

 If you did not attend a PMLC 
meeting or an event, we hope that 

you will block off the third Tuesday of 
each month in 2020 for lunch and join in 

on the free fun. Our meetings are held from 11:30 
a.m. to 1:30 p.m. at HRRA. Networking with our lunch 
sponsors (FREE lunch) and REALTORS® starts at 
11:30, and our meetings start promptly at noon. Block 
your	calendar	for	our	first	meeting	of	2020	on	January	
21! 
 HRRA and NARPM® have partnered to present a 
Professional Development Day on April 1. This is an 
all-day event, and the theme is “A ‘Foolproof’ Approach 
to Property Management”—and this is NO JOKE! 
Save the date as more details will follow.
 Remember that criteria for HRRA’s Circle of Ex-
cellencesm Distinguished Property Manager award was 
changed in 2018 and became effective January 1, 2019. 
You must register/sign-in and attend three meetings/
events held by PMLC, plus qualify for the award. If 
you qualify, I hope that you will apply. Please also 
nominate a fellow property manager for Distinguished 
Property Manager of the Year. 
 Thank you all for supporting PMLC in 2019, and 
I hope that you have a wonderful holiday season and a 
very happy New Year!  ⌂

A chair 
would be 

an ottoman 
without its 
support.

A busy year with the Property 
Management & Leasing Council
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Arnel Tanyag

Tanyag & Co.

We have less than one month left in 2019. 
Then the year is over. We are entering the 
holiday season. You are either going to stay 

on track to accomplish or exceed your goals and objec-
tives that you have for 2019 or not. Some of us will even 
say, “2019 is shaping up to becoming the best year ever 
in business for me!” 
 Where do you stand right now? Be 
real with yourself. Look at your num-
bers, transactions and net income. 
Where are you?
 If you are behind, you can 
still	 finish	 strong;	 don’t	 quit.	
Whatever your activities are 
to bring in business, multi-
ply them tenfold going into 
2020. If you are on track or 
ahead, I would multiply my 
actions	 five	 times	 right	 now,	
so	I	will	finish	2019	strong	and	
have momentum going into 2020. 
 The people who say “2019 
is shaping up to be the best year in 
business” come down to their perspective. 
It’s their point of view of what they set forth to ac-
complished regarding their goals and objectives and, 
finally,	how	they	felt	in	doing	what	was	impossible	be-
comes possible. Wouldn’t it be great if every year could 
be your best year yet?
 Regarding 2019, can it be the best year ever in busi-
ness? I would say “yes” if you feel you accomplished all 
your goals and objectives. But, if not, let’s make 2020 
our best year in business. How? Here are the seven key 
strategies to make 2020 your best year in business:
 Strategy 1: Review what worked for you and your 
business this year and what did not. Keep what is work-
ing and throw out or tweak what is not. For example, 
I realized doing workshops on my own is not enough. I 
would have low attendance, and it was a lot of work for 
little results. I decided to partner with other business 
professionals who want to meet the same people that I 
am targeting to attend my workshops. 
 Strategy 2: Look at trends for 2020. For example, 
here are some trends by Team Linchpin in “Industry 
Market Trends” for Real Estate 2020: 
a. Millennials	represent	a	large	potential	pool	of	first-

time homebuyers ready to enter the 2020 market.
b. Video marketing is here to stay.
c. Home staging has become big business.
 Strategy 3: Change your story. What stories have 
you accepted from the past or the present that prevent 
you from being successful? You are the editor of your 

life. You can shift from being a victim to a hero. 
 Strategy 4: Change your mindset. 

For example, when I started in sales, 
I was threatened by the success 

of others. I avoided them at all 
costs. Now, I welcome suc-
cessful people because I have 
found success and inspiration 
from them. I live in a growth 
mindset because I want to 
learn and grow. 
 Strategy 5: Change your 

strategy. How did your plan 
work to generate leads, or hire 

new talent to leverage your time 
work this year? Was it successful? 

If not, you look at changing your ap-
proach. Do something different.

 Strategy 6: Change the state of your mind and 
body.	Do	you	operate	from	saying	affirmations	and	in-
cantations? Do you have a blessing journal? How do 
you show appreciation, generosity, and gratitude dai-
ly? How is your physical energy; are you eating healthy 
and exercising?
 Strategy 7:	 Invest	 financially	 in	 your	 business	
support and accountability. We have blind spots. Those 
blind spots lead to unique challenges that are not eas-
ily solvable unless you have trusted outside eyes who 
become your “sounding board” to help work through 
them and develop solutions to move your business and 
life forward. 
 2019 is almost over. Some of you will say it was 
the best year ever in your business while others still 
have a chance to look toward 2020 as a fresh start or a 
new beginning. Start today by reviewing all the strate-
gies above. Decide if you are going to apply one to all of 
them going into 2020. You will have a higher chance of 
making 2020 the best year ever in business. Good luck 
to you!  ⌂

Discover how 2020 can be your 
best year ever in business

Keep 
what is 

working and 
throw out or 
tweak what 

is not.
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Election Day is over, and the dust has settled. 
It is all over but the legislating….at least for a 
year and a half. As we close out 2019, we can 

take stock of what happened on Election Day and, more 
importantly, how it affects all that HRRA and VAR do 
on your behalf at the General Assembly.
 First, let us take a look at the returns. With 
the switch of two seats, the 10th Senate 
District in the Richmond metro area 
and the 13th Senate District in 
Northern Virginia, the Demo-
crats will enjoy a 21-19 major-
ity in the Senate of Virginia 
when the General Assembly 
reconvenes in January. 
 Locally, the contests 
for the seat of retiring Sen. 
Frank Wagner and the seat of 
incumbent Sen. Bill DeSteph 
were both very competitive. 
The Republicans held both of 
those seats, with DeSteph winning 
re-election and Jen Kiggans winning 
election. 
	 In	 the	House,	 the	Democrats	flipped	 six	 seats	
(pending a possible recount) to win a 55-45 majority in 
the House of Delegates. Two of those seats were in the 
South Hampton Roads area. In the 76th House Dis-
trict, incumbent Republican Chris Jones was defeated 
by Democrat Clint Jenkins, and in the 83rd House Dis-
trict, incumbent Republican Chris Stolle appears to 
have lost a close race (pending a possible recount as 
of this writing) to Democrat Nancy Guy. Two more of 
those seats were on the Peninsula, and the other two 
were in Northern Virginia. 
 The headlines about the election have been about 
change. To an extent, there is some truth to that. Cer-
tainly, as REALTOR® lobbyists, it means is that it 
shuffles	 the	 lineup	 of	 those	whom	we	 lobby.	But,	 for	
those of us who represent you, it is not the radical 
change one might expect from the headlines. 
 We have spent years cultivating strong relation-
ships with legislators in both parties from all corners 
of Virginia. We will continue to do so. We always seek 
opportunities to advance your interests wherever we 
can	find	them.	

 On a more tactical level, the block-and-tackle ele-
ments of advocacy remain the same. We will be spend-
ing the time prior to January to meet with legislators 
(and legislators-elect) to brief them on the REALTOR® 
agenda. Once the General Assembly begins, we will do 
what we always have. 

 That means that the REALTOR® ground team, 
which includes Sam Kenny and me from 

HRRA, will make sure that our issues 
and priorities are squarely in front 

on every legislator as bill are con-
sidered and votes are taken. 
 When you really think about 
it, the more things change, 
though, they more they re-
ally stay the same. 
 As a HRRA member, I would 
encourage to continue your 

string support of HRRA’s ad-
vocacy efforts on your behalf by 

doing the following:
Take action: During the upcoming 

General Assembly session, we will be 
sending out calls to action on important is-

sues before the General Assembly. Please be ready 
to	respond	and	take	action	so	that	elected	officials	from	
across the region hear from their constituents.
 Attend the Day on the Hill: The 2020 HRRA 
DOTH is scheduled for January 21 in Richmond. Please 
make plans to attend. This is an excellent opportunity 
for you to network with other REALTORS® and engage 
policymakers on issues of importance to the industry. 
 Support HRRPAC: We cannot state strongly 
enough how important it is to support HRRPAC. The 
late Jess “Big Daddy” Unruh, the legendary Speaker 
of the House in California, remarked quite truthfully 
that, "Money is the mother's milk of politics." It is cer-
tainly true that political presence derives in part from 
the largesse of the resources they invest in the process. 
Your support of HRRPAC ensures that our voice is 
loud enough to be heard among a cacophony of voices  
at the local, state, and federal levels. We need to be in 
a position to support those who support us!
 As always, if you have questions about govern-
ment affairs matters, please do not hesitate to contact 
the HRRA Government Affairs Team. ⌂

The November election and 
what it means to HRRA

Tyler Craddock 

State Government 

Affairs Director
HRRPAC 

and RPAC are 
a vital piece of 

our strategy.
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Be a REALTOR® road warrior during 2020 Day on the Hill

It’s one thing to know that the National Association of REALTORS®, with 1.3 million members, is the largest professional trade associa-
tion in the nation. But it is so much more real when a bus load of HRRA members hits the road and visits personally with legislators 
during our HRRA Day on the Hill this coming January 21.

The Day on the Hill (DOTH) is an annual tradition that emphasizes for state senators and delegates that REALTORS® are watching and 
want to be heard as public policy is created by the General Assembly. Whether it’s the power of their Election Day votes, their property 
rights	principles	or	the	influence	of	their	political	action	committees,	REALTORS® command the attention of lawmakers.
 
The upcoming Day on the Hill resurrects the past practice of having REALTORS®	visit	each	Hampton	Roads	legislator	in	his	or	her	office.	
These visits are a great opportunity to remind legislators directly of REALTOR® support for or opposition to bills pending in the General 
Assembly that would impact the real estate business. Likewise, it is an opportunity to thank lawmakers for their past support of legisla-
tion promoted by REALTORS®. HRRA’s Day on the Hill is also different in 2020 in that it will not be linked, as in the past, to a Virginia 
REALTORS® (VAR) conference. In 2019, for example, DOTH was rolled into the VAR Economic and Advocacy Summit, and members had 
to pay a VAR registration fee. There is no such summit in 2020.

Our shorter day will be just as impactful! The itinerary for the coming HRRA Day on the Hill is:
6	a.m.		 	 Bus	departs	HRRA	parking	lot.	Breakfast	on	the	road	is	provided	courtesy	of	a	sponsoring	Affiliate
8:30 a.m.  Arrival in Richmond
9	-	9:30	a.m.	 	 Briefing	by	Virginia	REALTORS®	at	the	VAR	offices,	including	remarks	by	Martin	Johnson,	senior	
    vice president of government relations, and Tyler Craddock, HRRA’s state government affairs director.
9:30 - 11:30 a.m. Meetings with legislators
11:30 a.m. - 1:30 p.m. Lunch at Sam Millers restaurant (sammillers.com).	Includes	choice	of	entrée	plus	soft	beverage	and	dessert.
1:30 - 2:30 p.m.  Speaker/activity
2:30 p.m.  Depart Richmond (We'll be back at HRRA in the afternoon!)

To participate in DOTH, members need to register at HRRA.com and pay in advance a registration fee of $20 (note that this is 
much less than registration for recent Day on the Hill events). The registration fee is non-refundable. Don’t forget it is wise to wear com-
fortable shoes for Day on the Hill as there will be some walking and quite possibly stair climbing. A jacket is also advisable for walking 
outdoors between different venues.

Influencing	lawmakers	is	a	good	reason	for	being	part	of	DOTH,	but	another	big	incentive	is	the	camaraderie	you	can	look	forward	to	with	
your fellow REALTOR® road warriors! Whether you are a longtime member or a newbie to HRRA, the Day on the Hill builds relationships 
among the participants that are personally rewarding, and good for your business. ⌂

January 21, 2020

DAY     ON 
THE

HILL
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Kelley Carter, CPIA

Choice Insurance 

Group

A huge 
percentage 

of us are 
living a game 

of financial 
roulette. 

A recent article mentions that the average 
amount of student-borrowed debt in the USA 
as of 2016 is $25,000 per borrower. Approxi-

mately 1.1 million people in the United States have 
student	debt	that	has	topped	six	figures.	
 Across the U.S. as a whole (so this obviously allows 
for regional ups and down…but you get the idea), 
in 2015 there were nearly 1.1 million prop-
erties with active, in-progress foreclo-
sure	filings.
 Another account stated that 
approximately 43% of Ameri-
cans are living paycheck to 
paycheck, which means that 
if they miss one paycheck, 
.they would not be able to 
cover their bills for that 
month. ONE paycheck! And 
a poll conducted in 2016 re-
vealed that 56% of Americans 
stated that they had less than 
$1,000 in savings or checking com-
bined, and that 24.8% of Americans 
have less than $100 to their name in any 
account that they own after paying their monthly 
bills.
	 So,	with	all	these	statistics	and	figures	aside,	what	
is the point here? The point is that, as a country, as 
a community, as families and as individuals, a huge 
percentage	of	us	are	living	a	game	of	financial	roulette	
on a daily basis. We’ve got a major money management 
problem.
 Thousands of people are one step, one lost job, one 
medical	 emergency,	 one	missed	paycheck	 from	finan-
cial disaster.
 We live in a world of harsh comparison. It is com-
monly circulated that people who “make it,” who have 
financial	assets,	 “good	 jobs,”	etc.	were	given	the	posi-
tion,	status	or	finances	that	they	currently	have.	There	
is this underlying implication in this thought process 
that people who succeed must have had more opportu-
nities than we do or else we too would surely be in the 
same boat. 
 But is that true? Did the people who “made it” re-
ally get to where they are because others did the heavy 
lifting for them? Or did they put in a LOT of hard work 

to	get	there?	Maybe	the	playing	field	is	more	level	than	
we’d like to think.
 In reality, did you know that roughly 80% of mil-
lionaires	in	America	are	first-generation	millionaires?	
Therefore, this “it was given to you” assumption is 
only correct about 20% of the time. If you’re a betting 

person, those aren’t great odds. This means that 
most	people	 in	a	strong	financial	position	

worked their way into that position.
 It’s often assumed that peo-

ple with higher incomes have 
high-paying jobs, however, 
an estimated 50% of million-
aires are self-employed (and 
started their own companies 
from the ground up) and only 
about 18% of them have a 
degree above a bachelor’s de-

gree.
 So, you may ask, what’s the 

point? “Maybe I have been wrong 
on a few statistics,” you say. Or 

maybe you don’t believe these ideas at 
all. And that’s OK. But if you’re open to the 

idea	that	you	do	have	control	over	your	financial	fu-
ture and that you can develop a plan and change your 
finances,	check	out	these	top	five	things	that	financial-
ly successful people choose to do.
 They make a decision and stop making ex-
cuses: Whew! We jumped right in on that one, huh? 
But did you know that this is one of the top things that 
current self-made millionaires recommended? 
 What we tell ourselves routinely becomes the re-
ality that we live. If we tell ourselves that there is no 
way	to	reach	our	financial	goals,	to	buy	our	own	home,	
to pay for your kid’s college or pay off debt…then guess 
what? We’re probably right. It won’t happen. But it’s 
not because it can’t. It’s because we made the decision 
not to. Whatever your decision or goal is, kick the com-
parison and excuse game to the curb, embrace your 
goals, pursue it and make it happen.
 They make a budget and stick with it: If you 
don’t know what is coming and going out of your home’s 
budget, you are at a loss to get started on changing the 
direction	of	your	finances.	Bite	the	bullet,	sit	down	and	

Top 5 things financially 
successful people choose to do

(continued on next page...)
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create a list of expenses versus income. Make a plan and stick with 
it. 
 Make a will and get life insurance:	People	who	succeed	fi-
nancially have a common theme. They plan and they think ahead. 
Enduring a rough few minutes to sit down and think about how 
you want your assets distributed, what death arrangements you 
would like to have made, what your plan to care for your children 
looks like (if applicable), as well as outlining what is left for your 
family to handle in your absence makes a huge difference for your 
loved ones. 
 You may choose to meet with an attorney to outline your will, 
or you may choose to utilize an online form. Life insurance can 
help make sure that your loved ones are not burdened with ex-
penses. You may choose to have enough life insurance to cover the 
mortgage, to cover funeral expenses or to fund your children’s col-
lege. Just make sure that your life insurance is tailored for your 
needs.
 They contribute to their retirement: Compound interest 
works in your favor in a crazy way! Starting right now in your 
contributions to retirement will put you light years ahead of your 
peers who don’t contribute now. Make retirement contributions 

part of your budget plan. You can choose an annual drop, a month-
ly contribution, or any other method that works for you. Just make 
sure you do it.
 They select a trusted financial advisor: Vanguard re-
leased	in	2014	that	70%	people	who	had	a	trusted,	quality	financial	
advisor were ahead of their retirement goals, whereas only 33% of 
people not working with an advisor were ahead of their retirement 
goals. 
 Whatever your stage of life, having a trusted advisor can be an 
amazing resource to help make decisions on retirement contribu-
tions, 401k roll overs, life and estate planning, and so much more. 
Also,	 a	 large	percent	 of	financially	 successful	people	 report	 that	
having an advisor gave them a sense of accountability. Once they 
created a plan and broke it down into steps, they knew the plan 
and it felt more manageable.
 Einstein once stated that, “Insanity is doing the same thing 
over and over and expecting different results.” If we want different 
outcomes than what we have previously experienced, then we have 
to	make	changes.	These	five	tips	are	a	great	place	to	start.		⌂

(Top 5 tips, continued from previous page)

Logging in
to HRRA.com

Make sure you are taking advantage of all 
your	benefits!	“Members Only” can be accessed 
at the top of the homepage of HRRA.com, and 
you will need your login to access all the great 
features of the new HRRA app. Questions? 
Contact Support@HRRA.com.
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Linda Harrison

Chair, 

REALTOR®/Lawyer 

Committee

Teaching 
and writing 

have always 
been passions 

of mine.

It’s my birthday and I am able to do whatever I 
want, so I am settling in to write this article, re-
flect	on	2019	and	remember	why	I	began	partici-

pating in HRRA. 
 If you know me, you know that I have an insatiable 
appetite for all things academic—even if I don’t like the 
subject. 
 In fact, during a creative writing class 
at San Diego City College in 1982, I 
tackled a subject that I knew noth-
ing about—the national debt. 
Oh my. What a learning expe-
rience that was! I learned I 
wasn’t political, that I don’t 
like researching the national 
debt, and that I couldn’t quit 
that assignment or ANY ac-
tivity/task once I’d started. 
 Many years and careers 
later I acquired my real estate 
license, and my thrill of learning 
and increasing my expertise in the 
real estate market led me to HRRA.
 I am not cheap. However, I am frugal, 
and it is amazing how I have increased my knowl-
edge,	peer	sphere	and	confidence	in	all	things	real	es-
tate for NO out-of-pocket costs. WOW! When I attend-
ed the many councils and forums offered free through 
HRRA	as	part	of	my	benefits,	I	have	been	able	to	build	
upon my expertise and resources. 
 Why am I mentioning this—AGAIN? This is why. 
Since earning my real estate salesperson license, I 
have become an instructor, earned a broker license 
in both North Carolina and Virginia, was fortunate 
enough to become a managing broker at Howard Han-
na, and have been able to hone my skill in writing. I’ve 
been able to submit articles for this magazine as well 
as The Virginian-Pilot newspaper via HRRA’s featured 
columns in Home + Living. 
 Teaching and writing have always been passions 
of mine, and who knew that through real estate I would 
be able to achieve these goals? It all started with HR-
RA’s committees and forums. I am truly blessed. This 
leads me to HOW I came to be in real estate at all.
 My mother raised me and my brother for 13 years 
as a solo parent, and she did so by working two to 

three jobs at a time, so it isn’t any wonder that when 
I became a parent I was determined to be as fabulous 
as my MOM was. Right! I was a “stay-at-home” mom 
with a fulltime schedule of volunteering. Yes, I was 
that mom! In the classroom, in PTA, as a soccer coach, 
in the Girl Scouts and, ultimately, as a marketeer for 

the North American Sand Soccer Championships 
(NASSC)! And here it all began. 

 Under the watchful eye of Dick Wha-
len, I was able to go out into the 
world	 and	 find	 sponsors,	 adver-

tisers and teams to participate 
in the NASSC. I learned how 
to “ask,” and Dick’s tutelage 
on the “how” and his approv-
al of my successes compelled 
me to do even better. 
 You see, I believed in the 

product (NASSC) and my 
coach (Dick) was there to sup-

port and push me to be my best. 
This is where I learned how to be a 

real estate salesperson and, ultimate-
ly, a broker—a coach—to others. 

 You never know where your education is going to 
come from, do you?
 In honor of Dick, and because of him, I have made 
it my mission to share and mentor those hungry for 
education and knowledge. As the chair of the REAL-
TOR®/Lawyer Committee these past two years, my 
goal was to invite and engage NEW agents to HRRA, 
the REALTOR®/Lawyer Forum AND to the thrill of 
learning and going outside their comfort zones. 
 Did you know that vice-chairs Stephen Do, Rosa-
lind Levy and Stacey Braithwaite were camera shy? 
Not anymore! Did you know that they, along with Josh-
ua Curry and Brenda Tokarz, were instrumental in the 
organizing, scheduling, and development of our REAL-
TOR®/Lawyer forums? They taught me so much, and I 
am	confident	that	they	all	will	be	successful	 in	2020.	
Thank you REALTOR®/Lawyer team for allowing me 
to be part of your journey. It was truly a pleasure!  ⌂

You never know where your 
education will come from...
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Tonya Burrus 

Title Concepts

The
one-time 

premium is 
small. The 

protection is 
priceless.

The process of buying a home has gotten pretty 
complicated with mounds of paperwork and 
documents to sign. Fees show up at closing that 

can sometimes be a big surprise to a buyer, who often 
has no idea what they’re for.
 Title insurance is one of those charges little un-
derstood by many home buyers, who often see it 
as just another fee they have to pay. As an 
important advisor to your clients, you 
can help them understand the val-
ue that title insurance provides 
and the dangers that can be in-
curred without it. 
 Title insurance protects 
against problems affecting 
the title to a home, which is 
probably your client’s most 
valuable asset. There are two 
types of title insurance poli-
cies. A lender’s policy is almost 
always required by the lender 
and insures the title for the amount 
of the mortgage loan. An owner’s pol-
icy, on the other hand, insures the home-
owner’s investment, such as their down payment 
and equity. Both are needed.
 Having a problem with a title can seem rather re-
mote because historically, the title insurance industry 
has not had to pay a large amount in claims. This is 
thanks to the due diligence work that is performed by 
the title company prior to closing. The American Land 
Title estimates that one out of every four title searches 
reveals a problem with the title.
 Because of the corrective work that title profes-
sionals perform, most buyers are unaware of these 
problems and the closing goes smoothly. Few problems 
with title ever end up resulting in a claim. However, 
when it happens, not having the proper protection can 
be devastating to a homeowner.
 “Hidden hazards,” or title issues not disclosed by 
the most careful search of the public records, are the 
most dangerous. Because of them, your abstract may 
be perfect but your title worthless. Although not every-
thing is required by law to be recorded, a proper title 
search conducted by an experienced title examiner 
should always be a bottom line requirement for any 

transaction. Even then, defects can be discovered later. 
 An owner’s title policy protects you and your heirs 
from	financial	loss	caused	by	title	issues.	The	title	in-
surer, without expense to you, will defend you against 
a claim made against the title of your property. The 
one-time premium is small. The protection is priceless.

 Some title problems are easy to detect, but others 
can	be	much	more	difficult.	They	may	not	

be discovered when real estate is ini-
tially bought but months or even 

years later, which can result in 
loss of property or an expensive 
lawsuit. Here are just a few 
title problems that can occur:
• False impersonation of 
true owner of the land;
• Forged deeds, releases, 
etc.;

• Instruments executed un-
der fabricated or expired power 

of attorney;
• Misinterpretation of wills;

• Deeds by persons of unsound mind;
• Surviving children omitted from a will;

• Mistakes in recording legal documents;
• Claims of creditors against property sold by heirs or 

devisees;
• Deeds in lieu of foreclosure given under duress;
• Errors in tax records, e.g., listing payments against 

wrong property;
• Corporation franchise taxes, a lien on all corporate 

assets; and
• Administration of estates of persons absent but not 

deceased.
	 One	last	thing	I	want	to	mention	is	inflation	cover-
age included in the homeowner’s policy; the amount of 
insurance automatically increases at the rate of 10% 
per	year	(in	each	of	the	five	years	following	the	policy	
date) with a maximum of 150% of the original amount 
of insurance without payment of additional premium. 
This protects new homeowners in the event of an in-
crease in the value of their home by raising the limit of 
insurance protection.  ⌂

Knowledge is power when it 
comes to title insurance 
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Amy Rhodes

Vice-Chair, 

Owners/Managers 

Council

The real estate industry is in an evolving state.
The reality is, it’s not just the real estate indus-
try but rather most industries. It’s not that real 

estate didn’t evolve in the past, but the speed of the 
evolution is unprecedented. 
 As I think back over this year, I see how much 
people are changing how they are living their day-
to-day lives and how they are conducting 
their business. So many companies 
are getting in the middle of the 
consumer and the transaction, 
or are collecting data to sell to 
other business through leads 
and algorithm data mining. 
 Thinking about these 
changes made me think 
about one of my favorite apps. 
It is called Open Table, which 
allows you to make reserva-
tions for a restaurant through 
the app on your phone. You can 
see if an eatery’s open tables and 
time availabilities, and you can reserve 
a table with just a couple of clicks. It is that 
easy! No more leaving a message and waiting for a 
staff person to return your call hours later. I love it! 
 Then it dawned on me that this is yet another 
service that is getting in between the consumer and 
a business. This doesn’t make me like it less, but now 
I realize that they, too, have their hand in the restau-
rant’s pocket. Think about how many new businesses 
that are doing this. There is Zillow, Uber, Open Door, 
Offer Pad, Expedia and now even Amazon with its pro-
gram Turnkey. 
 What are you doing to prepare your company and 
your agents to adapt to the new ways people are doing 
business? 
 Some of the latest trends we see in real estate are 
programs that provide instant offers with promises of 
no showings, no staging and no repairs. What is in-
teresting to me is that many times the consumer is 
charged more than what they would pay from a tradi-
tional brokerage. They are paying more because of the 
convenience and speed of the transaction and often for 
repairs that the program will do AFTER the purchase 
so	that	the	iBuyer	can	flip	the	home	for	a	profit.	

 Other programs provide rebates on products. The 
amounts of these rebates are based on the price of the 
sale and can be used for services and products like 
cleaning, handymen, moving, door locks and smart 
thermostats, just to name a just a few. 
 There are other programs that will buy a seller’s 

home, charging a 1% loan fee that allows the 
seller to rent back from them so they can 

take their time to sell their home and 
submit a cash offer with no contin-

gencies for their new home pur-
chase. This is less much less 
trouble than a seller doing a 
traditional bridge loan. 
 There are other programs 
that will give a seller a 0% 
interest rate loan to renovate 
their home before it gets list-

ed through their brokerage. 
This way everyone involved 

has a good chance to make more 
money. 

 Every day it seems that someone has 
thought up a new way to make the real es-

tate transaction easier and less painful.
 Many of these startup real estate programs are 
massively funded with billions of dollars. Believe it or 
not,	some	of	these	companies	have	yet	to	make	a	profit.	
These companies are not only making the transaction 
easier, but they are gathering up consumer informa-
tion to sell, which is big business. 
 Recently at the Broker Symposium, the leaders 
of REIN shared stats that, out of the over 5 million 
homes sold last year, the leads that were sold by third-
party vendors during the same time period were $100 
million. Wow! At the last Inman conference, a speaker 
shared that Zillow’s program, Instant Offers, bought 
only	900	homes	and	made	a	profit	of	$2.7	million.	From	
that program it generated 3,410 leads, which were sold 
for $3.4 million dollars, which is $100 per lead. 
 If a lead were to get converted, that agent would 
pay 1%. So, if only 20% got converted, they would make 
$20 million. 
 Once again, the money is in the lead. Haven’t we 
been telling our agents for years how valuable their 

Are YOU ready for changes in 
the way people do business?

The 
consumer has 
more options 

than ever 
before.

(continued on next page...)
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Name: Katie Burke, MRP, Century 21 Nachman Realty

HRRA member since: 2015

REALTOR® activities/awards/honors: Vice chair of Resale 
Council, Circle of Excellencesm Gala committee member, COE 
Platinum 2018, COE Small Team Diamond 2017, COE Gold 
2016

Community involvement: Equi-Kids Therapeutic Riding 
Program, Union Mission

I chose to become a REALTOR® because: I love marketing 
and advertising. I’ve been an outside sales rep since I was 
18, marketing products and advertising for small businesses. 
I	loved	being	in	the	field	every	day	and	communicating	with	
my clients and making everyone smile. Once I graduated 
from Virginia Wesleyan in 2014, I started my own marketing 
and advertising company. I focused on helping local small 
businesses with SEO and social media advertising along 
with helping agents promote and advertise their listings for 
their clientele. I really fell in love with marketing residential 
properties, so I entertained the idea of getting my real estate 
license. Now, I get to make my clients happy either by helping 
them sell their home, or helping them buy a home. 

Favorite REALTOR® benefit: Inman 
Select membership. INFORMATION, 
INFORMATION, INFORMATION! 

Favorite HRRA activity and why: 
Resale Council meetings, because they are laid back and 
everyone is happy at these meetings. Never have I walked in 
and had a bad vibe. I love it!

Most memorable HRRA moment: My	first	COE	Awards	
ceremony 

I am proud to call myself a REALTOR® because: Simple: 
Our REALTOR® Code of Ethics makes me honored to be a 
REALTOR®. If you’re not proud to call yourself a REALTOR®, 
take	a	five-second	glimpse	into	that	document	(our	Code	of	
Ethics and Standards of Practice) and/or better yet, hand 
that eight-page document to your clients at your next listing 
appointment. I guarantee they will be proud of who they’re 
hiring. 

Best piece of advice for fellow REALTORS®: Keep it real. 
Be Yourself. Don’t try to be anyone but who you are. It’s easy 
to get caught up in the logistics, laws, contracts, negotiations, 
marketing. But, whatever you do, never lose track of who you 
are. Keep it real and be yourself at all times! ⌂

REALTOR® Spotlight: 
Katie Burke, MRP

HRRA members can take 3 hours of Ethics CE/PL for FREE. Contact Alpha today at 757-427-1740

sphere-of-influence	database	was?	 I	 am	sure	we	all	have	agents	
sitting on a goldmine, and they don’t even realize it.
 Do you think we will get to a point when the consumer realizes 
that the agents on these third-party online sites are not the actual 
listing agents? Do you think the consumer will realize that when 
they use these instant-offer programs that they are sending their 
money out of their community to companies out west to places like 
California and Arizona? Will they care? 
 Do you think the consumer will be willing to pay much more 
for the ease and speed of some of these programs? If it is easier for 
the consumer to buy and sell real estate, will they be buying and 
selling more often? 

 The consumer has more options than ever before. Should this 
be the new normal of our agent providing the breakdown of these 
services and option for their clients in order for them to make edu-
cated decision regarding their course of action? I think yes. 
 The agents who know the many options and programs that are 
available	for	their	clients	and	are	able	to	communicate	the	benefits	
or disadvantaged of each will continue to be the trusted advisors 
that will stay relevant and in business in this ever-changing real 
estate industry. 
 I am excited to see what another year will bring. I am sure our 
industry will look very different. I hope you and your agents will 
be ready for it. See you on the other side!  ⌂

(Changes in business, continued from previous page)
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John F. Faber Jr.

Attorney, Williams 

Mullen

Legal Corner: A hard lesson 
learned 

The court
listed the red 

flags that 
should have 

warned
him...

The room was dark, and Mr. Wilson was told he 
only had 15 minutes to sign the documents. 
That is how the Virginia Supreme Court de-

scribed a closing in which James T. Wilson, an 82-year-
old retiree “suffering from some level of mental inca-
pacity and physical illness” sold his real estate. 
 That closing became the basis of a decision in 
the case of Wilson v. Lee, decided by the 
Virginia Supreme Court on April 5, 
2018. 
 James Wilson was a retired 
businessman who struggled to 
pay the debts and liens asso-
ciated with his real estate. 
In February of 2014, Wilson 
signed a listing agreement 
with Paladin Real Estate, 
LLC to sell seven parcels 
of his property for roughly 
$5,755,000. In May of 2014, 
Edward B. Lee III, a Paladin real 
estate agent contacted Wilson and 
introduced him to Mark Tate. 
 Lee told Wilson that Tate worked for 
the Mellon Trust and Mellon Bank and that through 
Mellon	Tate	could	arrange	for	a	refinance	of	Wilson’s	
debts and for Wilson to place his property in a Mellon 
trust fund to protect the property from Wilson’s credi-
tors, all while still permitting Wilson to sell his land 
after settlement.
 In August of 2014, however, Lee and Tate told Wil-
son that the Mellon board had met and decided not to 
refinance	Wilson’s	 real	 estate,	 but	 that	 an	 unnamed	
woman	on	the	board	had	volunteered	to	refinance	Wil-
son’s real estate herself. 
 They also presented Wilson with a contract to 
transfer his real estate to KKR 2, LC, a limited liability 
company allegedly controlled by Tate. The sale price in 
the contract was $2,600,000, less than half the target 
price in the listing agreement with Paladin. 
 At the signing of the contract, Tate told Wilson 
that he was preparing a trust agreement for Wilson to 
sign at closing. Tate also told him that all of his debt 
would be paid pursuant to a $2,500,000 to $3,000,000 
loan they were arranging for him.
 At the dark and rushed closing, which took place 

on October 24, 2014, Wilson believed he was trans-
ferring his property into a trust fund, but Tate never 
furnished a trust document for Wilson to sign. Wilson 
asked about the trust agreement and was told that it 
had been completed and would need to be signed after 
closing. 

 Tate also told Wilson that he was signing docu-
ments to change the name on the real es-

tate from his name into the name of 
the trust fund. Instead, the docu-

ments Wilson signed included a 
deed transferring the property 
in fee simple to KKR 2 and 
a HUD-1 settlement state-
ment showing only partial 
payoffs of Wilson’s loans and 
liens, leaving $1,217,000 in 
judgment liens in place. The 

statement also charged Wil-
son $15,810 in attorney’s fees 

for a lawyer Wilson had never 
met prior to closing.

	 After	 closing,	 when	 Wilson	 figured	
out that the trust arrangement and debt 

refinance	he	 expected	had	not	happened,	and	 that	
he had merely sold his property to KKR 2 for a bargain 
basement price, he sued Lee, Tate and KKR 2 in the 
Arlington Circuit Court alleging fraud and breach of 
fiduciary	duty.	
 The three defendants asked the court to throw out 
Wilson’s case before it even made it to trial, and the 
court did just that. Wilson then appealed to the Vir-
ginia Supreme Court, which wasted little time in af-
firming	the	Circuit	Court’s	dismissal.	
 In upholding the circuit court, the Supreme Court 
first	 reiterated	 the	 elements	 of	 actual	 fraud,	 which	
this column has discussed in the past. Actual fraud 
requires an intentional, knowing misrepresentation by 
a defendant of a material fact upon which a plaintiff 
has relied to his detriment. In order to establish fraud, 
however, the plaintiff must demonstrate that he rea-
sonably relied on the misrepresentation made. 
	 The	 court	 then	 listed	 the	 red	 flags	 that	 should	
have warned Wilson that the promises made by Lee 
and Tate would not materialize, including the elusive 

(continued on next page...)
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We are O
ne.

ONE CODE • ONE GOAL • ONE COMMUNITY 

SATURDAY, MARCH 7, 2020 • HILTON NORFOLK THE MAIN

2019 AWARDS GALA

Circle 
 Excellence

of
SM

HAMPTON ROADS REALTORS® ASSOCIATION CIRCLE OF EXCELLENCESM GALA
WHEN: Saturday, March 7, 2020, 6-11 p.m.

WHERE: Hilton Norfolk The Main

NEW THIS YEAR: A Gala After-Party 

featuring the 10 Spot Band and a mouth-

watering dessert buffet!

For more information and to buy tickets, 

visit HRRA.com.

details in his discussions with them, the supposed decision by the 
Mellon	board	to	refinance	debts,	the	withdrawal	of	that	decision	
and its replacement with the voluntary agreement of an anony-
mous	board	member	to	refinance	the	debt	herself,	the	lack	of	any	
documents creating a trust arrangement even though he asked 
about them up to and through the closing, and the circumstances 
of the closing itself. 
 In light of all those factors, the court opined that no reason-
able	person	would	be	justified	in	relying	on	the	continued	assur-
ances that Wilson’s real estate was actually being placed in a trust. 
Wilson did not demonstrate that he reasonably relied on the mis-
representations, and the court upheld the dismissal of the fraud 
count.
	 With	respect	 to	 the	breach	of	fiduciary	duty	claim,	Lee	may	
have gotten lucky. 
 Nothing in Wilson’s complaint actually asserted that Paladin 
had appointed Lee as subagent to represent Wilson as the owner. 

Because his complaint did not allege Paladin had appointed Lee as 
the	subagent	or	even	assert	that	theory	as	a	basis	for	a	fiduciary	
duty, the court would not hear it. 
 The Supreme Court thus upheld the Circuit Court decision 
and ordered Wilson to pay the defendants $250 in damages. 
 Wilson did not pay that amount himself, however, because he 
died during the pendency of the Supreme Court case before the 
decision was rendered.
 The primary point of the Wilson case is that no matter how 
egregious the conduct of apparent fraudsters may be, or how sym-
pathetic the alleged victim may be, the victim will not be able to 
recover	unless	he	reasonably	and	justifiably	relies	on	the	misrep-
resentations of the fraudster.  ⌂

This column is not, nor is it intended to be, legal advice. You should 
consult an attorney for advice regarding your individual situation. 

(Legal Corner, continued from previous page)
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 Raise a glass to the 2019 Wine & Cheese Social

HRRA members enjoyed a “Wine-derful” Wednesday on October 16 during the always-popular annual Wine & Cheese Social presented 
by	the	Affiliates	Council.	REALTORS®	and	Affiliates	braved	monsoon-style	weather	to	gather	at	HRRA	headquarters	for	the	afternoon	
of networking, nibbles and the election of HRRA’s leadership for the coming year.Guest speaker Barry DuVal, president and CEO of the 
Virginia Chamber of Commerce, shared words on the state’s economic outlook and the role that REALTORS® play in helping to shape 
it.	Joining	member	attendees	for	the	event	were	several	elected	officials,	including	Portsmouth	Mayor	John	Rowe	and	Vice	Mayor	Lisa	
Lucas-Burke, Sen. John Cosgrove, Del. Jason Miyares, Del. Glenn Davis, Sen. Lynwood Lewis, Del. Jay Leftwich, Del. Cliff Hayes, Sen. 
Bill DeSteph and Norfolk Council member Andria McClellan, among others. 

Thanks to all who brought nonperishable food donations for the Foodbank of Southeastern Virginia, and special thanks to HRRA’s 
Affiliates	Council,	which	worked	hard	to	put	on	this	great	event.	

And last, but certainly not least, a big “thank you” goes to the event sponsors: 
• 2-10 Home Buyers Warranty
• Atlantic Bay Mortgage Group
• Atlantic Coast Mortgage
• Armor Insurance Group
• Choice Insurance Agency
• Clyburn Agency Nationwide Insurance
• Colonial Farm Credit
• Cort Furniture

• Dollar Bank
• Home Clean Heroes
• Home Warranty of America
• HouseMaster Home Inspections
• loanDepot
• Manuel G. Nofplot III Insurance
• Old Republic Home Protection
• Professional Printing Center

• Prosper Insurance
• SERVPRO of Virginia Beach
• Southern Auto Group
• Southern Trust Mortgage
• Title Concepts
• TowneBank Mortgage

– Victoria Hecht, HRRA Communications and PR Specialist
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Welcome, New Members!

Active REALTORS®: 3430
Pending Members: 190
REALTOR® Life:  48
REALTOR® Emeritus: 101 

Affiliate	Members:	 735
Affiliate	Offices:	 165	
Principal Firms: 197
Branch	Offices:	 46

HRRA MEMBERSHIP AS OF OCT. 31, 2019

PROSPECTIVE REALTOR® MEMBERS

Sierra Alderman Exit Realty Central 
Bryon Altenbach James & Lee Realty
Katherine Bates Rose & Womble Realty
Dory Bledsoe James & Lee Realty
Matthew Baer Lonnie Bush Realty Estate
Mary Ellen Baur Cross Realty
Mary Bennett Prodigy Realty Company
Gary Bourne Century 21 Nachman Realty
Angela Boyd Keller Williams Coastal
Lisa Burga Encompass Real Estate Solutions
Alan Burgess Exit Realty Central
Nicholas Burmood Upscale Avenues Realty Group
Christopher Castle James & Lee Realty
Tina Clarke Coldwell Banker Professional Realty
Angela Combs The Real Estate Group
Timothy Copeland Chorey & Associates
Lindsey Corter James & Lee Realty
Steven Crawford AtCoastal Realty
Melissa Crooks Rose & Womble Realty
Devon Dempsey Berkshire Hathaway Towne Realty
Melissa Dooley Long & Foster Real Estate
Heidi DosSantos Berkshire Hathaway Towne Realty
Thomas Drinkard Long & Foster Real Estate
Melissa Dulong Century 21 Nachman Realty
Eric Edwards Hamilton’s Realty
Madeline Ellenberger Keller Williams Realty
Xavier Ellis Keller Williams Elite
Adrienne Everett James & Lee Realty
Alvin Forehand Keller Williams Elite
Patrick Foy Century 21 Nachman Realty
Ann Fuller Keene Woods Realty
Jeffrey Gabelmann Howard Hanna
Darlene Gaines James & Lee Realty
Jessica Gembitsky Prodigy Realty VA
Sarah Gore Howard Hanna
Krystle Hagans Exit Realty Central
Kelly Hall Vertical Real Estate
Kaleigh Hill Keller Williams Realty
Christine Hudson James & Lee Realty
Tom Hudson Scott & Associates
Bryan Hunter Keller Williams Realty
Jennifer Jackson Rose & Womble
Marshall Jacobs eXp Realty
Brian Jefferson Keller Williams Town Center
Kelly Jenne AtCoastal Realty
Frankie Johnson Keller Williams Coastal
Ann Kaplan eXp Realty
Alisia Keeling Keller Williams Realty
Edward Knox, III Keller Williams Elite
Mary Landgrebe Upscale Avenues Realty Group
Sandra Lashbrook Long & Foster
Amanda Lathrop Prodigy Realty VA
Troye Levin Rose & Womble Realty
Michael Little Hamilton’s Realty
Frank Lloyd The Real Estate Group
Lauren Loomis Century 21 Nachman Realty
Terry Makdad Century 21 Nachman Realty
Kara McCaa Rose & Womble Real Estate
Jacqueline Meagher Keller Williams Realty
Christy Mitchell Triumph Realty
Paige Morlino RE/MAX Ultra
Debra O’Connell ERA Real Estate Professionals
Luis Ocampo Howard Hanna 
Kaylie Odell Atlantic Sotheby’s International Realty

NEW AFFILIATE MEMBERS

CMP Appraisals 
Fairway Independent Mortgage 
Miller Appraisals Inc.
Target Group,LLC

Jobenia Parker Beacon Realty
Courtney Patchin Exit Realty Central
Linda Pegram James & Lee Realty
Crystal Pendergraft Keller Williams Coastal
Brittany Perry Keller Williams Realty
Maikol Popa Hamilton’s Realty
Alison Rehpelz Lonnie Bush Real Estate 
Kyndle Resh Momentum Realty
Christopher Richards Howard Hannah
Karen Robinson Keller Williams Coastal
Michael Rowland Creed Realty
Ema-Leigh Rust Hamilton’s Realty
John Ryan Keller Williams Town Center
Nazerke Sadvakassova Century 21 Top Producers
Winter Savage Encompass Real Estate Solutions
Steven Segar RE/MAX Edge
Kristen Sessions Upscale Avenues Realty Group
Alisa Sidbury Long & Foster
Marcus Stanley Keller Williams Realty
Leslie Swazey Triumph Realty
Anchu Tom Keller Williams Realty
Donna Underhill-Steward Long & Foster
Justin Vanleer Hamilton’s Realty
Tabitha Vincent Swell Real Estate 
Nicholas Volz Creed Realty
Afiya	Walker-Sills	 Victory	Allegiance	Realty
Jessica Webb eXp Realty
Shannon Welch Howard Hanna
Cameron Whitehurst RE/MAX Edge Realty
Gregory Wicker Howard Hanna
Charles Williams III Keller Williams Elite 
Jodina Williams Keller Williams Realty
Brad Woodis Keller Williams Elite
Jason Worley Howard Hanna
Julia Young Rose & Womble Realty

NEW BROKER FIRMS

Century21 Nachman Beach
RE/MAX Southside
RE/MAX Ultra
Sarah J. Breeden, Inc.
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