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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!

20 Sales

in the Last 

2 Months!*



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

  Preview Our New Homes Now Under Construction  

*Under contract or closed.

94 Alexandria Way • $485,000
Birdsong Builders

1302 Founders Pointe Trail • $559,900
Sasser Construction

116 Stoneridge Court
Sasser Construction

112 Alexandria Way • $529,900
Saybrook Homes

SOLD!
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The	last	quarter	is	upon	us,	and	I	am	in	the	home	stretch	of	my	
year	as	your	HRRA	chairman	of	the	board.	In	this	role	I	have	
learned	much	about	the	inner	workings	of	the	REALTOR® as-

sociation	on	the	local,	state	and	national	levels.	
	 I	also	have	had	an	opportunity	to	 field	members’	questions	and	
concerns	and	listen	to	your	challenges	and	frustrations.	Our	business	
is	evolving	as	it	has	in	the	past	and	will	in	the	future.
	 Let	me	start	by	saying,	your	volunteer	leaders	in	the	association	
do	hear	you	and	your	concerns.	However,	sometimes	they	are	outside	
of	our	scope	or	authority.	
	 Recently	on	a	social	media	platform	there	was	a	video	being	circu-
lated	by	a	national	blogger	to	the	National	Association	of	REALTORS® 
requesting	help	from	NAR	to	compete	against	iBuyers,	who	many	call	
the	current	“disruptors”	in	our	industry.	
	 This	video	gained	a	lot	of	support	and	comments.	It	is	frustrating	
that	if	I	do	not	comment	at	all,	I	am	called	out	for	not	caring.	Yet	when	

I	did	comment	within	the	legal	grounds	I	am	allowed,	I	was	“laughed”	at.	
	 The	truth	of	the	matter	is,	this	is	not	an	area	on	which	the	REALTOR®	association	can	
take	a	stand.	Many	of	these	new	models	are	REALTOR®	members	who	choose	to	conduct	
their	business	in	a	different	way.	We	all	should	be	very	mindful	of	saying	or	posting	any-
thing	that	could	be	an	antitrust	or	a	restraint	of	trade	violation.	
	 We	all	have	been	trained	in	antitrust	basics	in	real	estate	school,	and	we	need	to	put	
that	training	into	action	in	adapting	to	iBuyers.	
	 Your	volunteer	leaders	are	often	educated	and	advised	by	association	legal	counsel	to	
ensure	we	are	staying	compliant	with	all	antitrust	 laws.	Our	comments	and	actions	are	
under	 the	 advice	 of	 counsel.	 HRRA	 favors	 competition	 and	 consumer	 choice,	 strives	 to	
adhere	to	all	antitrust	requirements,	and	maintains	a	written	antitrust	policy,	which	all	
members	are	encouraged	to	review.
	 These	new	models	are	being	driven	by	consumer	demand	and	will	only	survive	if	they	
truly	serve	the	consumers	effectively.	The	consumer	is	smarter	than	many	give	them	cred-
it	 for.	Most	 consumers	 can	 compare	 all	models	 and	make	a	 time	 vs.	money	decision	 on	
which	ones	work	best	for	their	particular	needs.	It	does	not	take	long	on	a	Google	search	
to	see	the	pros	and	cons	of	using	any	available	service	out	there.
	 When	I	see	comments	on	anything	that	say	what	is	NAR	doing,	my	first	thought	is,	
“You	are	NAR.	Each	and	every	one	of	you	collectively	is	NAR.	So,	my	question	to	you	is,	
what	are	you	doing?	Are	you	taking	the	time	to	 learn	about	these	models	so	you	can	be	
informed	and	bring	your	own	value	proposition	to	the	table	when	you	may	be	competing	
against	something	different	from	you?	Are	you	using	your	available	resources	to	demon-
strate	the	value	of	working	with	you?”
	 Our	industry	will	continue	to	change,	grow	and	evolve	like	so	many	other	industries	
have	already	done.	The	consumer	in	the	end	will	demand	it.
	 Locally,	we	are	studying	the	new	trends	and	are	actively	working	to	incorporate	edu-
cation	to	our	members	into	our	association	programming.	HRRA	can	educate	its	members	
so	all	of	them	have	the	ability	to	compete	freely.
	 The	 chairman	 of	my	 company,	Steve	Morris,	 often	 says	 competition	 is	 a	 blessing.	 I	
never	really	like	it	when	he	says	that,	but	I	do	know	it	is	true.	Competition	forces	you	to	
strive	for	your	best.	

 FROM THE CHAIR

The disruptor story 

Kimberly Plourde
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Chairman of the 

Board

Hampton Roads
REALTORS® Association

Chairman	of	the	Board:	Kimberly	Plourde

Chairman-Elect:	Cindy	Hawks	White

Vice-Chairman	Finance:	Tanya	Monroe

Immediate	Past	Chair:	Nikita	Houchins

Executive	Committee:	Jennifer	Cool,	

Dorcas	Helfant-Browning,	David	Wilkey	

DIRECTORS:	

Hampton Roads REALTOR® Magazine

Approximately	 4,300	 copies	 of	 each	 issue	 are	

published	 11	 times	 per	 year	 by	 the	 Hampton	

Roads REALTORS®	 Association,	 Inc.	 (HRRA),	

638	 Independence	 Parkway,	 Suite	 100,	

Chesapeake,	VA	23320.	

HRRA	 reserves	 the	 right	 to	 edit	 or	 refuse	 all	

submissions	for	publication.	HRRA	reserves	the	

right	 to	 receive	 royalties	 from	 some	 programs	

and	 services.	 Views	 and	 advertising	 expressed	

in	 this	 magazine	 are	 not	 necessarily	 those	 of,	

nor	 endorsed	 by,	HRRA. The Hampton Roads 

REALTOR® is	created	for	the	members	of	HRRA	

by	 Organization	 Management	 Group,	 Inc.	

(ManageGroup.com).	

Editor:	Victoria	Hecht,	Editor@HRRA.com

Advertising	Sales:	Misty	Pritchett,	

Advertising@HRRA.com 

Design/Layout:	Kim	Breeding-Mercer,	

Publications@HRRA.com

Copyright © 2019 Hampton Roads REALTORS® 

Association; all rights reserved. 

Kelley	Carter

Tom	Duckett

Elaine	Griffin

Susan	Jenkins

Traci	Lewis	VanCamp

Margaret	Richardson

Robert Rogers

Alexandra	Serrano

Barbara	Sgueglia

Brooks Sinnen

Sherry	Snyder

Rob Waring

Cheri Bass-Wozniak

(continued on page 7...)

HRRA.The
www.ManageGroup.com
mailto:vhecht@hrra.com
mailto:advertising@hrra.com


Hampton Roads REALTOR® • November 2019    5 

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

REALTORS® Have a Heart for Camp Hope Haven

They	demolished,	dug,	hammered,	painted,	did	laundry	and	even	washed	windows	–	and	that’s	just	for	starters!	Thanks	to	all	who	came	
out	to	assist	HRRA’s	REALTORS®	Have	a	Heart	volunteer	event	at	Camp	Hope	Haven	in	Virginia	Beach	on	October	1.	Because	of	these	
folks’	efforts	the	camp	got	a	start	on	its	sprucing	up	for	next	summer’s	campers	and	this	season’s	retreat	attendees.	After	sweating	it	out	
to	do	good	for	others,	HRRA’s	volunteers	gathered	to	break	bread	together	courtesy	of	lunch	sponsor	Jennifer	Franklin	of	Planet	Home	
Lending	and	drinks/dessert	sponsor	Tina	Flowers	of	HWA.	HRRA	is	grateful	to	be	able	to	help	Camp	Hope	Haven,	which	is	operated	by	
the	Union	Mission	and	provides	summer	camp	opportunities	on	its	58-acre	campus	off	North	Landing	Road	for	children	who	would	not	
otherwise	be	able	to	attend	camp.	REALTORS®	Have	a	Heart	is	an	effort	of	HRRA’s	Resale	Council	in	cooperation	with	“I	am	one®.”	Look	
at	all	these	fantastic	smiles	and	selfless	helping	hands!		– Victoria Hecht, HRRA Communications and PR Specialist
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Jenny Lovell, ABR, 

CSP, GRI, SRES

Chair, New Homes 

Council

About	 17	 years	 ago	 HRRA’s	 New	 Homes	
Council	 was	 formed	 when	 the	 Tidewater	 
	Builders	Association	disbanded	its	Sales	and	

Marketing	Council.	The	council	was	formed	by	a	group	
of	 agents	with	 a	 new	 homes	 specialty	who	 needed	 a	
place	to	learn,	grow	and	network.
	 The	first	event	we	hosted	was	a	builder	show.	
We	had	a	lot	of	builders	in	this	area	at	that	
time who wanted a one-on-one format 
to	reach	agents,	and	thus	the	New	
Homes	Show	was	created.	
	 Over	 the	 years	 the	 event	
was	held	at	a	variety	of	 loca-
tions. The event started with 
only	 builder	 participants	 at	
the Khedive Shrine Center 
and morphed into an event 
open	 to	 the	public	at	venues	
like	 Greenbrier	Mall	 and	 the	
Mid-Atlantic	Home	and	Garden	
Show	at	the	Virginia	Beach	Con-
vention Center.
	 And	let’s	 face	it.	Life	was	good	in	
the	early	2000s	in	the	world	of	real	estate	
and	new	construction.	Builders	were	happy,	agents	
were	happy,	and	buyers	were	very	happy.
And then around 2006 to 2007 the housing market 
crashed.	We	all	felt	it.	
	 Every	aspect	of	our	industry	was	affected.	How	did	
we	weather	 the	 storm?	Through	 change	 and	 adapta-
tion. 
	 As	a	real	estate	community	we	held	together,	even	
as	many	builders	succumbed	to	the	recession.	We	were	
left	wondering	if	a	yearly	event	was	needed.	We	were	
forced	to	stretch	outside	the	box	and	ask,	“What	now?”	
We	kicked	around	a	lot	of	ideas	and	focused	on	one	core	
thought:	 What	 do	 our	 fellow	 REALTORS® need,	 and	
what	do	they	really	want	to	know?	
	 The	 challenge	 was	 significant,	 not	 just	 for	 our	
council	 but	 for	 the	whole	 industry	as	 technology	and	
the	Internet	put	information	just	a	click	away.	
	 As	an	association	I	believe	we	all	dug	in	and	helped	
each	other.	We	shared	experiences	and	professionalism	
and	held	on	until	we	grew	together.	
	 At	the	New	Homes	Council,	we	felt	the	yearly	New	
Home	Expo	still	had	great	value.	It	just	had	to	change	

and	adapt,	i.e.	evolve	to	bring	new	and	better	informa-
tion to our members. 
 The New Home Expo grew into what is now a won-
derful	trade	show	tapping	the	creative	talents	and	ex-
pertise	of	a	wide	range	of	builders,	HRRA	agent	mem-
bers	and	Affiliates.	

		 If	you	look	back	over	the	 last	five	years,	you	
will	 see	what	 an	 amazing	 event	 this	 has	

become.	It	has	grown	and	now	encom-
passes	all	aspects	of	 our	 industry.	
We’ve	all	joined	forces	to	become	
a	better	association.
	 	Last	year	we	were	proud	to	
have expanded this event to 
the	 Chesapeake	 Conference	
Center,	 and	 the	 Expo	 now	
features over 40 exhibitors. 
This	 would	 never	 have	 been	
possible	without	 the	 constant	
support	 of	 our	 builders	 and	

other	 Affiliates.	 Our	 businesses	
and	 communities	 are	 intertwined	

and	provide	exceptional	services	to	our	
industry,	clients	and	customers.

		 HRRA’s	next	Expo	is	scheduled	for	April	2,	2020,	
at	the	Chesapeake	Conference	Center.	If	you	have	nev-
er	attended	this	event,	I	hope	you	will	add	it	to	your	
schedule.	It	is	worth	a	visit.	You	never	know	who	you	
will	meet	and	how	it	may	help	you	in	your	business.	
	 If	you	have	attended	before,	we	hope	you’ll	return	
again,	see	what	is	new	and	continue	to	show	your	valu-
able	support.	
	 The	 Expo	 is	 getting	 larger	 each	 year.	What	 you	
saw	last	year	will	be	different	this	year!
 Thanks to our REALTOR®	and	Affiliate	members	
and	to	everyone	who	helps	bring	this	event	to	fruition	
each	year.	We	look	forward	to	seeing	you	April	2!	⌂

What do 
our fellow 
REALTORS® 
need and  
want to 
know? 

HRRA's Member Expo…then and 
now
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	 My	CEO,	Tami	Bonnell,	often	tells	us	your	business	needs	
to	be	the	windshield	and	your	competition	the	rear	view	mirror.	
We	need	to	glance	at	it	and	know	what	is	going	on	but	not	get	

consumed	or	overwhelmed	by	 it	and	stay	 focused	on	our	path	
through	our	windshield.	
	 I	encourage	each	of	you	to	do	the	same.	⌂

(Disruptor, continued from page 4)

Let us be 
thankful for 

the opportunity 
to gather 
together.

We	are	approaching	the	close	of	another	year.	
It	is	a	time	that	invites	us	to	reflect	upon	the	
past.	It	is	a	time	to	assess	what	we	intend	to	

be	and	how	we	plan	to	make	the	most	of	our	lives.	
November	provides	us	with	numerous	special	occasions	
for	feeling	and	expressing	gratitude.	I	share	with	you	a	
few	personal	thoughts	as	well	as	some	quotes	that	
interpret gratitude. 
	 Dietrich	Bonhoeffer	said,	“In	ordi-
nary	life,	we	hardly	realize	that	we	
receive	 a	 great	 deal	 more	 than	
we	 give,	 and	 it	 is	 only	 with	
gratitude	 that	 life	 becomes	
rich.”
	 Elections	are	in	Novem-
ber.	Both	as	 citizens	and	as	
real	 estate	professionals,	we	
vote	 freely	 and	 in	 the	 open.	
This	is	a	right	to	be	treasured,	
protected	 and	 exercised!	 The	
men and women of our armed 
forces	 fight	 and	 even	 die	 so	 that	
people	 in	 other	 countries	 may	 enjoy	
this	right	that	we,	too	often,	take	for	grant-
ed.	Let	us	be	thankful	for	our	right.
	 Our	 industry	 elections	 are	 vital	 to	 the	 health	 of	
our	industry.	This	begins	at	the	local	board	level	and	
extends	to	the	top.	The	National	Association	of	REAL-
TORS®	is	only	as	strong	as	we,	the	members,	are.	
	 We	must	stay	engaged	 in	protecting	homeowner-
ship.	 If	 we	 do	 not	 engage	 in	 our	 industry,	 then	who	
will?	Let	us	exercise	our	voice	and	be	thankful	for	it.
	 Thomas	 Jefferson	 said,	 “We	 do	 not	 have	 govern-
ment	by	the	majority.	We	have	government	by	the	ma-
jority	who	participate.”
	 Veterans	Day	is	November	11.	What	a	privilege	to	
celebrate	and	honor	our	military	service	people.	In	the	
Hampton	Roads	region	we	are	especially	blessed	with	

a	large	military	population,	so	let’s	focus	on	personally	
thanking	our	men	and	women	of	the	military.	Let	us	be	
thankful	for	their	service	and	sacrifice.
	 John	F.	Kennedy	said,	 “As	we	express	our	grati-
tude,	we	must	never	forget	that	the	highest	apprecia-
tion	is	not	to	utter	words,	but	to	live	by	them.”

	 Thanksgiving	 is	 my	 favorite	 holiday.	 I	 love	
making	 it	 into	 a	 long	 weekend.	 The	 to-

getherness	 of	 Thanksgiving	Day	 cul-
minates	 in	a	delicious	dinner	 that	
night,	 followed	 by	 a	 leisurely	
Friday	of	making	turkey	gum-
bo	with	my	brother.	We	each	
have different traditions and 
treasured memories. The 
love	 of	 family	 and	 friends,	
our	bounty,	the	safety	of	how	
we	 live,	 the	 beauty	 of	 our	
earth,	and	the	power	we	have	

to	make	a	difference—we	have	
much	for	which	to	be	grateful!	Let	

us	be	thankful	and	take	the	time	to	
appreciate	all	we	have.

	 Another	thing	for	which	I	am	grate-
ful	 is	HRRA’s	fellow	Affiliates.	On	November	13	our	
Affiliates	Council	will	 present	 its	 annual	Chili	Cook-
Off	and	Tailgate	Party	for	membership.	This	is	a	time	
of	 fun—time	 for	 colleagues	 from	 all	 companies	 and	
resources	to	share	fun	and	fellowship	with	our	indus-
try	partners.	Let	us	be	thankful	for	the	opportunity	to	
gather	together	in	freedom	and	joy.
	 So,	let	us	live	November	in	an	awareness	of	grati-
tude—for	being	able	to	vote,	for	our	military	personnel,	
for	 our	 bounty	 and	 for	 the	 impact	 of	 our	 cooperative	
industry.	Let’s	embrace	 the	opportunities	we	have	 to	
make	 a	 positive	 impact	 on	 our	 families,	 clients,	 col-
leagues,	 communities,	 state,	 country	 and	world.	And	
let’s	be	thankful	to	be	in	the	real	estate	industry!	⌂

An attitude of gratitude makes 
November

Mary Garner DeVoe

Old Republic Home 

Protection
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The 
expansion of 
the HRBT is  

great news for 
REALTORS®.

Lots	 of	 considerations	 go	 into	 where	 a	 family	
buys	a	house,	and	traffic	congestion	and	com-
muting time are two of them. No one wants to 

have	 to	 sit	 repeatedly	 in	 long	 traffic	 jams.	That’s	 ex-
actly	why	 the	 new	 expansion	 of	 the	Hampton	Roads	
Bridge-Tunnel	 (HRBT)	 is	such	great	news	 for	REAL-
TORS® in our area.
	 Right	now,	the	HRBT’s	east-	and	west-
bound	lanes	are	packed	solid	for	miles	
every	rush	hour.	The	choked	roads	
eat	 up	 commuters’	 productive	
time,	saddle	business	transport	
with	 higher	 costs,	 and	 are	
most	 decidedly	 not	 a	 selling	
point	for	anyone	considering	
Hampton Roads as a home or 
business	location.
	 The	 expansion	 will	 pro-
vide	relief	this	way:	Twin	two-
lane	tunnels	will	be	built	west	
of	the	existing	eastbound	tunnel	
to	 carry	 all	 eastbound	 traffic.	 The	
existing	eastbound	tunnel	and	current	
westbound	 tunnel	will	 ultimately	 take	 all	
westbound	traffic.
	 The	project	is	massive	both	in	total	cost—$3.8	bil-
lion—and	in	scale.	Contracts	were	signed	this	year,	but	
the	work	will	not	be	completed	until	November	2025.	
Major	construction	will	begin	in	2020.	During	construc-
tion,	two	lanes	of	traffic	will	be	maintained	in	both	the	
eastbound	 and	 westbound	 directions.	 To	 keep	 traffic	
moving,	 a	 tow	 truck	will	 be	 stationed	 at	 the	 bridge-
tunnel	24	hours	a	day	to	clear	any	wrecks.
	 Additionally,	 the	 expansion	 will	 widen	 the	 four-
lane	 sections	 of	 Interstate	 64	 in	 Hampton	 between	
Settlers	Landing	Road	and	the	Phoebus	shoreline,	and	
the	 four-lane	 section	 of	 I-64	 in	 Norfolk	 between	 the	
Willoughby	shoreline	and	the	I-564	interchange.	More	
than	100,000	vehicles	currently	use	this	facility	during	
peak	travel	periods.
	 Less	congestion	on	the	HRBT	seems	intuitively	to	
be	good	for	the	real	estate	business.	Generally,	accord-
ing	to	the	National	Association	of	REALTORS®,	“Infra-
structure	improvements	have	been	shown	to	enhance	
property	 values	 by	 creating	 livable	 communities	 and	
business	districts.	Poorly	maintained	streets	and	traf-

fic	congestion	in	an	area	impose	extra	costs	throughout	
the	 local	 economy.”	 [nar.realtor/transportation-and-
infrastructure]
	 Virginia	 Department	 of	 Transportation	 (VDOT)	
Commissioner	Stephen	Brich	said,	 “This	project—the	
largest	transportation	project	in	VDOT’s	history—will	

ease	congestion	in	southeastern	Virginia	and	add	
much-needed	 capacity	 to	 one	 of	 the	 re-

gion’s	most	congested	corridors.”
	 Added	Gov.	Ralph	Northam,	
“This	 expansion	 will	 address	

some of our most pressing 
transportation	challenges	and	
unlock	 opportunity	 for	 fami-
lies,	military	 personnel,	 and	
businesses	 not	 only	 in	 the	
Hampton	 Roads	 region,	 but	
across	the	Commonwealth.”		
	 The	 project	 is	 expected	 to	
create	 28,000	 jobs	 during	 con-

struction.	 The	 expansion	 will	
also	improve	local	residents’	ability	

to	evacuate	if	ordered	by	the	state	to	do	
so	because	of	an	approaching	hurricane.

	 Ninety-five	percent	of	the	project	will	be	paid	for	
via the Hampton Roads Transportation Fund. Fund-
ing	includes	revenue	created	by	regional	gas	and	sales	
taxes	and	$108	million	from	VDOT	to	pay	for	replace-
ment	of	 the	 trestle	bridges	on	the	Norfolk	end	of	 the	
bridge-tunnel.
	 Meanwhile,	 congestion	 on	 the	 Chesapeake	 Bay	
Bridge	Tunnel	(CCBT)	will	also	ease	when	an	ongoing	
$756	million	 project	 to	 add	 a	 tunnel	 is	 completed	 in	
October	2022.	The	new	tunnel	will	carry	two	lanes	of	
southbound	traffic	while	the	existing	tunnel	will	carry	
two	 lanes	 of	 northbound	 traffic.	 The	CBBT	 annually	
carries	more	 than	4	million	 cars	and	 trucks	between	
Hampton Roads and the Eastern Shore.
	 The	tunnel	project	will	be	paid	for	via	a	Virginia	
Transportation	Infrastructure	Bank	loan,	a	Transpor-
tation	Infrastructure	Finance	and	Innovation	Act	loan,	
CBBT	funds	and	the	sale	of	revenue	bonds.
	 The	CCBT,	which	 opened	 in	 1964,	 cuts	 95	miles	
from	 the	 journey	 between	Virginia	Beach	and	points	
north	of	Wilmington,	Delaware.	The	HRBT	opened	in	
1957	and	added	a	second	tunnel	in	1976.	⌂

Less traffic woes should be 
good for business

Steve Vegh

Local Government 

Affairs Director
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Affiliate Spotlight: Clyburn Insurance
 GET TO KNOW YOUR HRRA AFFILIATE MEMBERS

Company: Clyburn	Insurance,	Nationwide
 
Territory:	Primarily	Virginia,	North	Carolina,	Washington,	D.C.

Company details: Nationwide.com/john-clyburn;	757-490-2346	

Company specialties:	Home,	auto,	flood,	business	and	life	insurance

HRRA Affiliate member since: 2016

Why we joined HRRA:	To	strengthen	our	relationships	with	some	of	the	top	real	es-
tate	agents	and	related	industry	professionals	in	the	area.	Being	a	HRRA	Affiliate	has	
given	us	the	opportunity	to	be	more	involved	in	the	community.	We	love	participating	
in the REALTORS®	Have	a	Heart	volunteer	events.

Why we got into this business:	With	the	exception	of	a	primary	care	physician,	a	
great	insurance	agent	is	one	of	the	most	important	professionals	someone	can	have	in	
their	life.	We	help	individuals	and	families	make	educated	decisions	regarding	protect-
ing	what	is	probably	their	most	valuable	asset—their	home.

Why we love doing what we do:	 Because	 it	 provides	 us	 the	 opportunity	 to	 help	
people.	Every	day	is	different	in	out	business.	There	is	so	much	opportunity	for	a	great	
career	in	insurance!

Our favorite HRRA event and why:	The	Chili	Cook-off	&	Tailgate	Party.	It’s	the	
best	because	of	the	chili	and	fun	atmosphere.

Most memorable HRRA moment:	It’s	not	an	individual	one—all	the	REALTORS® 
Have	a	Heart	volunteer	events.	They	are	all	“feel-good”	events.	

Best piece of advice to REALTORS®:	Align	yourself	a	good	insurance	agent/insur-
ance	company.	Having	a	trusted	insurance	advisor	is	invaluable.		

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

CLYBURN
INSURANCE

http://Nationwide.com/john-clyburn
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Madison Praver

Prosper Insurance
Everyone 

knows 
someone with 

a military 
background. 

November	is	Military	Family	Month.	The	obser-
vance	recognizes	the	commitment	and	dedica-
tion	these	families	make	to	their	service	mem-

bers.	Veterans	Day	is	also	celebrated	this	month.	
	 In	Hampton	Roads,	we	are	proud	 to	 support	 the	
many	men	and	women	in	our	area	who	have	served	or	
are	currently	serving.
 Hampton Roads is known for its thriv-
ing	maritime	industry	and	strong	mil-
itary	 presence.	 The	 U.S.	 military	
defense	 began	 here	 and,	 today,	
nearly	 one-fourth	 (approxi-
mately	85,000)	of	the	nation’s	
active-duty	 personnel	 are	
stationed here. 
	 It’s	 also	 home	 to	 the	
world’s	 largest	 naval	 base.	
From	 Williamsburg	 to	 Vir-
ginia	 Beach,	 you	 can	 find	
more	 than	 16	 military	 bases.	
Our	 little	 coastal	 corridor	 is	one	
of	 the	most	 patriotic	 places	 in	 the	
United	 States,	 and	 that	 is	 something	
to be proud of.
	 Many	will	 agree	 that	 the	military	 presence	 in	
Hampton	Roads	 is	 undeniable.	 The	American	 flag	 is	
flown	all	over.	Everyone	knows	someone	with	a	mili-
tary	background.	We	all	have	military	friends,	family,	
neighbors	and	co-workers.	
	 Even	HRRA	has	many	REALTORS®	and	Affiliates	
who	are	retired	military	or	active	duty.	Their	service	
and	their	involvement	in	our	community	and	economy	
are	always	appreciated.
	 When	 it	 comes	 to	 the	 housing	 market,	 veterans	
and	active-duty	families	occupy	a	large	percentage.	It’s	
not	just	active-duty	families	who	are	on	the	move	each	
year.	Many	veterans	and	military	retirees	often	choose	
to	settle	down	in	Hampton	Roads.
	 Whether	 they	 are	 relocating	 to	 this	 area	 or	 sta-
tioned	 here,	 these	men	 and	 women	 need	 real	 estate	
agents	who	understand	their	situations.	One	way	that	
you	as	a	REALTOR®	can	stand	out	among	the	rest	is	to	
earn	the	Military	Relocation	Professional	(MRP)	certi-
fication.	
	 This	certification	focuses	on	educating	you	on	how	
to	work	with	current	and	former	military	service	mem-

bers	 so	 that	 they	 can	 find	 solutions	 to	 their	 housing	
issues	and	take	advantage	of	military	benefits.	
	 Having	 the	MRP	 certification	 on	 your	 list	 of	 ac-
complishments	 could	 greatly	 benefit	 you	as	 a	REAL-
TOR®.	This	niche	market	is	a	place	where	many	agents	
can	thrive	if	they	have	the	proper	knowledge	and	skills	

to	help	military	buyers	and	sellers.	If	you’re	look-
ing	to	boost	your	resume,	I	highly	suggest	

taking	an	MRP	course.	
 Hampton Roads honors its 
vets	 and	 active-duty	 members	
every	 day,	 not	 just	 during	 the	
month	 of	 November.	 Local	
restaurants and businesses 
all	 over	 the	 state	 of	 Virgin-
ia	 offer	 military	 discounts.	
With	 a	 valid	 military	 ID,	
you	 can	 score	 discounts	 on	
tickets	to	events,	parks,	muse-
ums	and	concerts.	Great	places	

like	Busch	Gardens,	the	Virginia	
Aquarium,	 King’s	 Dominion	 and	

Norfolk	 Botanical	 Garden	 offer	 dis-
counts	for	military	families.	

	 Well-known	 restaurants	 like	 IHOP,	 Chick-fil-A	
and	Dunkin	 Donuts	 also	 provide	 discounts	 for	 those	
with	a	military	ID.	There	is	no	shortage	of	fun	family-
friendly	activities	in	our	area!	
	 Whether	 you	 are	 a	 local	 or	 a	 visitor,	 Hampton	
Roads	has	plenty	of	activities	and	attractions	for	those	
interested	in	all	things	military.	Some	fun	ideas:
• Watch	an	air	show	at	Langley	Air	Force	Base	or	the	
Naval	Air	Station	Oceana;

• Check	out	the	American	Revolutionary	Museum	in	
Yorktown,	or	the	Military	Aviation	Museum	in	Vir-
ginia	Beach;

• Take	a	tour	of	the	decks	of	the	Battleship	Wisconsin	
at	Nauticus	in	Norfolk;	and

• Drive	 around	Hampton	Roads	 and	 find	 the	monu-
ments	dedicated	to	our	servicemen	and	women.

	 This	 November,	 stop	 and	 appreciate	 our	 service	
men	 and	women	and	 all	 that	 they	 do.	Veterans	Day	
is	November	11,	so	remember	to	say	“thank	you”	to	a	
veteran	or	service	member	this	month.	⌂

Hampton Roads appreciates its 
military
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Advocacy topics that interest me: 
Favorable	taxation	on	real	estate,	including	
lease	capitalization,	1031	exchanges	and	the	new	
Opportunity	Zones.

REALTOR® activities: 
Former	chair	of	the	commercial	council	and	
incoming	chair	of	the	Commercial	Alliance,	
HRRA’s	commercial	council.	Executive	board	
for	CCIM	Mid	Atlantic	(CCIM	is	a	commercial	
REALTOR®	designation).	Past	recipient	of	the	
Rising	Star	Award	from	HRRA.	Past	recipient	of	
the	Commercial	Sales	and	Leasing	Award	from	
HRRA.	Past	Circle	of	Excellencesm award winner.

Community involvement: 
Past	president	of	the	Smithfield	Rotary	Club.	
Past	president	of	the	Isle	of	Wight	Business	
Development	Group.	Western	Branch	Community	
Church.	

Why I give to HRRPAC: 
I	give	to	HRRPAC	to	advocate	for	the	continued	
rights	of	property	owners,	including	favorable	
taxation.

Why donating to HRRPAC is important: 
It	is	important	to	donate	so	that	HRRPAC	can	
continue	to	afford	to	advocate	for	the	rights	
of	property	owners	as	well	as	protect	the	
professionalism	of	our	industry.	

Tim Churchwell, 
CCIM

Member since: 2004

HRRPAC 
contributor level: 
Mayor’s Club

 HRRPAC Spotlight: Tim Churchwell

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

NMLS # 91904. This is not a commitment to lend.

We, at Towne Mortgage, are grateful for our 
wonderful clients and partners. Wishing everyone 

a Happy Thanksgiving season!
 

Giving
  Thanks

NMLS# 91904

757-491-6300 | townemortgage.us

A Subsidiary of TowneBank
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How
does one 
choose
the right 
vendor? 

You	 have	 probably	 heard	 the	 phrase,	 “I’ve	 got	
a	guy	(or	gal)	for	that.”	That	person’s	the	one	
you	 call	when	 you’re	 in	 the	need	 of	 a	 service	

he	(or	she)	can	provide.	If	he	(or	she)	does	a	good	job,	
he	(or	she)	becomes	the	guy	(or	gal)	you	trust.	He	(or	
she)	becomes	“your	guy”	(or	gal!)	that	you	recommend	
to	friends	and	family.
	 Where	 does	 a	 homeowner	 look	when	
on	 the	 hunt	 for	 a	 service	 provider?	
More	than	likely,	they	will	turn	to	
their	 friends	and	 family	 for	 rec-
ommendations.	But,	as	a	home-
owner,	 do	 you	 think	 of	 your	
real	estate	agent	when	need-
ing	a	service	provider?
	 How	does	one	choose	the	
right	 vendor?	 Someone	 may	
know	someone	who	can	do	a	
great	job.	But	it	may	not	be	in	
one’s	best	 interest	to	hire	your	
next-door	neighbor’s	wife’s	 cous-
in	 or	 your	 coworker’s	 frat	 brother.	
Working	 with	 the	 wrong	 vendor	 can	
impact	more	than	just	the	quality	of	work.	
	 Real	 estate	 agents	work	with	 a	 variety	 of	 ser-
vice	professionals	daily	during	real	estate	transactions.	
They	can	refer	clients	to	not	only	mortgage	lenders	and	
settlement	 agents,	 but	 also	 to	 contractors,	 plumbers,	
electricians,	and	more.	
	 Agents	build	relationships	with	local	vendors.	It	is	
one	of	the	most	powerful	ways	they	grow	their	real	es-
tate	business.	Through	these	relationships,	they	have	
created	a	list	of	vendors	with	whom	they	have	worked	
with	and	who	they	trust.	
	 Why	is	 it	 important	for	agents	to	have	a	team	of	
competent	 and	 trustworthy	 local	 vendors?	 Creating	
this	list	is	critical	to	their	business	and	helps	to	build	
loyalty	with	their	clients.	
	 Local	REALTORS®	 are	members	 of	 the	National	
Association	 of	 REALTORS®	 (NAR),	 Virginia	 REAL-
TORS®	 (VAR)	 and	 the	Hampton	 Roads	 REALTORS® 
Association	 (HRRA).	Not	only	are	 they	provided	edu-
cational	opportunities,	access	to	real	estate	resources	
and	 tools,	 and	access	 to	 several	 councils,	 committees	
and	advisory	groups,	but	they	also	have	the	ability	to	
network	with	over	800	Affiliate	members.	

	 These	Affiliate	members	provide	services	and	prod-
ucts	 that	are	 important	 to	REALTOR® members and 
the	clients	with	whom	they	work.	They	can	be	assured	
that	they	are	qualified—professionally,	financially	and	
legally—to	provide	the	services	needed	to	their	clients.	
 REALTORS®	and	the	Affiliates	they	work	with	are	

partners	in	their	businesses.	They	are	a	group	of	
small-business	 owners	 who	 can	 rely	 and	

depend	on	each	other	for	support	and	
mutual	gain.	They	are	able	to	drive	
their	 successes	 by	 helping	 each	
other.	 Cultivating	 these	 rela-
tionships	 can	 lead	 to	 higher	
profits	 from	 a	 referral-based	
business. 
	Recommendations	 provided	
by	 REALTORS® are made 
only	for	their	clients’	benefit.	
They	do	not	receive	any	kick-
backs	from	these	recommenda-

tions.	Not	only	 is	this	unethical,	
but	it	is	also	illegal.	

	 Why	 do	 REALTORS®	 recommend	
certain	 companies	 and/or	 vendors?	 In	 a	

nutshell,	because	they	know	these	companies	and/or	
vendors	will	provide	excellent	service	to	their	clients.	
If	something	were	to	go	wrong,	these	companies	and/
or	vendors	will	do	their	best	to	correct	an	issue	because	
they	want	the	continued	referrals.	
	 This	 loyalty	 creates	 a	higher	 standard	 of	 profes-
sionals	 for	the	homeowner.	Both	the	REALTOR® and 
the	vendor	will	continue	to	refer	their	business	by	hold-
ing	them	each	to	a	higher	level	of	service.	This	mutual	
respect	and	accountability	will	only	be	a	positive	ben-
efit	for	the	homeowner.	
 Does this mean that the homeowner must use 
their	 referral?	 Homeowners	 are	 free	 to	 shop	 around	
for	a	company	that	they	feel	most	comfortable	working	
with. Your REALTOR®	will	support	your	decision	be-
cause	their	goal	is	for	you	to	have	a	positive	real	estate.	
	 When	 looking	 for	a	professional	 on	your	own,	be	
sure	that	you	are	doing	your	due	diligence.	You	want	to	
ensure	they	are	licensed,	bonded	and	insured.	Search-
ing	online	can	provide	you	with	website,	license	infor-
mation,	 and	 individual	 and/or	 company	 reviews.	You	

Can you say, “I’ve got a guy 
(or gal) for that”?

Jennifer Ireland, 

SRES, SFR, MRP

Co-Chair, Common 

Interest Community 

Advisory Group

(continued on page 15...)
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Randy DeMille

NMLS #112145

Atlantic Bay 

Mortgage Group

Have	you	ever	had	a	client	or	potential	client	
state	that	they	do	not	wish	to	pursue	home-
ownership	 because	 they	 believe	 that	 their	

credit	is	not	sufficient?
	 There	 have	 been	many	 changes	 in	 the	mortgage	
industry	over	the	last	several	years	that	allow	for	cli-
ents	with	 less-than-perfect	 credit	 to	 obtain	mort-
gage	financing	to	purchase	a	home.	
	 Here	 is	 a	 quick	 breakdown	 of	
what	lenders	are	looking	for	today	
and	how	this	knowledge	can	ben-
efit	you	and	your	clients.
	 It	 really	 comes	 down	 to	
the	mortgage	loan	type	since	
there are options for Con-
ventional	 (Fannie	 Mae	 and	
Freddie	 Mac),	 FHA	 and	 VA	
(military	buyer)	financing.	
	 The	 surprising	 reality	
is	 that	 none	 of	 the	 loan	 types	
have	 a	 specific	 minimum	 score	
requirement.	 However,	 almost	 all	
lenders	 have	 their	 own	 guidelines	 or	
overlays	which	are	 fairly	 standard	within	
the	industry.
	 Generally,	 a	 Conventional	 loan	 will	 require	 at	
least	a	620	middle	FICO	score	from	the	three	bureaus	
(Equifax,	Experian	and	TransUnion)	and	still	offer	as	
little	as	3%	down.	Many	lenders	will	also	consider	as	
low	as	a	580	score	for	FHA	and	VA	financing	designed	
for	a	primary	residence	only.	
	 The	score	itself	does	not	guarantee	loan	approval,	
though,	 as	 all	 financial	 factors	 are	 considered.	 And	
although	judgments	usually	do	have	to	be	paid	off	or	
settled,	collections	do	not	always	have	to	be	paid	off,	as	
it	again	depends	on	full	underwriting	and	review.
	 So,	 what	 determines	 a	 credit	 score?	 The	models	
used	by	the	three	bureaus	are	proprietary.	Other	than	
payment	history,	 the	amount	owed	on	revolving	debt	
compared	 to	 the	account	 limit	makes	 the	 largest	 im-
pact.	
	 This	 is	known	as	 credit	utilization,	and	 the	pay-
ing	down	of	revolving	debt	is	often	times	the	quickest	
way	to	raise	a	score	(or	conversely	the	quickest	way	to	
lower	a	score	if	a	balance	is	charged	up).	Ideally,	a	bal-
ance	should	be	no	more	than	30%	of	the	card	limit	and	

certainly	less	than	75%	of	the	limit,	if	possible.
	 Note	 that	 companies	 such	 as	 Credit	 Karma	 or	
other	 similar	 places	 provide	 simulated	 or	 estimated	
scores,	which	are	often	times	inaccurate	and	may	give	
your	 client	 false	 information	 when	making	 their	 de-
cision	on	whether	or	not	 to	enter	 the	home	purchase	

market.	Consult	a	mortgage	professional	to	obtain	
the	 true	 FICO	 score	 that	 is	 used	 for	 the	

mortgage	 process,	 and	 also	 to	 obtain	
proper	advice	on	which	accounts,	if	
any,	to	pay	down	or	pay	off.	
	 If	you	encounter	a	client	who	
prefers	not	to	have	an	inquiry	
run,	 some	 lenders	 have	 the	
ability	 to	 run	 a	 “soft	 credit	
pull,”	 which	 provides	 two	 of	
the	 three	 bureaus’	 reports	
with	scores	but	does	not	count	
as	 a	 hard	 inquiry	 that	 could	
negatively	 impact	 the	 consum-

er’s	rating.	
	 At	 the	 time	of	 loan	submis-

sion,	a	full	report	would	still	have	to	be	
run.	The	soft	pull	is	therefore	a	great	option	

for	 those	who	are	 in	 the	 early	 information-gather-
ing	stage	of	looking	into	home	ownership	and	want	to	
make	sure	they	are	on	the	right	path.
 Consider these points when starting to work with 
an	interested	buyer	and	with	a	seller	who	ultimately	
would	be	looking	to	buy	again	as	well.	Understanding	
credit	 and	having	 the	 loan	 fully	 approved	 before	 the	
home	search	begins	will	give	you	the	most	bargaining	
power	and	also	pave	the	way	for	the	most	efficient	and	
enjoyable	home-buying	experience	for	all.		⌂

Don’t let credit stop your buyer 
from purchasing

The score 
itself does not 

guarantee 
loan 

approval.
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Mike Miller 

NMLS #119190

New American 

Funding

Non-QM 
loans are for 

borrowers who 
don't fit inside 

the box.

What	is	a	Non-QM	loan?	Before	we	can	really	
get	down	to	the	nitty-gritty	on	non-QM,	first	
we	must	 define	what	 a	QM	 is.	QM	 stands	

for	qualified	mortgages.	These	are	the	loans	that	meet	
the	criteria	of	the	agencies	that	purchase	or	guarantee	
the	loans.	
	 Which	 agencies?	 Fannie	Mae,	 Freddie	Mac,	
Ginnie	 Mae	 and,	 I	 suppose,	 USDA	 also.	
(We	 don’t	 do	 much	 USDA	 around	
Hampton	Roads,	 so	 I’m	not	 as	 fa-
miliar	 with	 USDA’s	 function.	 I	
thought	they	just	approved	my	
steaks	in	the	grocery	store.)
	 Anyway,	for	a	loan	to	be	
saleable	 to	 Fannie,	 Freddie	
or	Ginnie,	 those	 loans	must	
meet	certain	criteria.	One	of	
the	 main	 criteria	 that	 must	
be	 met	 is	 the	 documented	
borrower’s	 ability	 to	 repay	 the	
loan,	 commonly	 known	 as	 the	
“ATR	 rule.”	 Mortgage	 companies	
must	 document	 the	 reasonable	 and	
good faith determination that a borrower is 
able	to	pay	back	the	loan.	
	 Under	this	rule,	 lenders	must	generally	find	out,	
consider	 and	 document	 a	 borrower’s	 income,	 assets,	
employment,	credit	history	and	monthly	expenses.	The	
income	must	be	likely	to	continue,	and	all	debts	must	
be	 considered.	 A	 qualified	mortgage	 is	 a	 category	 of	
loans	that	have	certain,	more	stable	features	that	help	
make	it	more	likely	that	a	borrower	will	be	able	to	af-
ford	the	loan.	
	 In	addition	to	the	ATR,	certain	risky	loan	features	
are	 not	 permitted	 for	 a	mortgage	 to	 be	 considered	 a	
QM,	 such	 as	 interest-only	 loans,	 negative	 amortiza-
tion,	 loan	terms	longer	than	30	years	or	balloon	pay-
ments.	There	is	also	a	limit	on	the	debt-to-income	(DTI)	
ratio,	although	not	as	low	as	you	may	think.	
	 Some	of	the	VA	and	FHA	loans	can	have	DTIs	over	
50%	and,	in	some	cases,	over	55%!	Another	way	a	loan	
is	a	qualified	mortgage	is	in	the	cost	of	the	loan.	High-
cost	 mortgages	 are	 not	 considered	 a	 qualified	 mort-
gage.	A	lender	cannot	have	excess	up	front	points	and	
fees	and	still	meet	the	QM	criteria.	A	high-cost	mort-
gage	 is	when	a	 loan	has	an	APR	 (annual	percentage	

rate)	 exceeding	 the	APOR	 (average	 prime	 offer	 rate)	
by	more	than	6.5%,	or	when	the	total	 lender	 fees	ex-
ceed	5%	of	the	total	loan	amount	or	if	the	loan	has	a	
PPP	(pre-payment	penalty)	longer	than	36	months	and	
more	than	2%.	
	 When	a	loan	is	a	QM	loan,	the	lender	gets	certain	

legal	 protections	 when	 showing	 that	 they	 made	
sure	the	borrower	had	the	ability	to	repay.	

This is known as safe harbor. Under 
a	safe	harbor,	a	borrower	is	unable	
to	 challenge	whether	 the	 lender	
met	its	ability	to	repay	obliga-
tions. 
	That	 all	 makes	 sense,	
doesn’t	it?	Don’t	you	feel	that	
responsible	 lenders	 should	
only	 lend	 to	 borrowers	 who	
can	 afford	 to	 pay	 the	 loan?	
Don’t	you	feel	that	a	borrower	
deserves	 to	 be	 protected	 from	

price	 gouging	 and	 pre-payment	
penalties?	

	 Don’t	 you	 feel	 like	 negative	 amorti-
zation	 and	 interest	 only	 payments	 helped	

lead	 to	 the	 sub-prime	mortgage	 crisis	 from	10-plus	
years	ago	and	we	should	do	everything	in	our	power	to	
avoid	a	repeat?	Don’t	you	feel	that	the	big,	bad	banks	
should	not	prey	on	the	little	old	lady	who	has	her	home	
of	50	years	as	her	only	asset?	Yes!	Yes!	Yes!	And	Yes!	
(I’ll	have	what	she’s	having).	
	 Except!	Except	when	it	comes	to	your	buyer.	You	
see,	your	buyer	has	unique	circumstances.	Your	buyer	
can	absolutely	 afford	 this	home.	Your	 buyer	has	 lots	
of	money.	Your	 buyer	 is	 different.	Your	 buyer	 really	
wants	this	house	and	will	do	whatever	it	takes	to	get	a	
loan.	
	 That’s	 where	 non-QM	 comes	 in.	 A	 non-QM	 loan	
doesn’t	 have	 to	 play	 by	 those	 rules.	 They	 can	 shake	
off	 those	pesky	ability-to-repay	restrictions,	and	 they	
can	charge	whatever	they	want	to.	They	can	also	leave	
themselves	 susceptible	 to	 lawsuits	 claiming	 that	 the	
big,	bad	bank	didn’t	act	responsibly	when	they	lent	the	
money	to	that	borrower.	
	 Why	would	a	 lender	want	 to	do	 that?	One	word:	
money.	And,	well,	there’s	a	market	for	it,	and	the	juice	

What you need to know about 
non-QM loans

(continued on next page...)
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is	worth	the	squeeze.	
	 These	 non-QM	 loans	 are	 loans	 that	 are	not	 sold	 to	 Fannie,	
Freddie,	or	Ginnie.	Private	money.	They’re	not	government	backed	
like	the	conventional	conforming	and	government	loans.	Remem-
ber	the	old	days	when	you	had	“A”	paper	and	“B”	paper,	etc.?	That	
was	 basically	 describing	 the	 borrower’s	 qualification.	 “A”	 paper	
borrowers	were	 your	well-qualified,	 good	 borrowers,	 and	 your	B	
and	C	paper	borrowers	were	less	qualified.	
	 Think	of	non-QM	as	an	alternative	A	type	of	loan	or	Alt-A	for	
short.	A	non-QM	 loan	 is	not	necessarily	an	outlet	 for	borrowers	
with	bad	credit,	and	it’s	not	a	sub-prime	mortgage	loan.	That’s	not	
been	my	experience	with	 it	anyway.	Only	a	handful	of	 investors	
will	go	as	low	as	600,	with	most	requiring	a	660	or	above.
	 What	type	of	buyers	would	get	into	a	non-QM	loan?	They	are	
those	borrowers	that	just	don’t	quite	fit	inside	the	box.	
	 How	about	a	borrower	who	is	newly	self-employed?	Generally,	
self-employed	borrowers	need	to	have	two	full	years	of	tax	returns	
for	their	income	to	be	used	as	effective	income.	Some	of	the	non-
QM	loans	allow	 for	 just	6	months	of	bank	statements	 for	a	bor-
rower	to	evidence	of	his	income.	
	 What	about	a	borrower	who	has	money	but	is	in	between	jobs?	
There	is	a	non-QM	loan	for	that!	It’s	called	an	asset	depletion	loan.	

This	is	when	a	lender	uses	the	borrower’s	assets	as	income.	The	
borrower	doesn’t	have	to	set	up	a	distribution	plan,	just	have	the	
money.	
	 Or,	how	about	a	borrower	that	has	all	his	money	tied	up	 in	
his	business,	and	he	wants	to	use	hit	business	assets	to	make	the	
down	payment.	 If	 the	withdrawal	 of	 that	money	has	 a	negative	
impact	on	the	business’s	operation,	a	non-QM	loan	may	be	the	an-
swer. 
	 Or,	maybe	it’s	the	property:	private	money	will	allow	for	non-
warrantable	 condos,	hobby	 farms,	 excess	acreage	and	borrowers	
who	 own	more	 than	 10	 properties.	Non-QM	will	 allow	 for	 a	 5%	
down	payment	on	a	jumbo	loan	with	no	mortgage	insurance.	That’s	
a	non-QM	loan.
	 In	a	nutshell,	agents	don’t	need	to	know	all	the	ins	and	outs	
of	mortgage	products.	But	they	do	need	a	loan	officer	who	not	only	
knows	about	non-QM	loans,	but	one	that	works	for	a	company	that	
offers	them	and	has	a	working	knowledge	and	familiarity	with	the	
nuances	of	each.		⌂

(QM loans, continued from previous page)

(I've got a guy, continued from page 12)

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

can	also	find	their	information	from	the	normal	referral	channels	
from	those	close	to	you.	
	 In	most	states,	an	individual	who	wishes	to	provide	a	service,	
materials,	and/or	labor	valued	over	a	specific	amount	is	required	to	
hold	a	valid	state	license.	In	Virginia,	a	license	is	usually	required	
for	any	work	that	exceeds	$1,000.	
	 If	a	service	provider	is	not	licensed,	there’s	a	strong	possibility	
they’re	also	not	bonded	nor	carry	the	proper	insurance	such	as	li-
ability	insurance	and	workers’	compensation	insurance.	
	 With	regards	to	condominium	associations	and	homeowners’	
associations,	 there	 are	 requirements	 for	 hiring	 licensed	 and	 in-
sured	vendors.	The	association	can	risk	significant	financial	pen-
alties	if	there	is	an	injury	or	property	damage	as	a	result	of	work	

completed.	Associations	should	seek	professional	and	legal	advice	
when	choosing	vendors.	
	 Homeowners	who	live	in	these	associations	will	want	to	check	
the	 association’s	 governing	 documents	 for	 any	 requirements	 for	
homeowners	when	hiring	vendors.	This	could	be	a	requirement	es-
pecially	with	regards	to	architectural	requests.	
	 When	 you	 find	 yourself	 saying,	 “There’s	 always	 something	
that	needs	to	be	done	or	fixed,”	you	have	several	resources	at	your	
fingertips,	including	your	REALTOR®.	He	or	she	can	point	you	to	
a	professional	who	can	provide	quality	work	and	a	proven	track	
record.	Then	you	can	tell	your	friends	and	family,	“I’ve	got	a	guy	
(or	gal)	for	that!”		⌂
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By	the	time	you	read	this	article,	it	is	likely	that	
the	November	 elections	will	 have	 been	 held.	
As	a	 result,	much	of	 our	 focus	and	attention	

will	 turn	 to	 the	 upcoming	General	 Assembly	 session	
and	 the	 various	 legislative	 items	with	which	we	will	
have	to	deal.	
	 Normally,	it	is	customary	at	this	point	to	be-
gin	doing	 all	 sorts	 of	 legislative	 previews	
and	 election	 recaps.	 But,	 with	 this	
column	this	month,	I	would	like	to	
take	 a	 step	 back	 and	 highlight	
the	 importance	 of	 the	 holistic	
strategic	approach	that	we	as	
an organization take with re-
gard	to	advocacy	through	the	
REALTOR®	party	and	why	it	
is important to support those 
efforts through HRRPAC and 
RPAC.
	 At	 its	 core,	 our	 approach	
is one that puts together what 
might	 seem	 to	 be	 disparate	 ele-
ments	 of	 an	 advocacy	 strategy,	 one	
that	 unifies	 and	 directs	 them	 all	 towards	
one	common	goal:	 the	enactment	of	public	policies	
at	the	local,	state	and	federal	levels	that	are	beneficial	
to	our	industry	and	our	clients.	
	 In	other	words,	 it	 is	an	attempt	 for	us	 to	refrain	
from	operating	in	silos	and	understand	that	each	part	
of	 our	 advocacy	 strategy	 affects	 the	 other	 and	 that,	
when	all	 of	 them	are	 in	 sync,	we	 are	 operating	with	
maximum	effectiveness	on	behalf	of	our	members.
	 As	we	all	know,	the	public	policy	process	plays	out	
on	multiple	levels.	Certainly,	it	plays	out	at	the	legisla-
tive	level,	whether	at	city	councils,	boards	of	supervi-
sors,	state	legislatures	or	the	United	States	Congress.	
	 It	also	plays	out	on	a	political	 level.	That	 is	why	
a	key	component	of	our	strategy	and	approach	is	to	be	
engaged	in	the	electoral	process.	By	engaging	as	we	do,	
we	can	help	ensure	the	election	of	elected	officials	who	
understand	 the	 importance	 the	 real	 estate	 industry	
and	with	whom	we	can	work	when	they	are	in	office.	
	 If	we	do	not	 take	a	proactive	 approach	and	 sim-
ply	choose	to	deal	with	whoever	gets	elected,	it	greatly	
hampers	our	ability	to	be	effective	advocates	for	those	
we represent.

	 HRRPAC	and	RPAC	are	a	vital	piece	of	our	strat-
egy.	It	is	not	just	an	isolated	or	standalone	fund	that	
somehow	operates	separately	or	independently	of	other	
things	we	do.	Indeed,	it	is	at	the	very	core	of	what	we	
do	 and	 an	 important	 component	 of	 our	 all-in	REAL-
TOR®	party	approach.

	Understanding	that	advocacy	has	several	compo-
nents	 (the	 most	 important	 of	 which	 are	

our	legislative	tactics	and	political	tac-
tics),	it	is	essential	to	point	out	that	
HRRPAC	and	RPAC	are	the	fuel	
that	drives	our	political	efforts.	
 Those are the funds that are 
used to support REALTOR® 
champions	running	for	office.	
Those are the funds that are 
also	used	to	pay	for	campaign	
services	 on	 behalf	 of	 REAL-

TOR® champions.	
 Without HRRPAC and 

RPAC,	none	of	these	things	would	
happen,	and	our	voice	as	an	indus-

try	and	our	ability	to	affect	the	public	
policy	process	would	be	diminished	greatly.	

In	fact,	I	would	argue	that	it	would	be	impossible	for	
us	as	an	association,	and	us	as	an	industry,	to	advocate	
effectively	to	protect	our	membership	and	protect	our	
industry.
 Those funds do two things. 
	 First,	as	one	might	suspect,	those	funds	help	good	
candidates	 win.	 Plain	 and	 simple,	 resources	 matter	
when	it	comes	to	winning	political	campaigns.	And	so,	
our	 contributions	 to	 good	 candidates	 help	 give	 them	
the	 additional	 resources	 they	 need	 to	 be	 effective	 on	
Election	Day.
	 But	beyond	the	scope	of	any	individual	campaign,	
the	 resources	 we	 deploy	 do	 something	 much	 larger.	
Those	resources	represent	political	voice	in	the	process.	
When	we	put	significant	resources	 into	campaigns	at	
the	local,	state,	and	federal	levels,	it	makes	it	clear	to	
friend	and	foe	alike	that	we	are	a	political	force	with	
which	to	be	reckoned,	and	in	doing	so,	 it	strengthens	
the	 ability	 of	 our	 organization	 to	 be	 effective	 on	 the	
legislative	side.	 In	other	words,	 it	makes	people	take	
notice.	

REALTOR® advocacy: operating 
at maximum effectiveness

Tyler Craddock 

State Government 

Affairs Director
HRRPAC 

and RPAC are 
a vital piece of 

our strategy.

(continued on next page...)
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100% Financing Options Available for Purchases!*
• A conventional loan with great rates
• No Private Mortgage Insurance (PMI) required
• No down payment or secondary financing required

• Seller concessions up to 6% allowed
• Closing costs, up to 3% of the sale price, may come from a gift
• Jumbo loan amounts available up to $1,000,000

Contact us today!
Lascara Mortgage Team

1530 International Blvd., Norfolk, VA
navyfederal.org   877.573.2324 

Additional 100% financing options are available for military personnel and eligible veterans.

Federally insured by NCUA.*Product features subject to approval. 100% financing loans may include an additional funding fee, which may be financed up to the  
maximum loan amount. Available for purchase loans only. © 2018 Navy Federal NFCU 10197 (1-18) 

10197_HamptonRoadsRealtorMagazineAd_Feb18_PrintAd_118.indd   1 1/29/18   12:19 PM

	 Indeed,	the	late	Jess	“Big	Daddy”	Unruh,	former	Speaker	of	
the	California	Assembly,	noted	that	“money	is	the	mother’s	milk	of	
politics.”	He	could	not	have	been	more	accurate.	
	 With	all	of	that	said,	our	strategy	can	only	be	effective	if	we	
have	those	resources	to	put	out	into	the	field.	That	is	why	it	is	so	
important	 for	 every	 single	member	 to	 invest	 in	HRRPAC.	Your	
investment	helps	our	industry	at	all	three	levels:	local,	state,	and	
federal.	
	 Think	 about	 it!	 Your	HRRPAC	 investment,	 whether	 at	 the	
Fair	Share	level	of	$35,	or	$100,	or	$500,	or	$1,000,	is	insignificant	
when	it	comes	to	what	onerous	public	policies	can	do	to	your	bot-
tom	line.	If	you	like,	you	can	think	of	your	investment	is	an	insur-

ance	policy	to	protect	your	industry	and	your	clients.
	 For	those	who	have	already	invested,	thank	you,	thank	you,	
thank	you!
	 And	for	those	who	have	not	yet	invested,	as	we	close	out	the	
year,	 take	 a	moment	 right	 now—not	 later	 today,	 not	 tomorrow,	
not	next	week—but	this	very	moment	to	make	your	investment	at	
HRRA.com/advocacy/hrrpac-rim/.
	 It	is	only	with	you	and	your	support	that	we	can	have	the	re-
sources	we	need	to	advocate	on	your	behalf.	⌂

(Advocacy, continued from previous page)

REALTORS®: Are you using this FREE member benefit?
Sign up for free RPR® Basic Training, Nov. 19.

Learn more at HRRA.com

http://HRRA.com/advocacy/hrrpac-rim/
HRRA.com
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Calendar of EVENTS
NOVEMBER
Resale	Council	 November	5	 1	p.m.	 Norfolk	Room	
International	Advisory	Group	Social	 November	6	 4	p.m.	 Wasserhund	Brewery,	Virginia	Beach
Government	Affairs	 November	7	 1	p.m.	 Norfolk/Suffolk	Room	
Affiliates	Council	 November	8	 9:30	a.m.	 Virginia	Beach	Room	
HRRA offices will be closed for Veterans Day  November 11
YPN	Education	Event	 November	12	 10	a.m.	 Norfolk/Suffolk	Room
Owners/Managers	Council	 November	12	 5:30	p.m.	 TBD
Chili	Cook-Off	&	Tailgate	Party	 November	13	 4	p.m.	 HRRA	Parking	Lot	
REALTOR®/Lawyer	 November	14	 1	p.m.	 Norfolk/Suffolk	Room	
New	to	RPR:	Basic	Training	 November	19	 10	a.m.	 Virginia	Beach	Room	
Property	Management	&	Leasing	Council	 November	19	 11:30	a.m.	 Norfolk/Suffolk	Room
New	Member	Orientation	 November	21	 9	a.m.	 Norfolk	Room
Common	Interest	Community	Forum	 November	21	 1	p.m.	 Virginia	Beach	Room	
RPR:	Advanced	Training	 November	26	 10	a.m.	 Norfolk	Room
HRRA offices will be closed for Thanksgiving  November 28-29

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.	 TBD	
COE	Application	Orientation	 December	3	 2	p.m.	 Virginia	Beach	Room
International	Advisory	Group	 December	4	 12:30	p.m.	 Norfolk/Suffolk	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

The HRRA Affiliates Council presents

CHILI COOK-OFF &  
TAILGATE PARTY

November 13 from 4 – 6  p.m. at HRRA

Attendance is open to all HRRA members over 21, but, please, 
NO CHILDREN ALLOWED. Please	bring	non-perishable	food	
items	to	be	donated	to	the	Foodbank	of	Southeastern	Virginia.

Learn more at HRRA.com

http://HRRA.com
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Calendar of EDUCATION
NOVEMBER
Military	Relocation	Professional	(MRP)	 November	1	 8:30	a.m.	 Newport	News	Campus
Principles	of	Real	Estate	(AM)	 November	4-25	 9	a.m.	 Chesapeake	Campus
Principles	of	Real	Estate	(AM)	 November	4-25	 9	a.m.	 Newport	News	Campus
Principles	of	Real	Estate	(PM)	 November	4-25	 6:15	p.m.	 Chesapeake	Campus
Broker	Licensing:	RE	Appraisal	 November	4-8	&	12	 6	p.m.	 Chesapeake	Campus
Alpha offices will be closed for Veterans Day November 11
NC	Post-Licensing:	Law,	Rules	and	Legal	Concepts	 November	12,	14,	19,	21	 8:30	a.m.	 Nags	Head	Campus
Continuing	Education	Required	Topics	 November	14	 8:30	a.m.	 Chesapeake	Campus
Broker	Management	CE	 November	19	 8:30	a.m.	 Chesapeake	Campus	
Continuing	Education	Related	Topics	 November	21	 8:30	a.m.	 Chesapeake	Campus
Alpha offices will be closed for Thanksgiving November 28-29

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©	3	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

*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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Kelley Carter, CPIA

Chair, Affiliates 

Council Find a plan 
to simplify 

this holiday 
season.

With	 Thanksgiving	 approaching	 (seriously,	
where	did	this	year	go?)	our	 focus	turns	to	
festivities	 and	 family	 get-togethers.	 This	

time	of	year	gets	busy.	Between	gearing	up	for	Thanks-
giving,	travel,	keeping	the	kids	busy	when	they’re	out	
of	school	and	preparing	for	the	December	holidays,	this	
time	of	year	can	get	stressful!
	 Take	a	breather	and	 check	 out	 these	
tips	 for	 slowing	 things	 down,	 count-
ing	your	blessings	and	enjoying	the	
holiday	season.
 Make some space. You 
may	 not	 be	 able	 to	 take	 a	
long	 vacation,	 but	 you	 can	
take	 full	 advantage	 of	 your	
weekend	 or	 day	 off	 with	 a	
quick,	local	road	trip!	Hamp-
ton	Roads	has	such	awesome	
scenery.	From	trails	to	lots	of	
beach	locations	to	close	proxim-
ity	 to	 great	mountain	 getaways,	
Virginia	is	an	awesome	fall	destina-
tion spot.
	 If	you	are	looking	for	a	day	trip,	check	
out	the	fall	scenery	and	festivities	in	Williamsburg.	
If	you	want	to	hit	the	trails	locally,	check	out	the	wood-
ed	paths	at	First	Landing	State	Park.	Hit	the	road,	hit	
the	trails,	walk	the	beach;	just	get	outside!
 Simplify your plans. Do	you	try	to	get	to	every	
holiday	 get-together?	 Is	 your	 social	 calendar	 packed	
with	festivals,	parties,	dinners,	events	and	general	hol-
iday	meet-ups?	Try	simplifying	your	holiday	schedule.	
	 Some	 families	 choose	 to	 alternate	 holidays	 with	
extended	 families.	 Others	 choose	 to	 hold	 their	 own	
celebrations	on	the	holiday	and	visit	with	family	and	
friends	either	before	or	after	the	calendar	holiday	day.	
Whatever	 works	 best	 for	 your	 family,	 find	 a	 plan	 to	
simplify	this	holiday	season.
 Many hands make light work. There is an 
old	 saying:	 “Many	hands	make	 light	work.”	Whether	
that	means	letting	the	kiddos	help	out,	soliciting	your	
spouse	or	significant	other	to	help	in	the	kitchen,	or	ac-
cepting	help	from	family	and	friends	in	prepping	your	
holiday	meals,	give	it	a	try!	Not	only	can	it	be	really	fun	
to	have	help	with	meal	prep,	it	can	also	make	for	some	
great memories and stories down the road.

 Enjoy the season.	What	are	some	of	your	favorite	
things	about	this	season?	Bonfires?	Fire	pits?	Pumpkin	
picking	 and	 carving?	 Whatever	 your	 favorite	 things	
are,	consider	putting	together	a	family	and	friends	get-
together	for	all	of	your	favorite	seasonal	things.
	 Consider	 making	 a	 day	 of	 it	 (scenic	 fall	 drive,	

pumpkin	 picking,	 pumpkin	 spice	 lattes,	 farmer’s	
market)	or	making	an	evening	of	it	(pump-

kin	carving,	soup	potluck,	fire	pit	and	
s’mores).	Whatever	you	enjoy,	take	
a	 break	 from	 the	 holiday	 rush	
and	enjoy!
 Have a plan.	Did	you	know	
that	 people	 who	 plan	 out	
their	 schedules	 and	 use	 an	
organizational	system	to	stay	
on	track	are	statistically	less	
stressed?	Take	a	look	at	your	
upcoming	 commitments	 and	
make	a	plan.	

	 If	you	feel	like	you	still	have	
way	 too	 much	 to	 accomplish	 over	

the	season,	take	a	look	at	what	you	can	
remove	from	the	list.	Some	things	like	holi-

day	 cards	 can	be	automated	 to	 simplify	 your	 to-do	
list.
 Get plugged in.	This	season	is	a	fantastic	time	to	
stop	and	consider	the	things	that	we	are	thankful	for	
and	to	connect	with	those	people.	At	HRRA,	we	have	an	
amazing	network	of	partners,	Affiliates,	REALTORS® 
and	professionals	connect	with,	to	build	relationships	
with,	and	be	grateful	for.	
 HRRA offers outstanding opportunities to make 
new	connections	even	though	the	year	is	slowing	down	
for	the	holidays.	For	example,	be	sure	to	join	us	for	at	
our	annual	Chili	Cook-Off	and	Tailgate	Party	on	No-
vember 13.
	 On	 behalf	 of	 the	 Affiliates	 Council	 for	 HRRA,	
we	would	all	 like	 to	 say	 “thank	you”	 to	 our	partners	
through	HRRA	who	build	with	us	throughout	the	year.	
We	are	grateful	for	you.	
	 Cheers	 to	 a	 happy	 holiday	 season	 filled	 with	
warmth	and	gratitude!		⌂

Holiday planning and thanks 
from the Affiliates Council



Hampton Roads REALTOR® • November 2019    21 

Advocacy for our 
business

Carl Johansen

Chair, Government Affairs Committee

 REALTORS®	 wear	 many	 hats.	 One	
important	 job	is	to	keep	the	public	aware	
of	private	property	and	community	issues.	
It	 is	essential	that	we	participate	 in	elec-
tions	 and	 support	 public	 policy	 to	 benefit	
property	owners.	
	 The	term	“REALTOR®	Party”	does	not	
mean	a	political	party	in	the	sense	of	Dem-
ocratic,	Republican	or	Independent.	Rath-
er,	 it	 advances	pro-real	 estate	 candidates	
and	policies	for	building	and	maintaining	a	
strong pro-business environment and pro-
real	 estate	 candidates.	 REALTOR®	 Party	
efforts	include	the	REALTOR®	Action	Cen-
ter,	the	REALTOR®	Political	Action	Com-
mittee	(RPAC),	Calls	to	Action	and	Broker	
involvement.
	 RPAC	is	funded	by	member	contribu-
tions and promotes issues and REALTOR®- 
friendly	 candidates.	A	Call	 to	Action	 is	 a	
notice	to	our	members	to	act	by	contacting	
legislators	when	crucial	bills	come	up	for	a	
vote.	And,	lastly,	brokers	lead	the	way	by	
endorsing	involvement	in	their	companies.
	 Advocacy	 in	 real	 estate	 via	 REAL-
TORS®	focus	on	efforts	to	strengthen,	sta-
bilize	 and	 stimulate	 real	 estate	 markets	
across	 the	 nation	 while	 protecting	 the	
business interests of members. We work 
with	local	elected	officials	and	their	staff	to	

promote	good	public	policy	protecting	 the	
way	our	members	do	business.	
	 We	 also	 work	 to	 identify	 and	 sup-
port	candidates	who	understand	and	sup-
port	our	 industry.	 Implementing	effective	
grassroots	campaigns	to	heighten	the	pres-
ence	of	REALTORS® and our priorities is 
also	very	important.	
	 Our	volunteer-led	Government	Affairs	
Committee	 provides	 timely	 and	 objective	
advice	 to	 the	 HRRA	 Board	 of	 Directors	
about	the	advocacy	of	local	government	is-
sues	and	proposed	legislation	that	will	im-
pact	our	organization	and	communities.
 REALTORS®	 must	 be	 politically	 ac-
tive.	 If	 not,	who	will	 take	 on	 the	 respon-
sibility	of	protecting	the	values	and	rights	
we	hold	dear?	⌂

Background 
checks and 
disparate impact

Lee Halyard

Vice-Chair, Property Management and 

Leasing Council

	 In	 April	 2016,	 the	 Department	 of	
Housing	 and	 Urban	 Development	 (HUD)	
changed	 long-standing	 requirements	 al-
lowing	property	managers	to	issue	a	blan-
ket	denial	for	any	applicant	having	a	crim-
inal	 record.	The	new	guidelines	point	out	
that	one-third	of	the	US	population	has	a	
criminal	record,	and	this	blanket	policy	of	
denial	had	created	a	disparate	impact.	

	 During	 the	 annual	 Virginia	 Residen-
tial	 Landlord	 and	 Tenant	 Act	 (VRLTA)	
training	with	Chip	Dicks,	this	new	require-
ment	was	interpreted	as	follows:	“The	job	
of	 the	 property	manager	now	 is	 to	 deter-
mine	what	impact	an	applicant’s	criminal	
record	has	on	public	safety	today.”	
	 My	 informal	 info	 gathering	 and	 sur-
veying	 of	 fellow	 property	 managers	 has	
shown	 a	 wide	 variety	 of	 procedures	 to	
adapt	to	this	new	change.	
	 One	philosophy	 is,	 if	 someone	with	a	
criminal	record	is	out	and	about,	they	have	
either	paid	their	debt	to	society,	or	they	are	
being	properly	supervised,	and	there	is	no	
requirement	 to	 do	 any	 further	 screening	
beyond	a	credit	check.	
 The opposite view from other prop-
erty	managers	is,	do	a	full	criminal	back-
ground	 check	 so	 the	 property	 manager	
may,	 in	 fact,	 truly	 have	 a	 better	 ability	
to	determine	what	 impact	 the	applicant’s	
past	 criminal	 record	has	 on	 public	 safety	
today.	All	other	typical	criteria,	e.g.	income	
requirements	and	rental	history,	past	evic-
tions,	etc.,	remain	in	place.	
	 While	 property	 managers	 across	 our	
region	have	implemented	different	ways	in	
complying	with	this	new	requirement,	it’s	
apparent that doing business as before is 
not	an	option.	In	Orlando,	Florida,	a	single	
law	 firm	 has	 filed	 48	 lawsuits	 this	 year	
alone	 against	 property	managers	who	 al-
legedly	refused	to	rent	to	applicants	based	
on	previous	criminal	convictions.	
	 At	my	company	we	have	experienced	
an	increase	in	initial	inquires	that	will	ask	

 IN BRIEF: Big news, small bites
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flat	out,	“Can	I	rent	one	of	your	properties	
if	I	have	a	criminal	record?”
	 Many	 times	 we	 learn	 that	 the	
straightforwardness	 of	 this	 disclosure	 in	
the	opening	moments	of	a	call	comes	from	
them having been turned down for another 
rental,	and	they	don’t	want	to	spend	more	
money	 on	 another	 application	 only	 to	 be	
turned down again. 
	 My	reply	has	been,	“You	are	welcome	
and	 encouraged	 to	 apply.	 Our	 job	 as	 the	
property	 manager	 for	 this	 property	 is	 to	
determine	what	 impact	 a	 criminal	 record	
has	on	public	safety.	Please	tell	me	about	
your	 criminal	 record.”	 Sometimes	 that	
ends	the	call;	other	times	it	opens	up	a	dia-
logue	in	which	I	learn	a	lot	more	about	the	
potential	applicant.	
	 HRRA’s	PMLC	will	continue	working	
on	 tools	 to	 assist	 property	 managers	 on	
this and other issues.  ⌂ 

Digital marketing
Danita Hayes, MBA 

Vice-Chair, Owners/Managers Council

	 Digital	marketing	is	not	just	the	new	
wave	 of	 marketing;	 it	 is	 completely	 tak-
ing	over.	If	you	are	not	familiar	with	it	or	
haven’t	started	using	 it	 in	some	capacity,	
read on. 
	 Digital	marketing	is	basically	the	per-
sonal	 digital	 footprint	 that	 you	 have	 cre-
ated	 across	 the	 digital	 world.	 One	 of	 the	
first	things	clients	do	when	they	meet	you	
is	search	your	name	in	Google	to	see	what	
type	of	information	they	can	find	about	you	
and	your	business.	
	 Many	 companies	 and	 business	 own-
ers	 are	 validated	 based	 on	 their	 digital	
footprint.	In	other	words,	consumers	most	
likely	trust	companies	that	have	a	strong	
digital	presence.	
	 As	 individual	 agents	 it	 is	 important	
to	be	mindful	of	your	digital	footprint.	You	
may	 be	 a	 part	 of	 a	 company	 that	 has	 al-
ready	 built	 its	 digital	 brand,	 but	 clients	
are	also	interested	in	seeing	your	personal	
digital	footprint	as	well.	
	 We	create	our	personal	footprint	daily	

through	 our	 social	 media	 platforms	 and	
websites.	Have	you	Googled	yourself	lately	
to	see	what	comes	up?	As	a	business	owner/
independent	contractor	the	top	three	com-
ponents	you	want	your	potential	clients	to	
see	when	they	check	for	your	digital	 foot-
print	are:	
 Is it clear what you do?	If	you	are	a	
real	estate	agent,	real	estate	should	be	the	
first	 thing	someone	sees	with	your	name.	
Have	 you	 clearly	 communicated	 through	
your	brand	what	type	of	customers	you	are	
looking	to	attract,	and	are	you	portraying	
yourself	as	the	expert	in	your	field?
 Do you even have a digital foot-
print?	If	you	Google	yourself	and	nothing	
comes	up,	you	need	to	create	your	digital	
footprint.	I	am	no	guru,	but	I	do	know	that	
you	can	start	by	creating	profiles	on	all	of	
the	social	media	platforms.
	 Remember	to	use	social	media	to	your	
advantage.	 Use	 it	 to	 promote	 your	 busi-
ness,	 inspire	 others	 and	 show	 who	 you	
are.	Be	intentional	about	using	your	social	
media	to	attract	more	customers.	Another	
great	way	 to	make	 a	 digital	 footprint	 for	
yourself	 is	 through	 consistent	 blogging.	
Write	on	topics	related	to	your	business.
 Is your footprint consistent? In	
other	words,	are	you	portraying	the	same	
message	across	the	board?	Are	people	see-
ing	 the	 same	 type	 of	 content,	 personality	
and	demeanor	across	all	of	your	platforms?
	 Hopefully,	this	has	inspired	you	to	ex-
amine	 your	 current	 digital	 footprint	 and	
to make adjustments where needed. The 
digital	age	is	upon	us,	and	we	may	as	well	
embrace	it	and	use	it	to	our	advantage.		⌂

Grateful for our 
Affiliates

Alexandra Serrano

Chair, Resale Council

 November is the month for gratitude. 
With	 both	 Thanksgiving	 and	 Veterans	
Day	on	the	calendar,	we	here	in	Hampton	
Roads	have	much	for	which	to	be	thankful.	
	 A	huge	shout-out	goes	to	all	of	our	Af-

filiate	members	at	HRRA.	I	know	that	they	
have	helped	me	 tremendously	 in	my	 real	
estate	business.	Did	you	know	 they	want	
to	help	you,	 too?	Do	you	even	know	what	
they	can	help	you	with?	I	am	going	to	give	
you	a	few	examples!	
	 Have	 you	 ever	 gotten	 so	 mad	 at	 an	
appraiser	 that	you	wanted	to	scream?	I’ll	
admit	 that	 I	 have	 a	 few	 times.	 When	 it	
happened,	I	called	a	HRRA	Affiliate,	who	
talked	me	through	a	 few	key	active	steps	
I	could	take	to	help	argue	my	case.	Those	
steps	 ultimately	 helped	my	 client	 with	 a	
much	better	outcome.	He	did	this	because	
he	 is	 an	 awesome	Affiliate	who	wants	 to	
help	us	to	better	help	our	clients.	
	 What	about	having	a	 listing	and	get-
ting	an	 inaccurate	 inspection	and	PICRA	
back?	When	 I	 had	 questions	 or	 needed	 a	
second	opinion	on	wording	or	countering	a	
PICRA,	I	relied	on	a	HRRA	Affiliate	to	help	
me	out	and	argue	my	case	with	the	other	
side	of	the	transaction.	
	 Again,	they	do	this	because,	as	Affili-
ates,	they	want	to	help	us	in	our	business!	
	 Likewise,	 our	 member	 home	 lending	
companies	are	great	resources	for	any	and	
all	 lending	 questions,	 and	 our	 attorney	
members	are	there	to	help	us	with	real	es-
tate	transactions.	
	 Many	Affiliates	will	hold	pop-by	work-
shops,	 educate	 you	 on	 their	 direct	 line	 of	
work,	 and	 be	 of	 assistance	 to	 you	 if	 you	
have	any	questions	for	them.	
	 I	am	sure	you	will	find	that,	out	of	the	
hundreds	and	hundreds	of	member	Affili-
ates	available	at	HRRA,	you	can	make	at	
least	one	connection	to	help	your	business.	
	 From	 home	 warranty	 companies	 to	
lenders,	 appraisers	 to	 attorneys	 (and	 ev-
erything	in	between),		am	proud	of	how	our	
Affiliates	 have	 stepped	 up	 and	 attended	
Resale	 Council	 meetings,	 Have	 a	 Heart	
volunteer	events	and	all	HRRA	events	 in	
general.	HRRA’s	many	activities	would	not	
be	possible	without	the	sponsorship	of	our	
Affiliates,	so	please	reach	out	and	network	
with them.
	 I	promise,	not	only	will	you	make	a	po-
tential	 new	 friend,	 but	 you	will	make	 an	
amazing	partner	who	is	dedicated	to	help-
ing	you	and	your	business	succeed.		⌂
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Introducing the HRRA App
Association access on the go! In	addition	
to	the	comprehensive	resources	available	
at HRRA.com,	now	you	can	have	the	
most-requested	features	at	your	fingertips	
through	the	HRRA	mobile	app	(now	in	beta).

• Find	fellow	REALTOR®	and	Affiliate	
members

• Register	for	events	and	save	them	to	your	
smart	device’s	calendar

• Pay	dues	and	contribute	to	HRRPAC
• Message other members and join 
discussions	in	the	Forum

• Access	important	association	resources	
and	documents

• Edit	your	HRRA	profile
• Connect	to	HRRA’s	social	media
• and	so	much	more!

Download	it	today	from	the	Apple	store	or	
Google	Play;	just	search	“HRRA”	and	look	
for	the	logo.	(Once	you	install	it,	sign	in	with	
your	IMS	login	and	you’ll	have	access	to	
everything!)	

Available for 
iOS or Android

We	look	forward	to	your	feedback	
as we work to make the HRRA app 
a	great	tool	for	all	our	members.

http://HRRA.com
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Dawn Miller

Vice-Chair, 

International 

Advisory Group

Immigrants 
have enlisted 

in all branches 
of our 

military.

Veterans	 Day	 is	 November	 11.	 It	 is	 a	 federal	
holiday	 in	 the	United	 States	 observed	 annu-
ally	to	honor	military	veterans,	or	persons	who	

have	 served	 in	 the	 United	 States	 armed	 forces	 (and	
who	were	discharged	under	conditions	other	than	dis-
honorable).
	 Veterans	Day	 coincides	with	 other	holidays,	
Armistice	 Day	 and	 Remembrance	 Day,	
which	 are	 celebrated	 in	 other	 coun-
tries	 that	 mark	 the	 anniversary	
of	 the	 end	 of	World	War	 I.	 The	
importance	 of	 it	 being	 on	 the	
11th of November has to do 
with	 major	 hostilities	 of	
World	War	 I	 being	 formally	
ended at the 11th hour of the 
11th	 day	 of	 the	 11th	month	
of	 1918,	when	 the	Armistice	
with	 Germany	 went	 into	 ef-
fect.	
	 Armistice	Day	was	renamed	
Veterans	Day	 in	1954.	The	Hamp-
ton	 Roads	 area	 is,	 of	 course,	 an	 area	
with	a	huge	military	presence.	Many	mem-
bers	 of	 HRRA,	 including	 myself,	 have	 served,	 are	
currently	serving	or	retired.
	 As	 co-chair	 of	 HRRA’s	 International	 Advisory	
Group,	 I’d	 like	 to	 say	 “thank	you”	 to	 those	who	have	
served	or	who	are	currently	serving,	and	also	 look	at	
the	international	aspect	of	our	American	military.	
 The number of veterans who were born outside of 
the	United	States	stands	around	530,000,	or	3%	of	all	
18.6	million	veterans	nationwide.	 In	addition,	almost	
1.9	million	 veterans	 are	 U.S.-born	 children	 of	 immi-
grants. 
	 In	 total,	 between	 foreign-born	 and	 those	 born	 of	
foreign-parents,	it	accounts	for	13%	of	all	veterans,	ac-
cording	to	Migration	Policy	Institute.	
	 What’s	 interesting	 on	 the	 international	 side	 of	
looking	at	our	U.S.	military	is	that	immigrants,	or	those	

who	are	foreign-born,	have	enlisted	in	all	branches	of	
our	military	since	the	beginning	of	the	Revolutionary	
War,	even	representing	half	of	all	military	recruits	by	
the 1840s.
	 It	is	more	important	than	ever	to	recognize	those	
who are foreign-born and those born from foreign-born 

parents,	or	second-generation	Americans,	for	rea-
sons	listed	below.

	 According	 to	 a	 report	 from	 the	 Na-
tional	 Immigration	 Forum,	 “For	
the	Love	of	Country:	New	Ameri-
cans	 Serving	 in	 Our	 Armed	
Forces,”	 immigration	 is	 pre-
dicted	 to	 be	 the	 only	 future	
source	 of	 net	 growth	 in	 the	
U.S.	population	among	18-	to	
29-year-olds,	 the	 target	 age	
range	for	military	recruits.	
	 The	 report	 details	 the	mili-
tary’s	 need	 for	 a	 broader	 pool	

of	 eligible	 applicants	 and	 how	
immigrants	 could—if	allowed—ful-

fill	that	need	with	critical	foreign-lan-
guage,	medical,	and	cultural	skills.

	 With	all	the	factors	that	render	young	adults	un-
available	or	unqualified	 for	 the	military,	 only	13%	of	
17-	 to	 24-year-olds	 are	 eligible	 to	 serve	 (https://time.
com/2938158/youth-fail-to-qualify-military-service/).
	 From	2009	to	2016,	the	military	made	a	special	ef-
fort	to	recruit	noncitizens	specifically	for	their	ability	
to	 speak	 certain	 languages,	 cultural	 competency	 and	
medical	skills.	
	 Noncitizen	recruits	are	also	far	more	likely	to	stay	
for	the	entire	 length	of	their	service,	saving	the	mili-
tary	valuable	money	and	time.	To	date,	20%	of	all	Med-
al	of	Honor	recipients—the	highest	distinction	given	in	
the	military—are	foreign	born.		⌂

Foreign-born people and the 
U.S. military

Learn more about specialty councils like IAG at 
HRRA.com/who-we-are/councils-committees/ 

https://time.com/2938158/youth-fail-to-qualify-military-service/
https://time.com/2938158/youth-fail-to-qualify-military-service/
HRRA.com
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Thank You to our 2019 HRRA Partners

SILVER BRONZEGOLD

AMBASSADOR

Fulton Bank

COPPER

Win	a	stay	at	The	Sanderling	on	the	Outer	Banks,	spa	
time,	and	tickets	to	the	Regent	University	Executive	
Lecture	Series.	The	winner	will	be	announced	at	the	
HRRA	Installation	&	Awards	Luncheon	in	December.

Thanks to our Contest Sponsors

Last chance to enter the Weekend Getaway Contest

See contest rules and more on the “I am one®” 
Advisory Group page at HRRA.com.

HRRA.com
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Linda Harrison

Chair, 

REALTOR®/Lawyer 

Committee

Gratitude is 
neurologically 
connected to 

your 
happiness.

November	is	my	favorite	month	for	many	rea-
sons:	cooler	temps,	boot	weather,	family,	food,	
memories	 and,	 of	 course,	 traveling	 to	 some-

what off-the-grid Thanksgiving destinations. 
	 This	year	I	am	going	to	try	something	new—some-
thing	different	and	fabulous—gratitude!	
	 Did	you	know	that	gratitude	is	neurologically	
connected	to	your	happiness?	Actively	and	
mindfully	 making	 yourself	 grateful	
will	 rewire	 your	 brain	 into	 happi-
ness,	and	I	want	everyone	to	ex-
perience	the	many	gifts	of	hap-
piness.	Myth?	Give	it	a	try!	
	 Closing	 out	 the	 year,	 I	
will	 focus	 on	 spontaneous	
and	 intentional	 gratitude.	
Here	are	four	things	I’ll	be	fo-
cusing	on	with	that	in	mind:
 Our military.	 The	 mili-
tary	is	essential	to	our	real	es-
tate	market,	 and	we	need	 to	 let	
them	know	it.	In	honor	of	Veterans	
Day,	 celebrate	 the	 military	 in	 your	
area!	Celebrate	active-duty	and	retired	mil-
itary,	the	spouses	and	their	families!	Inundate	them	
with	 appreciation	 through	 handwritten	 notes,	 deliv-
ered	sweets	and	treats,	or	simply	a	handshake	and	a	
“thank	you	for	your	service.”
	 Volunteer	 for	a	veteran	organizations	and/or	 cel-
ebrate	veterans	in	your	brokerage/office	and	ask	them	
to	share	their	story.	Be	authentic;	be	you.	Bonus:	Cre-
ate	an	event,	visit	the	website	below,	and	send	holiday	
greetings	 or	New	Year	wishes	 to	veterans	across	 the	
miles:	 operationgratitude.com/express-your-thanks/
write-letters/.
 REALTOR® advocacy. As REALTOR® members 
of	HRRA,	we	have	a	strong,	unified	presence	with	Vir-
ginia’s	 lawmakers.	Our	 local	 political	 action	 commit-
tee,	the	Hampton	Roads	REALTORS®	Political	Action	
Committee	 (HRRPAC),	 supports	 REALTOR®-friendly	
candidates	because	they	advocate	for	real	estate	rights.	
	 Each	of	us	benefits	from	the	results	of	REALTOR®-
friendly	legislation	at	the	federal,	state	and	local	level.	
Supporting	 these	 candidates	 and	 addressing	 major	
public	policy	initiatives	would	not	be	possible	without	
HRRPAC	 or	 HRRPAC	 contributions	 from	 members	

like	you.	I	am	grateful	for	our	trade	organization	and	
its	support	at	the	federal,	state,	and	local	levels	of	gov-
ernment	advocating	for	realty	rights.	Show	your	grati-
tude	and	contribute	your	Fair	Share	of	just	$35	in	2019	
at HRRA.com/advocacy/hrrpac-rim/.
 Get active in HRRA. Attend three HRRA events 

by	the	end	of	the	year,	 including	the	Chili	Cook-
Off	and	Tailgate	Party	on	November	13!	As	

HRRA	members	we	are	afforded	many	
opportunities	 to	 participate	 in	 a	
variety	of	events,	where		REAL-

TORS®	and/or	Affiliates	collab-
orate	 and	 volunteer	 numer-
ous hours (and marketing 
dollars)	 to	 educate	 and	 en-
tertain	YOU.	Bonus:	 Peruse	
the	list	of	HRRA	committees	
at HRRA.com/who-we-are/
councils-committees/	 and	 vol-

unteer for 2020.
	 Finally,	 let’s	 get	 our	 chal-

lenge	 on!	 The	 next	 30	 days	 will	
jumpstart	 and	 rewire	 your	 brain	 for	

happiness.	Here	are	ways	to	do	that:
1.	Send	a	family	member	a	handwritten	note.

2.	Treat	your	neighbor(s)	to	a	pumpkin	or	sweet	treat.
3.	Give	kudos	to	a	coworker	for	their	hard	work.
4.	Watch	the	sunrise.
5.	Send	your	veterinarian	a	note	from	your	pet.
6.	Do	a	personal	clean-up	at	your	favorite	park/beach.
7.	Hold	the	door	open	for	someone.
8.	Send	a	faraway	friend	a	photo	from	a	long	time	ago.
9.	Treat	a	coworker	to	coffee	or	lunch.
10.	Volunteer	at	a	food	pantry	or	soup	kitchen.
11.	Be	someone’s	cheerleader	for	a	day.
12.	 Send	 an	 anonymous	 care	 package	 to	 someone	 in	
need.
13.	Give	your	pet	(or	a	friend’s	pet)	a	special	treat.
14.	Cook	your	favorite	meal;	make	extra.
15.	Share	your	favorite	meal!
16.	Be	an	active	listener	when	someone	needs	an	ear.
17.	Drop	off	a	bag	of	dog/cat	food	at	your	local	SPCA.
18.	Commend	someone	for	inspiring	you.
19. Give the bagger at the supermarket a tip.
20. Forgive someone. 

Take the gratitude challenge

(continued on next page...)

http://operationgratitude.com/express-your-thanks/write-letters/
http://operationgratitude.com/express-your-thanks/write-letters/
http://HRRA.com/advocacy/hrrpac-rim/
http://HRRA.com/who-we-are/councils-committees/
http://HRRA.com/who-we-are/councils-committees/
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Blake B. Hegeman 

Attorney at Law, 

KaneJeffries, LLP

An estate is 
subject to 

the claims of 
creditors for 

one year.

This	 article	 includes	 critical	 information	 about	
representing	 an	 estate	 seller.	 As	 a	 quick	 re-
minder,	 a	 new	 law	makes	 clear	 that	 delivery	

of	an	“incomplete”	property	owners’	association	(POA)	
packet	 or	 condominium	 association	 resale	 certificate	
begins	 the	 buyer’s	 time	 period	 to	 terminate	 the	 con-
tract.	
	 Please	also	remember	that	if	your	buy-
er	client	chooses	to	withdraw	from	the	
contract	 within	 the	 statutory	 re-
scission	period,	you	should	send	
a	 client-signed	 termination	
notice	to	the	 listing	agent	 (or	
seller	if	unrepresented).	
	 It	 is	 also	 recommended	
that	when	you	send	the	buy-
er-signed	termination	notice,	
you	 include	a	release	of	 con-
tract	and	escrow	deposit	form	
for the parties to sign to wrap 
up	 the	 transaction.	 The	 buyer-
signed	termination	notice	is	critical	
because	 the	 buyer	 has	 the	 unilateral	
right	to	terminate	the	contract	within	the	
statutory	rescission	period.	
	 If	 you	 just	 send	 a	 release	 alone,	which	 is	 a	mu-
tual	agreement,	you	may	not	effectively	withdraw	your	
buyer	from	the	contract	if	the	seller	does	not	sign	the	
release	and	the	rescission	period	passes.
	 When	the	seller	of	real	property	is	an	estate,	the	
first	consideration	is	to	ask	whether	or	not	the	property	
owner	died	with	a	will	(testate)	or	without	(intestate).	
	 If	the	owner	died	testate,	the	will	controls	who	is	
to	receive	the	property.	If	the	owner	died	intestate,	the	

beneficiaries	of	the	property	will	be	determined	by	the	
intestacy	laws	of	Virginia	that	are	in	place	at	the	time	
of	the	owner’s	death.	
	 This	assumes,	of	course,	that	there	is	no	language	
in	the	deed	itself	that	determines	property	ownership	
upon	the	death	of	an	owner.	The	deed	language	takes	

precedence	over	both	a	will	or	intestacy	laws.
	 An	estate	 is	 subject	 to	 the	claims	of	

creditors	 for	 one	 year	 from	 the	 date	
of	death.	Because	of	this,	if	the	es-
tate	is	selling	property	there	are	
generally	 two	 options	 with	 re-
spect	to	any	net	proceeds	after	
payment	 of	 liens	 applicable	
to	 the	 property	 and	 closing	
costs.	 One	 option	 is	 to	 hold	
all	of	the	proceeds	in	escrow	
until	the	one-year	mark,	tak-
ing	a	“wait	and	see”	approach	
as	to	any	possible	creditors	that	

might	be	owed	money.	
 Another option is to have the 

beneficiaries	or	executor	(depending	on	
the	situation)	sign	an	indemnity	bond,	with	

or	without	a	specified	cash	escrow,	to	account	for	an-
ticipated	claims	or	taxes	owed.	
	 Finally,	though	the	executor	likely	has	the	power	
of	sale	for	the	property,	there	are	some	instances	where	
it	may	be	beneficial	 to	have	all	beneficiaries	sign	the	
documents	 to	 show	 that	all	 of	 the	parties	are	 on	 the	
same	page	and	limit	liability.
	 Please	note	that	the	aforementioned	article	is	for	
information	purposes	only	and	is	not	intended	to	be	le-
gal	advice.		⌂

New law, common questions on 
representing an estate seller

Holly K. Pratt

Attorney at Law, 

KaneJeffries, LLP

21.	Speak	to	someone	who	is	sitting	by	themselves.
22.	Spend	one	day	saying	positive	things.
23.	Leave	a	generous	tip	and	words	of	encouragement	for	a	waiter.
24.	Be	kind	to	yourself.
25.	Pay	for	the	person’s	order	behind	you	in	the	drive-thru	line.
26.	Drop	food	off	to	a	food	bank	or	church.

27.	Send	treats/gift	cards	to	a	business	you	frequent	(gym,	nails,	
school	etc.).
28.	Take	a	walk	with	a	friend.
29.	Send	a	holiday	card	with	words	of	gratitude	to	local	fire/police	
department.
30.	Smile	at	strangers!	(Just	don’t	be	creepy!)		⌂

(Gratitude, continued from previous page)
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Victoria Hecht

Communications and 

PR Specialist

Hampton Roads REALTORS®	 Association	
(HRRA)	 members	 gathered	 at	 St.	 Mary's	
Home	in	Norfolk	on	September	19	to	donate	a	

six-panel	mural	created	by	REALTORS®	and	Affiliates	
during	HRRA’s	PaintFest® this summer. 
	 Depicting	a	rainbow-colored	breaching	whale,	the	
mural	now	hangs	in	the	home's	Albero	House.	
	 The	artwork	was	painted	using	a	kit	offered	by	the	
Foundation	 for	 Hospital	 Art,	 which	 seeks	 to	 provide	
comfort	and	hope	to	those	in	hospitals	through	artwork.	
In	late	July,	HRRA	REALTOR® attendees paid to take 
part	 in	 the	 Affiliates	 Council-presented	 PaintFest®,	
during	 which	 they	 lent	 their	 artistic	 talents	 to	 the	
canvases	and	networked	with	fellow	REALTORS® and 
sponsoring	 Affiliate	 members.	 The	 event	 also	 raised	
funds	for	Children’s	Hospital	of	The	King’s	Daughters	
and	nonperishable	food	donations	for	the	Foodbank	of	
Southeastern	Virginia	and	the	Eastern	Shore.
	 St.	Mary’s	Home	Director	 of	 Philanthropy	Kath-
leen	Kaurup	and	resident	Aly	accepted	 the	mural	on	
behalf	of	the	home.	Aly	and	fellow	resident	Alecia	also	
took part in PaintFest®,	creating	watercolor	paintings	
during	their	visit	to	HRRA.	In	turn,	HRRA	framed	the	
pictures	and	presented	those	as	well	during	the	mural	
dedication.	

	 During	their	visit	to	St.	Mary’s	the	HRRA	contin-
gent	also	enjoyed	a	tour	of	the	home	led	by	St.	Mary's	
Giving	Manager	Kristen	Nelson	and	saw	other	Paint-
Fest®	murals	previously	donated	by	HRRA	now	adorn-
ing	 the	walls	 throughout	 the	Kempsville	Road	build-
ing.
	 Representing	 HRRA	 during	 the	 mural	 dedica-
tion were REALTOR®	Dayla	Brooks,	Affiliates	Council	
chair	Kelley	Carter	and	Vice	Chairs	Hunter	Clarke	and	
Tonya	Burrus,	Affiliate	members	Raynelle	Ricks	and	
Sandy	Fischerkeller,	and	Affiliates	Council	staff	liaison	
Cindy	Matthews.	
	 A	 private,	 nonprofit,	 nonsectarian	 organization,	
St.	Mary’s	Home	provides	quality,	specialized,	around-
the-clock	care	within	a	homelike	environment	for	chil-
dren	and	adults	with	severe	physical	and	intellectual	
disabilities.	
	 Members	 of	 HRRA’s	 Affiliates	 Council	 provide	
services	and	products	that	support	HRRA’s	3,600-plus	
REALTOR®	members	and	the	general	public.	
	 The	council’s	next	major	is	the	Chili	Cook-Off	and	
Tailgate	 Party	 on	 November	 13.	 It	 will	 benefit	 the	
Foodbank	 of	 Southeastern	 Virginia	 and	 the	 Eastern	
Shore. Learn more at HRRA.com/who-we-are/councils-
committees/.  ⌂

PaintFest® artists donate mural, 
residents’ artwork to St. Mary’s

(Left to right): St. Mary’s Home Director of Philanthropy Kathleen 
Kaurup; HRRA Affiliate Raynelle Ricks; St. Mary’s resident 

Aly; Affiliate Council vice-chair Tonya Burrus; Affiliate Sandy 
Fischerkeller; Affiliates Council chair Kelley Carter and vice-chair, 

Hunter Clarke; and REALTOR® Dayla Brooks.

http://HRRA.com/who-we-are/councils-committees/
http://HRRA.com/who-we-are/councils-committees/
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Name:	Cosette	Lambourne	Woods,	CEO	and	team	leader	of	
Keller	Williams	Coastal	Virginia

HRRA member since: 2014

REALTOR® activities/awards:	Four	years	as	co-chair	of	
the REALTOR®/Lawyer	Committee;	two	years	as	vice-chair	
of	YPN;	Circle	of	Excellencesm	award	winner;	and,	pitcher	for	
the REALTOR®	kickball	team,	with	REALTORS® winning 
past	the	past	several	years!	Also,	Agent	Leadership	Council	
at	Keller	Williams	Coastal	Virginia,	then	CEO	of	Keller	
Williams	Coastal	Virginia	and	Certified	National	Trainer	of	
Keller	Williams	Realty	International.

Community involvement:	KW	Cares	contributor	as	well	
as	Toys	for	Tots	in	December	for	Christmas.	In	May	2019,	I	
organized	the	KWCV	Red	Day	(“Give	Where	You	Live”)	at	
Edmarc	Hospice	for	Children.	Also,	supporter	of	the	HER	
Shelter	and	the	Burfoot	House.	

I chose to become a REALTOR® because:	I	have	been	
licensed	for	over	17	years.	The	first	10	of	those	were	with	
firms	not	associated	with	the	REALTOR® organization. The 
day	I	decided	to	take	my	business	to	the	next	level	and	really	
commit	to	the	real	estate	industry,	I	joined	Keller	Williams	
Coastal	Virginia,	a	REALTOR®	firm.	I	instantly	started	
learning	what	I	didn’t	know	I	didn’t	know.	Not	only	did	I	grow	
on	an	educational	and	professional	level,	but	a	cultural,	and	
most	importantly,	ethical	level.	

Favorite REALTOR® benefit: REALTORS®	are	held	to	a	
higher	standard,	and	we	hold	each	other	to	that	standard.	
I	have	been	able	to	take	part	in	committees	that	provide	
tools	and	education	to	the	REALTORS® of Hampton Roads. 
I	have	been	able	to	stay	in	the	know	and	to	develop	valuable	
relationships	with	my	associates	and	affiliates.	Real	estate	
is	the	heart,	the	core	and	the	foundation	of	a	community’s	
economy	and	culture.	I	am	honored	to	be	a	high-standard	and	
high-minded REALTOR®	of	the	seven	cities	and	to	serve	my	
community.	

Favorite HRRA activity and why: 
That is a tough toss-up between 
Committee Fair and the REALTORS® 
vs.	Affiliates	Kickball	Tournament.	
I	love	the	Committee	Fair	that	the	
YPN	Committee	puts	on	every	year	because	it	exposes	and	
educates	agents	on	all	the	committees	that	make	up	HRRA.	
I	watch	as	agents’	faces	light	up	with	surprise	as	they	see	all	
the	different	committees	and	purposes	our	Association	serves	
and	contributes	to.	A	lot	of	agents/people	think	real	estate	is	
just	about	selling	houses.	It	is	so	much	more.	

Most memorable HRRA moment: I	have	to	say	that	one	
of	my	absolute	favorite	memories	at	HRRA	was	my	very	first	
Chili	Cook-Off	and	Tailgate	Party.	I	signed	my	office	up	for	
the	competition	and	put	my	best	chili-chef,	Donna	Creeley,	
at	the	helm.	We	had	a	great	turnout	from	our	office,	and	
when	they	called	“Keller	Williams	Coastal	Virginia”	as	the	
“People’s	Choice”	winner,	the	moment	was	magic!	The	energy	
that	exploded	within	my	team	of	agents	was	epic.	We	took	
the	win	the	following	year	and	look	forward	to	many	more	
competitions!

I am proud to call myself a REALTOR® because:	It	raises	
me	up	to	a	new	level.	I	want	to	be	of	the	respected,	the	revered	
and	the	responsible.	Never	settle	for	mediocrity.	To	be	a	
REALTOR®	is	to	hold	your	head	high,	to	stand	for	something	
and	to	stand	by	something.	In	a	world	of	short-comings	and	
less-than	standards,	I	want	to	be	a	beacon	of	light	that	people	
look	to	for	courage,	inspiration	and	assurance.

Best piece of advice for fellow REALTORS®:	Real	estate	
is	not	hard,	but	it	takes	hard	work.	Do	right	by	others,	and	
always	look	for	the	win-win.	We	are	all	on	the	same	team,	
so	work	together.	Your	reputation	is	everything,	so	never	
compromise	it.	Come	from	contribution	and	always	pay	it	
forward.	The	rewards	you	will	reap	will	be	tenfold!	⌂

REALTOR® Spotlight: 
Cosette Lambourne Woods

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

Vice-Chair, Young 

Professionals Network 

(YPN)

It’s	a	known	truth	that	time	flies	when	you’re	hav-
ing	fun.	For	me	2.5	years	as	the	Young	Profession-
als	 Network	 (YPN)	 chair	 have	 completely	 flown	

by.	I	remember	like	it	was	yesterday	when	I	met	with	
Brooke	Doty	in	the	HRRA	boardroom	on	May	23,	2017,	
and	accepted	the	invitation	to	take	on	my	first	leader-
ship position at HRRA. 
	 I	remember	driving	back	to	my	office	
feeling	 excited	 and	 a	 little	 scared	 as	
you	always	do	when	stepping	 into	
unfamiliar	territory.	
	 The	decision	to	accept	this	
role	 proved	 to	 be	 one	 of	 the	
best	I	ever	made.	It	led	me	to	
so	many	new	adventures,	re-
lationships,	 challenges	 and	
the	 inevitable	 growth	 that	
results	 from	 involvement.	
And,	today,	I	want	to	express	
my	 deep	 gratitude	 for	 this	 in-
credible	journey	in	my	last	article	
as	YPN	chair.
	 First	and	 foremost,	 I	am	grateful	
to	all	 the	wonderful	people	who	served	on	
the	YPN	Committee	in	different	capacities	through-
out	 the	 past	 2.5	 years.	 So	many	 have	 contributed	 to	
the	upwards	trend	that	YPN	has	been	enjoying.	You	all	
know	who	you	are!	
	 Harmonious	teamwork	has	been	one	of	my	favorite	
parts	of	this	journey.	Each	member	has	gone	out	of	his	
or	 her	way	 for	 brainstorming,	 planning	 and	working	
the	myriad	events	we	put	together.	And,	more	impor-
tantly,	they	have	accomplished	all	of	this	with	a	wide	
smile	on	their	faces.
	 I’m	grateful	to	the	incredible	HRRA	staff,	especial-
ly	Brooke	Doty	and	Victoria	Hecht.	They	have	guided	
me	through	from	the	very	first	day	and	made	my	job	so	
much	easier.	I	always	knew	I	could	rely	on	them,	their	
dependability	and	responsiveness	at	any	time.	
	 I’m	grateful	for	all	the	new	relationships	with	fel-
low	 REALTOR® members that were formed through 
YPN.	I	feel	fortunate	to	have	met	hundreds	of	new	col-
leagues	 I	 didn’t	 know	before	 and	 for	 the	new	 friend-
ships	 that	 followed.	 It	wouldn’t	 be	 an	 overstatement	
to	say	that	the	number	of	my	Facebook	friends	almost	
tripled	from	these	newly	formed	relationships.

	 I’m	grateful	for	all	the	amazing	Affiliate	members.	
HRRA	is	truly	fortunate	to	have	such	a	strong	army	of	
Affiliates	ready	to	support	and	sponsor	events,	run	ed-
ucation	sessions,	and	volunteer	their	time	and	efforts	
at	charity	events.	The	YPN	Committee	has	heavily	re-
lied	on	our	Affiliates,	and	they	never	fail	to	deliver.

	 I’m	 grateful	 for	 all	 the	 unforgettable	memo-
ries.	 Each	 one	 of	 the	 events	 was	 unique	

and	 carried	 its	 own	flair.	From	moti-
vational	 education	 sessions	 to	 top	
producer	panels,	and	from	social	

networking events to the huge-
ly	successful	Committee	Fair,	
it	has	been	a	pleasure	being	
part	of	each	of	those.
	I’m	 grateful	 for	 the	 growth	
YPN	 has	 experienced.	 Our	
Facebook	 group	 alone	 qua-
drupled	 in	 size	 from	 150	 to	

600 members in the short 2.5 
years.	The	number	of	new	HRRA	

members who express interest in 
joining	 YPN	 on	 their	 application	 has	

increased	notably.	We	have	enjoyed	steady	
attendance	in	all	types	of	events.	

	 I’m	 grateful	 to	 the	 top-notch	 leadership	 team	 at	
HRRA.	This	is	a	group	of	dedicated	and	hardworking	
leaders	of	 our	 industry.	Their	 support	 is	apparent	 in	
every	corner.	I	had	the	honor	of	serving	under	the	lead-
ership	of	HRRA	chairs	Sherry	Maser,	Nikita	Houchins	
and	Kimberly	Plourde.	Each	of	them	has	their	unique	
and	effective	leadership	style,	yet	all	of	them	have	been	
inspirational	and	encouraging.	
	 I’m	grateful	to	the	future	leaders	of	YPN	because	I	
know	that	YPN	is	in	great	hands.	They	are	going	to	do	
an	amazing	job	in	encouraging	a	higher	rate	of	involve-
ment	 from	 all	HRRA	members,	 especially	 the	 young	
professionals.	 Their	 creativity	 and	 ability	 to	 inspire	
and	lead	is	going	to	push	YPN	to	new	heights.
	 And,	 last	but	not	 least,	 I’m	grateful	 for	you.	The	
fact	that	you	are	reading	this	article	right	now	tells	me	
something	about	you.	You	are	reading	it	because	you	
want	to	raise	your	knowledge	and	awareness	of	what’s	
going	on	in	our	local	real	estate	industry.	
	 You	are	reading	because	you	are	a	 leader	by	the	

I feel 
fortunate to 
have met 
hundreds 

of new 
colleagues.

One gratitude journal about 
YPN 

(continued on next page...)
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mere	fact	that	you	are	taking	the	initiative	to	educate	yourself	and	
be	able	to	share	your	knowledge	with	your	peers	and	your	commu-
nity.	You	have	taken	the	first	steps	towards	involvement.	
	 So,	if	you	are	reading	this	and	you	are	not	currently	involved	
with	any	of	the	committees/councils	at	HRRA,	now	is	your	time	to	
act.	There	are	so	many	to	choose	from!	You	are	sure	to	find	one	that	
will	serve	your	interest,	but,	more	importantly,	you	can	serve	the	
interests	of	our	industry.	You	are	the	future	of	the	amazing	Hamp-
ton Roads REALTORS®	Association.	Get	active,	get	involved,	mo-
tivate	 others	and	get	motivated	yourself.	Grow	your	knowledge,	

grow	your	skills	and	grow	your	confidence.		Give	and	you	will	get.	
Guaranteed!	
	 As	 for	me,	my	 journey	 doesn’t	 end	 here	 by	 any	means.	 I’m	
super	excited	to	serve	on	HRRA’s	Board	of	Directors	for	the	first	
time	in	the	coming	year.	I	will	spare	no	time,	energy	or	effort	to	
continue	serving	our	association,	our	industry,	our	community	and	
you!
	 Wishing	you	a	most	successful,	prosperous	year	in	2020.	⌂

 HRRPAC phone bank reaches out to membership

While	you	were	settling	down	for	the	evening	on	October	3,	our	hardworking	Hampton	Roads	REALTORS®	Political	Action	Committee	
(HRRPAC)	phone	bank	volunteers	were	on	 the	 job	at	HRRA	making	contact	with	membership	 for	HRRPAC	donations	 in	support	of	
REALTOR®	advocacy	efforts.		During	this	month	of	thanks,	be	grateful	for	the	strong,	unified	presence	that	the	REALTOR®	association	
wields	 among	 Virginia’s	 lawmakers.	 HRRPAC	means	 that	 you,	 as	 HRRA	members,	 benefit	 from	 the	 result	 of	 REALTOR®-friendly	
legislation	at	the	federal,	state	and	local	levels.	Continuing	the	work	of	supporting	REALTOR®-friendly	candidates	and	to	defeat	or	support	
public	policy	initiatives	would	not	be	possible	without	the	existence	of	HRRPAC	or	HRRPAC	contributions	from	HRRA’s	membership.	
Have	you	given	your	Fair	Share	of	just	$35	or	better	yet	to	show	your	support	and	thanks?	There’s	still	time	as	we	count	down	to	the	year’s	
end.	HRRPAC	is	your	voice	in	politics!	Please	visit	HRRA.com/advocacy/hrrpac-rim/	to	learn	more	and	donate	today.	–	Victoria Hecht, 
HRRA Communications and PR Specialist

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

(YPN, continued from previous page)

http://HRRA.com/advocacy/hrrpac-rim/
HRRA.com
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John F. Faber Jr.

Attorney, Williams 

Mullen

Legal Corner: HOA lawsuit 
sheds light on CIC case 

In Virginia, 
restrictive 

covenants are 
not favored in 

the law.

Before	 implementing	 or	 enforcing	 rules	 and	
regulations	 applicable	 to	 a	 common	 interest	
community,	the	community’s	property	owners’	

association	 should	 check	 its	 restrictive	 covenants	 to	
make	sure	they	allow	the	contemplated	rule.	
	 That	was	the	lesson	for	the	Belmont	Glen	Home-
owners	Association	 in	 the	 case	of	Sainani	v.	Bel-
mont	Glen	Association	Inc.,	decided	by	the	
Virginia	Supreme	Court	on	August	26,	
2019. 
	 The	 Belmont	 Glen	 Home-
owners	 Association	 (HOA)	 is	
the	governing	body	 of	 a	 com-
mon	 interest	 community	 in	
Loudoun	County.	 Like	most	
common	 interest	 commu-
nities,	 Belmont	 Glen	 was	
formed	 by	 a	 recordation	 of	
a	 declaration	 of	 restrictive	
covenants	 to	 regulate	 the	uses	
of	 lots	 in	Belmont	Glen,	 as	well	
as	 the	 size,	 setbacks	 and	 similar	
dimensional	 requirements	 of	 the	 lots	
and	the	homes	built	on	the	lots.	
	 The	 restrictions	 included	 several	 prohibitions	
that	would	probably	be	familiar	to	any	agent	who	has	
ever	sought	or	obtained	a	disclosure	packet.	
	 For	 example,	 one	 restriction	 stated	 that	 nothing	
could	be	placed	on	any	lot	that	might	become	an	annoy-
ance	or	nuisance	to	the	neighborhood.	A	subsection	of	
that	restriction	required	that	exterior	lighting	on	a	lot	
could	not	be	directed	outside	the	boundaries	of	the	lot	
and	exterior	lighting	that	resulted	in	an	adverse	visual	
impact	to	adjacent	lots,	because	of	location,	wattage	or	
other	features,	was	prohibited.	
	 The	architectural	review	board	of	the	HOA	had	the	
right	to	determine	whether	or	not	external	lighting	had	
an	adverse	visual	impact.	
	 Another	restriction	prohibited	any	modification	or	
alteration	from	being	made,	installed	or	placed	on	any	
lot	or	structure	until	the	modification	or	alteration	had	
been	approved	by	the	architectural	review	board.	
	 A	 third	 restriction	 gave	 the	 architectural	 review	
board	the	authority	to	regulate	the	external	design	and	
appearance	of	structures	on	the	lots	in	such	a	manner	
as	 to	 preserve	 and	 enhance	 the	 property	 values	 and	

maintain	harmonious	 relationships	 among	 the	 struc-
tures	and	natural	vegetation	and	topography.	
	 Finally,	a	fourth	article	allowed	the	HOA	to	adopt	
rules	and	regulations	pertaining	 to	 the	neighborhood	
as	 considered	 necessary	 or	 appropriate	 from	 time	 to	
time.

	Based	 on	 those	 recorded	 restrictive	 covenants,	
the	board	of	directors	of	the	Belmont	Glen	

HOA	adopted	 seasonal	 guidelines	 re-
specting	holiday	displays	and	light-

ing that were meant to promote 
harmony	 in	 the	 community,	
avoid	discourteous	and	unsafe	
conditions	 affecting	 property	
values,	 and	 avoid	 religious	
issues	in	the	community.	
	The	 guidelines	 permitted	
Belmont	 Glen	 homeowners	
to	 display	 “tasteful	 special	
decorative	objects	and	lighting”	

for	 a	 specific	 length	 of	 time	 for	
Halloween,	 Thanksgiving,	 “Winter	

Holidays,”	 the	Fourth	of	July	and	Di-
wali,	a	holiday	celebrated	by	people	of	vari-

ous	faiths	and	one	of	the	most	important	holidays	in	
India.	
	 Displays	 for	holidays	outside	of	 those	five,	 or	 for	
longer	than	the	time	period	allotted	to	each,	required	
the	approval	of	the	architectural	review	board,	which	
would	only	grant	up	to	two	requests	for	additional	or	
extended	displays	per	year,	at	a	maximum	of	14	days	
per	display.
	 SanJay	 and	 Sona	 Sainani	 celebrated	many	 holi-
days	 in	 their	 Belmont	 Glen	 home,	 including	 Diwali,	
Christmas	(presumably	one	of	the	“Winter	Holidays”)	
and	several	others	that	did	not	appear	on	the	preap-
proved	list	in	the	seasonal	guidelines.	
	 From	 at	 least	December	 2013	 through	 February	
2016,	the	Sainanis	hung	strings	of	lights	on	their	front	
door	and	back	deck	railing	 in	celebration	of	 the	vari-
ous	 holidays.	 During	 that	 period,	 the	 HOA	 sent	 the	
Sainanis	numerous	notices	of	violation	of	the	seasonal	
guidelines,	held	two	hearings	finding	the	Sainanis	 in	
violation	of	the	guidelines,	fined	the	Sainanis	and	sus-
pended	their	HOA	voting	privileges	and	access	to	HOA	

(continued on next page...)
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facilities	until	the	violations	were	rectified.	
	 The	Sainanis	never	responded	to	any	of	the	notices,	attended	
any	of	the	hearings	or	paid	any	of	the	fines.	
	 The	HOA	sued	the	Sainanis	in	September	2015	to	recover	the	
unpaid	fines,	but	the	Sainanis	did	not	respond	to	that	suit	either,	
so	the	General	District	Court	of	Loudoun	County	entered	summa-
ry	judgment	against	them.	
	 The	Sainanis	appealed	that	judgment	to	the	Loudoun	County	
Circuit	Court,	which	found	that	the	Sainanis’	lights	were	on	“24/7”	
for	at	least	300	days	a	year,	outside	of	the	time	periods	permitted	
by	the	seasonal	guidelines	and	after	midnight	in	violation	of	the	
seasonal	guidelines.	
	 The	 court	 entered	 judgment	 for	 the	HOA	 in	 the	 amount	 of	
$884.17	for	the	unpaid	fines	and	$39,148.25	in	attorneys’	fees	and	
costs.	
	 The	Sainanis	appealed	that	decision	to	the	Virginia	Supreme	
Court,	which	overruled	the	Circuit	Court	and	held	in	their	favor.	
	 In	holding	against	the	HOA,	the	court	found	that	the	Belmont	
Glen	restrictive	covenants	did	not	give	the	HOA	the	authority	to	
enact	the	seasonal	guidelines.	The	general	rule	in	Virginia	is	that	
restrictive	 covenants	 are	 not	 favored	 in	 the	 law,	 and	 the	 party	
seeking	to	enforce	restrictive	covenants	has	the	burden	to	estab-
lish	that	the	activity	objected	to	is	within	their	terms.	Restrictive	
covenants	must	be	construed	most	strictly	against	the	person	seek-
ing	to	enforce	them	and	substantial	doubt	or	ambiguity	must	be	re-
solved	in	favor	of	the	free	use	of	property	and	against	restrictions.
	 In	applying	the	general	rule,	the	court	examined	the	seasonal	
guidelines	and	 found	 they	had	 little,	 if	anything,	 to	do	with	 the	
restrictive	 covenants	 that	supposedly	authorized	 them.	The	sea-
sonal	guidelines	controlled	the	dates	and	time	of	day	during	which	
homeowners	could	display	decorative	lighting.	
	 On	 the	 other	 hand,	 the	 only	 restrictive	 covenant	 that	men-
tioned	exterior	lighting	said	nothing	about	days,	times	or	seasons.	
It	merely	prohibited	directing	exterior	lighting	outside	the	bound-
aries	of	the	lot	or	causing	adverse	visual	impact	by	location,	watt-
age	or	other	features.	Construing	that	comparison	strictly	against	
the	HOA	as	the	general	rule	required	it	to	do,	the	Supreme	Court	
concluded	 that	 the	 date	 and	 time	 restrictions	 in	 the	 seasonal	
guidelines	were	not	within	the	terms	of	the	restrictive	covenant.

	 The	HOA	countered	that,	even	if	the	lighting	restrictions	did	
not	require	the	removal	of	the	Sainanis’	light	strings,	the	restric-
tive	 covenants	 prohibited	 any	modification	 or	 alteration	 of	 a	 lot	
including	items	simply	“placed”	on	the	lot,	without	the	approval	of	
the	architectural	review	board.	
	 The	 Sainanis	 never	 sought	 or	 obtained	 the	 architectural	
review	board’s	 approval	 for	 their	 light	 strings,	 so	 the	HOA	was	
justified	in	requiring	their	removal.	The	court	rejected	that	argu-
ment	as	well.	It	examined	all	of	the	verbs	listed	in	the	modification	
restriction,	 besides	 “placed,”	 including	 “made,”	 “installed,”	 “con-
structed,”	“erected,”	“altered”	and/or	“externally	improved.”	
	 It	 noted	 that	 all	 of	 those	 verbs	 denoted	 improvements	 of	 a	
more	 or	 less	 permanent	 nature.	 They	 described	 actions	 such	 as	
building	a	shed,	installing	a	pool	or	changing	the	size	of	windows,	
not	the	placement	of	easily	removable	light	strings.	
	 Again,	 applying	 the	 rule	 that	 doubt	 or	 ambiguity	 must	 be	
resolved	 in	 favor	of	 the	 free	use	of	property	and	against	 restric-
tions,	the	court	determined	that	in	this	case	the	verb	“placed”	was	
synonymous	with	the	more	permanent	verbs	surrounding	it.	The	
court	thus	agreed	with	the	Sainanis	that	the	seasonal	guidelines	
exceeded	the	HOA’s	authority	under	the	restrictive	covenants	and	
were	unenforceable.
	 As	this	column	has	observed	in	the	past,	one	of	the	legal	con-
cepts	 that	 all	 real	 estate	 agents	 rely	 on	 is	 the	 free	 alienability	
(transfer)	and	use	of	property.	The	Supreme	Court	followed	that	
maxim	in	this	case	by	requiring	that	the	HOA’s	rules	not	exceed	
the	power	granted	in	the	restrictive	covenants	that	established	the	
community.		⌂

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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 HRRA well represented Momentum 2019

HRRA	members	spent	an	activity-packed	three	days	in	Williamsburg	from	September	17-19	attending	the	Virginia	REALTORS®	Annual	
Convention,	Momentum	2019.	During	the	event,	HRRA	Past	Chairman	Sherry	Maser,	who	led	the	association	in	2017,	was	elected	to	
the	VAR	Board	of	Directors	and	installed	during	the	Awards	&	Installation	Banquet,	and	2019	Chairman-Elect	Cindy	Hawks	White	was	
part	of	a	panel	discussion	exploring	“Retention	Strategies.”	HRRA	2019	Chairman	Kimberly	Plourde	took	the	stage	as	a	2019	recipient	
of	the	Omega	Tau	Rho	Medal.	This	honorary	fraternity	created	in	1950,	recognizes	exemplary	dedication	and	service	and	is	awarded	
by	state	and	local	associations	of	REALTORS® to members and others that serve the REALTOR®	organization.	Fellow	HRRA	members	
honored	with	the	Omega	Tau	Rho	Medal	were	Henrietta	Ancheta,	Betsy	Atkinson,	Ivana	Basnight,	Jo	Cross,	Peggy	Economidis,	Vicki	
Gallagher,	Stacy	Goode,	Elaine	Griffin,	Jeffrey	Hollingsworth,	Susan	Horwitz,	Clara	Howell,	Gerald	Huskey,	Anne	Kent,	Joan	Kistler,	
Bonny	MavLachlan,	Caroline	McCartney,	Clare	O’Brien,	Ron	Pearman,	Judy	Reed,	Glenn	Russell,	Thomas	Seddon	and	Frank	Trygar.	
 
The	annual	convention	is	also	a	great	time	for	past	Virginia	Leadership	Academy	classes	to	gather	for	mini	reunions	of	sorts,	and	for	
attendees	in	general	to	network,	learn	and	grow.	Attendees	enjoyed	a	presentation	titled	“Perseverance	and	Perspective”	by	Olympic	
gold	medalist	 speed	 skater	Dan	Jansen,	 and	a	 presentation	 on	 “The	Virginia	Economy:	Current	Conditions	 and	Outlook”	 presented	
by	Virginia	REALTORS®	 chief	 economist	Lisa	Sturtevant,	PhD.	Virginia	REALTORS®	 supported	 their	 colleagues	and	 friends	at	 the	
Awards	&	Installation	Banquet	and	wished	the	state	association	best	wishes	during	the	All-Attendee	Celebration	“Cheers	to	100	Years!”	
Smart	business-minded	topics	explored	included	“Clear	and	Present	Dangers:	The	Two	Biggest	Risks	Issues,”	“Today’s	Buyers,”	“Manage	
Promises,	Not	People,”	 “Effective	Negotiating	 for	Real	Estate	Professionals”	 and	 “Grow	Your	Business:	 Invest	 in	Yourself	 and	Your	
Community,”	among	many	others.	Thanks	for	representing,	HRRA!	Here’s	a	peek	at	HRRA	members	taking	part	in	the	three	days	of	
activities.	–	Victoria Hecht, HRRA Communications and PR Specialist
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Welcome, New Members!

Active	REALTORS®:	 3539
Pending	Members:	 206
REALTOR®	Life:		 46
REALTOR®	Emeritus:	 106	

Affiliate	Members:	 820
Affiliate	Offices:	 183	
Principal	Firms:	 194
Branch	Offices:	 45

HRRA MEMBERSHIP AS OF SEP. 30, 2019

PROSPECTIVE REALTOR® MEMBERS

Thomas	Alger	 Long	&	Foster	Real	Estate
Decella	Allen	 Rose	&	Womble	Realty
Christian	Arriaga	 Rose	&	Womble	Realty
Stephanie	Arrington	 Rose	&	Womble	Central	Realty
Valerie	Baker	 The	Real	Estate	Group
Tyisha	Baskerville	 Victory	Allegiance	Realty
Erika	Bovia	 Redfin	Corp.
Georgiana	Butler	 Keller	Williams	Town	Center
Martin	Burwell	 Berkshire	Hathaway	Towne	Realty
Skyler	Cahoon	 Redfin	Corp.
James	Cheatham	 Vertical	Real	Estate
Jasmine	Chilton	 Rose	&	Womble	Realty
David	Devane	 Long	&	Foster
Ronald	Dickerson	 Beach	South	Realty
Karly	Diggs	 Keller	Williams	Elite	-	WB
Melissa	Dooley	 Long	&	Foster	Real	Estate
Spencer	Ferguson	 Century	21	Nachman	Realty
Melissa	Fernandez	 RE/MAX Edge
Olivia	Ford	 Keller	Williams	Realty
Brian	Forrester	 Keller	Williams	Realty
Autumn	Gregory	 Keller	Williams	Town	Center
Shevika	Hannah	 Keller	Williams	Realty	Elite
Samuel	Herring	 Keller	Williams	Coastal	Virginia
Sherry	Holmes	 Keller	Williams	Elite	-	WB
Jordan	Hoskins	 RE/MAX	Alliance
Kimberly	Jenkins	 Keller	Williams	Coastal	Realty
Maryfrances	Jerez	 Keller	Williams	Realty
BriAnna	Johnson	 eXp	Realty
Cassidy	Juarez	 Prodigy	Realty	
Cat	Kaisler	 Realty	One	Group
Jennifer	Kavanek	 Keller	Williams	Realty
David King RE/MAX	Allegiance
Laura	Lippard	 Century	21	Nachman	Realty
Frank	Lloyd	 The	Real	Estate	Group
Almira	Logan	 Long	&	Foster	Real	Estate
Ricardo	Martins	 Weichert	Realtors
Vasudha	Nair	 Exit	Central	Realty
Leslie	Natalzia	 Rose	&	Womble	Realty
Dana	Neighbors	 Rose	&	Womble	Realty
Michael	Nishnick	 James	and	Lee	Realty
Kelly	Ordille	 Century	21	Nachman	Realty
Pamela	O’Sullivan	 Coastal	Group,	Inc
Donna	Obrzut	 Keller	Williams	Town	Center
Sebrena	Pace	 Long	&	Foster	Real	Estate
Charmaine	Payne	 Keller	Williams	Elite
David Pharr Sr. RE/MAX	Alliance
Annelisa	Previte	 James	&	Lee	Realty
Regina	Reed	 Howard	Hanna	Real	Estate	Services
Robert	Rogers	 Encompass	Real	Estate	Solutions

NEW AFFILIATE MEMBER

John	White		 	 State	Farm	Insurance

Brianna	Rose	 Triumph	Realty
Michael	Roth	 Century	21	Nachman	Realty
Corey	Schmitt	 Rose	&	Womble	Realty
Victoria	Segar	 RE/MAX Edge
Edward	Shelford	 RE/MAX	Central	Realty
Shirley	Siplin	 RE/MAX	Central	Realty
Beth	Smith	 Century	21	Nachman	Realty
Eunice	Smith	 Exit	Central	Realty
Jasper	Smith	 James	and	Lee	Realty
Matthew	Spare	 Keller	Williams	Realty
Jennifer	Stimpson	 RE/MAX	Alliance
Allan	Sullivan	 Keller	Williams	Coastal
Emily	Sullivan	 Atkinson	Realty
Michelle	Sullivan	 RE/MAX Edge
Vanessa	Sykes	 Rose	&	Womble	Realty
Dan	Tarabek	 Creed	Realty
Paul	Tatum	 Rose	&	Womble	Realty
Christy	Walker	 Rose	&	Womble	Realty
Seba	Walters	 Coldwell	Banker	Professional
Jennifer	Warinner	 Rose	&	Womble
Tonya	Warren	 Exit	Realty	Central
Sheila	Watford	 Keller	Williams	Coastal	
Justin	Watson	 RE/MAX Edge
Erica	Williams-White	 RE/MAX Edge
Laurie	A.	Williamson	 RE/MAX Edge

NEW SECONDARY MEMBER

Arthur	Monroe	 	 Berkshire	Hathaway	Towne	Realty

NEW BROKER FIRMS

John	McInnis	 	 Champion	Real	Estate	LLC
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